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REGAL 


The  Sun  Never  Sets  on  the  Sign  of  the  Regal  Shoe 


Group  Picture  of  Regal  Factories. 


In  1915  we  had  to  ENLARGE  our 

TORONTO  FACTORY  to  TWICE  its  CAPACITY 

WATCH 

THIS  FRONT  COVER  DURING  1916 

FOR  NEW  IDEAS 

The  first  pair  of  Regal  Shoes  was  sold  a  Quarter  of  a  Century  ago.  Our  present  phenomenal 
Volume  of  Business  has  been  due  to  NEW  IDEAS  in  service  and  in  Advertising  Shoes 
that  have  always  represented  the  UTMOST  VALUE  for  the  MONEY. 

REGAL  SHOE  COMPANY  LTD.,  102  Atlantic  Avenue,  TORONTO 

Executive  Offices,  Regal  Building,  Boston,  Mass. 
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"PANTHER" 

Tested  Fibre 

Rubber  Soles 


There's  the  keynote  of  an  established  market  product 
struck  in  the  Panther  Fibre  Rubber  Soles  and  Heels. 
They  have  an  individuality  that  no  amount  of  flattering 
imitation  can  acquire.  Being  well  tested  before  leaving 
us  they  are  absolutely  safe  for  buying  and  reselling. 
Nearly  like  leather  in  looks,  and  quite  as  easily  stitched 
and  trimmed,  they  will  not  allow  stitches  to  "  pull  out," 
they  will  not  crack,  are  waterproof  and  will  not  slip. 

PANTHER  FIBRE  RUBBER 
SOLES  are  made  in  all  colors, 
are  GUARANTEED  by  makers. 


PANTHER  RUBBER  MFG.  CO. 
.  ^STOUCHTON,MASS^  - 


r 


Panther  Rubber  Mfg.  Co. 

Sherbrooke,  Que. 
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28  "Service"  Branches  Throughout  Canada 

Canadian  Consolidated  (liOMlNlO 
Rubber  Co,,  Limited 

Montreal,  P.Q. 


RESOLVED! 

That,  quality  and  value 
being  equal,  I  will  give 
preference  during  1916 
to  Rubber  Footwear 
"  Made  in  Canada." 


iiiiiiiiiiiiiiiiiiiiiif 


Canadian  Consolidated 
Rubber  Co.,  Limited 

Montreal,  P.  Q. 

28  "Service"  Branches  Throughout  Canada 
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Strange — but  a  man  may  make  a  false 
step  by  standing  still.  You  are  hesi- 
tating about  your  next  season's  stock. 
You  were  not  entirely  satisfied  with 
your  last  season's  business.  Cut 
away  the  doubts  you  have — don't 
stand  still.  Robinson  offers  you  his 
renowned  Bostonian  line.  Let  this 
be  your  step  forward — you  will  never 
regret  it.  Robinson's  success,  built 
on  the  Bostonian,  proves  Bostonians 
to  be  the  real  goods — so  entirely  satis- 
factory that  you  will  learn  the  reality 
of  the  motto  "One  pair  sells  another." 


For 


QUALITY 


James  Robinson 

Montreal 
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.  POVA^ 


National  reputation  is  not  lightly 
won — it  must  be  the  outcome  of  low- 
est trading  and  full  satisfaction.  Let 
that  assure  you  when  you  consider 
Robinson  Service.  For  "  Robinson 
Service  "  is  known  from  Coast  to 
Coast.  Footwear  people  in  every  part 
of  the  Dominion  recognize  that  the 
"Robinson  House  delivers  the  goods, " 
giving  fullest  satisfaction  in  point  of 
price,  quality  and  shipment.  Try 
Robinson  Service,  and  anxiety  will 
never  trouble  your  mind  again — your 
satisfaction  will  decide  you  to  "Stick 
to  Robinson."  Test  it  on  the  "Inde- 
pendent" line  of  Rubbers. 


WHAT  WE  HAVE 


WE'LL  HOLD  ■ 


For 


SERVICE 


James  Robinson 

Montreal 
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The  Ensign  of 


LIMITED 


No.  205    Women's  Felt  Buskin,  Plush  Bound, 
[yeather  Facing,  Flexible  Leather 
Sole  and  Heel. 


QUALITY 

You  can  tell  quality  felts  immediately  ;  they 
bear  their  sign.  Look  for  the  stamp  of  the 
Great  West  Felt  Co.  That  trade  mark  is  as 
great  an  assurance  of  sterling  quality  as  the  hall 
mark  on  silver. 

The  dealer  in  our  Great  West  "Coldproof" 
felts  IS  always  confident.  He  knows  he  deals 
in  goods  which  touch  the  acme  of  quality  and 
leave  the  customer  completely  satisfied. 

Felt  of  our  own  make  and  machines  of  our 
own  designs  are  further  guarantees  that  our 
Great  West  "Coldproof"  felts  are  the  best  felts 
procurable  in  Canada. 

Any  independent  jobber  will  supply  Great 
West  Coldproof  Felts — ask  to  see  samples. 

Illustrated  catalogue  sent  upon  request. 

The 

Great  West  Felt 

Company,  Limited 

Elmira     -  Ontario 


No.  102 -Men's  Felt  Blucher.  Vamp  Lined, 
Leather  Facing  and  Back  Strap, 
Felt  Sole  and  Heel. 


No.  202 -Women's  Felt  Bai.,  Dongola  Vamp  and 
Back  P'oxing,  Leather  Facing  and  Back 
Strap,  Leather  Sole  and  Heel. 


January,  1916 
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Comfort  Counts 

in 

Tebbutt  Shoes 

Right  in  the  forefront  of  good  shoe 
qualities  the  Tebbutt  Shoe  features  comfort. 
No  matter  how  style  varies,  comfort  must 
endure  in  footwear.  The  "Doctors"  and 
"Professor"  shoe  embody  all  the  comfort- 
giving  characteristics  the  sensible  shoe  buyer 
demands.  They  are  wide-fitting,  made  on 
well-designed  lasts,  and  have  the  well-known 
"non-perspiro"  soles.  Comfort  is  thus  assur- 
ed, but  style  is  maintained.  Take  advantage 
of  this  attractive  line. 


Order  Doctors  from  your  jobber, 

Tebbutt  Shoe  &  Leather  Co.,  Ltd. 

Three  Rivers,  Que. 
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Military  Feet  for  the  Civilian 


wear 


The  Canadian  Army  Shoe 

IS  so  popular  now  we  have  just  put 
out  a  line  m  light  leathers  for  civilian 


Everythmg  about  this  shoe 
makes  it  suitable  for  the  man 
who  wants  the  "military"  effect 
and  the  pattern  and  last  make 
a  medium  weight  easy-fitting 
shoe  that  appeals  to  so  many. 

One   of  the   strong  features  of  the   line   is  the  absence 
of  the  box  toe,  it  being  made  with  a  heavy  tip  and  full  vamp 
instead  and  this  feature  makes  it  pliable  and  com- 
fortable thereby  avoiding  the  binding  of  a  hard 
box  toe. 

This  line  is  made  in  all  Leathers,  Black  and 
Tan,  with  best  of  drill  lining,  calf  inside  facings, 
and  back  stays  and  every  lift  in  the  Heel  is  from 
selected  leather — and  all  made  on  the  McCready. 

Stamped  on  Sole  like  this 

Our  travellers  now  have  these  samples  and  your 
order  can  be  shipped  promptly  as  the  stock  is  well 
through  the  factory  now, 

McCREADY 


MONTREAL 
ST.  JOHN 


Army  Contractors 

TORONTO 
WINNIPEG 


EDMONTON 
VANCOUVER 


January,  1916 


FOOTWEAR    IN  CANADA 


9 


1916  Felt  Orders  and 
War  Time 


If  the  1916  season  has  taught  any  lesson  well,  it  has  surely  convinced 
us  all  that  early  placing  in  quantities  is  the  best  assurance  against  any 
possibility  of  shortage  or  badly  assorted  Fall  shipments. 

In  War  Time  —  and  the  manufacturer's  purchasing  agent  has  surely 
found  it  real  war  to  get  deliveries  of  raw  materials,  such  as  not  experienced 
in  times  of  peace —  early  placing  orders  are  vital  to  successful  buying  of  raw 
materials  and  vital  to  deliveries  of  Felt  Footwear  on  the  dates  called  for.  We 
are  sure  you  will  realize  the  community  of  interest  that  exists  between  you 
and  us  and  will  help  us  to  serve  you  accurately  by  placing  your  Order  for 
Elmiras  early. 

The  usual  high  standard  of  quality  and  workmanship  that  has  always 
distinguished  Elmira  Felts,  will  of  course,  be  rigidly  maintamed,  but  since  we 
cannnot  forecast  the  price  trend  of  raw  materials  throughout  1916,  we  are 
forced  to  announce  that  all  prices  are  subject  to  change  without  notice. 

In  the  meantime,  we  would  urge  our  Elmira  Retail  friends  to  get 
their  Orders  placed  with  the  Elmira  Jobber  as  early  as  possible. 


The  Elmira  Felt  Co.,  Limited 

Berlin 
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Here  is  a  Carload  Shipment 


SOME  OF  OUR 
LINES  ARE: 

Shoe  Felts 

Sewing  Wax 

Dry  Paste 

Fish  Glue 

Patent  Leather 
Repairer 

Polishing  Wax 
Rubber  Cement 

and  a 
Complete  Line  of 
Shoe  Findings 


BLACKING 
DRESSINGS 
BOX  GUMS 

The  illustration  shows  a  recent  shipment  of 
blacking,  dressings,  box  gums,  etc.,  we  made  to  a 
Western  Ontario  shoe  centre. 

Such  shipments  are  eloquent  testimony  of 
our  good  service  and  excellent  products. 

Have  you  onf  prices  ? 


We  are  Canadian 
agents  for  Herman 
Behr  &  Co.  of  New 
York,  the  world  fam- 
ous makers  of  Brook- 
lyn Carborundum, 
Carbicon  and  Ruby 
Paper.  Also  v\e  are 
proprietors  of 
"  Waxol '"  the  sole 
waterproofing  used  by 
most  shoe  manufac- 
turers on  army  boots. 


Parker,  Irwin,  Limited 

Montreal 
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Passing  By 


Passing 


There  kas  never  been  a  time  wKen.  Store  Fronts  played  suck  an 
important  part  in  retail  Stores — never  kave  tkey  Been  so  necessary. 


There  has  never  heen  a  time  in  the  his- 
tory o£  retailing  when  modern  Store  Fronts 
were  so  productive  of  sales. 

And  there  has  never  been  a  time  when 
a  modern  KAWNEER  STORE  FRONT 
could  cash  in  so  quickly  as  this  year —  today. 
Never  before  have  Store  Front  investments 
paid  such  enormous  dividends. 

Don't  wait  —  don't  let  your  competitors 
take  your  chance  —  don't 
look  by  this  opportunity  to 
put  your  Store  on  a  new 
and  firmer  foundation. 
Every  person  that  passes 
by  your  Store  without  even  hesitating  is  a 
lost  opportunity.  Remember,  the  passing 
foot-steps  don't  pay  profits  —  it's  only  those 
that  cross  your  threshold.  Your  Store  s 
success  is  told  by  the  number  of  people  that 
enter  and  buy,  not  by  the  number  who  go  by. 

If  there  was  ever  a  time  to  tear  out  that 
old  Front  and  put  in  KAWNEER,  that  time 
is  now — don't  even  wait  till  "next  year. 

Think  of  the  army  of  other  retailers  who 
are  making  money  on  the  40,000  KAWNEER 
FRONTS  that  today  stand.  You  know  many 
of  them  —  just  step  inside  of  their  Stores  and 
ask  what  they  think  —  what  they  know  by 
experience.    Figures  will  be  their  answer. 

And  You  Need  the  Best,  Too 

When  you  put  in  a  new  Front  don't  try 
to  satisfy  yourself  with  "just  a  new  Front" 
—  make  your  investment  pay  big.    Put  in  an 


K'awneer 

Manufacturing  Company 

Limited 

franciJ  J.  Plym.  PreaidenC 

Dept.  R.    GUELPH.  ONTARIO 


individual,  KAWNEER  STORE  FRONT 
—  one  that  will  tell  your  story  truthfully  and 
forcefully. 

Since  1906  we've  worked  with  retailers 
in  designing  and  constructing  their  modern 
Store  Fronts- — their  experience  has  been  ours 
and  we  honestly  believe  we  are  qualified  to 
help  you. 

Why  let  '  'Jones'  new  Front"  fill  your 
requirements  — why  let  his 
Front  satisfy  you?  Your 
Front  must  fit  you  —  your 
business  and  none  other. 

Store  Front  Book 

Don't  take  another  step  in  the  considera- 
tion of  your  new  store  front  until  you  know 

what  KAWNEER  STORE  FRONTS 

have  done  fully  40,000  times  —  until  you 
know  of  this  construction  which  is  perma- 
nent, built  on  practical  mechanical  principles, 
is  attractive,  provides  for  the  ventilation  and 
drainage  of  your  show  windows,  allows  the 
greatest  glass  expanse,  is  bright  and  clean-cut, 
and  one  whose  upkeep  expense  is  absolutely 
nothing.  Learn  about  KAWNEER  STORE 
FRONTS  — they  are  built  to  fill  your  re- 
quirements—  to  make  you  money. 

This  complete  information  together  with 
actual  photographs  and  drawings  of  many  of 

the  most  successful 
big  and   little  Store 
Fronts  in  the  coun- 
try are  contained  in 
"  Boosting  Business 
No. 25^'— it's  a  Mer- 
chants    book  printed 
for  you  to  read  and 
profit  by.     It's  not  a 
book    on    window  trim- 
ming nor  a  picture  book  for 
your  errand  boy.     Just  a  card 
for  "Boosting  Business  No.  25  "  will 
bring  it  to  you  by  mail  without  obligation. 


548 
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iiiiiiiiiihimniiiiiiiimiiiiKM  niiiiiiiiiiiiiiiiiiiii  itt 
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"REECE  RAPID" 

Leads  the  World 

The  Reece  Rapid  Button -Hole  Machine  for  cutting  and 
stitching  button  holes  in  boots  and  shoes 


This  new  machine  makes  a  perfect  button  hole,  not  an  imitation  bar, 
eliminating  a  separate  barring  operation 

It  is  the  result  of  our  thirty  years'  experieuce  in  manufacturing  buttun-hole  machinery.  Its  superior- 
ity over  any  other  machine  is  in  its  ability  to  turn  out  the  highest  quality  of  work  ever  produced  at 
the  minimum  amount  of  cost,  thereby  making  a  saving  that  has  never  been  equalled,  and  cannot  be 
surpassed  by  any  button-hole  machine  that  is,  or  has  been  ])laced  on  the  market.  A  few  of  the  many 
'advantages  that  we  claim  over  an\'  nther  button-hole  machine  are  : 


SPEED 


ECONOMY 


QUALITY 


A  Perfect  thread-saving  device,  eliminating  all  waste  of  thread. 

A  machine  running  equally  as  well  with  silk,  cotton  or  mercerized  threads,  and  does  not  require  a 
special  thread. 

A  machine  built  to  eliminate  the  wearing  of  parts.    A  machine  seldom  out  of  adjustment. 

Samples  of  work  and  terms  sent  on  application 

Thos.  C.  Doyle  (Reg.) 

Sole  Distributor  for  Canada 

71-73  St.  Alexander  St. 


Montreal 
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Busy  Year  In  and 
Year  Out  with  the 


RICE  &  HUTCHINS 


Fducatok 

^^^^  au.tu.fwr.om 


"That  Educator  department  of  mine  is  busy 
the  year  'round.  The  styles  don't  change; 
the  shoes  are  standardized;  my  customers  are 
satisfied  and  call  regularly,  "  said  the  manager. 

"And,"  he  continued,  "the  mothers  bring  their  children 
here  for  Educators  from  six  to  ten  times  a  year.  The 
idea  of  letting  the  child's  foot  grow  as  it  should '  has 
a  wonderful  pulling  power. 

But  they  can't  come  too  fast  for  me.  Every  week  or 
so  I  send  my  sizing  order  to  the  Chicago  house  and 
replenish  my  stock.  That  Educator  department  is 
the  most  profitable  in  the  store.  It  would  pav  you 
to  tie  up  with  them." 

Canadian  Distributors 

The  Rice&  Hutchins  Chicago  Co. 

231  West  Munroe  Street  Chicago,  111. 

Rice  &  Hutchins^  Inc. 

Twenty-Four  High  St.,  Boston 
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We  are  making  a  complete 
line  of  

Cements 
Dressings 
Finishing  Waxes 
Bottom  Stains 
Blackings 

For  all  kinds  of  leather  and  for  all  factory  conditions. 
Our  line  is  complete  and  you  need  have  but  one 
account  as  we  can  furnish  you  with  everything  used 
in  finishing  shoes,  both  the  bottoms  and  the  uppers. 

BOSTON  BLACKING  COMPANY 

152  McGill  Street  Montreal,  Canada 


January,  1916 
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Shoe  Machinery 

For  Every  Department  from  Lasting  to  Finishing 


TRADE 


MARK 


Goodyear 
Welt  and  Turn 
Systems 


Consolidated 
Hand  Method 
Lasting^  Machines 


Model-C 
Ideal  Clicking' 
Machines 


Rapid  Standard 
Screw 
Machines 


Davey 
Horn  Pegging 
Machines 


Heel  Protector,  Driving,  Heel  Compressing,  Loading  and  Attaching 
Machines,  Heel  Trimming,  Breasting,  Scouring  and  Finishing 
Machines  ;  Loose  Nailing  and  Slugging  Machines  ;  Cementing,  Buff- 
ing and  Skiving  Machines;  Gem  Insole  Machines;  Eyeletting 
Machines  ;  Eyelets,  Shanks,  Brushes,  Etc. 


United  Shoe  Machinery  Company  of  Canada,  Limited 


122  Adelaide  Street  West,  TORONTO  MONTREAL,  QUE. 


492  St.  Valier  St.,  QUEBEC. 
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BARCO 


FIBERIZED 

RUBBER  SOLES^ 


Wear  better  and  cost  less  than  leather  soles.  They  are 
light  weight,  waterproof  and  excellent  wearing.  Specify 
them  in  all  your  orders. 

Fiberized  Rubber  Soles  and  Heels  are  absolutely  uniform 
and  they  offer  a  solution  of  the  sole  problem  during  the 
present  high  prices  of  sole  leather.  They  are  guaranteed 
not  to  split  or  crack. 

G.  J.  TRUDEAU 


Canadian  Representative 


365  Ontario  St.  East,  MONTREAL 


You  Get--. 


Quicker  Turnovers,  Easier  Sales,  Larger  Profits 

by  selling 

J.  A.  &  M.  Cote  McKays 

Noted  for  Style,  Fit  and  Durability 

Your  Customers  Get 

Better  All-round  Satisfaction 

START  SELLING  THEM  AND  SEE 
6  UP  TO-DATE  LASTS-Men's,  Youths',  Boys',  Little  Gents' 
La  Compagnie 


Montreal  Sample  Rooms,  W       A         /X      m  m  c*  u       •  »l 

502  St.  Catherine  St.  East,  ■      A      JR-   ]\/|      |^/xf  ^  "y^*^'"**^^' 

Mr   Henry  Martineau,  Representative  •  XvJL*  L  V^tt  QuebeC 


January, 


1916 
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1916      Fall  1916 


and 


1917    Winter  1917 
"Tricketfs^^  and  ^Tarker's^^  English  Felts 

"Elmira^^  Canadian  Felts 

in  many  New  Designs  of  Superior  Quality 


Our  travellers  are  now  in  their  respective 
territories  with  a  complete  range  of  samples  of  the 
most  attractive  lines  of  Wmter  Footwear  ever  pro- 
duced by  the  shoe  industries  of  England  and  Can- 
ada. We  would  advise  early  buying,  which  will 
aid  the  manufacturer  to  do  justice  to  your 
order. 


To  obtain  the  best  in  footwear  means  that  the 
manufacturer  should  have  reasonable  time  to  secure 
the  proper  materials  and  to  make  use  of  his  ex- 
perienced operators  in  order  to  get  the  best  re- 
sults. Our  range  of  samples  is  unusually  attrac- 
tive, and  takes  in  all  the  best  that  has  been 
thought  of  and  on  the  newest  lasts. 


Trickett's  and  Parker's  World  Famous  English  Felts,  Elmira  Felts,  Moose  Moccasins,  Lumber- 
men's Knit  Socks,  Oil  Tan  Larrigans,  Hockey  Boots,  also  Men's  Fine  Leather  Slippers  in 
newest  designs  in  Everett,  Opera,  Romeo  and  Nullifler  shapes.  Turn  and  McKay  Sewed. 


"Royal  Brand' 


RUBBERS 

Kant  Krack         -         Dainty  Mode 
Royal      -    Bull  Dog 

In  addition  to  these— our  regular  "Big  Four"  brands — we 
have  added  two  Special  Extra  Brands  of  Long  Boots 
and  Lumbermen's,  "VERIBEST"  and  "DREAD. 
NAUGHT"  and  the  "SPEED  KING"  in  a  High 
Grade  line  of  Tennis  and  Sporting  Shoes. 


YOUR   IMMEDIATE  ORDERS 

Your  present  "Hurry-up"  orders  for  Felts,  Hockeys  and  Rubbers  will  be 
carefully  filled  and  rushed  to  you  by  the  first  delivery. 

We  are  specially  well  able  to  assist  you  in  filling  in  depleted  lines  from  our 
large  range  of  Spring  and  Summer  footwear. 


"Bull  Dog  Brand" 


THE  IMPERIAL  SHOE 

Made  in  all   fine  leathers 
Goodyear  Welts  and 
McKay  Sewn. 


BEAVER  BRAND 

An  extra  fine  line  Men's  Good- 
year Welts 


MAPLE  LEAF  BRAND 

Solid  leather  working  shoes,  every 
pair  guaranteed. 

VARSITY  BRAND 

Men's,  Boys',  Youths'  Medium 
fine  shoes,  McKay  Sewn. 

LITTLE  CANADIAN 

An  extra  fine  line  of  Misses'  and 
Children's  Shoes. 


The  SPORTSMAN  Boot 

Made   in   Chocolate  Calf, 
Pead,    Black  and 
Smoked  Elk. 

The  Famous 
"WITCH-ELK" 

Hunting  and  Sporting  Boots. 


McLaren  &  dallas 


30  Front  Street  West,  TORONTO 


IS 
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28  "Service"  Branches  Throughout  Canada 


Dominion  Canadian  Consolidated  ( DOMINIQ 
,K.-«^^!?fc^/    Rubber  Co.,  Limited 


sI^ERSYSTE^ 


Montreal,  Que. 


A  NEW  ERA 

in    the   Felt  Footwear  Industry  of  Canada 

is  heralded  by  our 

1916  CATALOGUE 

of 

DOMINION 
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Don't  be  Above 
Your  Job 


Over  in  India  you  can  hire  a  ser- 
vant for  almost  nothing  per 
week.  And  there  are  lots  of  them, 
too.  "An  easy  sohition  of  the  servant  problem  !"  you 
exclaim. 

Not  so  that  you  would  notice  it.  You  see,  it's  like 
this.  The  servants  are  specialists;  each  proud  in  his 
restricted  sphere  of  activity  in  serving — the  master  of 
the  boots,  the  master  of  the  canine,  and  so  on — so  that 
when  the  entire  retinue  is  mobilized  their  total  sti- 
pend is  much  more  than  would  hire  a  first-class  ser- 
vant in  our  own  country. 

It  is  possible  to  carry  specialization  too  far — especi- 
ally in  a  small  business.  If  you  have  a  salesman  who 
is  a  specialist  (self-styled)  in  selling  shoes,  and  is 
above  cleaning  off  the  windows  or  sweeping  out  the 
store  or  any  other  little  thing  you  would  like  to  have 
him  do  for  your  convenience,  then  it  is  time  to  call  him 
up  short — for  the  good  of  the  business.  The  most 
successful  business  men  in  the  world  began  life  at 
the  bottom — most  of  them  as  messenger  boys.  In 
the  days  of  their  early  business  career  each  man 
washed  his  own  windows,  swept  out  the  store,  was  his 
own  bookkeeper,  his  own  window-dresser  and  sales- 


man. Have  you  ever  thought  that  right  in  your  own 
store  you  might  be  able  to  do  a  little  financing  that 
would  stop  a  mighty  big  leak?  It  is  a  common  atti- 
tude among  clerks,  when  asked  to  do  something  a  lit- 
tle out  of  their  line,  to  grumble  among  themselves  that 
"they  were  not  hired  to  do  that  sort  of  thing."  The 
specialist  in  any  line  of  business  does  not  attain  his 
degree  without  a  great  deal  of  hard  plugging— much 
of  it  not  altogether  to  his  liking.  The  man  who  starts 
out  to  become  immediately  a  master  of  his  profession 
generally  finds  his  profession  master  of  him. 

Then  again,  a  merchant  unduly  influenced  by  the 
glib  tongue  of  the  salesman  will  lay  in  a  large  number 
of  different  lines  of  cheap  shoes.  When  he  comes  to 
figure  up  his  profits  he  finds  that  he  has  not  made 
any  more  money  than  if  he  had  had  a  good,  clean, 
smaller  stock  of  better  grades.  It  is  a  mistaken  idea 
of  the  bargain-hunters— the  people  who  are  always 
clamoring  for  something  for  nothing — that  they  are 
effecting  a  wonderful  saving  by  buying  an  article  for 
$1.59  instead  of  better  goods  at  $3.00.  We  recall  a 
test  made  not  long  ago  by  a  shoe  retailer.  He  had  in 
stock  two  different  grades  of  shoes  which  were  so 
identical  in  style  and  general  appearance  that  the  aver- 
age customer  could  not  see  the  difference  in  price — 
one  sold  for  $3.00  and  the  other  for  $5.00.  So  this 
retailer  put  on  the  left  of  the  cheaper  boot  and  the 
right  of  the  better  boot  for  a  couple  of  months.  Then 
he  placed  the  two  boots  side  by  side  in  his  window 
with  a  card  of  explanation.  The  result  was  astonish- 
ing. It  proved  that  in  the  $5.00  pair  there  was  value 
equal  to  two  pair  of  the  $3.00  shoes,  just  the  same  as 
one  good  servant  can  do  the  work  of  two  inferior  ones. 

Pretty  nearly  everything  you  buy  cheaper  you  have 
got  to  buy  oftener.  The  less  efficient  your  sales  staff, 
the  greater  number  you  have  to  employ.  So  don't 
think  for  a  minute  that  because  you  can  effect  an 
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immediate  saving  in  some  particular  line  you  are 
goinji;-  to  get  off  easier  in  the  long  run.  It  works  out 
the  other  way  round. 

*       *  * 

rk  I*  D  ff-i.  ii.  i'jnerson  once  said  of  John 
Does  It  Benefit  the  ■' 

Retailer?  Brown:     "His     methods  were 

wrong,  even  though  the  man  him- 
self were  right."  It  is  the  same  with  the  man  who 
thinks  because  he  is  doing  sufificient  business  to  exist 
he  doesn't  require  a  trade  paper. 

The  chief  aim  of  Footwear  in  Canada  is  to  point 
out  to  the  shoe  retailer  wherein  his  methods  can  be 
improved;  how  he  can  make  more  money;  how  lie  can 
decrease  his  stock,  and  at  the  same  time  increase  his 
sales;  how  he  can  reduce  his  overhead;  how  to  keep 
stock,  and  in  fact  everything  that  has  been  tried  nut 
and  found  to  be  advantageous. 

Footwear  in  Canada  is  essentially  a  magazine  for 
the  shoe  retailer  and  the  shoe  retailer  alone.  We  con- 
sider "style,"  as  the  word  is  known  to-day,  is  of  minor 
importance  to  the  average  dealer.  We  do  not  attempt 
to  specialize  in  predicting  styles  or  urge  the  purchase 
of  any  style.  Dififerent  styles  sell  in  different  districts. 
The  downtown  stores  find  a  demand  for  novelties, 
while  the  merchant  on  the  outskirts  of  the  city  can 
sell  only  staples.  The  man  a  little  closer  to  the  centre 
of  the  city  will  possibly  fmd  the  demand  about  ecpial 
for  novelties  and  staples,  and  so  must  stock  accord- 
ingly. Therefore,  it  must,  for  the  most  part,  be  left 
to  each  individual  retailer  to  select  and  purchase  the 
stock  he  considers  best  suited  to  his  particular  trade. 
Our  endeavor  then  is  to  lay  before  the  merchant  the 
newest  and  most  efficient  methods  of  handling  that 
stock.  Every  item  on  our  pages  has  been  subjected 
to  an  acid  test  by  the  Editor.  We  ask  ourselves  "will 
it  benefit  the  shoe  retailer?"  And,  judging  by  the 
many  kind  letters  of  our  readers,  we  are  "making 
good."  However,  we  would  like  to  know  your  views. 
Write  and  let  us  know  how  you  stand.  Criticize  us  if 
you  will — it  may  hclj)  us  in  our  efforts. 

^.        -jf.  -If 

Has  a  Right  to  His    '^'^'^  adopted  many  years 

Own  Opinions  by  Marshall  Field,  of  Chic- 

ago, and  which,  he  has  stated, 
made  possible  one  of  the  largest  department  stores 
on  the  continent,  is — "Remember,  the  customer  is  al- 
ways right."  At  its  face  value  it  would  seem  to  mean 
that  a  salesman  should  not  attempt  to  influence  the 
judgment  of  his  customer  in  any  way.  If  that  were  the 
attitude  adopted  it  is  reasonably  certain  that  a  large 
number  of  people  would  depart  with  purchases  which, 
])erhaps  for  style,  fit,  wearing  quality  or  what  not, 
did  not  suit  them  and,  at  the  time,  they  would  not 
know  it.  The  salesman  might  have  pointed  out  their 
mistake  in  a  few  words  but  the  policy  of  the  store 
upheld  his  silence. 

We  think,  however,  that  the  interpretation  intend- 
ed, and  the  one  adopted  in  the  Marshall  Field  store,  is 


that  although  the  customer  may  sometimes  be  wrong 
he  has  a  right  to  his  ideas.  It  rather  suggests  the  use 
of  tact,  diplomacy  and  judgment  of  human  nature. 
Surely  if  a  customer  came  into  your  store  with  the 
avowed  intention  of  buying  a  pair  of  shoes  that  you 
knew  would  not  give  him  comfort  and  complete  satis- 
faction it  would  be  unwise  on  your  part  not  to  en- 
deavor to  sell  him  a  pair  that  would  be  likely  to  bring 
him  l)ack  for  "a  pair  like  the  ones  I'm  wearing." 

The  whole  difficulty  is  in  how  you  go  about  setting 
your  customer  on  the  right  track.  Naturally  you,  be- 
ing a  shoe  retailer,  know  more  about  footwear  than 
'he  average  buyer,  but  that  isn't  saying  that  you  should 
not  listen  to  his  opini(»n.  People  generally  want  what 
they  want  because  they  don't  know  there  is  anything 
dififerent  that  they  might  prefer.  It  has  been  said 
that  75  i>er  cent,  of  all  adults  have  foot  trouble  of 
stniie  kind  or  another — corns,  callouses,  bunyons,  flat- 
foot  and  a  host  of  other  things.  These  are  i)ractically 
all  directly  traceable  to  wrongly  selected  footwear.  If 
a  salesman  can  successfully  succeed  in  conveying  to 
the  customer  in  an  intelligent  manner  the  advantages, 
the  satisfaction  and  the  comfort  to  be  derived  from 
some  other  style  than  the  one  he  intended  to  buy  there 
are  few  cases  in  which  the  right  sale  cannot  be  made. 

We  recall  the  following  example:  A  man  entered 
a  shoe  store  and  asked  to  be  shown  a  pair  of  boots 
on  an  English  last,  as  he  had  been  accustomed  to  wear- 
ing that  kind.  As  soon  as  the  man  removed  his  boot 
the  salesman  saw  at  a  glance  that  he  had  not  the  kind 
of  foot  to  wear  that  style  of  shoe,  and  remarked  :  "You 
have  quite  a  bit  of  trouble  with  yovir  feet,  don't  you?" 
"Yes,"  re])lied  the  customer,  "I  don't  seem  to  be  able 
to  get  a  pair  of  boots  that  will  fit  me."  "If  you  will 
permit  me,"  continued  the  salesman,  "I  should  like 
you  to  try  on  a  style  of  boot  that  I  think  will  relieve 
you."  The  customer  consented,  and  was  very  much 
pleased  with  the  selection.  A  few  days  later  he  came 
back  with  a  fellow-sufferer  to  be  fitted  out. 

It  is  not  the  initial  satisfaction  that  brings  the 
purchaser  back  to  you — it  is  when  the  time  comes  for 
him  to  buy  again. 

How  did  that  last  pair  wear?  How  did  they  fit? 
How  comfortable  were  they?  Those  are  some  of  the 
(juestions  he  asks  himself  before  he  makes  a  decision. 


Radiate  Good 
Humour 


Somebody  once  remarked  that 
])ostage  stam])s,  railroad  tickets 
and  theatre  tickets  were  about  the 
only  things  that  arc  ever  sold  without  a  personal  feel- 
ing of  good  will  between  buyer  and  salesman.  The 
selling  of  footwear  is  certainly  not  found  in  such  a 
list.  In  order  that  a  customer  may  retain  a  favorable 
impression  of  store  service  or  shoe  satisfaction,  a  plea- 
sant impression  must  be  imparted  to  him  J^y  the  sales- 
man, usually  not  a  difficult  task"  if  the  customer  is  in 
fairly  good  humor.  It's  up  io  the  salesman,  then,  to 
transform  the  grouch  into  an  optimist,  and  he  can't 
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"Punch" 

The  British  Empire,  and  Canada  its  most  important  unit,  faces  the  new  year  with  unimpaired 
vigor,  uncountable  resources,  unshaken  confidence  and  redoubled  determination. 
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do  that  unless  he  radiates  good  humor  himself,  any 
more  than  you  can  heat  up  your  store  without  fuel. 
Sometimes  you  may  not  notice  the  actual  results  of 
your  efforts.  Many  people  are  not  given  to  betray- 
ing their  feelings  by  facial  expression.  However,  if 
you've  made  the  sale  and  seen  to  it  that  the  fit  is 
right,  you  can  rest  assured  that  good  humor  is  there, 
just  the  same. 

Thousands  of  people  turn  to  the  comic  feature  of 
their  daily  newspaper  before  tackling  the  news  sec- 
tion. It  puts  them  in  good  humor  for  tlic  more  seri- 
ous matters.  Millions  of  dollars  are  spent  each  year 
at  the  theatres  and  dififerent  places  of  amusement.  The 
])ul)lic  arc  not  throwing  this  money  away  for  nothing 
— they  are  paying  to  be  humored.  Stands  to  reason, 
then,  that  anything  they  will  pay  good  hard-earned 
money  for  is  mighty  good  business  for  you  to  pass 
along  gratuitously.  It  is  a  pretty  hard  thing  for  a 
man  to  keep  from  smiling  if  the  salesman  greets  him 
brimming  over  with  good  humor.    Try  it. 


The  Science  of 
Fitting 


We  note  a  description  of  a  new 
device  which  is  finding  particular 
favor  in  some  of  the  more  pro- 
gressive shoe  stores  in  England.  This  equipment  is 
called  the  "Pedograde,"  and  has  been  designed  for 
the  more  accurate  fitting  of  footwear.  A  rejjresenta- 
tivc  of  the  Shoe  Trades  Journal  descrii)es  it  as  fol- 
lows : 

"I  i)Ut  my  foot  into  a  Pedograde  machine  and  1 
was  instantly  informed  that  I  was  'on  the  blue  line.' 
Now  this  remark  referred  to  the  swing  of  my  foot, 
and  there  are  in  this  splendid  system  three  lines,  each 
denoting  the  tread  of  the  feet — whether  a  minhte  to 
and  a  minute  past  one,  or  anything  from  ten  minutes 
to  two.  Thus  I  got  the  tread  in  an  instant.  The 
tapes  were  brought  over  my  instep  and  joints,  and  a 
voice  called  out  'bring  me  a  i)air  of  such  and  such  a 
number,  blue  line,'  and  in  an  instant  I  was  fitted  to 
perfection,  in  fact  more  ])erfectly  than  my  own  maker 
fits  me." 

We  cannot  recall  that  any  device  of  this  kind  is  in 
use  by  Canadian  retailers.  It  is  true  we  have  more 
simple  methods,  such  as  one  used  by  a  Toronto  dealer 
to  measure  the  length  and  width  of  the  foot,  but  we 
do  not  think  there  is  any  system  on  as  elaborate  a 
scale  as  this  one.  Its  use  would,  of  course,  entail  a 
thorough  knowledge  of  the  science  of  shoe  fitting 
and  a  perfect  understanding  of  the  stock  carried.  As 
these  are  two  of  the  things  every  shoe  retailer  should 
strive  for  we  incline  to  the  belief  that  the  general 
adoption  of  some  such  system  as  this  would  be  benefi- 
cial to  all  i)arties.  The  science  of  shoe  fitting  must 
advance  just  as  other  sciences — electrical,  mechanical, 
and  so  on. 

In  olden  Colonial  days  the  shoe  retailer  was  also 
the  manufacturer  and  jobber  and  carried  a  portable 
stock  and  equipment — he  travelled  from  house  to 


house  and  built  shoes  for  the  entire  family,  receiving 
as  recompense  his  "keep"  and  a  few  coins  to  carry 
him  to  the  next  customer.  Then  came  gradually  the 
man  of  the  shop  with  his  fixed  bench,  crude  lasts,  pat- 
terns and  tools,  and  a  desire  to  build  a  shoe  conform- 
ing more  accurately  with  the  shape  of  the  foot.  Later, 
as  the  makers  acquired  newer  ideas  and  more  extensive 
methods,  came  the  separation  of  the  manufacturer  and 
the  retailer.  Since  that  time  the  retailer  has  paid 
increasingly  more  attention  to  the  ever-growing  de- 
mand for  fitted  footwear,  realizing  that  therein  rested 
the  foundation  of  his  business.  Style,  as  we  know  the 
word  to-day,  applying  particularly  to  the  millinery 
shoes  seen  on  our  downtown  streets,  is  doing  much 
less  toward  building  up  our  great  national  industry 
than  the  developments  in  the  art  of  fitting.  The  sooner 
we  recognize  that  there  is  the  same  individuality 
among  feet  as  there  is  among  any  of  the  other  parts 
of  our  anatomy,  and  that  it  is  no  easier  to  fit  a  shoe 
than  a  suit  of  clothes  (much  ni'jre  difificuit  in  fact) 
the  sooner  we  shall  recognize  an  underlying  principle 
which  will  work  to  the  advantage  of  the  retail  shoe 
trade.  We  need  less  guesswork  and  more  "skill."  An 
accurate  system  of  shoe  fitting  such  as  that  described 
above,  would  therefore,  we  think,  be  a  valuable  asset 
to  the  shoe  retailer. 


Continvicd  publicity  of  the  right  kind  creates  a 
growing  disposition  in  favor  of  the  thing  advertised. 
All  of  us  are  disposed  to  believe  that  what  we  hear  and 
see  so  much  about  must  possess  intrinsic  merit.  Other- 
wise, the  argument  is,  the  money  and  tlie  time  would 
not  be  spent  in  advertising  it.  We  learn  to  think  well 
of  anything  the  virtues  of  which  are  continually  set  be- 
fore us. — Dry  (joods  Economist. 


A  farmer  went  into  a  store  to  get  footwear  for  his 
daughters.  "I  want  some  heavy  shoes  for  outdoor 
work,"  he  explained.  "Something  for  the  girls  to  milk 
in?"  asked  the  green  salesman.  "No,"  replied  the 
farmer  gravely,  "I  have  pails  for  that." 


I  do  the  very  best  I  know  how — the  very  best  I 
can  do  ;  and  I  mean  to  keep  doing  so  imtil  the  end. 
If  the  end  brings  me  out  all  right,  what  is  said  against 
me  won't  amount  to  anything  If  the  end  brings  me 
out  wrong,  ten  angels  swearing  I  was  right  would 
make  no  difference. — .Abraham  Lincoln. 


Exi)ressions  that  carry  the  most  weight  are  those 
that  are  clear,  concise  and  transparent.  In  all  matters 
of  business  it  is  best  to  speak  plainly,  so  that  there  will 
be  no  misunderstanding.  Your  speech  is  one  of  the 
most  wonderful  indications  of  your  character,  and 
many  a  man  is  judged  l)y  the  manner  in  which  he  ex- 
presses himself. 


Whatever  may  come  to  the  man  who  waits,  big 
business  will  not  be  one  of  them. 
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Advertising  Tliat  Is  Different 


Efficiency  in  advertising  should  be  striven  for  quite 
as  much  as  efficiency  in  salesmanship,  stockkeeping 
or  store  management.  The  function  of  a  machine  is 
the  accomplishment  of  the  operation  desired.  If  that 
operation  can  be  improved — if  fewer  parts  are  needed 
— if  costs  can  be  lowered — so  much  the  better.  The 
function  of  your  advertising  is  to  impress  your  mes- 
sage on  the  reader  to  such  an  extent  that  he  is  drawn 
to  your  store  in  response  to  it.    You  will  be  better 


^     47  TEMPLE  PIACE.    ISWESl  STOEEI. 
Fig.  1 


able  to  accomplish  your  desire  if  the  "copy"  is  plainly 
written,  brief,  and  understandable.  There  is  no  ob- 
ject in  using  five  words  when  two  will  do  the  work. 
A  few  plainly  worded  sentences,  packed  with  mean- 
ing are  many  times  more  efficient  than  a  mass  of 
details  and  figures  on  which  the  public  have  not  the 
time  or  inclination  to  bestow  more  than  a  fleeting 
glance. 

Fig.  1  is  a  splendid  example  of  simplicity  and  action. 
First  it  catches  your  eye ;  then  you  see  the  man  and 
woman  in  evening  dress ;  you  eye  travels  on  to  the 
words  "Evening  Footwear,"  and  the  enlarged  shoes 
just  to  the  right  impress  them  more  firmly  on  your 
memory.  Finally,  you  read  the  name  of  the  advertiser. 
There  are  only  two  words  of  "copy"  and  yet  this  ad. 


has  a  higher  degree  of  efficiency  than  one  using  twice 
the  space  and  filled  with  closely  written  matter. 

Fig.  2  is  a  bright  little  cut  used  effectively  by  Mr. 
Fletcher  Johnston,  a  Stratford,  Ont.,  dealer.  Note 
its  simplicity.  The  six  vertical  lines  drawn  up  from 
the  shoes  are  all  that  was  required  to  make  this  cut 
100  per  cent,  efficient. 

Fig.  3  is  a  further  example  of  distinctive  advertis- 
ing. Ordinary  newspaper  type  grows  monotonous 
at  times  and  something  just  a  little  different  cannot 
fail  to  attract  attention.  The  border  is  unique ;  there 
is  action  in  the  figures  at  the  top  and  simplicity  in 
the  wording  and  lettering  of  the  message. 

In  both  of  these  advertisements  the  name  of  the 
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Fig.  3 

advertiser  is  not  emblazoned  as  is  customary  in  the 
majority  of  advertisements.  As  a  matter  of  fact  the 
name  of  the  advertiser  is  practically  valueless  until 
the  advertisement  itself  is  read,  and  it  is  a  sure  thing 
that  if  the  ad.  is  sufficiently  attractive  to  arrest  the 
attention  of  the  reader  he  will  not  fail  to  note  the 
name  of  the  advertiser.  All  of  these  examples  are 
zinc  line-cuts — the  proper  type  to  use  in  newspaper 
advertising. 
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How  Do  You  Figure  Your  Profits  ? 

What  do  you  call  a  profit? — The  most  expensive  thing  you  can  do  is  "guess" 
— "Know  the  Truth"  about  your  business 

By  Edwin  A.  Walton* 


There  has  l)ecn  a  mass — I  mijjht  ahnost  say  a  mess 
— of  material  written  on  the  subject  of  figuring  profits. 
One  can  get  twisted  into  a  thousand  mental  knots 
trying  to  read  some  of  it.  It  surely  is  a  knotty  prob- 
lem :  but  some  of  the  attempted  solutions  only  seem  to 
tie  more  knots  in  it.  Let  us  see  if  we  can  do  some 
simple  straight  thinking  on  the  subject  this  morning. 

To  start  right  let's  settle  on  what  profit  is.  One 
man  .says  profit  is  the  difference  between  cost  and 
selling  price.  If  an  article  costs  $8  and  sells  for  $12, 
the  profit  is  $4.  True,  says  another  man,  but  that  $4 
is  only  the  gross  profit ;  out  of  it  have  to  come  the 
expenses  and  if  there  is  anything  left  that  is  net  profit. 

So  then  we  have  two  kinds  of  profit — gross  profit 
and  net  profit.  And  since  these  terms  are  apt  to  be 
confusing  I  am  going  to  use  the  term  "mark-up"  to 
mean  the  whole  difference  between  cost  and  selling- 
price  and  the  term  "profit"  to  mean  only  what  is  left 
of  mark-up  after  expenses  of  doing  business  have  been 
deducted. 

Thus  if  a  merchant  sells  goods  for  $50,000  that  have 
cost  him  $30,000,  his  mark-up  is  $20,000.  If  his  ex- 
penses are  $10,000  he  has  left  a  profit  of  $10,000. 

Now  just  a  word  about  these  figures  as  expressed 
in  percentage.  They  can  be  stated  in  either  one  of 
two  ways,  both  of  whicii  are  correct.  If  we  use  the 
cost  of  goods,  $30,000,  as  the  basis,  our  mark-up  of 
$20,000  is  66  2-3  per  cent.,  our  expense  of  $10,000  is 
33  1-3  per  cent.,  and  our  profit  of  $10,000  is  also  33  1-3 
per  cent.  If  we  use  total  sale  of  goods,  $50,000  as  the 
basis,  our  mark-uj)  of  $20,000  is  40  per  cent.,  our  ex- 
pense of  $10,000  is  20  per  cent.,  and  our  profit  of  $10,- 
000  is  20  per  cent. 

While  either  of  these  sets  of  percentage  is  correct, 
it  would  be  wrong  to  mix  the  two.  For,  if  a  merchant 
should  figure  on  a  basis  of  his  past  year's  sales  that 
his  cost  of  doing  business  was  20  per  cent.,  and  his 
profit  was  20  per  cent.,  making  40  per  cent,  mark-u]), 
and  should  then  invest  $30,000  in  new  goods  and 
mark  them  up  only  40  per  cent,  of  $30,000,  which  is 
$12,000,  he  would  find  at  the  end  of  the  year  that  after 
paying  expenses  of  $10,000  he  would  only  have  $2,000 
l)rofit  instead  of  the  expected  $10,000.  Forty  per  cent, 
mark-up  based  on  selling  price  equals  63  2-3  per  cent, 
based  on  cost. 

The  Problem  of  Getting  a  Profit 

Undoubtedly  some  retailers  have  erred  in  marking 
up  goods  because  of  a  confusion  of  the  two  bases  on 
which  percentage  may  be  figured,  but  I  do  not  believe 
there  is  a  man  in  this  audience  who  would  make  such 
a  mistake.  Your  problem  as  I  see  it  is  not  how  much 
you  should  mark  up  your  goods,  but  how  to  squeeze 
out  a  respectable  profit  between  the  cost  which  is 
fixed  by  the  maker  or  the  jobber  and  the  selling  i)rice 
which  is  fixed  by  competition.  And  that  we  must 
admit  is  some  sizable  problem  in  these  days  of  sharp 
competition  and  rising  costs. 

Well,  perhaps  we  can  think  along  the  lines  of 
some  fundamental  facts  that  will  help  each  one  of  us 
solve  the  problem  for  his  own  jjarticular  business. 

*  Before  tliC  Rot.iil  ,\ssoci,iti()n  of  Pennsylvania. 


The  first  great  essential  is  to  know,  not  guess, 
what  your  mark-up,  ex])ense  and  j)rofit  are.  It  is  a 
good  thing  to  know  at  the  end  of  the  year  what  it 
has  been,  but  it  is  better  far  to  know  at  least  each 
month,  and  better  still,  if  possible,  each  week.  I  make 
the  positive  assertion  that  there  is  not  a  merchant 
whose  business  is  too  small  to  afford  a  $10  a  week 
girl  if  she  does  nothing  else  except  keep  you  posted 
week  by  week  on  just  what  you  are  doing  in  the  way 
of  making  profits.  The  $500  you  would  spend  during 
the  year  would  give  you  the  facts  and  figures  that 
would  enable  you  to  make  several  times  that  $500  in 
extra  profits. 

The  most  expensive  thing  you  can  do  is  to  guess. 
The  most  profitable  thing  you  can  do  is  to  know — 
and  to  know  all  the  time  as  you  go  along. 

What  is  the  most  costly  thing  you  handle  in  your 
store? 

Don't  think  of  the  highest  priced  goods,  for  that 
answer  is  wrong. 

The  most  costly  thing  you  have  anything  to  do 
with  is  time — minutes,  hours,  days,  weeks  and  months. 
Let  us  prove  this  to  you. 

Suppose  my  average  expense  is  20  per  cent,  of  the 
sale.  Suppose  I  buy  a  flying  machine  for  $5,000  to 
sell  for  $10,000.  Will  I  make  a  profit  over  my  20  per 
cent  expense? 

If  I  sell  it  within  a  year,  yes?  I'll  take  off  $2,000 
for  expense  and  have  $3,000  left  for  profit. 

Hut  suppose  it  is  five  years  before  I  sell  it? 

My  expenses  are  20  per  cent,  for  each  of  the  five 
years,  or  100  per  cent,  for  the  period.  I  have  used 
u])  the  whole  $10,000  I  got  for  it  and  am  out  the  $5,000 
1  ])ai(l  for  the  absurd  ])rice  of  merchandise. 

All  because  of  the  time  it  took  to  turn  my  invest- 
ment into  money  again. 

Quicker  Turnover  Increases  Profit 

Sup])ose  I  had  bought  instead  of  a  flying  machine, 
$5,000  worth  of  chewing  gum,  candy,  soda  water  or 
anvthing  else  that  would  sell  rapidly — in  a  short  time 
— for  only  $7,000.  If  my  expenses  were  still  20  i)er 
cent.,  or  $1,400,  the  profit  would  be  only  $600.  But 
if  I  sold  this  amount  ten  times  over  in  a  year,  I'd  get 
$6,000  profit  out  of  it. 

Do  you  see  how  speeding  up  the  time  increases  the 
real  profit,  although  the  margin  is  much  smaller? 

Therein,  to  my  mind,  appears  the  only  way  to  work 
out  a  profit  where  cost  of  goods  and  selling  price 
are  pretty  firmly  fixed  by  causes  beyond  our  control. 

We  have  assumed  that  20  per  cent,  of  the  sale  was 
the  expense  of  doing  business.  That  figure  was  ob- 
tained bv  dividing  the  expense  for  an  entire  vear, 
$10,000.  bv  the  sales  for  the  year,  $50,000.  I  believe 
that  this  is  a  wrong  way  of  figuring  the  j)ercentage 
cost  of  doing  business.  I  believe  that  it  is  wrong  to 
use  a  percentage  so  obtained  to  guide  the  merchant 
in  the  conduct  of  his  business.  We  haven't  yet  taken 
into  consideration  the  capital  invested.  We  bought 
$30,000  worth  of  goods  during  the  year,  but  we  may 
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not  have  had  $30,000  invested  in  goods  at  any  one 
time. 

Suppose  we  have  an  average  investment  in  goods 
of  $15,000.  That  would  mean  on  the  average  we 
turned  our  goods  over  twice  during  the  year.  Some 
of  them  we  turned  over  only  once,  others  twice,  others 
four  times,  some  ten  times. 

I  have  shown  that  we  can  afford  to  operate  on  a 
smaller  mark-up  where  we  turn  the  goods  more  often 
I  think  Ave  should  also  charge  up  a  smaller  percentage 
of  expense  on  goods  turned  more  often.   Consider  this  : 

The  expense  for  rent,  salaries,  light,  etc.,  is  a  daily 
expense.  It  should  really  go  on  the  goods  on  hand 
every  day.  The  goods  that  stay  longest  on  the  shelves 
should  stand  the  greatest  charge  for  rent.  That's 
what  we  rent  our  building  for — to  hold  goods.  They 
should  stand  the  greatest  charge  for  other  expenses 
because  it  costs  more  to  hold  goods  and  to  sell  the 
kind  of  goods  that  don't  move  rapidly. 

The  ideal  way,  if  it  didn't  take  too  much  book- 
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keeping,  would  be  to  tax  each  article  so  much  a  day 
for  every  day  it  remains  unsold.  Then  Ave  would  get 
after  the  goods  that  Avere  eating  themselves  up  in 
taxes  and  if  Ave  couldn't  move  them  faster  we  would 
have  a  sale  and  replace  them  Avith  goods  that  did  sell 
rapidly.  We  ought  to  figure  our  yearly  expense  down 
to  a  certain  per  cent.,  not  of  the  sale  price,  but  of  the 
average  inventory,  and  divide  by  365  days  ;  then  let 
each  article  carry  that  percentage  multiplied  by  the 
number  of  days  it  remained  in  stock. 

To  do  this  with  every  single  article  would  require 
altogether  too  much  accounting.  It  wouldn't  pay  to 
get  the  figures.  But  Ave  should  keep  the  principle  in 
mind  at  all  times  that  the  small  mark-up  repeated  many 
times  a  year  may  exceed  the  larger  mark-up  turned 
only  once  a  year,  Avhen  it  comes  to  the  profit  that  avc 
arc  in  business  to  get. 

And  we  can  get  near  enough  figures  along  this  idea 
that  Avill  guide  us  better  than  lumped-together  yearly 
figures  if  Ave  divide  the  goods  Ave  carry  into  a  few  gen- 
eral lines.  Keep  a  perpetual  inventory  of  cost  "and 
selling  price  (which  in  many  businesses  is  simple  and 


practical).  Figure  separate  expenses  of  each  line  ;  rent, 
for  instance,  being  proportioned  on  the  display  value 
of  the  actual  space  used,  and  then  charge  those  ex- 
penses, say,  monthly,  or  even  weekly,  as  a  percent- 
age of  the  cost  value  of  the  stock  on  hand. 

Such  perpetual  inventory  with  the  accompanying- 
data  on  the  quantity  of  each  article  sold,  makes  a 
AvonderfuUy  valuable  guide  to  proper  buying.  Mer- 
chants who  use  this  plan  know  to  a  nicety  what  the 
demand  Avill  be  at  any  season  of  the  year.  Their  re- 
cords of  preceding  years  show  just  what  quantities 
to  contract  for  and  on  what  dates  to  specify  delivery. 

The  plan  enables  a  merchant  to  hold  down  his 
investment  in  any  one  line  to  the  minimum  and  to 
turn  his  dollars  over  many  times  a  year.  With  the 
lowered  investment  in  present  lines  he  has  capital  to 
expend  in  other  lines  that  help  carry  his  expense  load, 
therefore  loAver  it  proportionally  and  that  adds  to  his 
profits. 

A  merchant  in  Chicago  built  his  business  to  the 
])oint  where  he  averaged  a  thousand  sales  a  day  in  a 
small  store  forty  feet  square — a  gross  business  of 
more  than  $200,000  a  year. 

In  this  little  store  he  kept  a  wider  variety  of  goods, 
and  made  more  real  net  profit,  than  most  stores  with 
five  times  his  space  and  ten  to  fifteen  times  his  capital 
expense. 

The  secret  of  his  success  was  in  the  small  amount 
of  stock  Avhich  he  carried  and  the  frequency  with 
Avhich  he  turned  his  capital. 

He  planned  to  keep  just  one  day's  supply  of  stock 
on  the  shelves  and  in  the  shoAv  cases.  Every  night  his 
stock  Avas  replenished  just  enough  to  replace  the  goods 
removed  by  the  day's  sales. 

The  Value  of  System 

Accurate  records  for  several  years  enabled  this 
merchant  to  knoAV  almost  exactly  how  much  he  would 
sell  of  CA'ery  line  each  day,  and  to  make  arrangements 
in  adA^ance  for  this  sale. 

He  kept  a  two  weeks'  supply  of  each  line  in  his 
stock  room  on  the  fourth  floor,  where  rent  cost  him 
A'ery  much  less  than  he  paid  on  the  first  floor. 

Each  night  he  sent  down  to  the  store  just  enough 
of  each  kind  of  stock  for  one  day's  business. 

By  knowing  almost  exactly  how  much  goods  he 
Avould  be  able  to  sell  of  each  line,  he  was  able  to  make 
quantity  contracts  with  his  jobbers  on  many  lines,  at 
((uantity  prices,  Avith  semi-monthly  deliveries  and 
monthly  bills.    He  paid  after  he  sold. 

If  his  records  shoAved,  for  instance,  that  he  Avould 
need  1,000  shoes  of  a  certain  size,  his  order  to  the 
jobber  or  manufacturer  Avould  be  1,000  shoes  to  be 
deliA^ered  in  quantities  of  three  dozen  every  other  week. 

EA'-ery  month  he  got  a  bill  from  the  manufacturer 
or  jobber  for  six  dozen  shoes.  But,  he  had  probably 
sold  five  dozen  of  them  before  the  bill  came,  so  he 
could  take  the  discount  with  money  he  had  already 
received  from  the  sale  of  goods. 

He  invested  $10  a  Aveek  in  salary  for  a  young 
Avoman  who  gave  her  Avhole  time  to  tabulating  sales 
and  expense  figures. 

The  report  this  young  woman  gave  him  every  day 
shoAved  not  only  the  number  of  sales  for  that  day  of 
every  line  of  goods  carried,  but  it  also  shoAved  a  com- 
parison Avith  the  preceding  day,  the  same  day  of  the 
]M-cceding  week  and  the  same  day  of  the  preceding  year. 

If  you  asked  him,  "Hoav's  business?"  he  Avould 
tell  you,  for  his  policy  Avas  to  know.  He  didn't  guess 
at  his  figures. 

It  cost  him  $10  a  Aveek,  a  sum  Avhich  would  scare 
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some  retailers,  but  it  enabled  him  to  do  a  gross  busi- 
ness of  $4,500  a  week  on  a  capital  that  was  less  than 
some  retailers  use  to  do  a  business  of  $100  a  week. 

Richard  Brune,  who  has  made  an  unusual  record 
in  the  grocery  business,  came  to  the  United  States  at 
the  age  of  twelve,  unable  to  read  or  write  I'Inglish,  and 
with  three  dollars  his  total  capital.  After  seven  years 
of  hardships,  the  while  he  was  submerged  in  the  great 
"melting  pot"  of  American  citizenship  in  the  making, 
the  young  man  went  into  the  grocery  business  in  New 
Haven,  Conn.  There  he  learned  through  necessity 
several  valuable  lessons  in  retailing. 

With  stock  worth  $200  the  young  merchant  start- 
ed in  business.  His  working  capital  was  limited  to 
$100.  The  owner  of  the  building  loaned  him  the  fix- 
tures. All  about  him  were  the  price-cutting  competi- 
tors who  had  driven  his  predecessor  out  of  business. 
Brune  realized  that  he  was  within  the  narrow  limits 
of  meager  capital  and  restricted  margins.  His  only 
way  to  progress  was  through  small  purchases,  and 
quick  sales.  He  dared  not  buy  more  than  he  knew 
he  would  sell.  Thus  the  novice  in  retailing  learned  in 
one  concrete  lesson  at  least  two  of  the  profouiulesl 
secrets  of  modern  retailing.  He  learned  to  make  a 
few  dollars  do  the  work  of  many  by  performing  simple 
tasks  in  merchandising  over  and  over  again  in  the 
shortest  time.  He  learned  that  only  by  selling  on 
narrow  margins  could  he  compete  at  all. 

These  were  the  two  phases  of  retailing  he  became 
acquainted  with  first.  He  was  introduced  to  them 
by  his  friend  in  disguise,  "Limited  Capital."  So  he 
was  able  to  compete;  to  stay  in  business;  and  to 
prosper.  Writing  of  his  earlier  experience  a  short 
time  ago,  Brune  said :  "I  found  that  by  this  plan  1 
got  farther  ahead  in  one  year  than  merchants  doing 
business  in  the  old  way  could  in  five." 

In  less  than  two  years  after  he  had  started  in  busi- 
ness, Brune  sold  out,  worth  $5,000  in  cash,  and  started 
out  to  find  a  larger  field.  He  bought  another  store  in 
Sawtelle,  Cal.,  a  suburb  of  Los  Angeles,  where,  in 
four  years  more — at  the  age  of  25 — he  owns  two 
stores  and  is  doing  an  annual  business  of  $100,000. 

All  through  his  experience  Brune  stuck  to  the  prin- 
ciples he  had  proved  out  in  his  little  store.  Behold 
this  achievement  by  a  twelve  }ear  old  boy  without 
education,  unable  to  read  or  write  English — proud 
possessor  of  three  dollars  in  "coin  of  the  realm." 

From  Poverty  to  Millionaire 

Down  in  Norfolk,  Va.,  is  a  grocer  whose  success 
in  the  retail  grocery  business  has  been  more  remark- 
able in  many  ways  than  Brune's.  For  one  thing  it 
has  been  achieved  on  a  larger  scale. 

David  Pender  went  to  school  only  two  years.  At 
13  he  started  to  work  in  a  grocery  to  help  support  his 
widowed  mother.  For  twelve  years  he  plodded  on. 
At  twenty-five  he  i)ossessed  not  a  dollar.  To  pay  his 
railroad  fare  from  his  home  in  Tarboro,  N.  C,  to  Nor- 
folk, he  borrowed  ten  dollars.  In  Norfolk  he  found  a 
job.  Two  years  later  he  managed  to  get  hold  of  a 
small  store,  which  he  bought  without  a  dollar  of  his 
own  capital. 

Business  flourished,  h'rom  this  point  the  story 
reads  like  a  page  of  fiction.  In  a  little  more  than  two 
years  he  owned  the  business  free  and  clear.  Then 
the  store  was  moved  into  a  double  storeroom  which 
offered  four  times  the  space.  Next  the  rising  mer- 
chant moved  into  the  down  town  shopping  district. 
He  took  a  double  storeroom,  then  the  room  next  door, 
then  a  fourth,  then  a  fifth.    Needing  more  room,  he 


added  a  storercjom  that  fronted  on  another  direction, 
but  adjoined  at  the  rear.  Then  he  utilized  every  foot 
of  the  second  storey  of  these  buildings.  Later  he 
established  a  department  of  his  business  in  a  four- 
storey  building  across  the  street  from  the  five-front 
store.  He  did  this  in  the  face  of  the  severest  competi- 
tion ;  the  target  of  numerous  price-cutting  competitors, 
all  bigger  than  himself. 

But  Pender  api)lied  the  basic  principles  he  had  dis- 
covered when  he  was  the  smallest  grocer  in  Norfolk. 
He  had  250  competitors  then — the  largest  enjoying  a 
gross  annual  business  of  $300,000.  l>ut  Pender  steered 
for  the  open,  and  one  by  one,  as  the  autumn  leaves  fall, 
his  competitors  gave  up  the  race.  When  the  last  of 
them  had  withdrawn  Pender  stood  supreme.  His  gross 
business  mounted  tmtil,  in  his  sixth  year  of  business, 
the  receipts  reached  $385,000;  then  up,  they  soared  to 
the  million  dollar  mark. 

fender  has  250  coni])etitors  still  ;  Imt  lu-  i<  now  big- 


A  new  "parade"  boot   dull  kid  vamp -white  kid 
upper— white  gore  inserts. 


ger  than  all  of  them  ccjni])ined.  Me  does  half  the 
grocery  business  in  Norfolk,  and  the  other  250  divide 
the  other  half. 

Pender  has  been  in  ])usiness  fur  hiiiiself  sixteen 
years  and  is  only  41  years  old.  He  owns  every  dol- 
lar's worth  of  the  business  personally — has  never  taken 
outside  capital. 

So  much  for  the  history  of  Pender's  success.  That 
is  the  superficial  part  of  the  story.  Underneath  lie 
the  well-grounded  principles  that  must  imderlie  every 
big  success  in  business.  Pender  ex])ressed  the  cardinal 
l)rinciples  of  them  all  in  the  three  word  motlo: 

"Know  the  Truth" 

about  ycjur  business. 

Amply  backing  the  Pender  slogan  of  ])usiness  suc- 
cess is  an  accounting  system  that  is  a  marvel  of  utility, 
though  simple  in  form.  It  has  grown  from  a  small 
system  that  he  devised  in  his  first  little  store.  There 
he  had  been  face  to  face  with  competition  that  dc- 
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manded  small  margins  of  profit  and  rapid  turnovers. 
He  faced  that  competition  with  practically  no  work- 
ing capital. 

As  the  business  grew  its  varied  phases  were  grou])ed 
in  classifications  best  handled  independently.  To-day 
separate  rentals  are  charged  against  each  department 
equal  to  what  the  space  would  be  worth  if  it  were 
leased  to  an  outsider.  Figures  showing  the  sales,  costs 
and  ])rofits  are  boiled  down  into  comprehensive  reports 
that  tell  to  the  fraction  of  a  percentage  what  each  clerk 
and  each  department  is  contributing  to  the  success  of 
the  business. 

Through  comparisons  made  possible  by  this  boiled- 
down  information,  exact  conditions  are  known  at  all 
times,  and  there  is  no  such  word  as  "guess'  in  the  Pen- 
der vocabulary. 

As  a  matter  of  fact  there  are  hmidreds  of  little  de- 
tails in  which  Pender  has  departed  from  the  accepted 
practices  of  retailing  and  fitted  his  procedure  to  mod- 
ern conditions.  His  business  is  a  remarkable  example 
of  the  conditions.  His  business  is  a  remarkable  ex- 
ample of  the  consistent  development  of  practical  ideas 


in  merchandising.  It  reflects  the  keen  business  in- 
sight of  the  man  who  has  built  what  he  asserts  is 
the  largest  home-trade  retail  grocery  business  in  the 
United  States. 

There  is  just  one  big  secret  behind  the  success  of 
these  and  other  men  in  the  retail  field,  who  have 
forged  away  ahead  of  the  average  merchant.  They 
substituted  the  certainty  of  facts  for  the  uncertainty 
of  guesswork  in  the  conduct  of  their  business.  They 
know  what  the  cost  of  handling  each  line  of  goods  is. 
They  know  whether  to  push  a  line  or  to  drop  it  and 
take  on  another.  They  know  what  amount  to  invest 
in  a  line  and  at  what  season. 

They  guide  their  growing  business  with  the  charts 
of  experience,  boiled  down  to  comparative  figures  of 
costs,  selling  prices,  expenses  and  profits.  Their  in- 
vestment in  getting  these  facts  they  regard  as  the 
most  essential  investment  they  make. 

They  have  proved  that  a  comprehensive,  yet  simple 
and  workable,  plan  for  figuring  profits  as  one  goes 
along  is  the  only  hope  of  making  those  profits  any- 
where near  as  large  as  they  ought  to  be. 


Small  Cost  Advertising  Ideas  for  the  Shoe  Retailer 

By  Frank  Smith 


While  it  is  desirable  that  the  retail  shoe  dealer 
make  good  use  of  printers'  ink  in  his  bid  for  trade,  he 
should  not  by  any  means  overlook  the  simpler  methods 
•of  advertising  his  store  and  business  that  are  at  his 
disposal  and  which  cost  considerably  less  money. 
There  are  many  such  methods  that  prove  a  valuable 
supplement  to  regular  newspaper  publicity  and  fre- 
quently they  supply  a  need  that  could  be  supplied 
in  no  other  way.  Their  strongest  features  are  excel- 
lent results  and  low  cost. 

Last  summer  a  shoe  dealer  in  a  small  city  at- 
tracted a  good  deal  of  attention  to  his  store  b}'  the 
use  of  a  sporting  news  service  in  his  window,  it  be- 
came quite  a  feature  with  the  people  who  frequented 
that  district  regularly  and  particularly  with  the  young 
men.  It  not  only  advertised  his  business  generally 
but  he  used  it  at  various  times  to  feature  some  special 
line  of  shoes  and  as  people  were  in  the  habit  of  glanc- 
ing at  the  bulletin  whenever  they  passed,  it  proved 
good  publicity.  The  same  idea  could  be  used  at  any 
time  of  the  year;  just  at  present  war  news  could  be 
made  a  feature,  together  with  war  illustrations.  A 
good  bulletin  board  that  can  be  changed  often  can  be 
arranged  with  a  roll  of  white  wrapping  paper  running 
to  another  roll  a  few  feet  below  it.  When  a  bulletin 
becomes  old,  the  paper  can  l^e  turned  down  and  a 
fresh  bulletin  written. 

Give  Publicity  to  Your  Name 

A  means  of  advertising  that  no  dealer  should  ne- 
glect to  make  use  of,  but  which  not  a  few  do,  is  that 
secured  by  giving  prominence  to  his  name  about  his 
store  so  that  people  will  not  only  be  able  to  easily 
locate  his  place  of  business  but  also  that  his  name 
may  be  as  clearly  as  possible  impressed  on  the  minds 
of  purchasers.  The  window  should  herald  forth  the 
dealer's  name  in  some  way.  Some  dealers  place  it 
on  the  glass  but  this  often  interferes  with  dis- 
plays unless  placed  neatly  to  one  side.  A  better  plan 
is  to  have  a  metal  name-plate  at  the  bottom  of  the 
window  or  the  name  painted  on  glass  suspended  in 
the  window.    The  blinds  and  awnings  ma}'  also  ])e 


used  for  this  purpose.  Then  again,  there  are  stores 
with  an  outside  wall  open  to  public  view,  that  afford 
an  excellent  chance  for  name  publicity. 

There  is  nothing  like  making  all  possible  use  of 
waste  space  for  advertising  purposes.  One  shoe  man 
has  a  series  of  show  cards  up  above  a  ledge  in  his 
store  calling  attention  to  various  features  of  his  stock 
and  service.  Thus,  he  makes  use  of  space  that  would 
otherwise  be  wasted. 

Another  means  of  using  v/aste  space  to  advantage 
is  by  placing  advertising  messages  on  the  back  of 
sales  slips.  The  writer  knows  one  dealer  who  has 
tried  out  this  plan  and  gives  it  credit  for  a  good  deal 
of  publicity.  These  always  go  into  the  house  and 
generally  are  retained,  so  that  a  short  message  a])out 
the  store,  neatly  printed  on  the  back,  should  be  fre- 
cjuently  read.  Some  dealers  have  used  the  plan  of 
putting  a  short  message  on  wrapping  paper  but  there 
are  a  great  many  people  who  object  to  carr3ang  par- 
cels with  any  noticeable  advertising  on  them.  The 
neat  and  modest  advertising  sticker  is  really  a  more 
preferable  method. 

Another  form  of  advertising  following  the  method 
of  the  English  sufi^ragettes  is  chalking  on  the  pave- 
ment in  front  of  the  store.  When  this  method  is 
used,  the  lettering  should  be  effaced  before  people  get 
tired  of  looking  at  it.  One  shoe  store  put  a  boy  out 
on  the  sidewalk  in  front  of  the  store  to  hand  circulars 
to  passers-by.  He  was  attired  in  a  fancy  cap  and 
jacket  with  brass  buttons.  The  uniform  no  doubt  in- 
creased the  value  of  this  idea  considerably. 

Gave  Away  Playing  Cards 

A  dealer  in  a  town  where  card  parties  were  very 
popular  found  it  a  good  plan  to  give  away  playing 
cards  with  an  advertisement  on  them.  They  brought 
his  name  to  the  attention  of  man}'  people  that  he  could 
not  have  reached  in  any  other  wa}'. 

Have  you  a  dog?  If  so,  is  he  an  asset  or  a  lia])il- 
ity?  A  shoe  dealer  on  College  Street.  Toronto,  had 
three  small  dogs  last  year  and  was  struck  with  the 
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lia|)]iy  idt'U  of  making;  llicni  ])ay  f(ir  tlicir  keep  by  doiiiL; 
some  adverlisins^-  for  ihcm.  lie  clothed  them  in 
blankets  beaiini^  an  advertisement  of  different  lines 
in  his  slore  and  it  ])roved  a  .^ood  attraction  and  a 
novel  advertisement. 

A  dealer  in  an  *  )nlario  town  of  some  5,000  popu- 
lation had  a  vacant  lot,  yielding  him  only  tax  papers, 
so  he  erected  a  sign  on  it  advertising  his  store.  The 
sign  did  not  cost  \'ery  much  but  was  most  effective 
in  bringing  the  store  i)rominently  before  people 
in  the  town  \vhene\er  they  used  that  street. 

Conveniences  i)rovided  for  customers  and  the  geu- 
eial  public  all  lielj*  to  advertise  the  store.  That  is 
why  departmental  stores  supply  rest  rooms  and  other 
features.  A  small  city  dealer  uses  a  card  in  his  win- 
dow inviting  people  to  step  inside  while  waiting  for 
their  .car.  llis  store  is  located  at  the  intersection  of 
two  car  lines,  and  naturally  people  who  have  to  trans- 
fer appreciate  the  invitation  to  shelter,  especially  on 
stormy  days.  "VVc  have  found  it  a  good  idea,"  stated 
this  dealer  to  the  writer.  "It  makes  the  people  think 
you  are  a  good  fellow,  and  they  appreciate  )'our  wil- 
lingness to  acconmiodate  them  in  this  mannei".     It  is 


even  noticed  by  people  passing  the  store  and  remem- 
bered favorably.'' 

Heartily  or  Not  at  All 

The  writer  was  impressed  by  the  manne/  in  which 
a  Calgary  store  gave  telephone  service  to  customers 
in  a  wh(de-hearted  manner.  The  'phone  was  located 
on  a  ijedestal  in  the  centre  of  the  store  and  a  card 
read,  "Certainly,  you  may."  A  person  felt  at  once 
that  the  favor  was  freely  given  and  it  ])roved  good 
publicity  for  the  store.  When  called  on  to  perform 
a  ser\-ice  for  a  customer  it  is  a  good  jjlan  to  do  it  in 
a  vvh(de-hearted  manner  if  you  are  going  to  do  it  at 
all.  In  most  cases  customers  feel  rather  backward 
about  asking  a  favor,  so  if  you  are  going  to  oblige 
them,  put  them  at  their  case  by  doing  it  willingly. 
V(ju  will  then  turn  it  into  good  advertising  for  your 
store. 

There  are  many  of  these  simple  small-cost  adver- 
tising ideas  that  the  shoe  dealer  can  use  to  advantage 
in  advertising  his  business  and  extending  trade.  They 
will  not  by  any  means  take  the  place  of  regular  adver- 
tising l)ut  they  will  i)ro\-c  a  valuable  su])])lement  to  it. 


The  Repair  Man  Who  Talked  Through  His  Window 


The  Potts-Knaur  Leather  Co.  of  Dallas,  Texas, 
publish  a  bright  little  monthly  house  organ,  a  recent 
issue  of  which  contains  the  following  stor}'.  if  it 
doesn't  fit  your  case  it  will  please  you.  If  it  does,  it 
will,  we  hope,  reform  you. 

Not  so  long  ago  John  .Smith  was  going  dow  n  town 
in  the  street  car  to  pick  out  some  leather  that  he 
needed  in  a  hurry.  He  was  reading  the  paper  and 
thinking  about  the  big  battle  that  was  being  fought 
on  the  other  side  of  the  ocean,  when  suddenly  his 
thoughts  were  interrupted  by  what  an  elegantly 
gowned  lady  sitting  next  to  him  was  saying  to  a 
friend  of  hers. 

"Oh,  I  know  that  it  is  more  expensive  but  1  jusl 
won't  go  into  one  of  those  dirty  little  repair  shops  for 
the  sake  of  the  dollar  or  two  that  I  might  save — and 
if  I  send  anyone  else,  then  it's  never  done  the  Ava}- 
I  want  it  to  be.  I  will  go  and  get  a  new  pair  as 
usual,  I  suppose." 

John  opened  his  ears  wider.  From  the  package 
that  the  lady  carried  in  her  hand  he  guessed  that  slie 
was  talking  about  shoes — and  he  was  in  the  repair 
business.  This  was  getting  interesting.  What  was 
it  she  had  said  about  "dirty  little  repair  shops,"  he 
reflected. 

But  the  other  lad}'  began  to  speak. 

"Oh,  but  you  just  ought  to  go  to  the  repair  shop 
where  I  take  my  shoes!"  she  exclaimed.  "It's — ,"  and 
she  began  to  tell  about  its  many  attractions. 

John's  eyes  bidged  and  his  ears  hung  out  trying 
to  catch  every  word  of  what  this  lady  was  saying. 
There  are  not  many  repairers  he  reflected  that  had 
the  privilege  of  hearing  a  customer  tell  them  just  what 
they  ought  to  do  to  their  shop  to  make  it  so  pleasant 
peoi)le  would  talk  about  it  on  the  street  car  like 
this. 

"Jusk  think !"  the  lady  was  saying,  "the  place  is 
as  clean  as  a  whistle,  and  the  windows  of  his  store! 
Why,  my  dear,  they  fairly  talk  to  you  !  Yesterday, 
when  I  was  there.  I  couldn't  help  stopping  to  look,  it 
was  so  interesting.    He  had  his  window  arranged  in  a 

■In  Shoe  Repair  Shop. 


progressive  i)icture  of  just  how  shoes  were  repaired 
in  his  neat  little  workroom,  first  you  would  see  how 
the  old  sole  was  pulled  off,  and  the  tool  he  did  it 
with.  Then  you  could  see  how  the  new  one  was  put 
on.  I  never  had  any  idea  that  it  took  such  a  lot  of 
work  and  needed  to  many  tools.  Xo  wonder  he 
charges  a  good  price  if  he  has  to  do  all  that  to  a  shoe  I 
And  besides  it  is  worth  almost  any  price  to  be  able 
to  sit  in  that  clean,  attractive  shop  of  his — ." 

"Well,  all  I  can  say  is,"  her  friend  broke  in.  "that 
I  am  mighty  glad  to  hear  there  is  some  place  in  tow  n 
where  I  can  go  to  get  my  shoes  fixed  without  having 
to  sit  arotuid  on  a  bench  that  gets  mv  dress  all 
dirty." 

"Here's  the  i)lace  now!"  her  friend  broke  in. 
"Let's  get  oft  and  leave  your  shoes  to  be  fixed.  It 
won't  take  but  a  minute." 

As  the  two  ladies  got  oft'  the  car,  John  got  (jff 
too.  He  wanted  to  see  this  new  kind  of  shoe  shop. 
He  sto(;d  on  the  outside  while  they  went  into  the 
store,  and  looked  in  at  the  windcnv  disi)lay.  He  Iiad 
to  acknowledge  to  himself  that  this  window  did  not 
look  at  all  like  that  of  his  ov\n  shop.  It  must  have 
taken  a  lot  of  time  and  trouble  to  keep  a  re])air  shop 
looking  so  spick  and  span  he  reflected — but  then  re- 
membering the  conversation  that  he  had  overheard 
on  the  car,  he  decided  that  it  nuist  l)e  a  paying  ven- 
tin-e. 

In  lact,  as  he  could  see  through  the  window,  the 
sho])  was  buzzing  with  business,  and  that  it  was  pav- 
ing business  he  could  tell  by  the  .sort  of  people  who 
were  coming  in  and  going  out. 

When  John  got  back  to  his  own  shop  with  the 
leather  under  his  arm,  what  a  contrast  awaited  him. 
lie  hardly  realized  that  it  was  such  a  looking  place. 
Ifccause  he  had  always  seen  it  that  way  and  had 
never  thought  of  it  as  something  dift'erent.  Now  he 
could  sec  what  it  was  about  the  window,  and  the  in- 
side, and  the  general  impression  his  store  created, 
that  was  like  a  thousand  other  repair  shops  and  that 
the  lady  in  the  car  had  said  she  refused  to  visit. 

"Hang  it  all!"  he  said  to  himself.  "I  sec  what's 
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the  matter  with  this  place!  I'm  not  making  it  easy 
and  pleasant  for  people  to  come  into  my  place  and 
spend  their  mone)^" 

So  that  is  how  John  is  to-day  doing  the  biggest 
and  most  profitable  business  in  his  locality.  He  gets 
all  the  business  he  wants — at  the  price  he  wants — ■ 
just  because  he  heard  a  lady  talking  on  a  street  car 
and  learned  to  talk  to  the  public  through  his  window 
and  through  his  store. 

His  windows  shine  with  cleaning  and  his  win- 
dow displays  make  people  stop,  look  and  listen — and 
John  is  now  thinking  of  whether  he  would  rather  buy 
an  automobile  to  run  around  in  Sundays  or  buy  the 
house  he  has  been  renting  for  so  many  years. 


"Cutting  and  Slashing"— the  Retailer's  Profits 

"We  will  not  enter  into  any  agreement 
with  any  dealer  or  dealers  to  keep  up 
prices  during  the  holiday  season.  On  the 
contrary,  we  will  continue  to  cut  and  slash 
the  prices  on  finest  makes  of  footwear,  and 
will  make  still  greater  reductions,  where 
possible." 

When  the  war  is  over  and  the  Government  cen- 
sor's work  is  done,  surely  the  footwear  retail  trade 
could  not  do  better  than  give  this  official  permanent 
employment  in  charge  of  their  publicity  work. 

The  above  announcement,  taken  from  a  newspaper 
advertisement,  is  a  sample — not  a  fair  sample  we  trust, 
but  nevertheless  a  sample — of  the  kind  of  "dope"  that 
is  being  handed  out  to  the  public  by  a  retailer  in  a 
large  Canadian  city.  So  far  as  we  can  judge,  trade 
conditions  are  not  materially  different  in  that  city  from 
other  Canadian  cities,  and  the  excuse  for  such  an  ad- 
vertisement is  therefore  no  greater.  What  does  an 
advertiser  gain  by  such  a  statement?  Does  he  ever 
stop  to  consider  for  a  moment  the  effect  such  an  an- 
nouncement must  have  on  his  brothers  in  the  trade? 

There  are  two  main  objections  to  the  wording  of 
this  advertisement : — 

(1)  It  insinuates  an  "agreement"  between  dealers 
to  keep  up  prices  beyond  what  it  is  right  and  legitimate 
to  charge.  This,  as  every  retailer  knows,  and  as 
every  citizen,  too,  knows  if  he  just  stops  a  moment  to 


think,  is  too  evidently  false  and  ridiculous  to  require  a 
denial.  Much  as  we  hate  to  admit  it,  there  is  no  class 
of  trade  where  there  is  less  sign  of  co-operation  among 
the  members. 

(2)  "Cutting-  and  slashing"  the  price  on  "finest" 
makes  of  footwear  is  bad  business.  It  doesn't  create 
any  new  business.  It  possibly  localizes  it  to  some 
extent,  but  at  such  a  reduced  figure  that  the  profit  to 
any  one  particular  individual  is  no  greater  than  if  he 
did  a  smaller  business  at  a  fair  profit.  It  does,  doubt- 
less, cut  into  the  business  of  other  shoe  retailers,  how- 
ever. As  a  whole,  therefore,  the  shoe  business  is 
given  another  little  push  in  the  direction  of  demoral- 
ization, and  the  reasonable  ideal  of  "help-one-another" 
among  men  in  the  same  business  is  set  a  little  farther 
in  the  background. 

The  type  of  advertisement,  illustrated  here,  too, 
quite  occasionally  gets  away  from  the  path  of  truth- 
fulness. This  is  sometimes,  doubtless,  the  result  of 
too  great  enthusiasm  on  the  part  of  the  advertiser  or 
of  misplaced  judgment.  Now,  an  advertiser  that  does 
not  tell  the  truth  is  a  menace,  not  only  to  his  competi- 
tors, but,  quite  as  much,  to  his  customers.  Untruth- 
ful, dishonest  advertising,  as  we  have  often  said,  ought 
to  be  an  offence  punishable  by  law  quite  as  much  as 
any  other  form  of  stealing.  The  difficulty  of  determ- 
ining the  extent  of  the  offence  doubtless  has  been  the 
best  protection  of  the  dishonest  advertiser.  In  the 
interests  of  the  public  and  retailer  alike,  however,  it 
would  be  better  that  the  law  should  err  on  the  side  of 
severity. 

All  of  which  goes  to  prove  that  the  Canadian  shoe 
retail  trade  needs  an  advertising  censor  badlv.  It 
would  prevent  injudicious  announcements  like  the 
above,  whether  with  honourable  or  deliberate  intent, 
that  give  a  wrong  impression  and  leave  a  bad  taste, 
in  your  mouth.  An  association  of  footwear  men 
would  justify  itself  if  it  did  nothing  more  than  super- 
vise newspaper  advertising.  The  day  will  doubtless 
come  when  our  legislators  will  interest  themselves  in 
this  matter,  but  in  the  meantime  retailers  should 
bring  every  possible  influence  to  bear  on  offenders  that 
the  status  of  the  trade  may  be  elevated  rather  than, 
as  in  the  present  case,  actually  discredited. 


The  Greatest  of  These  is — Courtesy 


By  Joseph  H.  Finn,  in  the  Chicago  Herald 

These  are  the  days  of  intense  business  effort. 
Efficiency  engineers  are  in  demand.    Business  is 


organized  along  scientific  lines.  Waste  is  eliminated 
— production  increased — economy  is  rigidly  enforced. 

But  sometimes  it  strikes  one  that  while  the  heads 
of  affairs  are  perfecting  to  the  finest  point  the  mech- 
anics of  business  the  human  element  is  sadh^  over- 
looked. 

It  is  not  a  business  milleniu-m  to  arrive  at  the  point 
where  ever)^thing  is  done  with  machinelike  exactness, 
where  mistakes  are  checked  and  rechecked  against 
imtil  there  is  no  possibility  for  error  and  people  go 
through  a  set  of  regulated  motions  daily  and  yearly 
like  so  many  automatons. 

Human  nature  is  a  great,  big  essential  in  business. 

Far  more  important  than  business  details — upon 
which  stress  is  wiselv  laid  but  which  still  remain  de- 
tails— is  the  abilitv  to    meet   people    on  a  C(")mmon 


human  ground,  to  waken  in  them  responsive  interest 
and  friendly  feeling. 

A  retail  store  may  be  conducted  upon  lines  abso- 
lutely beyond  criticism  so  far  as  correct  merchandising 
methods  are  concerned ;  employes,  from  general  man- 
ager to  stock  boy  may  be  so  carefully  rehearsed  in 
the  minutiae  of  daily  transactions  that  things  will  run 
with  clockwork  precision,  yet  the  whole  business  may 
be  as  bloodless  as  a  mummy. 

Another  thing  which  clogs  the  wheels  of  real  pro- 
gress is  super-dignity.  In  many  stores  the  reception 
is  so  austere  and  chilling  that  a  prospective  customer 
who  may  have  called  in  a  warmly  responsive  mood 
has  his  ardor  dampened,  his  enthusiasm  congealed, 
before  he  is  fairly  across  the  threshold. 

Assuredy,  pomp  and  merchandising  do  not  go  to- 
gether. If  you  create  in  your  business  a  wall  of  re- 
sistance— built  of  an  exaggerated  idea  of  your  own  im- 
portance— customers  will  not  climb  over  it. 

More  business  than  people  suppose  is  built  on  the 
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solid  basis  of  ^ood  nature — contag-ious  friendliness — 
real  courtesy. 

Heaven  knows  it  is  an  inexpensive  virtue,  but  it 
is  by  no  means  common. 

if  I  conducted,  we'll  say,  a  retail  business,  I  be- 
lieve I'd  get  all  my  salesfolk  toijether  and  talk  to  them 
somewhat  like  this: 

"We  are  all  human  and  mistakes  are  human,  too. 
Not  one  of  us  is  goini;-  through  this  business  routine 
day  after  day  without  a  slip. 

"If  there  were  not  an  error  once  in  a  while  1  would 
think  that  there  was  too  much  perfection,  and  T'l 
know  that  you  had  so  transformed  yourselves  into 
selling  machines  that  you  had  extinguished  the  vital 
spark  of  human  intelligence  and  human  sympathy. 

"But  there  is  one  mistake  there  is  no  earthly  rea- 
son for  you  to  make — for  which  there  is  no  palliating 
excuse. 

"It  is  the  crime  unforgivable  in  this  business. 
"And  it  is  lack  of  courtesy." 

Indifference  and  ofYensive  mannerisms  on  the  parr, 
of  subordinates  have  lost  sales  and  made  business 
enemies  which  have  represented  a  loss  of  millions  f)f 
dollars  in  the  history  of  modern  business.  Just 
ordinary  politeness  frequently  makes  a  bigger  showing 
on  the  sales  slips  than  thirty-third  degree,  scientific 
.salesmanship. 

The  trouble  with  a  great  many  salesmen  and  sales- 
women who  have  been  schooled  in  the  psychology  of 
selling  is  that,  having  mastered  the  problem,  they  are 
so  overwhelmed  with  their  own  importance  that  they 
forget  that  psychology  means  plain  human  nature,  and 
they  are  entirely  too  convinced  of  their  own  cleverness 
to  make  a  sale  in  a  plain,  human,  friendly  way. 

Usually  the  head  of  the  business  really  stands  for 
genuine,  human  service  to  customers — the  fine  art  of 
courtesy.  Frequently  the  manager  of  an  institution 
does  much  to  pass  is  along.  The  merchandising-  man, 
in  his  copy,  breathes  the  messag'e  of  welcome  and 
square,  courteous  dealing.  But  some  one  shies  a 
monkey  wrench  in  the  machinery  before  it  g^oes  much 


further.  It  is  the  result  of  a  lack  of  harmony — of 
failure  to  carry  out  all  along  the  line  the  csi)rit  de 
corps  of  the  institution. 

It  is  disheartening — it  is  certainly  discouraging  to 
sales — to  enter  an  institution,  sort  of  bubbling'  with 
friendlines.s — the  result  of  the  firm's  cordial  message 
and  sincere  appreciation  of  your  trade — and  then  to  be 
met  by  an  individual  who  sizes  you  up  disdainfully 
and  waits  on  you  at  his  or  her  own  sweet  time. 

It  is  infuriating'  to  have  a  dapper  "Bunker  Bean" 
style  of  youth  insist  that  your  taste  is  bourgeois,  and 
that  you  should  purchase  this  or  that  article  for  the 
final,  indisputable  reason  that  he  wears  it  himself. 

There  should  be  no  forgiveness — no  punishment 
short  of  boiling'  in  oil — for  the  party  who  fails  to  cover 
a  sneer  when  you  ask  for  an  article  at  a  certain  price, 
assuring"  you  patronizingly  that  no  one  who  is  anyone 
thinks  of  paying"  less  than  49  cents  more. 

In  modern  living  the  opportunity  for  rubbing  the 
patron  the  wrong  way  is  a  million  fold.  Over  tele- 
phones, on  street  cars,  in  elevators,  bo.x  offices — yes. 
even  in  churches — this  "public  be  squelched"  policy  is 
in  great  vogue.  Somehow  it  is  regarded  as  the 
proper  professional  attitude  to  be  aloof,  ungracious, 
condescending  or  stolidly  indifi^erent. 

It  isn't  professional.  It  is  simply  proof  of  abysmal 
ignorance. 

I  honestly  believe  that  if  an  amount  of  time  cqua' 
to  that  devoted  to  the  perfection  on  human  beings  as 
merchandising  machines  were  spent  on  making 
merchandising  machines  human  beings,  it  would  mean 
a  tremendous  impetus  in  sales. 

If  in  every  business  institution  as  much  apprecia- 
tion, as  full  credit,  were  given  the  employe  who  radi- 
ates sunshine,  who  has  unfailing  patience  and  intellig- 
ent sympathy,  as  to  the  one  who  masters  severe  tech- 
nical difficulties  the  business  would  go  ahead  faster. 

Intelligence,  initiati\e  and  courtesy  are  three  big 
requirements  in  selling. 

And  the  greatest  of  these  is  courtesy. 


Business  "Helps"  For  the  Shoe  Retailer 


The  up-to-date  shoe  retailer  is  always  on  the  alert 
for  good  sales  building  recipes.  Periodical  campaigns 
Avith  the  use  of  new  ideas  to  attract  attention  and  trade 
are  highly  beneficial  and  desirable.  In  this  connec- 
tion the  Shoe  Retailer,  in  a  recent  issue  prints  the  fol- 
lowing practical  helps  for  shoe  merchants.  They  are 
plainly  written  and  may  be  put  into  practice  without 
extravagant  preparation  or  cost. 

Give  Tickets  to  the  Movies 

A  popular  co-operative  advertising  idea  is  to  ar- 
range with  the  proprietor  of  a  moving  pictiu'e  show- 
in  your  neighborhood  for  a  block  of  tickets  to  his 
theatre.  Give  one  ticket  with  each  sale  made  on  a 
certain  day.  In  every  neighl)orhood  there  are  many 
])eople  fond  of  the  movies  and  this  plan  is  good  ad- 
vertising to  them.  The  proprietor  of  the  theatre  will 
be  expected  to  make  a  price  reduction  for  a  block  of 
the  tickets,  providing  you  confine  the  use  of  them  to 
a  night  of  the  week,  usiuilly  dull  for  him.  Emphasize 
the  advertising  value  to  him  of  yovir  adoption  of  this 
idea.  In  your  advertising,  use  his  billboard,  jMcture 
.-slides  and  your  windows. 


To  Obtain  Store  Photographs 

A  good  way  to  obtain  photographs  of  your  store 
is  to  create  rivalry  among  the  amateur  photographers 
of  your  town.  Ofl^er  a  prize  for  the  best  snapshot 
taken  of  the  front  entrance  and  windows  of  your  store 
on  a  certain  day.  Then  offer  other  prizes  of  less  value 
than  the  first  prize  for  each  photograph  accepted.  In- 
vite everyone  to  participate  and  get  some  outside  party 
to  act  as  judge.  Make  two  of  the  conditions  of  the 
contest,  the  life  appearance  of  the  picture,  and  the 
clearness  of  detail.  The  value  of  the  contest  is  three- 
fold. It  creates  talk,  awakens  interest  among  amateur 
photographers  and  their  friends,  furnishes  material  for 
your  window  display,  and  also  gives  you  a  file  of 
j)hotographs  suitable  for  illustrating  your  ads.  and 
printed  literature. 

An  Unusual  Follow-Up 

If  your  records,  or  your  memory,  inform  vou  that 
it  has  been  several  weeks  since  a  certain  customer 
has  bought  at  your  store,  send  him  this  message  made 
out  in  statement  form  on  a  regular  statement  blank : 
"Mr.  George  Smith  :  One  call  you  owe  at  our  store, 
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where  you  will  find  an  attractive  display  of  the  sea- 
son's shoe  styles." 

The  novelty  of  this  message  will  result  in  many 
renewals  of  acquaintance. 

An  Effective  Window 

Get  a  large  picture  frame  and  attractively  drape 
velvet  or  other  colored  cloth  over  a  shelf  back  of  the 
frame.  Place  shoes  and  accessories  on  the  shelf  and 
the  display  will  resemble  a  painted  picture.  Care 
should  be  taken  to  use  cloth  which  will  contrast  with 
the  color  of  the  merchandise.  By  changing  the  dis- 
plays, cloth  and  location  of  frame,  this  display  can  be 
used  effectively  at  different  times  during  the  year. 

A  Week  End  Special 

Offer  a  marshniellow  toasting  outfit  with  each  pair 
of  shoes.  The  outfit  consists  of  a  10c.  box  of  candy, 
a  cheap  fork  and  a  candle.  The  entire  outfit  costs 
between  6  and  9  cents  and  is  an  attractive  and  timely 
special  for  a  week-end. 

The  History  of  Your  City  in  the  Window 

That  it  is  often  the  simple  ideas  that  create  the 
greatest  interest  is  proven  by  the  use  of  this  idea. 
Go  to  your  local  newspaper  office  and  ask  to  see  their 
files  of  15  or  20  years  ago.  Copy  from  these  files  the 
interesting  occurrences  and  have  them  typewritten. 
Hang  one  of  the  typewritten  sheets  in  your  window 
with  an  announcement  that  the  sheets  will  be  changed 
daily  (or  weekly,  as  preferred).  Dress  the  window 
attractively  with  merchandise.  The  population  of  your 
city  is  constantly  changing  and  it  is  but  natural  that 
newcomers  and  new  generations  will  be  interested  in 
the  history  of  the  city.  When  the  newspaper  files  are 
incomplete  or  unobtainable,  the  main  historical  events 
can  be  told  to  you  by  an  old  resident. 

Celebrate  the  Store  Anniversary 

Invite  all  of  your  customers  to  visit  your  store  on 
that  day.  Have  special  displays  and  give  special  val- 
ues. Give  souvenirs  to  all  whose  birthday  comes  on 
the  day  of  your  store  anniversary,  and  also  to  those  of 
the  same  age  as  your  store.  In  connection  hold  a 
baby  contest — the  only  condition  being  that  the  baby's 
birthday  must  come  in  the  same  month  as  that  of  your 
store  anniversary.  Give  prizes  for  the  heaviest  baby 
under  one  year  of  age,  the  longest  baby,  the  baby  that 
smiles  the  most,  etc. 

You  Can  Bank  on  This  Idea 

A  sales  tonic  which  is  good  for  your  store,  good 
for  your  customer  and  good  for  your  community,  is  to 
give  a  savings  bank  book  with  $1.00  deposit  entered 
therein  to  every  new  customer  purchasing  children's 
shoes  from  you  on  the  six  consecutive  days  of  a  cer- 
tain week.  The  savings  bank  will  make  you  some 
concession  in  price  for  your  work.  The  accounts 
are  worth  money  to  them,  as  out  of  the  number  started 
during  the  week,  many  will  grow  to  be  steady  and  in- 
creasing depositors.  You  will  find  that  the  average  of 
the  purchases  made  each  day  will  be  high  enough 
to  enable  you  to  give  profitably  the  bank  account. 
You  boost  your  sales  and  give  your  store  some  good 
advertising  by  this  idea. 


A  well-known  Chicago  authority  recently  stated 
that  the  two  chief  reasons  why  men  fail  in  business 
are:  (1)  incompetence,  and,  (2)  lack  of  capital.  Note 
the  order. 


Stop  Yer  Durn  Repinin' 

Stop  yer  kickin'  'bout  the  times ; 

Get  a  hustle  on  you ; 
Skirmish  'round  and  grab  the  dimes 

Ef  the  dollars  shun  you. 
Croakin'  never  bought  a  dress, 

Growlin'  isn't  in  it ; 
Fix  your  peepers  on  success. 

Then  go  in  to  win  it. 

Times  is  gettin'  good  again — 
Try  to  help  them  all  you  kin. 

Don't  get  'round  with  hangin'  lip 

That  is  sure  to  floor  you  ; 
Try  to  get  a  better  grip 

On  the  work  before  you. 
Put  some  ginger  in  your  words 

When  you  greet  a  neighbor ; 
Throw  your  trouble  to  the  birds. 

Get  right  down  to  labor. 

An'  you'll  notice  every  day 
Things  is  coming  right  your  way. 

Stop  yer  kickin',  get  a  hold 

Of  the  wheel  and  turn  it ; 
You  can  never  handle  gold 

'Less  yer  try  to  earn  it. 
Brush  the  cobwebs  from  yer  eyes, 

Stop  yer  durn  repinin'. 
An'  you'll  notice  that  yer  skies 

Alius  '11  be  shinin'. 

If  you  hain't  the  nerve  to  try. 
Sneak  away  somewhere  an'  die. 


Books  Received 

The  Economics  of  Retailing — By  Paul  PI.  Ny- 
strom,  Ph.D.,  formerly  assistant  Professor  of  Political 
Economy  in  the  University  of  Wisconsin,  and  later 
Associate  Professor  of  Economics  in  the  University 
of  Minnesota;  published  by  the  Ronald  Press  Com- 
pany, 20  Vesey  Street,  New  York.  This  book  aims 
to  present  fact  material  and  to  suggest  constructive 
thought  on  the  subject  of  retail  distribution.  It  does 
not  tell  how  to  "get  rich  quick"  at  retailing.  It  pre- 
sents but  little  theory  and  advocates  no  particular  or 
special  method  of  doing  the  work  of  the  retail  store.  Its 
purpose  is  to  describe  the  retail  business  as  it  is,  and 
to  point  out  the  broad  lines  along  which  retailing  pro- 
gress is  being  made.  The  attempt  has  been  made  to 
reduce  the  knoweldge  of  retailing  to  teachable  form, 
and  to  make  it  usable  alike  to  the  ambitious,  thinking 
rnan  already  in  business  and  to  the  student  who  de- 
sires to  gain  an  intimate  insight  into  this  interesting 
as  well  as  important  field  of  human  work.  A  fair  idea 
of  the  scope  of  this  book  can  be  gathered  from  the  fol- 
lowing chapter  heads  :  Distribution  ;  The  Distributive 
System ;  The  Consumer ;  Present  Status  of  Retailing ; 
The  Expenses  of  RetaiHng;  Retail  Salespeople  and 
Their  Work ;  The  Wages  of  Salespeople  ;  Location  and 
Rent  in  the  Retail  Business;  How  Retail  Prices  are 
Fixed ;  The  Department  Store ;  Chain  Store  Systems ; 
The  Mail  Order  House;  Price  Maintenance;  Buying 
at  Inside  Prices ;  The  Failure  Rate  in  the  Retail  Busi- 
ness;  Are  There  Too  Many  Retail  Stores?;  PubHc 
Regulation  of  the  Retail  Business ;  The  Ideal  Retaihng 
System.  There  are  also  several  charts.  400  pages; 
well  bound;  size  six  by  eight  and  one-half  inches; 
price  $2.00,  postpaid. 
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As  the  Manufacturer  Sees  the  Future 


Thout^h  the  average  retailer  is  not  vitally  inter- 
ested in  the  eurrent  prices  of  leather  or  findings  used 
in  the  manufacture  of  footwear,  they  have  a  very  direct 
inlluence  on  the  cost  of  the  made-up  article  to  him. 
In  view  of  this  latter  fact  and  that  a  universal  rise  in 
price  is  generally  predicted,  we  believe  the  following 
extracts  taken  from  an  article  by  Mr.  Alfred  ().  Beard- 
more,  of  the  firm  of  ]'>eardmore  &  Company,  tanners, 
in  the  Toronto  Globe  of  January  3,  will  be  read  witli 
profit.      Mr.  Beardmore  isays  : 

"The  main  handicap  in  the  tanning  industry  has 
been  the  high  cost  and  scarcity  of  tanning  materials, 
plus  the  duty,  which  has  made  itself  felt  this  autumn. 
The  phenomenally  high  price  of  hides  had  a  marked 
tendency  to  curtail  business  in  the  first  half  of  the 
year  and  kept  leather  ])uyers  out  of  the  market  except 
for  immediate  wants,  purchasers  hoping  that  hides 
would  decline  in  price.  Such,  however,  has  not  beeti 
the  case  to  any  great  extent,  and  consequently  buyers 
have  now  come  into  the  market  to  make  up  their 
stocks.  Even  should  hides  slightly  decline  in  i)rice 
it  would  be  more  than  otTset  by  the  extremely  high 
cost  of  tanning  materials.  Calf  leather  tanners  have 
had  a  very  troublesome  year.  Their  largest  source  of 
supply  of  raw  material  liax  ing  been  cut  ott,  ])rices  in 
the  course  of  the  vear  have  varied  considerably.  .At 
present  the  demand  is  increased. 

"To-day  even  if  the  tanner  is  able  to  get  asking 
])rices  for  leather  it  leaves  him  a  very  small  margin 
of  profit,  owing,  as  already  stated,  to  the  high  price  ot 
hides  and  raw  material,  which  is  increased  in  Canada 
by  a  duty  of  7^  per  cent.  The  price  of  packer  steer 
hides  is  24><c  ;  this  is  1J/2C  more  than  they  were  a  year 
ago.  The  price  of  packer  cow  hides  is  20c  to  21c, 
which  is  two  to  three  cents  less  than  a  year  ago.  This 
is  exjilained  by  the  fact  that  a  year  ago  cow  hides 


were  phenomenally  high,  being  on  a  par  with  steer 
hides.  In  normal  times  cow  hides  are  usually  worth 
10  per  cent,  less  than  steer  hides,  and  they  are  now 
down  to  their  normal  relative  value  to  steer  hides. 
Twenty  years  ago  these  hides  were  sold  at  5c  per 
])ound  for  steers  and  4c  per  pound  for  cows,  so  that 
the  cost  of  packer  hides  has  increased  five  times  the 
value  they  were  in  1895-6." 

A  i)rominent  Montreal  manufacturer,  speaking  to  a 
representative  of  Footwear  In  Canada,  stated  that 
manufacturers  are  not  at  all  easy  regarding  the  prices 
of  leather  and  findings. 

"While  business  is  undoubtedly  good,"  he  said, 
"we  are  to  a  certain  extent  handicapped  by  the  very 
serious  increase  in  the  price  of  leather  and  findings, 
and  unless  a  manufacturer  is  covered,  particularly 
in  the  matter  of  leather,  he  is  likely  t(j  find 
the  season's  trade  not  very  profitable,  in  fact 
it  may  result  in  a  loss.  We  have  to  send  our 
travellers  a  long  time  ahead  of  the  date  of  delivery, 
and  as  prices  for  our  raw  materials  are  now  going,  it 
requires  very  careful  watching  if  we  are  to  come  out 
on  the  right  side.  These  materials  are  not  only  high 
in  \alue,  but  in  some  descriptions  there  is  a  scarcity 
which  adds  to  our  difiiculties.  Manufacturers  have 
their  own  troubles." 

.\s  an  illustration  of  the  abnormal  increase  in  the 
])rire  in  certain  raw  materials  which  enter  into  the 
making  of  shoes,  the  manager  of  a  Montreal,  shoe 
findings  and  supplies  firm  stated  that  a  certain  color- 
ing matter  had  advanced  from  35c  to  $10  per  pound, 
and  another  color  had  gone  up  from  the  same  price  to 
over  six  dollars  per  pound.  These  may  be  extreme 
instances,  but  they  indicate  the  very  large  addition  to 
manufacturing  costs. 


Efficiency  in  Modern  Shoe  Retailin 


By  Mr.  J.  P.  Orr 


Efficiency  has  become  the  national  watchword  in 
its  ap])lication  to  business  methods. 

Literally  interpreted  it  means  placing  one's  busi- 
ness on  a  scientific  basis,  eliminating  lost  motion,  hap- 
hazard, catch-as-catch-can  methods,  in  other  words, 
getting  a  maximum  result  with  a  minimum  energy. 
And  it's  a  profound  and  beautiful  study.  We'll  never 
attain  perfection.  We'll  never  be  as  efficient  as  the 
generation  that  follows,  even  as  the  past  one  was  not 
so  efficient  as  this  generation.  This  is  a  world  of  pro- 
gress, and  new  and  more  efficient  methods  will  always 
be  foimd  to  supersede  the  old. 

I  don't  know  whether  or  not  when  Mr.  Varner  was 
kind  enough  to  ask  me  to  address  you  he  knew  he  was 
talking  to  one  of  the  old-time  retailers  of  Cincinnati. 
T  have  been  on  Fifth  street  in  one  store  for  thirty- 
seven  vears.  I  mention  this  because,  standing,  as  it 
were,  ui)on  the  same  platform  and  reviewing  the  pro- 
cession from  one  point,  I  am  probably  in  a  better 
position  to  note  the  changes  in  mercantile  methods 
than  is  the  man  who  changed  his  location  with  more 
or  less  fre(|uency  and  whose  observations  were  made 
from  his  experiences,  and  who  was,  perforce,  com- 
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pelled  to  assimilate  the  changes  more  rapidly.  My 
first  duty  when  I  entered  business  was  to  wash  the 
lamps,  fill  them  with  coal  oil  and  trim  the  wicks.  I 
can  well  remember  what  a  great  stride  forward  we 
thought  we  had  made  when  gas  was  introduced,  and 
we  didn't  know  what  a  Welsbach  burner  was.  Wlien 
electric  lights  came,  you  all  remember  the  original 
bulbs  and  the  feeble  lights  they  dififused.  we  thought 
when  we  turned  them  on  that  we  were  giving  the  pub- 
lic an  electrically  illuminated  display. 

These  are  a  few  of  the  outward  manifestations  of 
changes  in  progress.  The  evolution  in  business  meth- 
ods, while  not  so  observant  to  the  eye,  is  nevertheless, 
equally  pronounced  and  marked. 

When  T  first  became  old  enough  to  assume  any 
responsibility  we  simply  bought  goods  and  sold  them. 
We  ran  our  store  the  best  we  could,  took  account  of 
stock  the  first  vear  and  had  to  wait  until  the  Iwoks 
were  closed  and  the  balance  was  struck  to  know 
whether  or  not  Dame  Fortune  had  smiled  or  frowned 
upon  us.  We  used  to  wait  with  fear  and  trei)idation, 
as  we  felt  that  any  hope  we  had  for  advancement  in 
our  positions  rested  on  the  result.  Later  I  acquired 
an  interest  in    the   business    and    partici]>ated  more 
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actively  in  its  management,  and  the  conviction  came 
to  me  slowly,  but  none  the  less  surely,  that  there  must 
be  a  better  way. 

And  so,  g'entlemen,  working  along  I  became  ob- 
sessed with  the  idea  that  we  should  prepare  a  yearly 
budget,  that  we  should  analyze  our  business  based 
upon  the  previous  year's  record,  and  that's  always  a 
safe  method  of  making  deductions,  because  we  know 
what  we  did  not  we  are  safe  in  assuming  that  we  will 
do  as  well  or  a  little  better.  Therefore,  our  estimates 
could  be  made  with  reasonable  accuracy,  so  we  evolved 
the  budget  system. 

First,  as  to  buying.  We  took  our  sales,  deducted 
percentage  for  profit  getting  down  to  the  actual  cost 
of  the  goods  disposed  of,  and  those  figures  give  us  our 
purchases  for  next  year.  We  know  to  a  reasonable 
certainty  that  if  the  same  ratio  of  business  is  main- 
tained for  the  ensuing  year  that  we  can't  be  over- 
stocked. 

The  buyers  know  that  they  cannot  buy  more  than 
the  figures  given  them,  and  that  makes  them  more 
careful  and  economical  of  their  purchases.  They 
conserve  their  buying  and  economize  wherever  pos- 
sible in  order  that  they  may  safely  pass  through  the 
season  and  not  be  in  the  position  of  wanting  certain 
goods  and  being  unable  to  get  them  because  they  have 
bought  too  much  of  something  which  they  shouldn't 
have,  and  find  themselves  stocked  up  to  the  limit. 

So,  gentlemen,  that  makes  for  efficiency.  Next 
we  analyze  the  expense  of  the  past  year,  and  we 
assume,  say,  that  we  should  make  a  net  10  per  cent. 
Now,  taking  round  figures,  we  will  say  that  we  did  a 
business  of  $100,000  on  which  we  made  a  gross  profit 
of  30  per  cent.  We  hope  to  clear  $10,000,  which  is  10 
per  cent.,  leaving  us  20  per  cent,  with  which  to  oper- 
ate. I  use  these  figures  simply  as  a  basis  for  com- 
parison. 

Classify  the  Expenses 

We  have  fixed  expenses,  such  as  rentals,  on  which 
there  can  be  no  economy  practiced.  Then  comes  ad- 
ministration expense,  which  is  salaries  of  all  our  non- 
producing  employees.  This  means  everyone  excepting 
the  sales  clerks.  Then  there  is  advertising,  light  and 
heat,  selHng  and  general  expenses.  Now,  we'll  say 
that  5  per  cent,  goes  for  rent,  it  shouldn't  be  any  more 
and  ought  to  be  less,  2^  per  cent,  for  advertising,  5 
per  cent,  for  selling,  5  per  cent,  for  administration,  1 
per  cent,  for  light  and  heat,  V/2  per  cent,  for  general 
expenses,  which  includes,  of  course,  new  fixtures, 
painting,  decorating,  replacements,  etc.  That's  20  per 
cent.  Now  there's  your  budget.  Can  you  maintain 
those  figures.  If  you  can  do,  it  is  as  certain  as  the 
sunrise  you'll  make  your  10  per  cent,  clear,  and  you 
don't  have  to  wait  until  the  end  of  the  year  to  find 
out.  You  can  figure  it  at  the  end  of  each  month,  each 
week,  or  each  day.  You  know  unless  you  meet  with 
some  unforseen  calamity,  such  as  fire,  death  or  mis- 
fortunes on  which  no  calculations  can  be  based,  that 
you'll  obtain  your  desires  and  that  your  business  will 
earn  for  you  the  amount  set  down  in  your  calcula- 
tions. And  you  should  watch  it  unceasingly.  Just  as 
eternal  vigilance  is  the  price  of  libert3^  so  is  it  the  price 
of  successful  business.    And  that's  efficiency. 

If  your  administration  is  costing  too  much,  reduce 
it.  If  your  sales  are  not  being  made  within  your 
estimate,  the  sales  force  is  inefficient.  It  should  be 
changed  or  reduced.  If  you  are  spending  more  than 
you  set  aside  for  advertising,  cut  it  out.  If  3'ou  like 
to  paint  up  and  put  in  new  fixtures  and  your  figures 


show  that  you  can't  afford  it,  don't  do  it.  If  your 
light  is  running  higher,  cut  it  short.  Impress  upon 
everyone  in  your  employ  the  necessity  of  economy. 
And  all  that  makes  for  efficiency. 

Your  office  help  will  become  more  efficient.  Your 
sales  force  will  know  the  price  of  a  job  is  delivering 
the  goods.  Watch  your  advertising  carefully.  You 
will  be  surprised  yourself  what  you  can  save  here 
and  there,  and  how  as  good  or  better  results  can  be 
obtained  on  less  expenditure  of  money. 

All  these  things  will  make  you  a  better  merchant. 
And  they'll  bring  you  and  your  people  into  closer  har- 
mony. They'll  know  what  you  know — that  it  means 
the  advancement  of  their  own  interests  because  no 
latter-day  merchant  will  refuse  to  divide  as  generously 
with  his  employees  as  his  prosperity  will  permit. 

I  tell  you,  gentlemen,  it  is  a  fascinating  story,  this 
science  of  business.  I  love  it.  If  I  had  the  wealth  of 
Croesus,  whoever  that  gentleman  was,  I  wouldn't  give 
up  business.  I  believe  in  recreation,  and  lots  of  it, 
but  I'm  never  happier  than  when  I'm  tackling  these 
problems.  Once  you  have  overcome  an  apparently 
insurmountable  one,  you  will  feel,  quoting  the  Scrip- 
tures, "Greater  than  he  that  taketh  the  city."  Peace 
has  its  victories  no  less  than  war,  and  while  you  do 
not  hear  the  plaudits  of  the  multitude  sing  in  your 
ears  you  have  down  in  your  heart,  and  your  own  heart 
will  always  be  the  best  judge,  the  proud  consciousness 
of  duty  done  and  victory  won." 


Kingston  Retailer  Joins  the  Overseas  Forces 

Captain  L.  C.  Lockett,  of  Kingston,  Ont.,  who  has 
joined  the  colors,  is  now  stationed  at  Napanee,  in  com- 
mand of  "C"  Company,  80th  battalion.  He  has  been 
in  the  shoe  business  for  22  years,  first  in  Belleville, 
when  the  firm  was  Haines  and"  Lockett,  and  later  in 
Napanee,  from  where  he  moved  to  Kingston.  Captain 


! 


Captain  L.  C.  Lockett. 


Lockett  is  one  of  the  most  poj^ular  young  business 
men  in  the  city  and  an  enthusiastic  sportsman,  being 
rear  commodore  of  the  Kingston  Yacht  Club.  He  had 
also  taken  a  deep  interest  in  Masonic  work,  being  a 
Past  Master  of  Minden  Lodge,  A.F  and  A.M.,  and  1st 
Principal  of  Ancient  Frontenac  and  Cataraqui  Chap- 
ter, No.  1,  R.A.M.  of  Kingston. 
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Half    Million    a   Year   in  Shoes 

This  retailer  sells  only  for  cash— Makes    no    deliveries  Value 

of  the  adding  machine. 


Thirty-five  years  ago,  Edmund  Bates,  at  the  age 
of  eleven  years,  went  to  Minneapolis  to  seek  his  for- 
tune. Now  he  owns  a  retail  shoe  store  doing  a  busi- 
ness of  half  a  million  dollars  a  year.  How  he  succeed- 
ed is  described  at  some  length  in  a  current  issue  of 
the  Shoe  Retailer.  For  many  days  young  Bates 
tramped  the  streets  in  a  weary  pilgrimage  from  factory 
to  factory  and  office  to  office  and  from  store  to  store. 
An  odd  job  here  and  there  kept  him  from  actual  starv- 
ation, but  the  demand  for  eleven-year-old  boys  seemed 
always  one  less  than  tiie  supply.  Finally,  however, 
he  landed  a  job  as  message  boy  in  a  small  shoe  store, 
at  a  salary  of  $2.50  a  week.  FMmund  attended  to  the 
bundles  for  a  year  and  a  half.  Then  he  was  promoted 
to  a  more  responsible  ])ositi()n.  At  length  he  attained 
the  exalted  position  of  a  full  fledged  shoe  salesman. 
Now  he  worked  even  harder  as  a  salesman  than  as  a 
bundle  boy.  He  kept  his  eyes  and  ears  open,  learning 
more  every  day  about  buying  and  selling  shoes  and 
people  who  wear  them.    Also  he  saved  his  money. 

When  his  employer  died,  a  few  years  later,  Bates 
had  enough  money  saved  to  buy  a  quarter  interest  in 
the  business  with  the  late  owner's  three  nephews.  They 
were  inclined  to  be  indolent  and  gladly  gave  over  to 
Bates  the  active  management  of  the  store.  Therefore 
it  was  not  long  before  Bates  stood  in  his  little  store 
master  of  all  he  surveyed.  He  had  bought  out  his 
three  partners  and  their  names  forever  disappeared 
from  the  store  front. 

Nine  years  passed  by — years  in  which  he  did  a  con- 
stantly increasing  business.  To-day  he  has  probably 
the  largest  shoe  store  west  of  Chicago.  Thirty-five 
clerks  are  employed  regularly  and  on  Saturdays  as 
many  as  sixty  are  often  necessary  to  take  care  of  the 
crowds  of  buyers.  I'he  stock  inventories  about  $150,- 
000  and  is  turned  four  times  a  year. 

Bates  has  gathered  about  him  an  unusually  capable 
staflf.  He  pays  them  more  than  average  retail  wages 
and  treats  them  liberally.  He  believes  it  pays  to  treat 
his  employees  unusually  well  because  it  is  good  busi- 
ness. Satisfied  and  loyal  salespeople  help  make  satis- 
fied and  steady  customers  and  the  sales  report  would 
seem  to  bear  out  his  statement. 

Overcame  Rising  Costs 

'i'he  stcjry  of  the  l)uilding  of  this  tremendous  retail 
business  from  a  tiny  store  on  a  side  street  reads  more 
like  fiction  than  fact.  It  is  even  more  remarkable 
when  we  remember  that  in  the  years  since  Bates  start- 
ed in  business  the  cost  of  doing  business  in  a  retail 
store  has  advanced  until  to-day  the  expenses  of  the 
average  store  are  more  than  double  what  they  were 
a  few  years  ago. 

The  ways  in  which  Bates  has  met  and  overcome 
these  rising  costs  is  proof  that  his  rapid  rise  was  due 
to  sound  business  sense,  and  not  to  any  whim  of 
fortune.  The  store  is  located  on  a  main  street  but 
out  of  the  high  rent  section.  The  policy  has  always 
been  to  sell  for  cash  only,  to  send  no  goods  out  on 
approval,  accept  no  orders  over  the  telephone,  and 
make  no  deliveries  except  by  parcel  post.  In  this  way, 
expenses  are  greatly  reduced.    Rent  is  low,  and  loss 


from  bad  debts,  goods  sent  on  approval,  and  delivery 
expense  are  practically  all  avoided. 

But  while  efifective  in  reducing  costs,  these  condi- 
tions are  of  no  value  to  attracting  trade.  Thus  he 
faced  the  problem  (;f  pulling  his  customers  four  blocks 
out  of  their  regular  shopping  paths  and  inducing  them 
to  pay  cash  and  carry  away  their  purchases,  while 
many  other  merchants  were  extending  credit  and  main- 
taining costly  delivery  systems. 

Bates  makes  it  worth  while  for  his  patrons  to  walk 
those  four  blocks.  He  guarantees  to  save  his  custo- 
mers from  twenty-five  cents  to  one  dollar  on  every 
])urchase.  This  plan,  of  course,  leaves  less  profit  on 
the  individual  sales  but  greatly  increases  the  number 
of  sales,  and  with  it  the  total  net  profit. 

With  the  growth  of  the  business  the  matter  of 
bookkeeping  becomes  an  ever-increasing  problem,  and 
ui)on  the  bookkee])er  fell  the  responsibility  of  working 
out  a  system  of  handling  the  work  without  increasing 
the  bookkeeping  stafi:'.  He  studied  it  long  and  hard, 
finally  reporting  to  Mr.  Bates  that  the  only  solution 
lay  in  the  use  of  an  adding  machine. 

The  machine  was  installed  six  years  ago,  and  has 
been  in  constant  use  ever  since.    It  has  solved  the 


Readers  are  invited  to  make  use  of  our 
information  department,  which  is  at  your 
service  free  of  any  charge  whatever.  Is  there 
anything  in  your  business  that  you  want 
more  information  about?  Reply  will  be 
made  in  the  ordinary  way  through  our  col- 
umns, or  personal  answers  will  be  given  if 
required. 


l)ookkecping  proljleni  most  satisfactorily.  Sales  an- 
alyses by  salesmen  and  departments,  profit  analyses, 
cost  figuring  and  much  similar  work  is  handled  quick- 
ly and  accurately  on  the  machine. 

One  of  the  forms  used  is  especially  interesting.  It 
is  a  daily  analysis  of  sales,  showing  each  clerk's  sales, 
the  cost  and  selling  price  of  the  articles,  and  the  gross 
profit  on  each  clerk's  business.  When  this  sheet  has 
been  filled  out  from  the  sales  slips.  Bates  can  tell  at 
a  glance  how  much  each  of  his  many  salesmen  is  earn- 
ing for  him.  It  is  information  like  this,  obtained 
through  the  use  of  their  adding  machine,  that  enables 
the  man  at  the  head  of  this  great  retail  business  to 
keep  in  touch  with  every  detail  of  its  many  activities, 
and  to  keep  the  whole  store  running  smoothly  and  at 
maximum  efficiency. 

Bates  has  succeeded  because  he  found  out  the  right 
way  to  figure  costs — with  small  profits,  quick  turn- 
overs and  a  thorough  knowledge  of  the  details  of  his 
biisiness.  Sizing  up  your  own  business  situation  you 
may  come  to  the  conclusion  that  it  is  so  dift"erent  from 
the  Bates  business  that  neither  his  methods  nor  his 
equipment  would  be  of  any  use  to  you.  Many  mer- 
chants excuse  lack  of  such  equipment  in  saying:  "All 
right  for  him.  His  is  a  big  business — mine  is  diflfer- 
ent."   Just  stop  to  consider  that  you  arc  merchandis- 
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ing,  the  same  as  he.  You  are  buying  to  sell  for  profit. 
You  have  the  same  three  important  things  to  figure, 
sales,  expenses  and  purchases. 

Your  figures  vary  from  his  only  in  respect  to  size 
and  quantity.  You  cannot  sacrifice  accuracy  any  more 
than  he,  nor  can  you  do  without  the  figure  information 
that  he  needed. 

Remember,  too,  that  Bates'  business  was  not  al- 
ways big.  Bates  made  it  big  by  employing  the  same 
expedients  that  you  ought  to  take  advantage  of.  You 
can't  aflford  to  guess.  It  is  claimed  that  about  twelve 
thousand  retailers  go  to  the  financial  graveyard  every 
year  because  they  guess  instead  of  ascertaining  abso- 


lutely the  facts  underlying  the  business  they  are  man- 
aging— or  trying  to. 

In  trying  to  gather  the  figure  information  neces- 
sary to  your  business,  don't  make  the  mistake  of  try- 
ing to  get  it  through  the  old  pen  and  ink  inethod.  Times 
have  changed.  You  can't  successfully  make  machines 
of  your  bookkeepers.  These  things — economy,  speed, 
and  accviracy — are  what  you  most  need.  The  history 
of  retail  successes  and  retail  failures  throughout  the 
country  press  home  that  point.  The  road  to  the  bank- 
ruptcy court  is  paved  with  cobblestones  of  "I  guess." 
Indeed,  the  keynote  to  the  retail  success  seems  to  be 
"information."  Here  is  a  new  opportunity  in  retail- 
ing in  spite  of  the  rising  costs,  and  you  can  profit  by  it. 


Here  and  There  with  the  Traveller 


G.  A.  Armstrong  is  the  latest  addition  to  the  travel- 
ling staff  of  Jackson  &  Savage,  Limited,  Montreal, 
makers  of  the  Scout  Shoe.  Mr.  Armstrong  is  covering 
Alberta  and  Saskatchewan. 

A.  M.  Jarvis,  a  well-known  member  of  the  travel- 
ling staff  of  the  Murray  Shoe  Company,  London,  has 
been  appointed  manager  of  that  concern,  succeeding 
Mr.  J.  A.  Adams,  who  has  retired. 

James  T.  Sutherland,  of  Kingston,  the  new  presi- 
dent of  the  Ontario  Hockey  Association,  is  a  widely- 
known  shoe  traveller,  who  will  shortly  appear  in  kahki 


for  overseas  service,  having  been  appointed  quarter- 
master of  the  146th  battalion,  being  recruited  in  Kings- 
ton and  Frontenac  County.  Mr.  Sutherland  will  have 
the  rank  of  captain. 

Robert  Bennet,  with  Edward  R.  Lewis,  leather 
merchant,  Toronto,  is  now  selling  on  the  road  and 
was  in  Berlin,  Gait,  and  other  western  Ontario  towns 
recently  on  business. 

H.  R.  Smith,  formerly  with  the  Slater  Shoe  Com- 
pany, has  been  appointed  representative  of  the  Wal- 


pole  Rubber  Company,  Montreal,  and  is  covering  Tor- 
onto and  western  Ontario. 

W.  L.  Nado,  Canadian  representative  of  the  Peer- 
less Machinery  Company,  of  Boston,  was  called  home 
a  couple  of  weeks  ago  on  account  of  the  serious  ill- 
ness of  his  mother.  She  passed  away  on  December 
13th.  To  Mr.  Nado  is  extended  the  sincerest  sym- 
pathy of  his  numerous  friends. 

The  many  friends  of  C.  R.  Halley,  traveller  for 
Getty-Scott,  Limited,  Montreal  and  eastern  Canada, 
will  sympathize  with  him  in  the  loss  of  his  wife  on 
Christrrias  Day. 

Mr.  C.  A.  Davies  of  The  Blachford  Davies  Co., 
Ltd.,  Toronto,  has  returned  from  an  extended  trip  to 
British  Columbia  and  California.  He  reports  that 
trade  conditions  have  much  improved  throughout  the 
Western  provinces  and  coast  cities. 


Canadian  Shoes  in  France 

In  the  opinion  of  Mr.  Alex.  Angus,  who  has  just  re- 
turned from  a  six  months'  visit  to  England  and 
France,  there  is  a  good  opening  for  Canadian  shoes 
there.  This  is  Mr.  Angus'  second  visit  to  the  Old 
Country ;  on  the  first  occasion  he,  with  Mr.  Oscar 
Dufresne,  represented  the  Canadian  Shoe  Manufac- 
turers' Export  Association,  in  connection  with  the 
shoe  orders  for  the  French  Government,  and  on  the 
second  visit  he  was  the  representative  of  Ames  Flolden 
McCready,  Limited,  Montreal,  also  in  connection  with 
orders  for  the  Allied  Governments. 

Ames  Holden  McCready,  Limited,  are  seeking  to 
place  their  goods  in  Great  Britain,  and  have  opened 
an  ofiice  in  London,  where  they  are  showing  a  full 
range  of  samples.  The  British  customer  requires 
above  everything  a  substantial  shoe,  and  Ames  Holden 
McCready  are  of  opinion  that  their  goods  will  find 
favor  in  that  market.  The  price  of  shoes  has  consid- 
erably advanced  there,  due  of  course  to  the  rise  in 
leather  and  findings.  The  American  shoe  is  not  being 
sold  as  it  was,  although  there  is  still  a  large  business 
done. 


When  the  window  is  being  changed  it  of  course  has 
no  attraction  to  the  passerby,  but  we  saw  a  good  idea 
worked  out  by  a  retailer  a  few  days  ago.  He  had  a 
fairly  good  sized  card  hung  in  the  centre  of  the  win- 
dow, on  which  were  the  words :  "Business  as  usual 
while  changing  the  window." 
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New  Factory  of  the  Hurlbut  Co.,  Ltd.,  Preston,  Ont. 


The  Hurlbut  Cumpany,  Ltd.,  Preston,  Ont.,  are 
now  occupying;"  their  lar^e  new  factory.  .\  quantity 
of  new  machinery  ha.s  been  installed  and  the  firm 
employ  about  one  hundred  and  fifty  hands.  The 
floor  space  is  about  21,000  square  feet.  The  building 
consists  of  three  storeys,  well  lighted  from  every  side, 
on  a  concrete  foundation,  being-  solid  brick,  mill  con- 
struction throughout. 

This  concern  was  established  in  V>00  under  the 
name  of  C.  M.  Hurlbut  &  Son,  manufacturing-  a  line 
of  soft  sole  and  novelty  ,goods.      It  was  incorporated 


in  1902  in  Toronto  and  was  located  fcjr  some  time  on 
Sheridan  Avenue.  The  establishment  moved  to 
I^reston  in  1907  and  started  to  manufacture  a  line  of 
infants'  soft  soles  and  two  years  later  added  a  line  of 
ladies'  slippers.  Three  years  after  they  started  manu- 
facturing; the  "Cushion  Sole  Welt,"  which  is  now 
widely  known  from  coast  to  coast.  Mr.  Clayton 
Hurlbut  is  an  enterprising  manufacturer  who  is  in- 
tensely interested  not  alone  in  his  own  particular 
business  but  almost  equally  in  the  affairs  and  general 
well-being-  of  his  country. 


Canadian  Retailers  Optimistic  Regarding  Outlook 


The  Credit  Men's  Journal  has  recently  taken  a 
poll  of  trade  conditions  throughout  the  Dominion  by 
submitting-  a  series  of  questions  to  manufacturers  and 
wholesalers.  The  following  summary  indicates  the 
replies  received,  in  percentages,  and  shows  in  general 
that  trade  conidtions  are  certainly  on  the  return  trip 
toward  normal.  The  summary  and  the  analysis  of 
replies  which  follows  will  be  of  considerable  interest 
to  footwear  retailers,  though  the  figures  apply  to 
retailing  in  general. 

Answers  in  Percentage. 


Question  Yes.  No. 

Per  cent.  Per  cent. 

I.  .\rc  retail  merchants  better  able  to  meet 
their  ol)ligations  than  they  were  a 
year  ago?    86  14 

;j.    Are   retail    stocks    less   normal    at  the 

present  time?   '.  .        74  26 

:!.    Are  retail  merchants  doing  more  cash 

business  in  proportion  than  normally?       87  13 

4.    Are  wholesalers  selling  on  shorter  terms 

of  credit  than  normally?    66  34 

.').  Do  you  look  for  any  considerable  in- 
crease in  the  volume  of  business  in 
1916?    67  33 


Retailers'  Position  Improved 

In  the  case  of  the  first  interrogatory  there  is  a 


.general  unanimity  that  is  most  gratifying,  though 
in  the  Maritime  Provinces,  where  conditions  have 
been  excellent  for  the  past  couple  of  years,  no  great 
improvement  is  noticeable.  In  Quebec,  over  91  per 
cent,  of  the  responses  indicate  improvement.  In 
(Jntario,  80  per  cent,  of  those  who  responded  felt  that 
dealers  were  meeting;  obligations  more  promptly  than 
in  1914.  The  "Manitoba  trade  showed  92  per  cent., 
indicating  better  conditions  in  comparison  with  a  year 
ago.  In  Saskatchewan,  the  reports  indicated  100  per 
cent,  improvement,  while  in  Alberta,  nearly  95  per 
cent,  of  the  replies  showed  a  similar  situation,  and  the 
same  condition  is  reported  in  British  Columbia, 
though  only  to  the  e.xtent  of  81  per  cent,  record  im- 
provement. 

Stocks  Greatly  Reduced 

In  the  case  of  the  second  question,  the  Maritime 
Provinces  show  a  three  to  one  return  in  favor  of 
affirmative.  In  Quebec,  the  proportion  is  nine  yeas 
to  one  nay.  In  (Ontario,  44  responses  were  favorable 
to  the  reduction  of  stocks,  while  23  thought  not.  In 
Manitoba,  there  were  32  in  favor  of  the  affirmative 
and  8  a,gainst.  Saskatchew^an  show^ed  a  2  to  1  return 
in  favor  of  redtiction.  while  Alberta  recorded  5  to  1  in 
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the  same  direction.  British  Columbia  was  also 
strong-ly  in  favor  of  the  reduction  idea,  the  returns 
showing'  13  to  2. 

Merchants  Doing  More  Cash  Business 

The  question  of  cash  business  in  the  third  query 
shows  a  general  and  generous  improvement  for  the 
Dominion.  On  this  item  the  Maritime  trade  split  on 
a  fifty-fifty  basis.  Quebec  was  100  per  cent,  in  favor, 
while  in  Ontario  the  returns  showed  80  per  cent,  in 
favor  and  20  per  cent,  in  opposition.  Wholesalers  in 
Manitoba  recorded  a  vote  of  89  per  cent,  greater  cash 
business  against  11  per  cent.,  indicating  no  change. 
Like  Quebec,  the  Saskatchewan  correspondents  re- 
ported 100  per  cent,  improvement  over  former  condi- 
tions, and  in  Alberta  the  returns  were  almost  equally 
unanimous,  being  about  95  per  cent,  affirmative  and  5 
per  cent,  negative,  while  in  British  Columbia  the  total 
percentage  went  in  favor  of  the  query. 

Wholesalers  Shortening  Credit  Terms 

More  ditference  of  opinion  existed  in  respect  .to 
the  fourth  question  than  any  other.  The  Maritime 
trade,  on  the  basis  of  60  per  cent,  against  40  per  cent., 
say  that  there  is  no  change  in  terms.  In  Quebec,  the 
percentage  is  reversed  and  the  figures  show  67  per 
cent,  reporting  shorter  terms,  against  33  per  cent,  in 
opposition.  The  change  in  Ontario  has  been  slight, 
the  figures  showing  56  per  cent.,  indicating  improve- 
ment and  44  per   cent,   against.    In   the  Western 

Have  A 


In  our  last  issue  we  printed  a  suggestion  that  a 
children's  day  be  held  say  once  a  month  and  the  giving 
of  premiums  confined  to  that  one  day.  It  looked  to  us 
like  a  pretty  good  idea  because  it  is  not  alone  the 
giving  of  some  little  present  that  counts  for  every- 
thing but  the  customers  must  be  made  to  remember 
it.  It  must  be  "featurized."  If  you  simply  make  a 
practice  of  giving  premiums  every  day  of  the  week  it 
develops  a  certain  feeling  of  monotony.  But  if  it  is 
known,  and  advertised,  that  on  a  certain  day  each  two 
weeks,  or  each  month,  you  have  a  special  day  for 
children  they  are  going  to  watch  for  it.  You  don't 
need  to  limit  your  inducements  to  merely  giving  pre- 
sents. There  are  numerous  other  attractions  you 
might  make  use  of.  A  little  good  candy  will  go  a 
long  way  toward  putting  you  right  with  the  child  at 
the  outset  Be  sure  it's  good  candy  or  you'll  lose  the 
effect  A  few  suitable  pictures  might  be  placed 
around  to  amuse  them.  Be  careful  to  change  these 
each  month.  You  might  have  some  good  picture 
books.  If  you  have  a  dog,  and  keep  it  looking  at- 
tractive, the  children  would  like  to  play  with  it  and  so 
on  indefinitely.  The  important  thing  for  you  to 
remember  is  to  use  good  taste.  Don't  let  the  differ- 
ence of  a  few  cents  influence  you  into  buying  some 
inferior  article  that  you  think  will  be  "just  as  good." 
It  doesn't  pay  a  little  bit. 

A  few  further  suggestions  on  how  this  children's 
day  might  be  worked  out  are  given  in  the  Shoe  Sec- 
tion of  a  current  issue  of  the  Dry  Goods  Econom.ist : 

"A  good  many  shoe  retailers  feel  that  they  cannot 
aft"ord  to  advertise  children's  shoes  regularly,  on  ac- 
count of  the  extra  expense  for  space.  They  also  feel 
that  children's  shoe  business  cannot  be  stimulated  to 
any  great  extent,  since  the  child's  need  alone  is  the 


Provinces  the  records  are  as  follows :  Manitoba,  75 
per  cent,  yeas  and  25  per  cent,  nays ;  Saskatchewan, 
67  per  cent,  yeas  and  33  per  cent,  nays ;  Alberta,  67 
per  cent,  yeas  and  33  per  cent,  nays,  and  in  British 
Columbia,  86  per  cent,  yeas  and  14  per  cent  nays. 

Improved  Business  Expected 

There  was  likewise  a  marked  diflierence  of  opinion 
among  traders  in  respect  to  the  question  dealing  with 
the  likelihood  of  increased  business  for  1916.  The 
three  Eastern  Provinces  by  the  sea  look  for  a  slight 
increase  on  a  basis  of  60  per  cent,  expecting  increase 
and  the  difference  not  favoring  any  such  idea.  There 
is  little  prospect  of  any  immediate  change  looked  for 
among  Quebec  merchants,  though  the  reporting  per- 
centage is  58  per  cent,  looking  forward  to  such  against 
42  per  cent,  who  have  no  intention  of  allowing  them- 
selves to  be  disappointed.  In  Ontario,  the  same 
general  feeling  prevails,  the  percentage  columns  being 
67  per  cent,  for  improved  trade  and  33  per  cent,  against 
the  same.  With  its  usual  optimism,  Manitoba,  in  the 
ratio  of  80  per  cent,  to  20  per  cent.,  looks  forward  to 
greater  volume.  Saskatchewan  is  divided  on  the  mat- 
ter, the  returns  being  50  per  cent,  each  way.  Alberta 
is  in  favor  of  increase,  being  61  per  cent,  for  and  39 
per  cent,  against.  British  Columbia  is  likely  to  show 
an  increase  if  the  concensus  of  opinion  of  the  trade 
there  is  realized,  the  returns  indicating  67  per  cent,  in 
favor  of  such  against  33  per  cent,  the  other  way. 


onl}^  incentive  to  buy,  and  that  need  is  considered  by 
the  parent,  not  the  child.  Still,  a  great  man}^  parents 
do  buy  shoes  for  their  children  quite  a  little  in  advance 
of  the  need — especially  if  there  are  several  in  the 
family. 

"They  do  not  invariably  wait  until  Johnny  and 
Jenny  and  Willie  must  have  shoes.  Frequently  they 
prefer  to  take  the  children  into  the  department  and 
buy  a  supply  some  weeks  in  advance  of  the  time  the 
school  shoes  or  the  'Sunday  best'  will  be  completely 
worn  out. 

An  Every-Two-Weeks'  Plan 

"The  retailer  who  makes  any  pretence  of  bidding 
for  the  child's  shoe  trade  ought  to  work  out  some 
practical  plan  for  centering  interest  in  his  children's 
shoe  stocks.  If  he  does  this,  he  will  get  more  of  the 
irregular  trade  and  can  soon  work  up  a  steady  clientele 
of  established  trade. 

"Children's  Shoe  Day  is  a  good  plan.  Set  aside 
a  special  day  of  the  week — Saturday,  if  it  is  the  best 
shopping  day  ;  some  other  day,  Thursday,  if  it  does  not 
interfere  with  school  hours — and  use  enough  adver- 
tising to  feature  the  day  Depend  on  featuring  the 
goods  when  customers  come  in  with  the  children. 

"The  plan  works  out  better  if  the  day  is  featured 
every  two  weeks,  instead  of  weekly.  It  will  require 
less  frequent  use  of  space  and  will  draw  more  trade. 
Featured  every  week,  the  day  is  likely  to  become 
monotonous  and  be  lost  sight  of  finally  in  a  host  of 
other  merchandising  events. 

How  to  Advertise  It 

"Use  as  much  space  as  the  appropriation  will  per- 
mit of  using.  Bring  out  in  the  space,  in  addition  to 
descriptive  items,   arguments   regarding  the  special 
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advantage  of  supplying  the  child's  footwear  needs  at  a 
store  that  makes  special  preparations  to  handle  the 
juvenile  business. 

"Make  it  clear  that  the  day  is  set  aside  for  tiie 
express  jjurpose  of  advantageously  handling  a  big- 
volume  of  business  and  point  out  that  special  merch  - 
andising and  buying  are  done  with  the  day  in  mind. 

Centre  Attention  on  Department 

"There  need  be  no  attempt  to  draw  all  the  timely 
business  into  the  department  on  one  day  every  two 
weeks.  Aim,  rather,  to  draw  attention  to  the  de- 
partment's goods  and  facilities  systematically  and  con- 
sistently. The  main  idea  is  to  remind  ])arents  that 
there  is  a  central  place  and  a  special  day  for  laying  in 
children's  footwear  sui)plies.  This  plan  will  bring 
in  business  ])ctween  times,  too. 

A  Constant  Reminder 

"If  the  choice  is  left  to  tlie  customer  siie  is  likely  to 
visit  first  one  shoe  store  and  then  another.  If  she  is 
constantly  reminded  of  your  department,  your  service, 
your  merchandise  and  your  special  interest  in  child- 
ren's footwear,  she  will  hnally  give  you  the  most,  if 
not  all,  of  her  children's  shoe  business." 


Parker,  Irwin,  Limited,  Montreal 

In  the  early  part  of  last  year  the  lirm  of  l^arker, 
Irwin,  Limited,  Montreal,  was  formed.  They  repre- 
sent several  of  the  foremost  manufacturers  of  shoe 
supplies  and  findings,  and  also  control  the  sale  of 
"Waxol,"  a  waterproofing  used  extensively  on  the 
soles  of  army  shoes.  The  firm  was  originally  the 
Dominion  Supply  Co.,  Mr.  H.  C.  Parker,  the  vice- 
jiresident  and  managing  director  of  the  present  com- 


Mr.  H.  C.  Parker 

pany,  being  then  associated  with  his  brother,  Mr.  G. 
G.  Parker,  now  with  the  P>oston  Last  Company,  Rich- 
mond, P.  Q.  They  come  of  a  shoe  family,  Mr. 
Parker's  father  being  connected  with  the  trade  in 
Lynn,  Mass.  Mr.  II.  C.  Parker  was  brought  up  in  an 
atmosphere  of  shoes,  and  at  a  very  early  age  com- 
menced to  learn  the  details  of  their  manufacture.  He 
had  the  advantage  of  being  trained  in  the  well-known 
firms  of  Thomas  Plant  and  A.  E.  Little.     Like  many 


other  citizens  of  the  United  States,  he  came  to  Canada 
and  for  fifteen  years  has  made  this  country  his  home. 
For  six  years  he  was  assistant  superintendent  of  Ames, 
Ilolden  and  Co.,  Montreal,  and  then  for  four  years 
was  superintendent  of  the  James  McCready  factory. 
.Subsecjuently  he  joined  his  brother,  as  before  men- 
tioned. 

Mr.  John  Irwin,  the  president  of  the  company, 
also  lia';  an  excellent  bn^inc-^^  rccoi-fb      [  fc  is  vice- 


Mr.  John  Irwin 

president  of  McArthur,  Irwin  and  Company,  manu- 
facturers, importers  and  wholesale  dealers  in  chemi- 
cals, dyestufTs,  tanners'  supplies,  etc.,  Montreal.  For 
some  years  he  was  connected  with  P>randram-LIend- 
erson  and  Company,  for  whom  he  was  assistant  man- 
ager, when  he  decided  to  go  into  business  on  his  own 
account.  His  experience  in  chemicals,  etc.,  is  of 
decided  advantage  in  such  an  enterprise  as  that  of 
Parker,  Irwin,  Limited.  The  other  directors  of  the 
company  are :  Messrs.  George  Chown,  Kingston ;  F. 
A.  Bengough,  and  James  Rochford.  the  secretarv- 
treasurer,  who  has  contributed  much  to  the  success  oi 
the  concern.  Mr.  J.  G.  A.  Pontbriand  is  the  Montreal 
representative  of  the  company. 


Montreal  Rubber  Company  Branching  Out 

F.  E.  Woodward  &.  Sons,  manufacturers  of  rub- 
ber cement  and  other  footwear  accessories,  announce 
that  they  have  purchased  from  the  liquidators  of  the 
estate  of  Fisk,  Limited,  all  the  assets  included  in  the 
cement  department,  and  that  the  business  is  now  be- 
ing carried  on  under  the  firm  name  of  F.  E.  Woodward 
&  Sons.  This  firm  will  carry  the  necessary  stock  to 
fill  all  orders  in  the  lines  formerly  handled  by  Fisk, 
Limited,  in  their  cement  department.  The  Woodward 
firm  are  installing  a  quantity  of  new  machinery  to 
enable  them  to  do  a  first-class  backing,  ])asting  and 
proofing  business,  and  intend  to  make  a  si)ecialty  of 
this  dc])artment. 


If  selling  is  hard  work  for  you,  it  is  because  you 
do  not  go  about  it  in  the  right  way.  Develop  more 
science. 
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Excellent  Type  of  Window  Design 

The  Kawneer  Manufacturino-  Company,  Guelph,, 
Out.  have  just  completed  the  installation  of  a  new 
front  for  the  main  store  of  the  F.  W.  Woolworth  Co., 
Limited,  Yonge  &  Queen  Streets,  Toronto.  This  is 
a  specially  designed  front,  planned  to  give  the  maxi- 
mum amount  of  display  space,  as  v\'ell  as  furnishing 
light  for  the  interior  of  the  store.  Except  on  the 
rounded  corner,  wdiere  the  basement  windovi^s  have 
been  omitted,  there  is  clear  glass  from  sidewalk  to 
ceiling".  The  display  space  is  separated  from  the  store 
by  a  glass  partition. 

A  special  feature  about  this  type  of  window  is  the 
allowance  made  for  ventilation  and  drainage  in  the 
sills  between  the  central  and  basement  windows. 
There  are  three  sections,  (1)  the  basement  window, 
about  two  and  a  half  feet  in  height,  (2)  the  central 
or  main  show  window  (120  inches  high)  and  (3)  at 
the  top  a  transom  of  about  three  and  a  half  feet.  Air 
can  be  admitted  to  the  window  by  means  of  a  well 
arranged  series  of  vent-holes  placed  about  every  two 
inches  in  the  sills.  There  is  a  controlling  de- 
\'ice  provided  which  opens  and  closes  these 
holes  at  will.  Thus  in  the  summer  season  the 
window  is  made  absolutely  dust-proof,  while  in  the 
winter  a  sufficient  amount  of  cold  air  can  be  admitted 
to  overcome  the  formation  of  frost  on  the  glass. 

An  advantage  of  this  type  of  window  is  the  all- 
metal  construction,  the  metal  used  being  solid  copper 
or  bronze.  This  metal  will,  of  course,  out-wear  the 
brick  in  the  building  itself.  No  iron  or  steel  is  used 
as  both  of  these  metals  are  too  rigid  and  liable  to  rust. 

A  specially  designed  flat  spring  grip  protects  the 
glass,  allowing  for  expansion  and  contraction  and  the 
usual  vibrations  transmitted  from  the  street.  Even 
should  unavoidable  breakage  occur  it  can  be  remedied 
without  even  disturbing  the  window  display  as  all 
glass  is  set  from  the  outside.  The  sill  is  fastened  to 
a  wood  backing  and  the  glass  rests  on  a  cushion  of 
leather.  A  gutter  is  provided  on  the  inside  at  the 
base  of  the  central  window  to  allow  for  drainage.  The 
outlet  for  this  is  through  the  vent  holes  which  admit 
air  to  the  window. 

,  While  this  is  not  typical  of  the  standard  Kawneer 
design  it  is  a  splendid  example  of  bright,  clean-cut, 
attractive  utilization  of  display  space,  giving  the 
greatest  possible  expanse  of  glass  and  reducing  to  a 
minimum  the  cost  of  upkeep. 


Popular  Toronto  Manager  Passes 

Many  of  our  readers  will  learn  with  regret  of  the 
sudden  death  on  December  26  of  Mr.  John  Knox  Lind- 
say, office  manager  of  the  Toronto  branch  of  the  Can- 
adian Consolidated  Rubber  Company.  Mr.  Lindsay, 
who  was  well  known  in  the  shoe  and  rubber  trades, 
died  from  heart  failure.  He  became  ill  a  few  days 
before  his  death,  but  after  a  confinement  to  the  house 
returned  to  his  duties.  On  the  24th  he  again  com- 
|)lained  of  being  unwell,  and  again  went  home.  Lie 
was  a  native  of  Newry,  County  Down,  Ireland,  where 
he  was  born  on  October  11th,  1853,  and  came  to  Can- 
ada when  he  was  quite  young.  Settling  in  Montreal 
he  was  for  many  years  connected  with  the  Fogarty 
Shoe  Company.  Lie  subsequently  became  treasurer 
of  the  J.  D.  King  Company,  Toronto,  and  after  ten 
years  in  that  ]:)osition  founded  the  Robinson  &  Lind- 
say Rubber  Company.  Seven  years  later  he  was  ap- 
pointed office  manager  of  the  Toronto  branch  of  the 
Canadian    Consolidated   Rubber   Company.      He  is 


survived  by  his  wife,  two  sons  and  two  daughters: 
Messrs.  Victor  and  Ainslie  Lindsay,  Mrs.  L.  D. 
Barber,  of  Brantford,  and  Miss  Kathleen  Lindsay,  of 
Toronto.  The  funeral  took  place  on  Tuesday, 
December  28. 


Interfering  (?)  with  U.  S.  Commerce 

The  following  figures  are  interesting  as  indicating 
the  remarkable  increase  in  exports  from  the  United 
States,  of  shoes  and  leather  in  various  forms.  In  one 
case  the  increase  is  close  to  3,000  per  cent,  over  the 
same  period  last  3^ear.  Yet  this  nation  that  is  "too 
proud  to  fight"  is  constantly  endeavoring  to  embarrass 
the  British  government  by  protests  that  her  commerce 
is  being  interfered  with.    Do  these  figures  show  it? 


Exports  of  Sole  Leather 

Eight  months,  1915,  55,473,545  pounds  ifl7, 890,663 

Eight  months,  1914,  17,539.189  pounds   4.555,229 

Increase,  1915,  37,933,356  pounds   13,335,434 

Increase  per  cent   292 

Exports  of  Glazed  Kid 

Eight  months,  1915,  65,598,744  square  feet  $12,093,958 

Eight  months,  1914,  56,715,288  square  feet   10,157.488 

Increase,  1915,  8,883,456  square  feet   1,936,470 

Increase  per  cent  ,   19 

Exports  of  Side  Upper  Leather 

Eiglit  months,  1915  .$14,740,478 

Eight  months,  1914   2,416,234 

Increase,  1915    12.324,344 

Increase  per  cent   510 

Exports  of  Calf  Leather 

Eight  months,  1915,  8,205,606  square  feet  $2,165,314 

Eight  months,  1914,  5,231,602  square  feet   1,235,548 

Increase,  1915,  3,974,004  square  feet   939,766 

Increase  per  cent   77 

Exports  of  Harness  and  Saddles 

Eight  months,  1915  $15,506,370 

Eight  months,  1914    550,024 

Increase,  1915   14,956,346 

increase  per  cent   2719 

Exports  of  Shoes 

Eight  months,  1915,  10,685,451  pairs  ..   .   $34,289,705 

Eight  months,  1914,    6,454,038  pairs  ..   ..   ..   ..   ..  11,124,256 

Increase.  1915,  4,331,413  pairs   13,165,449 

Increase  per  cent   118 

Total  Exports  of  Leather  and  Manufactures  of  Leather 

Eight  months,  1915  $109,542,540 

Eight  months,  1914    35,491,300 

Increase,  1915    74,051,340 

Increase  per  cent   210 


A  wave  of  popularity  in  white  shoes  is  predicted 


by  U.  S.  Manufacturers  for  the  year  1916.  One  firm 
is  getting  ready  to  make  3,000  pairs  of  white  shoes 
daily,  every  pair  to  have  soles  of  ivory  white  leather. 


Mr.  Frank  W.  Burrill,  who  has  represented  the 
Ottawa  branch  of  The  Canadian  Consolidated  Rubber 
Co.,  as  travelling  salesman  for  eastern  Ontario,  has 
severed  his  connection  with  that  firm,  and  accepted  a 
similar  position  with  the  Kaufman  Rubber  Co.  of 
Ottawa. 
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You  Can't  Stop  the  Man  Who  is  in  Dead  Earnest 

In  an  address  before  tlie  Boston  Retail  Shoe  Sales- 
men's Association,  Mr.  Eut^cne  Weeks,  editor  of  the 
Shocman,  said  in  part: 

Salesmen  in  retail  shoe  stores  are  constantly  being 
pounded  with  millions  of  wf)rds — i)rinted  in  reputable 
shoe  trade  papers  and  s]x)kcn  by  employers  and  by 
persons  who  address  salesmen's  gatherings — exhort- 
ing them  to  be  ambitious. 

What  does  it  all  amotnit  to?  The  subject  is  ter- 
ribly trite.  Ts  it  possible  that  underneath  it  all  is  a 
stimulus  that  must  he  administered  to  the  men  on  the 
floor,  if  they  are  to  become  anything  more  than  low- 
salary  earners?    Let  us  see. 

Nobody  will  deny  that  the  best  salesmanship  in  a 
shoe  store  will  always  come  from  the  men  who  are 
ambitious  to  rise  higher.  All  right.  The  highest 
quality  of  personal  salesmanship  consists  in  getting 
the  customer's  complete  approval  of  your  goods,  your 
prices,  your  store,  and  you  yourself.  Is  there  any  one 
of  you  who  would  want  to  admit  falling  down  in  any 
])art  of  that  proposition? 

That  kind  of  good  salesmanshi])  doesn't  recpiire  a 
man  to  be  a  college  professor,  a  lawyer  and  a  John 
Wanamaker  all  in  one.  What  it  does  require  is  that 
the  man  shall  be  absolutely  honest,  shall  have  a  nor- 
mal amount  of  intelligence,  be  thoroughly  and  etern- 
ally ambitious — and  then  be  willing  to  learn,  learn, 
learn ! 

If  the  salesman  will  only  learn  what  he  can  see 
and  do  what  his  brains  tell  him  is  right  and  honest, 
he  will  eventually  become  a  good  salesman — and  don't 
you  forget  it!  And  if  he  adds  to  that  a  good  healthy 
ambition  to  succeed,  you  can't  stop  him  ! 


American  Army  Boots  Rejected 

We  reproduce  herewith  some  extracts  from  an 
article  which  a])peared  in  a  current  issue  of  American 
Shoemaking,  pul)lishc(l  in  ISoston,  Mass. 

"We  recently  inter\  icwed  a  manufacturer  from  the 
Orient  who  states  that  it  is  apparently  impossible  for 
him  to  buy  cut  soles  in  this  country.  Invariably  the 
shipments  which  he  received  do  not  come  up  to 
sample.  For  instance  a  lot  of  soles,  nine  and  i)n?-half 
iron,  suitable  for  army  shoe  work,  would  be  found 
to  be  not  over  eight  and  one-half  iron.  Consequently 
this  particular  firm  is  obliged  to  buy  all  its  sole 
leather  in  sides  from  a  house  in  San  Francisco  and 
cut  the  whole  of  it,  making  all  their  cut  stock. 

"Apparently  the  military  boots  which  some  Am- 
erican manufacturers  have  been  turning  out  to  the 
order  of  the  French  Government,  leave  a  good  deal  to 
be  desired,  judging  from  the  following  comments  in 
the  last  issue  to  hand  of  the  London  Root  and  Shoe 
Trade  Journal; — 'They  have  all  been  rejected,  and 
are  now  on  sale  at  any  price  they  will  make,  provided 
that  it  is  possible  to  find  someone  who  will  prejudice 
a  reputation  by  selling  them.  We  should  not  advise 
the  venture.  \\'e  referred  incidentally  to  these  goods 
last  week,  and  ha\e  since  had  an  opporttmity  of 
closely  examining  the  goods.  Bigger  monstrosities 
in  the  way  of  footwear  never  came  within  our  ken. 
'I'hey  are  in  every  respect— great  and  small — a  dis- 
grace to  any  shoe-making  nation.  W^e  can  and  do  at 
times  turn  out  poor  stufif,  but  we  could  nf)t  possibly 
descend  to  such  depths  of  shoe  deception' 

"At  the  same  time,  we  learn  United  States  boot 
manufacturers  ha\  e  lost  another  opportunity  of  gain- 


ing a  good  fo(Hing  in  the  English  market,  offered 
through  the  shortage  of  boots  for  civilian  wear  while 
tlie  home  factories  were  busy  on  Army  work.  The 
Americans  lost  it  for  the  same  reason  as  that  revealed 
above — the  glaring  contrast  between  an  attractive 
samjile  and  a  bulk  article  a  long  way  below  that 
standard." 


New  Winnipeg  Shoe  Polish  Industry 

A  new  shoe  polish  industry  has  been  started  in 
Winnipeg  by  A.  A.  Strang  and  W.  E.  Strang,  who 
have  been  established  there  since  1880.  As  there  are 
no  firms  west  of  Hamilton  manufacturing  shoe  polish, 
Messrs.  Strang  conceived  the  idea  that  there  was  an 
opening  for  an  industry  of  this  kind  in  Winnipeg,  so 
a  jjractical  commercial  chemist  who  has  had  twenty 
years'  experience  in  the  manufacture  of  shoe  polishes 
in  London,  Eng.,  and  New  York,  U.S.A.,  was  engaged, 
and  they  are  now  manufacturing  a  very  high-grade 
hard  wax  polish,  which  they  have  registered  under 
the  name  of  "Stop-On."  They  feel  that  with 
the  support  and  patronage  of  the  W'estern  public  a 
large  industry  can  be  developed  in  this  line.  In  course 
of  time  they  also  intend  to  manufacture  other  kindred 
lines. 


Montreal  Factories  Report  Good  Business 

Shoe  factories  in  Montreal  and  Maisonneuve  con- 
tinue to  be  busy,  and  some  are  working  overtime  to 
catch  up  with  the  orders  which  are  being  received. 
The  business  is  still  coming  from  all  parts  of  the  Dom- 
inion, the  west  ordering  much  more  freely  than  was 
the  case  for  spring  1915.  There  is  no  doubt  that 
stocks  of  retailers  are  comparatively  low,  owing  to 
the  more  cautious  buying  methods  which  followed  the 
slump.  The  general  commercial  outlook  has  im- 
proved, thanks  to  the  enormous  war  orders,  and  with 
the  people  spending  liberally,  retailers  are  inclined  to 
stock  up  more  generously,  although  there  is  still  a 
tendency  among  many  store  keepers  to  go  a  bit  slow. 
The  jobbers  are  again  sending  some  excellent  orders. 


The  new  issue  of  "Foot  Prints"  by  the  Consolidated 
l^ubber  Company,  is  devoted  to  Dominion  warm  felt 
fcjotwear.  and  Kozy  slippers.  From  now  on  these 
various  lines  of  felt  footwear  will  be  known  as  the 
Dominion  brand.  The  catalogue,  parts  of  which  are 
printed  in  four  colors,  is  a  fine  example  of  good  print- 
ing, the  illustrations  being  excellent.  Every  style  of 
this  ])articular  l)rand  of  goods  is  listed  and  illustrated, 
and  the  catalogue  also  shows  pictorialK'  how  rubber 
and  footwear  should  be  used  together. 


A  retail  store  in  the  United  States  which  actually 
turned  over  its  stock  thirteen  times  during  tliQ.  year 
1915  uses  the  p.m.  system  freely.  Sometimes  a  new 
line  that  does  not  open  up  as  attractively  as  the  buyer 
thought  it  would,  is  placed  on  the  ]).m.  list  at  regular 
prices. 


If  your  advertising  is  not  honest,  you  are  not 
honest.  You  cannot  lie  in  your  advertising  unless 
you  are  a  liar  in  ])erson.  And  there  is  no  half  way 
about  it. 


People  like  to  do  business  with  a  cheerful  mer- 
chant. It  is  uj)  to  you  to  see  the  silver  lining  in  every 
cloud. 
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Shoe  Cut  Service 

The  Flater  Service,  34  Yonge  Street  Toronto,  re- 
cently started  a  business  which  will  be  a  great  help 
to  shoe  retailers  and  manufacturers.  They  supply 
all  classes  of  stock  and  special  shoe  cuts  and  they 
are  also  in  a  position  to  do  all  kinds  of  ad  writing, 
illustrating,  designing-  and  engti-aving  for  shoe  ;re- 
tailers,  jobbers  and  manufacturers.  The  illustration 
shown  in  this  article  is  one  of  their  stock  cuts. 


This  business  is  under  the  management  of  Mr. 
George  H.  Flater,  who  has  had  considerable  exper- 
ience in  this  line  of  business. 


Listowel  to  Have  New  Factory 

On  January  3  the  electors  of  Listowel,  Out.,  passed 
a  by-law  authorizing  a  loan  of  $12,000  to  H.  B.  Mor- 
phy,  F.  W.  Hay,  A.  H.  Hawkins,  J.  W.  Bernie  and 
J.  S.  Gee,  for  the  establishment  of  a  shoe  factory.  The 
promoters  agree  to  erect  a  building  eighty  feet  by 
fifty  feet  and  two  storeys  in  height  with  basement,  at 
a  cost  of  $5,000,  and  to  equip  same  with  machinery 
at  an  approximate  cost  of  $1,200.  They  are  to  employ 
by  the  end  of  the  first  year  from  the  commencement 
of  business  at  least  forty  hands,  and  thereafter  at  least 
sixty  hands.  The  town  is  to  grant  a  free  site,  exemp- 
tion from  taxes  for  ten  years,  except  school  and  local 
improvement  taxes,  and  a  loan  of  $12,000  for  the  term 
of  fourteen  years  at  six  per  cent,  per  annum. 


Boston  Blacking  Co.  Re-building 

The  Boston  Blacking  Co.,  of  Cambridge,  Mass., 
who  have  a  branch  factory  at  Montreal,  Canada,  are 
constructing  a  new  cement  factory  which  will  re- 
place their  plant  recently  destroyed  by  fire.  Work 
is  already  well  under  way  and  the  new  building  will 
be  ready  soon  for  occupancy.  The  new  plant  will  be 
equipped  with  the  latest  and  most  efficient  machinery 
for  the  manufacture  of  cement,  and  all  equipment  will 
be  the  last  word  in  efificiency.  Mr.  William  Link- 
later  is  the  Canadian  sales  manager  of  the  Boston 
Blacking"  Co. 


Annual  Meeting  of  Toronto  Shoemen 

The  Toronto  Shoe  Retailers'  Association  will  hold 
their  annual  meeting  on  Thursday,  January  20,  when 
ofiicers  for  the  succeeding  year  will  be  elected,  and 
other  important  business  transacted.  It  is  expected 
that  Mr.  H.  C.  Blachford,  president,  Mr.  J.  C.  Bud- 
reo,,  treasurer,  and  Mr.  A.  Levy,  member  of  ti;ie 
Executive  Committee,  with  i^ossibly  others,  will  at- 
tend the  National  Shoe  Retailers'  Association,  which 
is  being"  held  in  New  York  on  January  10,  11  and  12. 
It  is  the  intention  of  the  Canadian  delegates,  on  be- 
half of  the  Toronto  Shoe  Retailers'  Association,  to 
invite  some  of  the  delegates  at  that  gathering"  to  visit 
Toronto  at  an  early  date  and  speak  at  a  dinner  which 
will  be  held  by  the  Toronto  organization,  at  which  it 
is  expected  representatives  from  all  the  wholesale  and 
manufacturing  concerns  will  be  present.  The  pro- 
posed dinner  will  probably  take  place  in  February  at 
a  date  yet  to  be  definitel}-  fixed.  In  addition  to 
speakers  of  note  from  a  distance,  there  will  be  a  profit- 
able discussion  and  conference  between  retailers  and 
jobbers. 


Don't  Stretch  it  Too  Far 

The  story  is  told  of  an  old  lady  who  always  had 
trouble  getting"  a  comfortable  shoe.  She  had  tried 
and  tried  but  had  never  succeeded.  Then  one  day  she 
encountered  a  salesman  who  was  most  positive  he 
could  sell  her  a  well-fitting  shoe.  So  he  ransacked 
his  stock  from  top  to  bottom  and  from  bottom  to  top 
until  he  found  a  i^erfectl}^  wonderful  old  lady's  shoe. 
It  was  just  the  thing  only — it  wasn't  the  right  shape. 
It  was  too  long  and  not  wide  enough.  So,  not  to  be 
outdone,  he  hustled  out  to  a  cobbler  and  asked  for  the 
loan  of  a  baseball  bat,  the  lemon  squeezer  and  a  couple 
of  large  size  plows  and,  after  working  long  and  dilig- 
ently, hammering,  pounding  and  shaping",  he  fashioned 
a  beautiful  square-toed  baby  shoe  from  the  original 
last  of  spindle.  The  old  lady,  immensely  pleased, 
sallied  forth  wearing"  her  piuxhase.  Two  blocks 
farther  on  found  her  sitting  on  the  curb — unable  to 
walk  another  step.  Kind  pedestrians  assisted  her  to 
her  home  in  a  taxicab. 

Do  you  grasp  the  moral?  The  dealer  who  has 
neglected  to  keep  proper  tab  on  his  sizes  is  often 
prone  to  make  use  of  the  "stretching"  method  to  save 
a  sale.  But  does  it  pay?  Does  he  make  a  friend  of 
the  customer  or  an  enemy?  Almost  every  foot 
trouble  in  existence  originated  with  poorly  fitting" 
footwear  and  if  a  customer  develops  sore  feet  b}' 
wearing  a  pair  of  shoes  that  have  been  "doctored" 
his  impression  isn't  going  to  be  a  very  g-ood  one. 
There  are  devices  on  the  market  guaranteed  to 
stretch  a  shoe  a  full  size  or  more.  What  kind 
of  satisfaction  is  a  shoe  going  to  give  that  has 
been  stretched  from  a  seven  to  an  eight?  .  It  is  well 
to  keep  this  in  mind  when  you  have  occasion  to  resort 
to  a  little  "easing"  up." 


When  you  suspect  a  customer  of  being  dissatisfied, 
instead  of  waiting  for  time  to  heal  the  Avound,  see 
that  man  and  get  him  cured  right  away. 


The  less  anxious  you  are  to  learn  more  about  your 
business  the  less  business  you  will  have  to  learn  about. 


Nothing  short  of  an  autopsy  would  show  what 
some  shoe  clerks  know  about  shoes. 
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FOOTWEAR  FINDINGS 

Happenings  in  the  Shoe  and  Leather  Trade 


All  rumors  that  Canada  was  to  share  in  large  lAiian 
army  boot  orders  seem  to  have  been  laid  at  rest  by  some 
of  the  large  manufaeturers  who  state  that  after  going  into 
the  matter  they  found  the  time  allowed  was  too  short  to 
get  organized  and  make  delivery  of  the  quantities  required. 
Consequently  they  were  forced  to  turn  the  orders  down. 

On  December  31,  1915,  the  Rannard  Shoe,  Limited,  cele- 
brated the  twelfth  anniversary  of  their  business.  "To  hard 
work  and  reliability,"  Mr.  Rannard  stated,  "1  ascribe  largely 
the  success  of  our  store  operation.  I  have  a  capacity  for 
work,  and  hard  work,  and  my  associates  and  employees  are 
endowed  with  the  same  quality,  which,  after  all,  is  the  main 
essential  to  success."  A  dinner  to  the  employees  is  given 
each  year. 

On  the  evening  of  January  3  fire  broke  out  in  the  factory 
of  the  Rock  Shoe  Company,  Quebec,  Que.  The  loss  is  esti- 
mated at  .$80,000,  while  only  $32, .500  insurance  was  carried. 
Two  hundred  employees  have  been  thrown  out  of  work  as 
a  result. 

R.  Janiieson,  shoe  rej^iairer,  Edmonton,  Alta.,  has  been 
succeeded  by  Wm.  T.  Terry. 

S.  (j.  \'ance,  shoe  retailer.  Tillsonburg.  (  )nt..  recently 
took  ])art  in  the  four  days'  competition  of  the  .St.  Tiionias 
Gun  Cluh  at  Si.  Thomas.  Ont.,  in  the  International  Trap 
Shooting  Tournament.  In  the  handicap  shoot-ofT  there  was 
a  tie  between  Mr.  \  ance  and  A.  H.  Willey,  of  Dansville, 
N.Y.     Each  scored  ten  and  the  money  was  divided. 

The  emi)loyees  of  the  lasting  department  of  Getty  &; 
Scott,  Limited.  Gait.  Ont,.  recently  presented  Ernest  Raker, 
one  of  their  number,  with  a  handsome  clock,  on  the  occasion 
of  his  marriage. 

H.  T.  Irwin,  shoe  retailer,  Truro.  N.  S..  has  moved  his 
store  from  Walker  Street  to  Prince  Street,  where  he  has  more 
commodious  quarters. 

The  A.  E.  Wry-Standard  Company's  harness  factory 
and  ofifices  at  Sackville,  N.  B.,  were  completely  destroyed  by 
fire  on  December  5th.  The  larrigan  and  shoe  pack  depart- 
ments fortunately  were  not  af¥ected  except  for  the  subse- 
quent confusion  and  disarrangement.  A  reserve  stock  of 
harness  was  saved,  which  has  aided  them  very  materially 
in  starting  up  their  duplicate  factory  at  Middle  .Sackville. 

We  are  in  receipt  of  a  handsome  calendar  issued  by  L.  S. 
Odell,  commission  merchant  and  dealer  in  leather  and  shoe 
goods,  Montreal,  Que.,  on  which  there  is  a  reproduction  of 
a  splendid  painting  called  "On  the  F"arni." 

The  RIachford  Shoe  Manufacturing  (Company  are  send- 
ing a  very  handsome  trade  mark  banner  with  their  sprin.g 
shipments,  advertising  their  already  well-known  trade  mark 
name,  "Georgina."  This  is  a  design  the  same  as  the  design 
on  their  carton,  and  has  a  velvet  liack  with  gold  and  silver 
beaded  lettering. 

Stewart  C.   Mitchell,   sales  manager   for   .\nu  s-l  loldcn 
McCready.  Limited,  St.  John.  N.R..  was  married  ricently  to 
Miss  Edith  M.  Harris. 

Max  Schwartz,  shoe  retailer,  352  Yon.ge  Street,  'i'oronlo. 
suffered  loss  by  fire  recently  to  the  extent  of  about  $1,000. 
Defective  wiring  is  given  as  the  cause. 

The  French  Government,  in  order  to  satisfy  the  needs 
of  the  army  decided  to  requisition  all  supplies  of  crude  lea- 
ther commencing  with  January  5. 

Mr.  A.  C.  Flunierfelt.  who  takes  the  portfolio  of  Finance 
and  Agriculture  in  the  new  British  Columbia  Cabinet,  is 
widely  known  among  the  Canadian  shoe  trade.  He  first  went 
to  British  Columbia  in  1886,  as  manager  for  the  .Ames-Holden 
Shoe  Company.  While  at  present  not  actively  en,gaged  in 
the  boot  and  shoe  business,  he  is  director  in  half  a  dozen 
shoe  concerns.  Mr.  Flumerfelt's  philanthropies  have  been 
wide;  he  is  a  life  .governor  of  both  Vancouver  and  Winnipeg 
general  hospitals  and  has  held  honorary  posts  in  the  Victoria 
Jubilee  Hospital.  He  was  an  alderman  in  \'ictoria  for  several 
terms  and  also  president  of  the  Board  of  Trade  of  that  city. 
He  was  born  in  Markham,  Ont.,  in  1856. 

The  Sherbrooke  Footwear  Company,  Sherbrooke,  Que., 
have  registered.    William  T.  Hamilton  is  the  proprietor. 

The  city  of  Maisonneuve  has  granted  the  request  of 
the  Smardon  Shoe  Company,  Montreal,  for  an  extension  of 
one  year  to  the  period  in  which  the  company  had  agreed 


to  erect  a  factory  in  Maisonneuve.  Several  manufacturers, 
including  shoe  firms,  supported  the  request.  The  Smardon 
.Shoe  Company  had  been  granted  certain  exemptions  on  con- 
dition of  their  building  this  factory. 

C.  A.  Brouillard,  superintendent  of  Scott.  Chamberlain, 
Limited,  London,  Ont..  spent  the  Christmas  holidays  in 
Montreal. 

Manufacturers  predict  a  considerable  scarcity  of  woollen 
hosiery  this  year  and  advise  retailers  to  stock  up  at  the 
earliest  possiljle  (jpporlunity  if  they  wish  to  be  assured  of 
a  full  range. 

F"red  R.  Foley,  who  conducts  the  Rarlor  Boot  Shop,  "On 
the  Sunny  Side."  Bowmanville,  Ont.,  issued  an  attractive 
Christmas  greeting  card  a  few  weeks  before  Christmas.  It 
was  brim  full  of  seasonable  suggestions  and  cheerfulness. 

H.  B.  McCarthy  Company,  Limited,  of  Toronto,  have 
been  granted  a  ])rovincial  charter.  The  company  is  cm- 
powered  to  manufacture,  sell  and  deal  in  leather  and  leather 
goods  and  to  carry  on  a  general  leather  and  findings  busi- 
ness.   The  share  capital  is  $40,000. 

.S.  S.  Joyce  &  Son,  late  of  Havelock,  have  opened  a  new 
shoe  store  in  Stirling,  Ont.  They  have  been  a|)pointed  sole 
a.gents  for  "Just  Wright"  and  Astoria  shoes  for  men,  and 
C  leo  and  Classic  shoes  for  ladies  and  children. 

The  Canadian  Consolidated  Rubber  Company,  Montreal, 
have  arranged  to  acquire  commodious  modern  ofifices  in  Que- 
bec in  February.  They  have  secured  an  up-to-date  building 
which  will  give  them  four  floors  and  basement. 

The  Carey  Shoe  Company  have  bought  the  premises 
which  they  have  occupied  for  a  number  of  years  at  142  Kin.g 
Street  East.  Toronto,  and  are  havin.g  a  handsome  and  up-to- 
date  front  instalU'd.  The  store  is  30  feet  wide  and  there 
will  be  two  splendid  display  windows  with  a  receding  en- 
trance. Interior  improvements  will  also  be  carried  out  after 
the  holiday  season. 

Jos.  Greenwood,  hardware  merchant,  1293  Dan  forth  Ave- 
nue. Toronto,  who  was  for  many  years  in  the  shoe  business 
on  Bloor  Street,  near  Bathurst  .Street,  has  added  shoes  to 
his  stock. 

At  an  unclaimed  freight  sale  recently  in  Chattanoo.ga. 
Tenn.,  a  keg  containing  100  pounds  of  dye  which  sold  prior 
to  the  war  at  15  cents  ])er  pound,  was  bought  by  a  bidder  who 
paid  $15  per  pound,  or  $1,500  for  the  keg.  Some  time  pre- 
vious to  that  a  100-pound  keg  of  dye  sold  in  Cleveland, 
Ohio,  at  $900,  althou.gh  the  original  price  was  only  65  cents 
a  pound. 

Edward  Mason  has  concluded  his  services  as  foreman 
of  the  stitchin.g  room  in  the  factory  of  Clark  Brothers.  St. 
Stephen,  N.  B. 

Natural  Tread  Shoes,  Limited.  329  Yonge  Street.  Toronto, 
have  arranged  with  the  Minister-Myles  Shoe  Company  to 
make  their  shoes.  The  Natural  Tread  Company  in  their 
advertising  announce  that  they  have  designs,  lasts  and  pat- 
terns which  never  change  in  shape.  A  booklet  entitled  "How 
to  Treat  Them."  is  being  distributed  .gratis. 

E.  M.  Foster,  shoe  retailer.  Edmonton.  Alta..  is  moving 
into  larger  premises  on  Jasper  Avenue. 

The  F.  &  B.  Shoe  Company,  of  Maisonneuve,  Que.,  who 
are  specializing  on  turns  for  children,  have  acquired  con- 
siderable additional  space  and  have  installed  several  new 
machines. 

The  home  of  H.  Friedman,  shoe  repairer.  170  Queen 
Street,  Ottawa,  was  dama.ged  by  fire  recently. 

J.  R.  Miller,  of  Virden,  has  started  a  shoe  repairin.g  busi- 
ness in  Wapella,  Sask. 

L.  L.  Lewis  has  been  appointed  foreman  of  the  making 
room  in  No.  2  factory  of  Ames-Holden-McCready.  Montreal. 
He  was  for  many  years  foreman  in  the  factory  of  Rice  & 
Hutchins  Company,  of  Rockland,  also  in  the  Fred  F.  Field 
factory,  Brockton. 

John  Hill,  who  for  seven  years  past  has  been  on  the 
staff  of  the  Carey  Shoe  Company  at  Barrie,  Ont.,  recently 
enlisted.  He  is  the  third  employee  from  the  Barrie  estab- 
lishment who  has  joined  the  colors. 

The  Nugget  Polish  Company,  Toronto,  have  distributed 
to  the  trade  a  neat  and  artistic  show  card  entitled  "The 
.Allies."     In  the  centre  of  an  oval  background  of  dark  red. 
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a  complete  Nugget  polishing  outfit,  an  open  tin  of  polish  and 
a  pair  of  shoes  are  shown,  while  at  the  top  are  the  flags  of 
England  and  France,  and  at  the  bottom  those  of  Belgium 
and  Russia.  The  card  has  a  patent  support  at  the  back  and 
is  very  convenient  for  placing  in  windows  or  on  top  of  show- 
cases. 

The  shoe  repair  shop  of  James  Chantler,  Chatham,  Ont., 
was  broken  into  recently  and  some  shoes  taken.  This  makes 
the  second  time  the  shop  has  Ijeen  rol)V)e(l  during  the  last 
few  months. 

The  new  sample  room  of  the  Getty-Scott  Company  is 
now  completed  at  their  factory  in  Gait.  The  woodwork  is 
quarter-cut  oak.  The  sliding  glass  doors  play  a  conspicuous 
part  in  the  proper  display  of  footwear.  The  lighting  is  by 
semi-indirect  units. 

The  annual  dinner  of  the  Nugget  Polish  Company,  Lim- 
ited, was  held  on  Tuesday  evening,  December  31st,  at  the 
Merchants  Hotel.  A  very  enjoyable  time,  was  spent,  and  after 
appropriate  toasts  were  responded  to.  Corporal  T.  VV.  Hart, 
who  is  a  member  of  the  95th  Battalion,  was^  presented  by  his 
fellow  workers  and  friends,  with  a  wrist  watch. 

The  S.  &  F.  Blacking  Company,  of  Bostoq,  Mass.,  manu- 
facturing blackings,  stains  and  packing  room  supplies  for 
shoe  factories,  have,  on  account  of  their  increasing  business 
among  Canadian  manufacturers,  decided  to  open  a  factory  in 
the  Dominion.  They  are  now  equipping  the  plant  and  it 
will  be  situated  at  641  St.  Paul  Street  West,  Montreal.  The 
Canadian  branch  will  manufacture  the  same  line  of  goods 
as  is  made  by  the  Boston  factory,  which  consists  of  black- 
ings, stains,  treeing  and  packing  room  supplies.  J.  L.  Hig- 
gins,  who  has  been  associated  with  the  company  for  the 
past  three  or  four  years,  will  be  resident  manager  of  the  new 
branch. 

Denis  Rowan,  who  has  had  considerable  experience  in 
the  retail  shoe  line,  has  started  in  business  for  himself  and 
has  leased  premises  at  1167  Dundas  Street,  east  of  Keele 
Street,  Toronto,  formerly  occupied  by  the  late.  Richard  T. 
Palmer. 

Geo.  E.  Keith  &  Company,  Brockton,  Mass.,  recently 
sent  a  remittance  of  twenty-five  dollars  to  Glass  Bros.,  of 
Calgary,  proprietors  of  the  Walk-Over  shoe  store,  request- 
ing that  the  sum  be  handed  over  to  the  patriotic  fund.  Ac- 
companying the  cheque  was  a  letter  expressing  their  strong 
sympathy  with  the  work  of  the  fund. 

Platoon  No.  4  of  the  Civilian's  Rifle  Association  has  been 
organized  in  Toronto  by  Osier  Wade,  and  drill  is  held  once 
a  week  in  the  St.  Lawrence  Market  hall.  The  platoon  is  com- 
posed of  sixty  men,  all  oTwhom  are  identified  wilh  the  whole- 
sale and  retail  shoe  trade  in  Toronto.  ' 

Paul  Awad,  who  has-- been -conducting  a  general  store 
at  Byng  Inlet  and  recently  sold  out,  wiU  "siiortly  start  a  shoe 
store  on  Ouellette  Avenue,  Windsor,  C)nt. 

L.  H.  Winkie,  late  of  Detroit,  Mich.,  has  taken  a  posi- 
tion with  the  Walk-Over  Boot  Shop,  390  Yonge  Street,  To- 
ronto, and  has  full  charge  of  the  window  trimming  depart- 
ment, in  which  line  he  enjoys  an  excellent  reputation.  C.  H. 
Billett,  late  of  the  Walk-Over  store  in  Montreal,  has  been 
transferred  to  the  Toronto  establishment  and  has  been  given 
charge  of  the  men's  branch.  He  has  been  with  the  Walk- 
Over  system  for  seventeen  years. 

Aaron  Shulman,  who  has  conducted  a  shoe  repair  shop 
in  Cornwall  for  a  couple  of  years,  has  sold  out  his  business 
and  moved  to  Toronto. 

The  Modern  Shoe  Repair  Shop,  Third  Street,  Regina, 
Sask.,  are  making  shoes  to  order.  Three  expert  shoemen 
are  at  work  turning  out  several  pairs  daily  at  reasonable 
prices. 

N.  Goldblatt  &  Company,  Montreal.  Que.,  1)oot  and  shoe 
retailers,  have  registered. 

A.  E.  Gadley  has  taken  over  the  store  at  1544  Bleury 
Street,  Montreal,  formerly  occupied  by  J.  P.  O'Loghlin.  Mr. 
Gadley  was  formerly  of  the  Invictus  Shoe  Store,  St.  James 
Street.  . 

The  stock  of  the  Lyon  Shoes,  Limited,  St.  Catherine 
Street  West,  Montreal,  valued  at  about  .$70,000,  is  being 
sold  by  order  of  the  Superior  Court  and  the  liquidators  of 
the  estate. 

The  Allies  Shoe  Company  has  been  formed  to  carry  on 
a  manufacturing  business  in  Montreal.  The  promoters  are 
Godfroi  Lefebvre,  Adolphe  Barrette  &  Francis  Xavier  Val- 
Irand. 

The  Franklin  P.  Shumway  Advertising  Agency  have 
just  moved  into  a  large  new  suite  of  oflices  in  the  Dexter 
P.uilding,  453  Washington  Street,  Boston,  Mass.  The  con- 
stant growth  of  this  well-known  agency  is  of  great  interest 


among  the  shoe  and  leather  trade,  where  Mr.  Shumway  is 
personally  known  and  highly  esteemed.  It  is  35  years  ago 
last  November  since  Mr.  Shumway  took  his  first  account. 
It  was  secured  from  the  Oliver-Ditson  Company.  Since  that 
time  his  agency  has  steadily  grown.  Millions  of  dollars  have 
been  spent  in  the  leading  newspapers,  trade  papers  and 
magazines,  not  only  in  the  United  States,  hut  in  Canada, 
Great  Britain,  Europe  and  other  countries. 

Johnston  &  Murray,  shoe  retailers,  London,  Ont.,  suf- 
fered severe  loss  by  fire  on  the  night  of  December  14.  Ow- 
ing to  having  a  large  Christmas  stock  on  hand  the  loss  is 
estimated  to  be  close  to  $50,000. 

A  girls'  rest-room  has  been  established  in  the  Getty- 
Scott  factory  at  -  Gait.  The  room  is  nicely  furnished  in 
weathered  oak  and  artistically  decorated;  lighting  is  l)y  semi- 
indirect  units. 

According  to  a  Berne  correspondent,  the  enquiry  into 
the  Austrian  army  boot  scandal  proved  that  the  boots  sup- 
plied the  Austrian  military  were  chiefly  made  of  papier- 
mache,  so  that  when  they  got  damp  the  soldiers  were  left 
practically  barefoot. 

Ed.  Guimond,  formerly  foreman  in  the  finishing  room 
of  Duchaine  &  Perkins,  has  taken  a  position  in  La  Cie  des 
Cuirs  et  Chassures,  Pleissville,  Que. 

Legace  &  Lepinay,  Quel^ec,  Que.,  liave  installed  another 
lasting  machine  which  will  increase  their  capacity  to  ten 
cases  a  day. 

The  shoe  store  of  Fred  T,  Jackson,  Clinton,  Ont.,  was 
broken  into,  recently  and  some  cash  taken  from  the  till. 

A  factory  has  been  completed  at  Everett,  Wash.,  for  the 
manufacture  of  red  cedar  shoes  from  timber  logged  on  the 
upper  tributaries  of  the  Snohomish  River.  It  is  stated  the 
wooden  shoes  are  now  being  used  quite  extensively  by  work- 
men in  breweries,  tanneries  and  firemen  and  by  coal  stokers 
on  ocean  liners.  Cedar  wood  has  been  found  to  be  the  best 
non-conductor  known. 

George  Matthews,  finishing  room  foreman  in  No.  1 
factory  of  Ames-Holden-McCready,  Montreal,  has  resigned 
and  has  taken  a  similar  position  with  Scott-Chamberlain, 
Limited,  London,  Ont. 

Fire  recently  did  several  hundred  dollars  damage  to 
Morin's  Shoe  Store,  93  King  Street,  Sherbrooke,  Que. 

The  Fashion  Shoe  Store  has  opened  in  Winnipeg. 

J.  H.  Porter,  former  buyer  and  manager  of  the  shoe 
department  of  the  Robert  Simpson  Company,  and  afterwards 
in  the  retail  shoe  business  in  Toronto,  is  now  located  in  Win- 
nipeg, where  he  holds  a  position  with  Wm.  Gunn,  Limited, 
a  large  mail  order  house. 

Fred  Steel,  late  of  the  Solid  Leather  Shoe  Compan}', 
Preston,  Ont.,  who  has  joined  the  111th  battalion,  was  pre- 
sented by  the  staff  and  employees  recently  with  a  wrist 
watch  and  an  appreciative  address. 

A.  Lecours,  managing  director  of  the  Canadian  Footwear 
Company,  Limited,  reports  that  the  factory  at  Pointe-au-x- 
Trembles,  P.  Q.,  is  working  at  nights  in  order  to  cope  with 
the  large  amount  of  business  in  hand  and  being  received. 

The  Miner  Rubber  Company,  Limited,  have  opened  a 
branch  at  the  corner  of  Fourth  Avenue  and  Athabasca 
Street,  Edmonton,  Aha.,  where  a  large  stock  of  Miner  rub- 
bers will  be  kept.  This  branch  will  serve  a  very  large  ter- 
ritory tributary  to  the  city,  and  will  be  the  headquarters 
for  a  staff  of  four  travellers.  By  opening  this  branch  the 
company  will  be  able  to  give  prompt  service  to  its  customers. 

A.  E.  Jackson,  of  Jackson  &  Savage,  Limited,  Montreal, 
was  a  recent  visitor  to  Toronto  in  connection  with  the  com- 
pany's shoe  and  rubber  business. 

The  Acton  Shoe  Company,  Limited,  with  a  factory  at 
Acton  Vale,  P,  Q,,  and  headquarters  at  Notre  Dame  .Street, 
Montreal  (Mr,  A,  Lambert,  president),  has  acquired  the 
Farmers'  Shoe  Company,  Limited,  Acton  Vale,  tanners  and 
makers  of  pegged  and  Standard  screw  goods. 

"Trench-foot"  is  the  new  term  given  by  the  War  Office 
to  cases  of  frost-bite  in  the  trenches.  The  chief  cause  seems 
to  be  in  the  use  of  puttees.  It  is  next  thing  to  an  impossi- 
bility to  keep  them  from  shrinking,  and  this,  of  course,  im- 
pedes circulation  and  makes  the  foot  more  susceptible  to 
injury. 

Ralph  Horinbrook,  bookkeeper  for  fifteen  years  with 
the  W.  B.  Hamilton  Shoe  Company,  Toronto,  who  was  re- 
cently married  to  Miss  Mabel  Duckworth,  Toronto,  was  pre- 
sented with  a  handsome  cabinet  of  silver  by  the  staff. 

W.  Alfred  Moore,  of  Beardmore  &  Company,  leather 
merchants,  Toronto,  who  has  been  connected  with  the  militia 
for  fifteen  years,  recently  qualified  for  field  officer  and  has 
been  appointed  Major,  in  command  of  "B"  squadron,  9th 
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AHRENS 

SHOES 

SELL  THE  YEAR 
ROUND 


There's  an 
AHRENS  Shoe 
for 

Every  Member 
of  the  Family 


And  they're  the  kind 
of  shoes  that  will  induce 
your  customers  to  come 
back  for  more.  They 
get  one  hundred  cents' 
worth  of  value  for  every 
dollar  they  spend. 

Our  high  class  tackless 
stitchdowns  for  the  elite 
little  gentlemen  and 
little  ladies  are  proving 
a  wonderful  success. 

Don't  forget,  we  have 
over  eighty  different 
lines  in  stock  at  all 
times  and  ready  for 
immediate  shipment. 
These  include  Men's, 
Women's,  Boys', 
Youths',  Misses'  and 
Children's  made  up  in 
McKay,  Standard  Screw 
or  Rivet. 


imited 


BLRLIN,  ONT. 


Solid  Leather  Shoes 


Mississauga  Horse,  with  which  corps  he  has  been  identified 
since  1908.  Major  Moore  was  with  the  48th  Highlanders 
for  some  eight  years  previously. 

It  is  ijredicted  in  sotne  quarters  that  at  the  present  ses- 
sion of  the  Dominion  F'arliament  further  duties  will  be  im- 
posed on  certain  articles  and  that  leather  and  shoes  will  be 
included. 

John  Dunl)ar  has  been  engaged  by  Scott-Chamberlain, 
Limited,  of  London,  who  make  the  Astoria  shoe,  to  act  as 
sales  and  styles  manager.  He  has  spent  practically  his  en- 
tire life  in  the  footwear  business,  having  been  previously 
connected  with  the  Slater  Shoe  Company  and  George  A. 
Slater.  Mr.  Dunbar  extends  a  hearty  invitation  to  his  many 
friends,  when  in  London,  to  call  and  look  over  the  new  line 
of  .'\storia  shoes.    He  is  now  busy  on  the  new  1916  fall  lines. 

James  Robinson,  of  Montreal,  one  of  the  leading  foot- 
wear jol)l)ers  in  Canada,  is  spending  the  winter  in  California. 
He  was  accompanied  on  the  journey  by  Mr.  James  Young, 
a  well-known  Eastern  rul)ber  manufacturer. 

W.  C.  (joetz,  shoe  retailer,  Guclph,  Ont.,  has  closed  up 
liis  Market  branch  but  is  continuing  the  main  store  on  Upper 
W'yndliam  Street. 

Locke  &  Adair,  shoe  retailers,  Calgary.  Alta.,  have  dis- 
solved partnership. 

The  Quality  Shoe  Store  has  opened  in  Winnipeg,  Man. 

The  Tillsonburg  Shoe  Company  will  shortly  be  the 
new  style  of  Snedicor  &  Hathaway,  shoe  manufacturers, 
■[■illsonhurg.  W.  C.  Coloff  is  president  of  the  company,  and 
L.  C.  van  Geel  secretary  and  sales  manager. 

Young  Brothers,  fancy  leather  goods  manufacturers,  suf- 
fered a  loss  of  $10,000  in  a  recent  fire  which  broke  out  in 
the  H.  B.  Ritchie  Building  on  Clifford  Street,  Toronto. 

The  P.  T.  Gendron  Shoepack  Company  has  begun  the 
manufacture  of  shoepacks  in  Midland.  Mr.  Gendron  was  the 
l)artncr  in  the  firm  of  Gendron  &  Fitzpatrick,  shoe  dealers, 
in  that  city,  and  for  some  years  previous  to  that  was  en- 
.gaged  in  the  manufacture  of  shoe  packs.  His  many  friends 
wish  him  every  success. 

A.  A.  Lightfoot  has  been  appointed  manager  of  the 
Brandon  branch  of  the  Canadian  Consolidated  Rubi)er  Com- 
|)any,  and  J.  L.  Bond,  formerly  in  charge  of  the  Edmonton 
liranch,  is  again  in  charge. 

H.  B.  Pollock,  of  Toronto,  a  former  widely-known  shoe 
manufacturer,  who  established  the  Sovereign  Shoe  Company 
in  1911,  with  which  concern  he  continued  for  a  number  of 
years,  has  gone  to  Vernon,  B.  C.,  where  he  has  been  ap- 
pi)inted  manager  of  the  \\\  R.  Megaw  department  store. 


GENERAL  STORE  NEWS 

Quebec 

Bouthillier  &  .Shanks  have  registered  to  conduct  a  general 
store  in  Dorion,  Que. 

Saskatchewan 

C.  E.  Fryer's  general  store  at  I'Mrose.  has  been  succeeded 
liy  Martin  &  Fryer. 

The  general  store  of  K.  Torgerson,  Grandora.  has  been 
succeeded  by  McKindon  &  Weldon. 

M.  H.  Jordan,  Readlyn,  has  purchased  the  general  store 
business  of  R.  O'Neill  Jordan. 

The  general  store  of  R.  C.  Cummins,  Dummer.  has  been 
sold  to  John  Tentitt. 

Alberta 

The  general  store  of  Bigelow  &  Fletcher,  Burdett,  .\lta.. 
lias  been  dissolved,  R.  W.  Fletcher  continuing. 

Manitoba 

Jiis.  Boily  has  purchased  tin-  general  store  of  J.  H. 
Granger,  Labroquerie. 

It  has  been  reported  that  tlie  general  store  of  J.  R.  Muir. 
Elphinstonc,  has  been  succeeded  by  E.  Sanders. 

C.  Kinkleman  has  jjurchased  the  stock  of  the  general 
store  of  D.  Gold,  Selkirk  West. 

It  is  reported  that  the  Leading  Store,  doing  a  general 
business  in  Morris,  Man.,  are  moving  to  Cudworth,  .Sask. 


WANTED 

.'\  first-class  shoe  jobl)er  who  is  really  interested  in 
liandling  a  strong  .American  made  line  of  men's  welts.  Splen- 
did opportunity.  Manufacturers  will  give  a  good  jobber  sub- 
stantial assistance.    Box  280,  Footwear  in  Canada,  Toronto. 
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PEERLESS 
MACHINES 


Universal  Skiver 

Acknowledged  by  the  shoe  manufacturers  every- 
where as  the  most  reliable  Skiver  made.  Gives 
greater  production  at  minimum  cost. 


Peerless  Folder 

No  matter  what  the  shape  of  the  upper  this  machine 
will  fold  the  edge  over  perfectly.  Turns  over  seams 
and  back  stays.  For  rapid  clean  work  this  machine 
is  without  a  rival. 


Automatic  Perforator 

Spaces  evenly  on  any  curve  without  the  use  of  knee 
or  any  other  attachment.  30  to  50  per  cent,  more 
output  at  a  minimum  cost. 

The  Peerless  Machinery  Co. 

44  Binford  St.  BOSTON,  Mass. 


Perfect  Heel  Breasts 

On  all  styles  of  vertically 
breasted  heels,  regardless  of 
shape  of  shank  or  height  of 
heels,  are  assured  to  users  of 
the  c; 

Universal  Heel 
Breast  Scourer 

It  improves  the  quality  and  in- 
creases the  quantity  of  work  at 
less  cost  for  abrasives. 

Manufactured  by 

The  Louis  G.  Freeman  Co. 

Cincinnati,  Ohio,  U.  S.  A. 

Eastern  Representatives 
Markem  Machine  Co.,  Boston,  Mass. 
Western  Representatives 
Manufacturers  Supply  Co.,  St.  Louis,  Mo. 
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Sisman  Shoe  Company    46 


Dominion  Die  Company 
Doyle,  Regd.,  Thos.  C.  . , 


Elmira  Felt  Company  . 
F,ssex  Rubber  Company 


Landis  Machine  Company   40 


Minister-Myles  Shoe  Co   15 

Montreal  Box  Toe  Company   52 

McLaren  &  Dallas   17 


Tebbutt  Shoe  &  Leather  Co. 
Trudeau,  ('•.  T  


United  Shoe  Machinery  Co.,  Ltd.  48-51-5." 


Where  the  "Everyday"  Shoe  is  Made 


Made  in  a  plant  which  is 
equipped  with  ihe  most  up-lo- 
date  machinery,  and  backed  by 
an  organization  consisting  of 
experienced  and  expert  shoe- 
men  it  is  little  wonder  that  the 
"Everyday"  shoe  is  so  pre- 
eminently satisfactory  to  job- 
ber, retailer  and  wearer. 

You'll  certainly  appreciate  it 
too,  when  you  find  how  easily 
it  sells,  what  profits  it  carries 
and  the  unequalled  service  it 
gives  the  wearer. 

For  Men,  Boys,  Youths, 
Women,  Misses  and  Children, 
in  Elks,  Box  Calf,  Storm  Calf 
and  all  kinds  of  side  leathers. 


The  T.  Sisman  Shoe  Company,  Limited 

AURORA, 


ONTARIO 
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Standard  Shoe  Stitcher 


Champion  Shoe 
Repair  Machinery 

Simplicity  of  construction — Ease  of  oper- 
ating— Working  efficiency  and  high  speed 
have  made  Champion  Machinery — "Best 
by  every  Test." 

Champion  Standard  Straight  Needle  and 
Awl  Stitcher,  expressly  prepared  for  the 
Repair  Shop. 

Champion  Ideal  Curved  Needle  and  Awl 
Shoe  Stitcher,  especially  designed  for  new 
custom  work  and  for  repairing. 


Ideal  Curved  Needle  and  Awl  Stitcher 


Champion  Shoe  Repair  Outfits 

Constructed  on  solid  lines.  Over 
twenty  models  to  select  from. 

Stitcher  can  be  set  on  either  end 
of  Finisher  frame  as  may  be 
desired. 


Champion  Repair  Outfit  equipped  with  Standard  Stitcher 


Champion  Combination  Harness 
and  Shoe  Stitcher.  Especially 
adapted  for  Harness  Stitching 
and  Shoe  half  soling. 


Champion  Repair  Outfit  equipped  with  Ideal  Stitcher 

Champion  Clincher  Fastener  Machine, 
Champion  Power  Loose  Nailers. —  Indis- 
pensable and  Profitable  machines. 

Champion  machines  are  not  royalty  ma- 
chines. They  are  sold  outright  for  cash 
or  time  payments. 

Write  us  for  new  Catalog  prices  and  terms. 

Champion  Shoe  Machinery  Company 

3723  to  3741  Forest  Park  Blvd. 
St.  Louis,  Missouri,  U.S.A. 

 CUTTH^S  OUT_ 

I  Champion  Shoe  Machinery  Co..  St.  Louis.  Mo.  | 

(     Give  particulars  on   | 

'     Name    ' 


Add  res 


Combination  Harness  and  Shoe  Stitcher 


Footwear  in  Canada 


Clincher  Fastener 
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We  Can 
Supply  Anything 
From  a  Tack 
To  a  Full  Factory 
Equipment 

If  there  is  anything  _ 
you  want,  write  us 

United  Shoe  Machinery  Company  of  Canada,  Limited 

MONTREAL,  QUE. 
Toronto  Quebec 


« 
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Landis  Curved  Needle  and  Awl 
Shoe  Soling  Machines 


3) 

© 
o 


3 

O 
o 


PRICF  AND  TERMS 
LANDIS  NO.  12  STITCHER 
Weight,  crated  -  About  750  lbs. 
Head  only,  crated-About  500  lbs. 

Price- Complete  with  Stand,  power  only,  $500.00,  F.  O.  B,  St,  Louis. 

Head  only,  $475.00,  F  O.  B.  St.  Louis. 
Terms— 15'^'  discount  for  cash. 

Time  Payments-$50.00  cash  and  $15.00  per  month. 
Deferred  payments  to  be  closed  by  notes  without  interest. 


PRICE  AND  TERMS 
LANDIS  NO.  10  STITCHER 
Weight,  crated— About  700  lbs. 
Head  only,  crated-About  .300  lbs. 

Price— Complete,  with  Stand,  foot-power  or  power,  $400.00  FOB 
St,  Louis. 

Complete,  with  Stand,  combination  foot-power  and  power 

$410.00.  F.  O.  B.  St.  Louis. 

Head  only-$375.00.  F.  O.  B.  St.  Louis. 
Terms— 15^;  discount  for  cash. 
Time  Payments-$25.00  cash  and  $10.00  per  month. 
Deferred  Payments  to  be  closed  by  notes  without  interest. 


Model  22  Landis  Shoe  Repair  Outfit,  Left  Hand 
Manufactured  by  LANDIS  MACHINE  CO.,  St.  Louis,  Mo. 

Landis  Machine  Company 

St.  Louis,  Missouri,  U.  S.  A. 

WE  ALSO  MAKE  THE  LANDIS  HARNESS  MACHINES.    ASK  YOUR  HARNESS  MAKER  ABOUT  US. 
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WORKERS  UNION 

UNION^STAMP 

Factory  ^ 

LABOR'S  COUNTERSIGN 

The  official  stamp  of  the  Boot  and  Shoe  Workers' 
Union  is  the  one  and  only  mark  of  the  Union 
made  shoe. 

With  shoes  bearing  this  stamp  on  your  shelves,  the 
countersign  is  given  to  enter  the  ranks  of  Union 
trade. 

Union  men  and  then"  families  demand  Union  made 
shoes,  and  the  American  Federation  of  Labor,  with 
its  buying  power  of  over  ten  million  people,  en- 
dorses the  Union  Stamp  shoe  for  its  members. 

Look  for  the  Union  Stamp.     It  is  the  one  and  only 
guarantee  of  Union  made  footwear. 

Boot  and  Shoe  Workers'  Union 

Affiliated    with    the    American    Federation  of  Labor 

246  Summer  Street,  Boston,  Massachusetts 

JOHN  F.  TOBIN    Gen'l  President  CHARLES  L.  BAINE    Gen'I  Sec'y-Treas. 

Look  for  the  Passport.  'Twill  bring 
the    Union    Trade   to   your  store. 


You  are  not  serving  all  the  trade  of  your  town  unless    you  handle  Union  Stamp  Shoes 


January,  1916 
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les  that  satisfy 


A  Satisfied 
Customer  is  a 

repeater 

Repeating  may  not  be  good  in  politics 
-but  it's  mighty  good  in  business. 

Satisfaction  begets  Confidence,  and  v 
Confidence  is  what  brings  the  customer 
back  to  you. 

Selling 
More  Lace  Shoes 

means  more  than  simply  making  sales; 
it  means  securing  your  customers'  con- 
fidence because  of  the  satisfaction  re- 
ceived in  the  permanent  fit  which  is 
always  assured. 

No  alterations  are  necessary  to  make  lace  shoes 
adjustable. 

Alterations  that  oftentimes  have  to  be  re- 
peated— which  mar  the  otherwise  attractiv^e 
shoes — cause  annoyance  and  create  dissatis- 
faction of  which  you  never  learn,  because, 
unfortunately,  next  time  the  customer  trades 
elsewhere. 

Increase  your  sales  of  lace  shoes.  '  Twill 
add  to  the  ^jermaneiLcy  of  your  customers 
and  your  profds. 

There  is  indeed  a  wealth  of  distinc 
tive  styles  in  Lace  Shoes — styles 
for  your  every  need. 

United  Shoe  Machinery 
Co.  of  Canada, 

Limited 
Toronto,  Montreal 
Quebec 


t^m^ — 
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Tenacious 


as 


Britain's  Bull  Dog 

Brodie's  Patent 
Flour  Paste 

Brodie's  Patent  Flour  Paste  having  spread 
easily  and  covered  well,  holds  with  the  tenacity 
of  a  British  Bull  Dog. 

It  is  marketed  in  Kegs,  half-barrels  and 
barrels,  keeps  indefinitely  and  is  perfumed. 

Ask  US  for  prices. 


Prevents  "Pulling  Away" 

Brodie  &  Harvie,  Limited 


14  Bleury  St. 


Montreal 


Dominion 
Dies 


stand 
Hard 
Service 

"  Dominion"  Dies  have  both 
essential  qualities  that  cutting- 
rooms  desire.  They  are  the  best 
quality  steel  and  they  are  exact 
in  pattern. 

Dominion  Dies  cut  leather,  rub- 
ber, paper  and  cloth  and  they  do 
it  right.  Let  us  figure  on  your 
requirements. 

Dominion   Die  Co. 

36a  St.  George  Street 
MONTREAL 


Montreal  Box  Toes 

have  substance 

They  outlast 
the  shoe 


Few  box  toes  will  outlast  the  shoes  that  stand  the  hardest 
wear,  yet  Montreal  Box  Toes  do  it.    When  you 
want  toes  that  wear  write  us.    We  make 
them  for  Goodyear  and  combmation 
work.    Also  Men's,  Boys' 
and  Women's  heels 
m  all  grades. 

The  Montreal  Box  Toe  Co. 

321  Aird  Ave.,  Montreal 


Middle  and  Western  Canada 
Demands  the  Best 
in  Footwear 


To  successfully  introduce  your  lines  and  maintain 
a    satisfactory    business    you    must    interest  the 

General  Merchants  in  the  Prairie  Prov- 
inces and  British  Columbia. 

I'lif  (ieneral  Mercliants  aie  Departmental  Stores — in  miniature — 
foniwl  in  every  hamlet,  village,  town,  and  city  in  the  Great  Western 
I'lovinces  of  Canada.  Every  General  Merchant  sells  boots  and  slioes 
I  lu  re  are  no  exceptions.  No  exclusive  shoe  paper  can  interest  tliis 
haile,  because  tlie  General  Merchant  is  not  an  exclusive  shoe  dealer. 


K4#WUKLy  riNANCIAi.aMOJUJAL  S. 

cucjul  mot  nwsfAput^tf**  cuai  wui. 

Over  33  years  in  its  field 

''CANADA'S    GREATEST   TRADE  PAPER. 

Issued  twice  a  month  at  WINNIPEG.  Canada. 

Is  the  OXI.V  PAPER  reaching  the  General 
Merchants  in  all  points.  Port  .Arthur  and  West 
to  the  Pacific  Ocean. 

Get  a  sample  and  advertising  rates,  of  "That 
Western  Paper  that  brings  results." — "THE 
COMMERCI.AL." 

Branches  at 

\'anrouvcr,  Toronto,  Montreal,  Chicago,  New  York,  I.omlon,  Fii] 
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ESSEX  RUBBER  HEELS 

Black  or  Tan  Men's,  Women's  Orthopedic  Heels 

White  or  Gray         Whole  or  Half  French  Heels 

A  full  assortment  of  all  sizes. 
Only  one  quality — Essex — Made  of  genuine  rubber. 

The  upper  surface  is  cupped  so  as  to  make  a  smooth  surface  joint  without 
using  cement.   Made  by  the  makers  of  Essex  Rubber-Leather. 
Write  today  for  samples  and  prices. 


ESSEX  RUBBER  CO.,  Inc., 


Department  4 
Trenton,  N.  J. 


ll-A-15 


Makers  cf  most  of  the  rubber  soles  used  in  America. 


ESSEX 
Blue  List  Cobbler 


New  Castle  Kid 

Glazed  and  Mat 

It  is  a  standard  article — "New  Castle 
Kid  " — -of  uniform  high  quality,  and  absolutely 
reliable. 

Samples  will  be  supplied  on  request  for 
glazed  or  mat,  black  or  colors. 

We  can  supply  you  promptly. 
Write  or  wire  for  samples. 

New  Castle  Leather  Co. 

NEW  YORK 

Canadian  Branch: — 335  Craig  St.  W.,  Montreal 
Factory: — Wilmington,  Del.,  U.S.A. 


[ENGRAVERofFINESTEELSTAMPS&DIES 

230,cj^>NES;jM0NTREAL.pho/i.^  < 
CR^^^c^^-f?^  e  QUE.  <)  cn^^ 

MY  STAMPS  ARE'UPTO  DATE  "  IN  DESIGN 
&  ADD  AN  ARTISTIC  FINISH  TO  VOUR  SHOES* 
•WHICHWILLINCREASEYOURSAUES- 


Fortuna  Skiving  Machine 


For  Manufacturers  who  Skive  Leather,  Felt, 
Cork,  Rubber  or  Paper 

Used  extensively  by  Manufacturers  of 
Shoes,  Box  Toes,  Trimmings,  Insoles,  Ankle 
Supporters,  Welting,  Arch  Supporters 

Sole  Agents  for  Canada 

Fortuna   Machine  Co. 

127  Duane  Street       -       NEW  YORK 


HEELS 

That  will 
not  check 


All  grades,  denomin- 
ations and  heights— a 
full  line. 

BOX  TOES  THAT 

COME  ALIKE 

made  in  leather,  split 
combination  leather, 
canvas  and  felt. 


INDEPENDENT  BOX  TOE  CO. 

102  Christophe  Colomb  Street,  Montreal 
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quality  shoe  laces 
for   every  requirement 

In  bulk  for  the  factory  trade. 

Single  paired  for  the  fine  job- 
bing trade. 

Finished  with  Nufashond 
Fabric  Tips  (patent  applied  for). 
Part  of  the  braid  itself.  Rustless, 
waterproof,  won't  pull  off. 

Samples  and  prices  upon  request. 

Narrow  Fabric  Company 

Reading,  Pa. 


Non  Rip  Sandals 


Made  in  Canada 

To  insure  present  prices 
and  prompt  deliveiy  you 
should  order  Humber- 
^lone  Sandals  now. 
They  are  built  on  the 
latest  lasts  and  are  non- 
rip. 


JOBUEKS,  WRITE  US  FOR  SA.MPI.ES. 

Humberstone  Shoe  Co. 

HUMBERSTONE,  ONT. 


Spring  1916  Footwear 


FOR  JOBBERS 


Aird  Shoes  Sell 

— for  many 
reasons.  Here 
are  two: — 


They  are  produced  in  an  up- 
to-date  factory. 

Aird  working;  conditions — a  .splendidly 
etiuipped  factory  with  every  facility  for 
expert  workmen — mean  that  .Xird  shoes 
are  the  lii^hest  .urade  in  McKays  and 
Turns.  .\ird  e.Ki)ert  designers  have 
turned  out  tlie  latest  styles  in  new  luils 
and  lasts. 


They  are  made 
grade  materials. 


from  high 


W'e  select  Aird  material  carefully  and 
only  the  choicest  leathers  are  used,  "^'ou 
can  rely  on  Aird  Shoes  to  sell  at  a  good 
lirolit  hecause  the  values  are  right.  See 
our  line  of  Men's,  '  Boys,'  Youths'  and 
Women's  McKays  and  Turns. 


Aird  &  Son,  Montreal 


BOOKS  FOR  SALE 

Special  Prices 

ONE  HUNDRED  E.\SY  WINDOW  TRIMS:  All 

about  making  the  store  windows  more  profitable. 

;J12  pa.ges,  illustrated.    Price  .50  cents. 
STORE  MANAGEMENT— COMPLETE,  by  Frank 

Earrington.  2')2  pages,  illustrated.  I'rice  50  cents. 
R1-:TA1L  ADVERTISING— COMPLETE,  by  Frank 

Farriiigtf)ii.    2(50  pages.    Price  50  cents. 


Footwear  in  Canada 


347  Adelaide  St.  W. 
TORONTO 


We  want  to  EUr  for  CASH  all 
tha  PIECED  HEEt  STOCK  y«« 

Bbockton  Heei 

COMPAUY 

BROCKTON,  MASS. 
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GUARANTEE 
FOR  QUALITY 


United  Shoe  Machinery  Company  of  Canada,  Limited 

Toronto  Montreal,  Que.  Quebec 
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Here  They  Are 
McKay  Shoes 

For  Women,  Misses  and  Children 

Of  course  they  are  "Made  in  Canada" — a 
fine  line  of  McKays  in  women's,  misses'  and 
children's. 

Don't  put  your  good  money  into  customs 
duties  for  McKay — get  value  for  your  dollars — 
we  give  it. 

Our  own  new  factory  is  in  full  working 
order,  and  already  turning  out  more  shoes  than 
we  expected  to  this  year.  The  shoes  themselves 
are  doing  the  selling.  You'll  have  to  see  them 
and  you'll  see  the  reason  why.  Say  the  word 
and  our  full  line  of  samples  will  be  opened  out  in 
your  town  for  your  inspection  We  are  right  on 
the  job  for  the  Canadian  business  with  a  Canad- 
ian shoe. 

anadian  Footwear  C 


Sales  Office  Limited  Factory 

MONTREAL  Point-aux-Trembles 
44  St.  Antoine  St.  Quebec 


Vol.  VI— No.  2 


Toronto,  February,  1916 
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AN  EXAMPLE 

of 

New  Ideas  in  Advertising 

is 

THE 

REGAL  WINDOW -TRIMMING 
DEPARTMENT 

Every  Month 
from  Coast  to  Coast 

The  windows  of  all  Regal  stoics 
are  made  seasonable  and  attractive 
1)y  a  series  of  panel  backgrounds. 
Two  of  the  five  different  designs 
for  February  are  here  illustrated, 
size  oO  in.  x  45  in.  We  sell  these 
to  all  OUR  AGENTS  complete, 
including-  flooring,  window-cards 
and  thumb  tacks  to  match,  and  full 
directions  for  installing,  at  the 
nominal  price  of  FI\'E  DOLLARS 
per  WINDOW. 

WE  HELP  SELL  YOUR  SHOES 

THE  REGAL  SHOE  IS  THE  MOST  POPULAR  SHOE  IN  THE  WORLD 

because  it  stands  for 

HIGHEST  QUALITY  and  LATEST  STYLE  at  the  LOWEST  PRICE 

Write  our  Co-Operative  Window -Trimming  Dept.,  Boston,  Mass., 
for  information  as  to  the  SERVICE  toe  render  Agents. 

REGAL  SHOE  COMPANY  LTD.,  102  Atlantic  Avenue,  TORONTO 

Executive  Offices,  Regal  Building,  Boston,  Mass. 
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Panther  Rubber 
Heels  and  Soles 


The  demand  is  rapidly  growing  for  a  real 
satisfactory  rubber  sole  that  is  tough,  light 
and  serviceable.  Until  Panther  Rubber 
soles  came  no  such  soles  had  been  found. 
Panther  Fibre  Rubber  soles  and  heels  are 


tested  and  guaranteed  by  the  makers. 
The}'  are  made  in  all  colors,  easih  stitched 
and  trimmed  and  will  not  allow  stitches 
to  "  pull  out." 

PUT  PANTHER  SOLES  AND 
HEELS  ON  YOUR  FOOTWEAR 


Panther  Rubber  Co 


Sherbrooke^  Que. 
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28  "Service"  Branches  Throughout  Canada 

Canadian  Consolidated 
Rubber  Co.,  Limited 

Montreal,  Que. 


ftOMiWloW 


Quality  and  Service 


To  Your  Customers,  the  high  grade  quality  of 
Hnes  will  be  a  oruarantee  of  satisfaction. 


our 


To  You,  our  unequalled  facilities  for  prompt  deliveries 
through  our  branches,  will  afford  a  satisfactory  service. 


Put  us  to  the  test.     You  will  find  quality  and  service 

strongly  linked  together. 


Our  line-up  is  complete,  our  quality  i?  unexcelled,  and  our  prices 
are  right.     Let  us  show  you  what  we  can  do. 

It  is  our  desire  to  serve  you 


POMINIOJJ 


ICIATED  CO* 


Canadian  ConsoUdated 
Rubber  Co.,  Limited 

Montreal,  Que. 

28  "Service"  Branches  Throughout  Canada 


DOMINIOM 
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Our  civilian  McCready  army  last 
shoe  has  caught  on  just  as  we 
predicted  on  this  page  last  month 


A  Big  Sale 

and  we  keep 

Making  More 


From  all  over  Canada 
orders  come 


No  question  of  the  popularity  of  this  last.  Just  the 
thino"  for  the  civilians  who  are  unable  to  oo  to  the  front. 
For  the  man  who  wants  a  shoe  on  military  lines.  The 
pattern  and  last  make  a  medium  weight,  easy  fitting,  natty, 
substantial  shoe  which  appeals  to  the  average  man,  city  or 
country.  It  has  a  tip  but  has  a  soft  toe  without  the  hard 
boxing  to  cramp  the  toes.  Made  in  all  leathers,  black 
and  tan,  with  best  of  drill  lining,  calf  inside  facings,  and 
back  stays,  and  every  lift  in  the  heel  is  from  selected  leather. 


(ict  a  look  at  this  McCready  army 

last  shoe  at  once.  Our  salesmen 
have  them  now. 

You  will  be  better  prepared  for 
U"ade  if  you  at  once  order  a 
dozen  pairs  from  our  nearest 
branch  house.  You  are  sure 
to  be  suited.  We  will  take 
all  the  risks. 

McCready 

Army  Contractor 

Montreal  Toronto  Edmonton 

St.  John  Winnipeg  Vancouver 
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White  Shoe  Co. 

We  Handle 

The  Three  Famous 
Brands  of  Rubbers 

Kant-Krack,     Dainty  Mode 
and  Bull  Dog 


Our  Travellers  will  be  on  their  respective  grounds  at 
opening  of  the  Rubber  Season  with  new  samples  of 
these  Brands.  Wherever  possible  improvements  have 
been  made.  New  lasts,  new  styles,  and  the  latest  and 
newest  methods  of  construction  to  make  these  Brands 
the  Best  Wearers  in  Rubber  Footwear  Await  the 
arrival  of  our  Traveller  before  placing  your  Rubber 
order  for  next  season. 


=^===  For  Immediate  Trade  ====^= 

Stock  is  very  complete  in  all  lines. 
Orders  shipped  same  day  as  received. 

Leather  Footwear  for  Spring 

New  lines  are  now  arriving.  It  is  to  the  advantage  of  the  Retailer  to 
secure  your  early  spring  needs  now.  Our  stock  is  new  up-to-date  and  prices 
right.    You  are  aware  of  the  state  of  the  Leather  Market.    BUY  NOW. 


White  Shoe  Co. 

48  York  Street,  Toronto 


February,  I'JIO 
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Authentic  Styles — 
Expressed  in  Fine 
Leather 

THE  critical  taste  of  well-dressed  women 
can  make  no  demand?  that  are  not 
satisfied — and  more  than  satisfied — by 

MINISTER  MYLES 
SHOES 

It  follows  that  dealers  obtain  satisfaction  and 
profit  from  selling  this  line.  The  demand 
for  our  brands  is  conSantly  increasing  as 
they  become  more  widely  known. 

There  isn't  a  dealer  in  Canada  but  can 
^rengthen  his  position  by  adding  the 
"Minister  Myles"  line. 

Minister  Myles  Shoe 
Co.,  Limited 

Toronto 

Makers  of  the  Weil-Known  Brands  : 

'Minister  Myles"  "Beresford"  "Vassar"  ''Altro' 


a 
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Your  Best  Bet   

The  Bostonian 

As  suiely  as  it  helped  to  build  the  house  ot  Robinson, 
just  as  surely  will  the  Bostonian  line  help  you  to  a 
bigger  footwear  business,  and  increased  profits. 

The  Bostonian  line  embraces  a  wide  range  of  snappy, 
selling  lasts,  unexcelled  in  style,  fit  and  wearing 
qualities.  And  they  can  be  obtained  in  just  the 
quantities  and  sizes  you  need — just  when  }  ou  want  them. 

The  House  of  Robinson  guarantees 
you  quick,  certain  deliveries 


James  Robinson 

Montreal 


February,  l!)1C. 
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Rush  Orders  for 
Rubbers 

carefully  filled — promptly  dispatched 

Don't  lose  rubber  sales  because  you  are  out  of  any  particular 
size  or  style.  Remember — the  House  of  Robinson  always  has 
a  complete  stock  of  the  famous  Independent  brands  on  hand 
ready  for  your  orders. 

So  if  there  is  any  size  or  style  you  are  short  of,  let  me  know 
and  I'll  see  that  it  is  promptly  and  carefully  attended  to. 


James  Robinson 

Montreal 
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''An  Advance  Notice'' 

The  "Miner''  Range 
for  1916 

Contains  many  new  and  original  ideas  in  Rubber 
Footwear. 

Our  new  line  of  samples  will  show  you  the  reason  for 
Miner  Expansion. 

We  have  added  many  new  lines. 
We  have  several  new  and  up  to  date  lasts. 
We  can  fit  any  shoe  on  the  market. 
Miner  1916  samples  provide  a  wider  range  than  ever 
before. 

The  Miner  Catalogue  promises  to  be  a  winner. 
Look  for  it  about  March  first. 
Miner  goods  for  1916  will  back  up  our  samples  and 
catalogue. 

WAIT  FOR  THE  MINER  MAN  AND  HIS 
SAMPLES.  THEY'RE  WORTH  WAITING  FOR 


The  Miner  Rubber  Co.,  Limited,  Granby,  Que. 


SELLING  AGENCIES: 


Chatlottetown,  P.E.I  C.   Leonard  Grant. 

Edmonton,  Alta  The  Miner  Rubber  Co..  Ltd. 

Hamilton,  Ont  R.   B.  Griffith  &  Company. 

London,  Ont  Coates,   Burns  &  Wanless. 

Montreal,  Que  Jackson   &   Savage,  Limited. 

The  Miner  Rubber  Co.,  Ltd. 


Ottawa.  Ont  Jackson  &  Savage,  Limited. 

The  Miner  Rubber  Co.,  Ltd. 

Quebec.  Que  The  Miner  Rubber  Co.,  Ltd. 

St.  John.  N.B  J.   M.   Humphrey  &  Co. 

Sydney,  C.B  J.  M.   Humphrey  &  Co. 

Toronto,  Ont  The  Miner  Rubber  Co.,  Ltd. 

Winnipeg.  Man  Condgon.    Marsh.  Limited 


February,  lOlfi 
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JOBBER— RETAILER— WEARER 

All  Swear  By  The  ''EVERYDAY''  Shoe 

And  why  is  the  "Everyday"  shoe  so  pre-eminently  satisfactory? 

Just  simply  because  it  exactly  meets  the 
demands  of  the  great  buying  public. 

Style,  fit,  finish,  serviceability  and  reasonable  prices — these  are 
features  which  have  made  the  "Everyday"  Shoe  famous  through- 
out the  land,  and  brought  profits  in  plenty  to  the  wise  shoe 
dealers  who  handle  this  well-known  line. 

For  Men,  Boys,  Youths, 
Women,  Misses  and  Child- 
ren, in  Elks,  Box  Calf, 
Storm  Calf  and  all  kinds  of 
side  leathers. 

The 

T.  Sisman 
Shoe  Co., 

I  imited 

Aurora,  Ontario 
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Style  With  Sanity 

The  fact  that  we  emphasize  the  comfort- 
giving  qualities  of  the  "Doctors"  and  "Professor" 
shoes  so  strongly,  does  not  mean  to  say  that  we 
disregard  style. 

Far  from  it. 

But  we  do  aim  to  avoid  the  freakish,  sense- 
less designs  which  cramp  the  feet  and  cause 
untold  discomfort. 

The  "Doctors"  and  "Professor"  shoes  give 
all  the  style  your  customers  want.  They  are  built 
on  anatomical  principles,  and  afford  the  greatest 
comfort  and  ease. 

Your  sales  will  brighten  and  profits  in- 
crease, with  the  introduction  of  these  well-known 
brands. 

Your  Jobber  Sells  Them 


Tebbutt  Shoe  &  Leather  Co.,  Ltd. 

Three  Rivers,  Que. 


February,  1916 
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The 
Machine 
Supreme 


This  new  machine  makes 
a  perfect  button-hole,  not 
an  imitation  bar,  eliminat- 
ing a  separate  barring 
operation. 


"REECE  RAPID" 

The  most  perfect  machine  in  existence  for  cutting 
and  stitching  button  holes  in  boots  and  shoes 

For  over  thirty  years  it  was  our  ambition  to  create  a  button  hole  machine 
which  would  satisfactorily  answer  all  requirements. 

We  worked,  we  specialized,  we  experimented,  we  concentrated  and 
finally  the  "Reece  Rapid"  came  to  crown  our  efforts.  Is  it  any 
wonder  then  that  we  are  in  a  position  to  state,  without  equivocation, 
that  the  "Reece  Rapid"  will  turn  out  more  work,  of  a  better  quality, 
at  lower  cost,  than  any  other  machine  of  its  kind  on  the  market. 

Speedy— Economical — Efficient— Serviceable 

The  "  Reece  Rapid"  is  a  perfect  thread  saving  device,  eliminating'  all  waste 
of  thread.  It  runs  equally  well  with  silk,  cotton  or  mercerized  threads, 
and  does  not  require  a  special  thread.  It  is  built  to  eliminate  the  wearing 
of  parts  and  is  seldom  out  out  of  adjustment. 

Samples  of  work  and  terms  sent  on  application 


Thos.  C.  Doyle  (Reg.) 

Sole  Distributor  for  Canada 

71^73  St.  Alexander  St.  « 


Montreal 
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The  "Daisy" 


Made 
in 

Canada 


Made 
in 

Canada 


IS 


Daisy 


In  planning  your  stock  for  i9i6  you  will  need  a 
real  man's  shoe  to  sell  at  from  $4.00  to  $6.00. 
Just  such  a  line  is  the  "  Daisy,"  a  high  grade  line 
of  Goodyear  Welts,  made  in  excellent  style  for  the 
best  class  of  trade. 

See  our  travellers  notv  out 
for  orders  for  the  Daisy, 

We  also  have  in  stock,  ready  to  ship,  a  full  line  of 
Standard  Screw- Pegged  McKays. 


Montreal 


February,  1916 
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JZ^  LIMITED 


The  Mark  with  a 
Vital  Significance 


No.  128.   Men's  AH  Dongola  Blucher,  Toe  Cap,  Heavy  No.  168.   Men's  Felt  Blucher,  Chrome  Foxed,  Toe  Cap, 

Black  Felt  Lined  Felt  Sole  and  Heel.  Vamp  Lined,  Elk  and  Felt  Sole  and  Rubber  Heel. 

Our  trade  mark  is  more  than  a  mere  lable.  It  is  our  badge  of  honor,  an 
emblem  of  which  we  are  justly  proud. 

To  buy  felts  bearing  our  trade  mark  is  to  secure  the  best  value  in  felt 
footwear. 

We  make  our  own  felt — create  our  own  models  and  invented  special 
machines  that  help  to  make  the  "Great  West  Coldproof"  felts  the  best  felts 
in  Canada. 

We  are  not  in  any  trust  and  our  felts  may  be  had  from  independent 
jobbers.    If  your  jobber  cannot  supply  you  we'll  name  one  who  can. 
Ask  to  see  samples. 

Illustrated  catalogue  sent  upon  request. 

The  Great  West  Felt  Co. 

Limited 

Elmira     -  Ont. 


If) 


FOOTWEAR 


IN  CANADA 


Fi  l)riiary.  I  ill  (I 


FALL 
1916 


FALL 
1916 


It  Will  Pay  You 
to  Buy  Early  at 
PresentPrices 


V 


5156 


5137 


Kimmers  are  the  easiest  Felts  to  buy. 
Kimmers  are  the  easiest  Felts  to  sell. 


The  Biggest  range  and 
the  best  Values.  Every- 
thing in  Felts-  from 
Working  Boots  to  Fine 
Slippers. 


112G 


Stocked  and  Sold 
exclusively 
by 


Ames  Holden  McCready,  Limited 

Canada's  Largest  Shoe  Manufacturers 

Montreal  Toronto  Winnipeg 

St.  John  Edmonton  Vancouver 


l-'\'l)niai"y.  1 11 1  (J 
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FALL 
1916 


FALL 
1916 


Our  travellers  are 
now  on  the  road 
throughout  Can- 
ada with  a  full  line 
of  samples  for 
Fall,  1916. 


54;',! 


5183 


Large  Stocks  Carried  at  AH  our  Branches 

Buy  from  the  House  that  Carries 

the  Stock 


Kimmel  Felts 
are  Sold 

exclusively 
by 


5416 


5104 


Ames  Holden  McCready,  Limited 

Canada^ s  Largest  Shoe  Manufacturers 

Montreal  Toronto  Winnipeg 

St.  John  Edmonton  Vancouver 
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"That's  a  Nasty  Bunion 
You  Have  Sir!" 

"It  must  he  niit^lity  ))aiiilul,  and  it's  rather  unsii^ditly.  I  would  strongly 
rcconiniend  tliat  you  use  tliis  huuidU  shield;  it  will  rtdie\e  it  as  nothino^ 
cdse  can.      It  is  one  of  the 


ARROWSMITH  Foot  Specialties 

which  are  well-known  as  the  most  efficacious  remedies  for  loot  ailments." 

That's  the  line  of  talk,  Mr.  Shoe  Dealer,  which  convinces  customers  and  clinches  sales. 
And  it's  not  em]ity  talk  either;  our  jj;-oods  will  endorse  every  claim  you  make  for  them 
to  the  very  limit. 

A  Cure  for  Every  Common  Foot  Complaint 

Write  for  a  copy  of  our  catalog'.    It's  a  step  in  the  ris^ht  direction  for  a  bigg'er  volume  of 
business  and  more  profits. 

Canadian-Arrowsmith  Mfg,  Co.,  Limited 

Niagara  FallSf  Ontario y  Can. 


How  is  Your  "Male"  Order  Department  ? 

Is  it  paying  you  well  ?  Is  your  stock  turn- 
ing over  quickly  and  profitably  ?  It  will 
when  you  begin  to  handle  that  famous 
**made  for  the  male"   line  of  staple  sellers 

J.  A.  &  M.  Cote  McKays 

for  Men,  Youths,  Boys  and  Little  Gents 

Every  pair  is  solid  leather,  and  the  work- 
manship is  absolutely  of  the  highest  grade. 

Six  up-to-date  lasts — sure  sellers  all. 


Montreal  Sample  Rooms, 
502  St.  Catherine  St.  East, 

Mr   Henry  Martineau  Representative 


La  Compagnie 


J.A.&M.  Cote, 


St.  Hyacinthe, 
Quebec 


February,  1916 
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THE  MARK  ^  m  ▼  •  THE  MARK 

Take  Notice 

OF  QUALITY  — — — ^  ^^^^S^^— — -!  OF  QUALITY 

The  Cement  and  Backing  Dept.  of  Fisk  Limited  has  been  pur- 
chased by 

F.  E.  Woodward  &  Sons 

Mr.  F.  E.  Woodward  has  been,  for  the  past  lo  years,  sole  manager 
of  Fisk  Limited  and  the  ability  which  was  responsible  for  the  popularity 
of  Fisk  products,  will  be  entirely  devoted  to  the  interests  of  the  new  firm 

We  will  continue  to  supply  the  trade  with 
The  Mark  of       ^^^^      &      |^  Quality 

High  Grade 

Rubber  Cements 

and  exactly  the  same  line  of  goods  handled  by  Fisk  Limited. 
The  following  are  some  of  our  lines : 

Top  Facings  (all  kinds)  Canvas  and  Leather  Insoling 

Brocades  Box-Toe- Lac  (for  leather  box  toes) 

Pasted  Insoles  Fisk  Glue 

Oil  Paper  (for  shoe  covers)  Shellac 

Shoe  Canvas  (all  kinds)  Plumping  Cloth 

WOODWARD'S  CORKING  SHOE  FILLER 

Made  in  Canada  under  Canadian  Patents  by  Canadian  Workmen. 

BACKING  OF  CLOLH 

New  machinery  has  been  installed  for  this  purpose.  We  can  back 
any  materials  up  to  56  inches  in  width  with  Paste,  Cement  or  our 
Special  Compound. 

OLDEST  BACKERS  OF  CLOTH  IN  THE  DOMINION 

THE  MARK  WT         1  IOC  THE  MARK 

F.  E.  Woodward  &  Sons 

OF  QUALITY  Lachinc,  Quebec  of  quality 
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AT   THE  SIGN  OF 
EXCELLENCE 

For  years  our  trade-mark  has  stood  for  the  very  best 
in  felt  footwear,  it  has  become  familiar  to  jobbers  and 
retailers  from  Halifax  to  Vancouver.  It  as  surely 
stands  for  perfection  in  felts,  as  the  sterhng  mark  stands 
a  warranty  for  silver. 

You  cannot  possibly  go  wrong  when  you  handle 
"  Elmira  "  Felts;  the  range  is  comprehensive  and  com- 
plete; the  fit,  glove  like,  and  the  wearing  qualities  un- 
equalled by  any  brand  of  felts  made. 

With  shipments  of  raw  material  so  uncertain,  you 
would  be  well  advised  to  place  your  fall  orders  early, 
and  in  sufficient  quantities  to  guard  against  any  possibil- 
ity of  shortages. 

Elmira  Felt  Co.,  L  imited 

Berlin,  Ontario 
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^  Those  at  home  want  orthopaedically 
correct  shoes  as  well  as  those  at  the 
front.    Both  need  them. 

^  You  retailers  need  them  too,  because 
there  is  a  definite  demand  created  for 
the  Educator  Shoe.  In  addition  to 
this  demand,  Educators  are  most 
easily  and  economically  merchan- 
dised. They  are  staple,  standardized, 
specialized  and  advertised.  They  are 
carried  in  stock  on  the  shelves  of  our 
Chicago  House  for  your  convenience. 

^  Just  order  Educators  as  you  need 
them,  carry  a  small  stock  and  shoe 
the  whole  family  the  year  'round,  with 
a  good  profit  for  yourself. 

^  That's  the  way  the  others  do. 


Canadian  Distributors 

The  Rice&  Hutchins  Chicago  Co. 

231  West  Monroe  Street  Chicago,  111. 


Rice  &  Hutchins,  Inc. 

Twenty-Four  High  St.,  Boston 
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28  "Service"  Branches  Throughout  Canada 


Canadian  Consolidated 
Rubber  Co.,  Limited 

Montreal,  P.Q. 


DOMINION 
FELT  FOOTWEAR 


The  "Made-in-Canada"  I  ine  of  the 
highest  merit,  and  worthy  of  the 
confidence  and  patronage  of  your 
customers, 

If  you  have  not  received  one  of 
our  1916  Catalogues  of  Dominion 
Warm  Felt  and  Kozy  Slippers, 
write  to  our  nearest  "Service^' 
Branch  for  a  copy. 


Our  line-up  is  complete,  our  quality  is  unexcelled  and  our 
prices  are  right.     Let  us  show  you  what  we  can  do. 


It  is  our  desire  to  serve  you 


Canadian  Consolidated 
Rubber  Co.,  Limited 

Montreal,  P.  Q. 


28  "Service"  Branches  Throughout  Canada 
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Start  Talking 
Higher  Prices 


Manufacturers  generally  appear 
to  be  of  the  opinion  that  their  pro- 
duct will,  of  necessity,  have  to 
take  a  very  considerable  rise  in  price — not  altogether 
due  to  the  shortage  of  hides,  but  to  the  ever-increas- 
ing cost  of  tanning  materials  ,  and  other  factors  that 
enter  into  the  making  of  leather.  In  an  address  be- 
fore the  Toronto  Board  of  Trade  last  month  Mr.  C. 
G.  Marlatt,  one  of  the  largest  tanners  in  the  province, 
stated  that  "tanning  materials  are  five  times  more  ex- 
pensive than  they  were  two  years  ago."  Added  to 
that  is  the  7^  per  cent,  special  war  tariff  imposed 
by  the  Government  at  the  last  session  and  the  prob- 
ability of  a  further  per  cent,  at  the  present  sitting. 
In  fact,  the  situation  has  become  so  acute  that  numer- 
ous manufacturers  are  experimenting  extensively  with 
the  sole  leather  substitutes  which  have  been  developed 
in  recent  months.  Whether  or  not  a  substitute  can 
be  found  worthy  of  universal  adoption  is  impossible 
to  say  at  this  time.  Most  manufacturers  cling  to  the 
belief  that  leather,  like  gold,  has  no  equal. 

At  any  rate,  a  change  from  leather  to  some  substi- 
tute could  not  be  effected  immediately,  and  it  is  al- 
most without  question  that,  with  conditions  remain- 


ing as  at  present,  shoe  manufacturers  must  substanti- 
ally raise  their  prices.  The  retailer  then  will  have  to 
step  up  proportionately. 

How  will  an  advance  be  received  by  the  public? 
Something  has  been  said  in  the  daily  press  at  various 
times  regarding  the  shortage  and  increased  cost  of 
leather,  but  the  average  man  does  not  stop  to  con- 
sider how  this  will  ultimately  affect  the  price  of  his 
footwear.  Consequently,  he's  going  to  make  a  "hol- 
ler" if  his  regular  shoe  takes  a  jump  of  half  a  dollar 
or  so. 

Now,  then,  is  the  time  to  talk  higher  prices — not 
when  you  have  to  demand  them.  It  is  good  subject- 
matter  for  part  of  your  advertising,  your  window 
cards  and  your  selling  talk.  People  are  only  appre- 
hensive of  that  which  they  do  not  understand,  so  that 
if  they  know  the  whys  and  wherefores  your  chief 
difficulty  will  be  overcome. 

And,  even  if  it  should  turn  out  that  there  is  less 
advance  than  is  now  anticipated,  you  will  have  done 
no  real  harm. 

*      *  * 

Did  yoit  ever  hear  of  a  really  suc- 
Subscribes,  Reads,    ^.^ggf^^i  business  man— a  man  who 
Benefits  ,  .  ,  ,    .  _ 

can  estmiate  his  wealth  m  five 

figures  or  more — who  does  not  read  his  specialized 
trade  paper?  Very  rarely,  we  fancy.  He  subscribes 
for  it,  pays  for  it  promptly,  reads  it  and  benefits. 

The  other  day  we  heard  of  a  man  in  the  United 
States  who  controls  eight  department  stores  at  the 
age  of  thirty-four.  He  stated  that  except  for  attend- 
ing a  few  grades  at  public  school  the  only  education 
he  ever  received  was  through  the  medium  of  the  trade 
journal.  He  read  the  first  one  in  the  first  store  he 
worked  in  for  a  dollar  and  a  cjuarter  a  week.  There- 
after he  never  missed  a  copy.  At  the  age  of  eighteen 
he  bought  his  first  business  and  achieved  success. 

The  trade  paper  properly  assimilated  is  uplifting 
and  inspiring.  It  gives  you. courage  and  mental  "pep"  ; 
it  shows  you  the  path  to  care  freedom.  Moreover,  it 
helps  along  that  spirit  of  co-operation  so  essential 
in  modern-day  business ;  it  binds  us  all  into  a  fra- 
ternity;  it  spells  success  because  success  arises  out 
of  specific  knowledge  intelligently  applied. 


We  just  heard  of  a  shoe  re- 
Falling  Behind        t^jigj.  ^j^Q  j^^g  ^  special  stamping 

machine  in  the  rear  of  his  store  to 
impress  a  fictitious  price  on  the  soles  of  the  stock  he 
handles.  Then  he  takes  a  pencil  and  "marks  them 
down"  to  bargain  prices  and  advertises  them  "price 
stamped  on  the  sole  by  the  maker"  to  be  sold  at  a 
great  reduction.  The  only  redeeming  feature  about 
this  type  of  dealer  is  that  he  doesn't  last  long.  He  is 
in  a  class  with  the  so-called  "sample"  shoe  store,  the 
fake  auction  sale  and  the  quack  doctor. 

And  in  like  manner  the  dealer,  who  makes  an  un- 
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truthful  statement  in  liis  store  about  the  price,  make, 
style  or  lit  of  any  shoe  he  sells,  is  a  fake  advertiser 
just  as  much  as  the  dealer  who  makes  an  untruthful 
statement  in  his  newspaper  advertisement.  He 
would  doubtless  take  umbrage  if  accused  of  fake  ad- 
vertising on,  for  example,  his  window  display  cards — 
yet,  if  he  makes  a  false  statement,  what  else  is  it? 

The  movement  to  stamp  out  fraudulent  advertising 
is  growing  steadily;  the  public  are  "getting  wise"  to 
those  persons  who  calculate  the  newspaper  a  means  of 
coaxing  the  cash  out  of  their  pockets  for  an  article 
\astly  inferior  to  that  represented.  It  might  be 
argued  that  they  have  a  right  to  pay  for  their  educa- 
tion, for,  after  all,  they  are  partly  to  blame.  A  veri- 
table city  of  prospectors  will  Hock  to  any  bargain 
"strike"  that  promises  to  be  a  bonanza,  although  about 
9[)  per  cent,  generally  get  "stung,"  and  it  isn't  any 
secret.  it  is  a])parcntly  just  that  "something-for- 
n(jthing"  spirit  that  induces  peojjle  to  respond  to  false 
allurements  in  advertising.  Our  neighbors  across  the 
border  have,  in  some  cities,  set  the  example  of  making 
this  offence  of  false  advertising  punishable  by  fine  and 
inipris(jnnient-  Surely  some  such  legislation  would 
not  be  out  of  i)lace  in  Canada  to  regulate  publicity 
statements  not  only  in  newspapers  but  even  in  the 
store  itself. 

And    s])eaking    of  "samples" 
"All"  Samples         here    is    a    (| notation     from  a 
"sample"     advertisement    of  a 
"sample"  shoe  sale.    It  is  taken  from  the  announce- 
ment of  a  shoe  retailer  in  one  (if  our  large  city  dailies. 
What  do  3'ou  think  of  it? 

"  The  shoes  are  all  samples  and  were  care- 
fully scrutinized  by  buyers  all  over  the  land 
and  orders  booked  from  them.  We  camiot 
promise  all  sizes  in  every  line  but  they're  in 
the  lot." 

Yes,  we  know  what  you  said.  It  was  a  little 
word  with  three  letters. 

Yet  isn't  it  a  strange  thing  that  there  are  men — 
outwardly  respectable — who  hold  the  opinion  of  their 
fellow  retailers  and  their  fellow-citizens  so  lightly? 

It  reminds  me  of  a  lady  acquaintance  who  honored 
a  certain  small  Canadian  town  by  being  born  and 
spending  the  first  several  years  of  her  life  there.  Her 
father  was  honest  but  poor — no  doubt  about  that. 
They  lived  in  a  little  frame  house  down  by  the  mill- 
pond — a  disease-laden,  stump  filled,  fishless,  stagnant 
mill-pond.  The  lady  left  home  and  moved  in  to  the 
city.  Some  years  later  the  writer  chanced  upon  a 
mutual  city  acquaintance  who  was  enthusiastic  about 
the  stories  this  lady  had  told  of  her  father's  "beautiful 
bungalow,"  the  "romantic  driveway"  winding  grace- 
fully down -to  a  "private  trout  preserve" — and  much 
more  in  the  same  strain. 

Now  probal)ly  both  of  these  ])eople — these  two 
advertisers — consider  themselves  sane.    Possibly  they 


think  of  themselves  as  honest.  Let  us  be  generous 
and  simply  call  it  "hallucination"  Hut  the  hallucina- 
tion that  leads  one  man  to  deceive  or  do  injury  to  an- 
other is  as  real — to  the  other — as  if  it  were  intended 
and,  therefore,  needs  checkmating  just  the  same. 

Isn't  it  time  honest  shoe  retailers  took  this  kind  of 
thing  to  heart  and  in  hand.  The  public  seems  to  be 
slow  to  learn — but  they  are  always  so.  The  eflficacy 
of  moral  pressure  is  doubtful  in  such  cases.  Why  not 
legislative  aid?  Our  politicians  occupy  much  of  their 
time  with  far  less  important  matters. 

*  *  * 

Make  Each  Clerk  Responsible 

Jn  the  opinion  of  Mr.  W.  Murray,  manager  of  the 
Central  Shoe  Store,  157  Fairmount  .\venue  West, 
Montreal,  the  most  efficient  plan  for  keeping  track  of 
stock  in  a  store  say  with  three  or  four  clerks  is  to 
make  the  clerk  of  each  department  responsible  for 
the  stock.  Each  man  should  go  over  the  stock  every 
morning,  taking  note  of  the  various  goods  which 
have  been  sold,  and  supplying  the  deficiency  from  re- 
serve or  in  the  event  of  no  reserve,  reporting  to  the 
buyer  or  proprietor.  In  this  way  stocks  will  be  auto- 
matically filled,  while  in  addition  the  method  enables 
the  clerk  or  the  buyer  to  be  accurately  posted  as  to 
the  goods  which  are  slow  sellers.  Means  can  then 
be  taken  to  shift  these  as  quickly  as  possible.  Where 
the  keeping  track  of  stock  is  solely  in  the  hands  of  the 
manager  or  one  clerk  of  a  large  business,  he  is  not 
likely  to  be  so  well  posted  as  if  the  work  were  sub- 
divided. In  the  case  of  a  smaller  store,  the  manager 
will  have  to  do  the  work  himself,  and  is  able  to  do  so 
in  the  morning,  when  as  a  rule  trade  is  slow.  It  is 
essential  that  a  strict  tab  be  kept  on  the  stock,  for  un- 
less this  is  done,  sales  will  be  lost  and  certain  lines 
accumulated. 

*  ■■]■  -Jr- 

Be  a  "Radiator" 

I  desire  to  radiate  health,  cheerfulness,  sinceritv, 
calm  courage  and  good  will.  J  wish  to  live  without 
hate,  whim,  jealousy,  envy  or  fear.  I  wish  to  be 
simple,  honest,  natural,  frank,  clean  in  mind  and  clean 
in  body,  unaffected,  ready  to  say,  "I  do  not  know"  if 
so  it  be.  To  meet  all  men  on  absolute  equality.  To 
face  any  obstacle  and  meet  any  difficulty  unafraid  and 
unabashed.  I  wish  others  to  live  their  lives  too,  up 
to  their  highest,  fullest,  best.  To  that  end  I  pray 
that  I  may  never  meddle,  dictate,  interfere,  give  ad- 
vice that  is  not  wanted,  nor  assist  when  niv  services 
are  not  needed.  If  I  can  help  pefiple,  I'll  do  it  by 
giving  them  a  chance  to  help  themselves,  and  if  I  can 
uplift  or  inspire,  let  it  Ijc  b}'  example,  interference  and 
suggestion  rather  than  by  injunction  and  dictation, 
that  is  to  say  I  desire  to  be  radiant — to  radiate  life. — 
Elbert  Hubbard. 

Even  if  they  do  surprise  you  don't  be  prejudiced 
against  the  new  ideas  we  are  passing  along  from 
month  to  month. 
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How  do  You  Keep  Track  of  Your  Stock? 

Retailers  divided  into  two  classes,  those  who  have  a  good  system  and  those  who  are 
on  the  lool<out  for  one— Many  failures  due  to  lack  of  knowledge  of  stock- 
Better  system  the  key  to  better  business  and  bigger  profits 


HAVE  you  a  good  system  of  keeping  track  of 
your  stock?    Do  you  know  what  sizes  you 
are  short  on?    Do  you  know  what  styles  are 
not  selling?    Do  you  lose  sales  by  lack  of 
such  knowledge?     Yes,  no? 

Keeping  a  record  of  stock  is  not  by  any  means  a 
new  proposition.  The  best  means  of  doing  it  have 
been  discussed  for  years.  Yet  it  appears  to  be  a  fact 
that  comparatively  few  shoe  merchants  keep  a  record 
of  this  kind  that  is  comprehensive  in  its  scope  and 
sufficiently  definite  in  its  information.  And  this 
doesn't  imply  that  they  aren't  good  business  men,  wide 
awake  and  prosperous — they're  just  not  as  prosperous 
as  they  might  be.  It  indicates  rather  that  a  practi- 
cal plan  of  keeping  records  and  the  resultant  value  of 
it  has  not  been  pressed  often  enough  upon  their  at- 
tention as  a  money-making,  monev-saving  proposi- 
tion. • 

_  However,  these  are  days  when  competition  has 
driven  most  of  us  to  work  at  full  capacity — so  far  as 
quality  is  concerned.  What  is  the  next  step?  Either 
we  fall  out  of  the  race  or  we  improve  the  quality  of 
our  work.  There  is  no  other  alternative.  We  must 
increase  our  efficiency.  What  does  this  mean?  Every 
little  waste  must  be  utilized  ;  every  little  leak  stopped, 
every  opportunity  for  conserving  time  and  energy 
taken  advantage  of.  Few  shoemen  today  can  afford 
to  disregard  suggestions  towards  a  better  systema- 
tizing of  their  businesses,  especially  when  these  sug- 
gestions come  from  men  who  can  trace  their  success 
to  following  their  own  advice. 

And  one  of  the  main  causes  of  wastes  and  leaks,  of 
unproductive  expenditure  of  time  and  energy  is — not 


sold  out  than  you  actually  were,  or  because  you 
"thought"  it  had  been  a  more  popular  line  than  it 
actually  was?  Did  you  ever  feel  that  you  hadn't  made 
enough  money  and  yet  didn't  know  just  where  to  place 
your  finger  on  the  weak  spot? 

If  you  have  ever  experienced  any  one  or  more  of 
these  .symptoms  we  believe  your  case  could  be  cor- 
rectly diagnosed  as  "Lack  of  proper  system  in  keeping 
track  of  stock." 

And  then  there  are  systems  and  systems.  What 
will  suit  the  big  retailer  in  a  city  the  size  of  Montreal 
would  overwhelm  the  dealer  who  does  business  in  a 
small  way  out  on  the  crossroads  in  Chinguacousy 
township.  But  success  is  just  as  necessary  to  the 
smaller  business  as  to  the  other.  The  man  doing 
business  in  a  small  way  is  just  as  useful  a  part  of  his 
particular  community  as  the  other  is  in  his.  Still, 
while  correct  business  methods  are  necessary  to  both, 
care  and  good  judgment  must  be  exercised  in  making 
choice  of  these  methods.  It  is  not  by  any  means,  an  un- 
heard of  experience  to  systematize  a  business  to  death. 
These  cases  are,  we  believe,  rare  however ;  at  least 
much  less  frequent  than  the  cases  of  failure  due  to  no 
system  or  to  an  inadequate  or  badly  organized  one. 

And  then,  finally — no  system,  however  good  it 
may  be,  is  of  any  value  unless  it  is  carried  out.  Yon 
wouldn't  expect  a  customer  to  complain  that  those 
rubbers  you  sold  him  didn't  keep  his  feet  dry,  if  he 
n.eglected  to  wear  the  rubbers.  And  right  here  is  a 
strong  argument  in  favor  of  the  simplest  possible  sys- 
tem consistent  with  efficiency.  In  this  matter  each 
retailer  must  be  his  own  judge.  Time  and  experience 
will  guide  him.      But  on  every  retailer  we  urge  the 
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Fig.  1— The  stock  list  book. 


knowing  all  about  your  stock.  Can  you  recall  time 
lost  searching  for  a  .size  you  thought  you  had — and 
hadn't.  Can  you  recall  sales  lost  through  not  having 
a  certain  size  in  stock  that  you  had  intended  to  order 
— but  didn't — because  you  were  carrying  so  many 
things  in  your  head  that  you  forgot  it?  Can  you  recall 
having  a  lot  of  shelf-warmers  that — too  late,  after  the 
season  was  over — you  found  out  liad  not  been  pushed 
vigorously  enough  and  so  had  to  be  thrown  on  the 
bargain  heap?  Can  you  recall  guessing  how  your 
sales  in  a  certain  line  this  month  compare  with  last 
month  or  a  year  ago.  Can  you  recall  buying  more  of 
a  certain  style  than  you  needed  from  your  friend  the 
traveller  because  you  "thought"  you  were  more  nearly 


value  of  a  good  system,  more  knowledge  of  your  stock 
— eliminate  guessing. 

A  few  days  ago  a  prominent  retailer  in  the  United 
States  described  his  method  of  giving  each  pair  of 
shoes  in  the  store  a  number.  Flis  system  was  based 
on  a  similar  plan  of  keeping  records  practiced  by  a 
railroad  for  which  he  had  once  worked  as  telegraph 
operator.  An  analysis  of  this  "railroad  system  showed 
that  it  was  based  on  giving  everything  an  identity  by 
numbering;  for  example,  if  you  shipped  an  article  of 
freight  it  was  entered  as  a  consecutive  number  in  the 
railroad  office;  it  went  out  on  a  numbered  way-bill,  in 
a  numbered  car  part  of  a  numbered  train,  pulled  by  a 
numbered  engine,  on  a  numbered  schedule  or  train 
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order — over  numbered  sections,  across  numbered 
1)ridges,  past  numbered  tclej^raph  poles,  delivered  on  a 
numbered  freight  bill,  train  men  i)aid  by  numbered 
cliecks,  your  ticket  is  numbered,  your  baggat^e  check 
numbered,  your  berth  numl)ered,  your  receipt  for  it 
numbered.      If  tlicy  kill  you  the  claim  for  damages 
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Make 
Price 


Fig.  2— Card  to  be  placed  in  Carlon. 

is  numbered  and  it  is  usually  a  numl)cr  of  months  or 
years  before  your  heirs  or  assigns  get  the  money; 
that's  system. 

"This  then  is  the  basis  of  the  plan — give  every  pair 
of  shoes  an  identity  by  numbering  it.  If  you  can 
identify  the  shoe,  the  date  of  sale  or  return,  quickly  lo- 
cate any  style  or  any  lot,  it  will  cover  almost  every 
question  that  comes  up." 

We  know  from  our  experience  that  the  C  anadian 
shoe  retailer  is  a  type  of  man,  in  the  main,  quick  to 
see  the  value  of  improved  methods.  A¥ e  know  that 
lie  is  particularly  interested  in  a  better  system  of  keep- 
ing track  of  his  stock.  We  are  going  to  try  and  help. 
In  the  present  issue  we  describe  a  couple  of  systems, 
not  entirely  dissimilar,  used  by  two  of  our  most  stic- 
cessful  retailer.s — one  in  Ontario,  one  in  Nova  Scotia. 
JM-(;m  month  to  month  this  will  be  followed  by  others. 
If  you  have  a  good  workable  plan  that  has  proven 
sufficient  for  your  own  needs,  send  it  in  and  we'll  re- 
])roduce  it  with  any  comments  you  may  have  to  make. 
Or  we  will  welcome  discussion  or  criticism  on  either 
of  the  systems  described  below  or  that  may  appear 
later.  We  trust  that  as  the  final  result  of  these  dis- 
cussions and  criticisms  our  retailers  may  be  able  to 
evolve  something  in  the  way  of  a  standard  system  or  a 
series  of  standards  that  shall  be  applical)le  to  every 
size  of  retail  shoe  store.  We  invite  your  co-opera- 
tion. 


System  No.  I. 

The  first  system  is  used  by  a  large  retailer  in  the 
Maritime  Provinces,  who  states  that  he  unhesitatingly 
recommends  it  after  several  years'  trial.  Three  loose- 
leaf  stock  books  are  kept,  one  for  men's,  one  for 
women's  and  the  third  for  boys',  youths',  misses'  and 
children's  shoes.  In  installing  the  system  he  first 
went  through  all  the  stock  on  hand,  placing  a  series 
number  on  each  dififerent  style. .  For  instance, 
women's  lines  are  designated  by  the  numbers  from 
200  to  499;  men's  from  500  to  799  and  so  on.  The 
second  season's  purchases  of  any  line  at  present  in 
stock  are  designated  by  a  letter  following  the  original 
series  number,  such  as  200-B.  Each  season  a  dififerent 
letter  is  used  so  that  it  is  possible  to  tell  at  a  glance 
how  long  the  line  has  been  in  stock.  Incoming  lines 
are  first  listed  in  the  stock  list  book  (Fig.  I).  This 
sheet  contains  the  series  number,  style,  make,  cost, 
selling  price  and  the  time  received-  Then  a  card  is 
made  out  containing  the  series  number,  size,  make, 
cost  and  selling  price  (Figi  2)  ;  this  is  placed  in  the 
carton  along  with  the  shoes.  Finally  the  line  is 
entered  in  the  stock  book,  (Fig  3),  with  full  descrip- 
tion and  exact  sizes  in  the  proper  columns.  Ship- 
ment is  then  ready  to  be  placed  in  stock. 

When  a  sale  is  made  the  stock  ticket  (Fig.  2)  is 
removed  from  the  carton  and  placed  in  the  cash  re- 
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Fig.  4  -  The  exchange  card 


gister  marked  cash  or  charge  as  the  case  may  be. 
These  are  collected  by  the  manager  each  night  and 
marked  ol¥  the  stock  book  (Fig.  3),  by  drawing  a  line 
through  the  existing  line,  thus  making  a  cross.  At 
any  time  of  the  year,  month,  week  or  day,  he  can  tell 
exactly  how  many  pairs  of  shoes  of  any  or  all  lines  or 
styles  he  has  in  the  store.  He  can  keep  the  sizes 
in  his  staple  lines  well  assorted  and  is  enabled  to  push 
out  the  deadwood  from  week  to  week.  When  ex- 
changes are  made,  a  special  ticket  is  filled  out  (Fig. 
4)  and  i)lacc(l  in  the  cash  register  along  with  the  ticket 
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Fig.  3— The  stock  book— This  is  the  foundation  of  the  system 


February,  1916 


FOOTWEAR    IN  CANADA 


27 


VAMP  TOP  STYLE  LAST- 


SOLE  HEEL  EDGE  MAKE  M'FG'R  COST 


STOCK 

No. 


ORDERED 


RECEIVED 


Wi 


Fig.  5— Stock  sheet— This  dealer  uses  separate  space  for  each  width,  each  space  having  several  lines  (not  shown). 


from  the  carton  of  the  pair  substituted  and  a  new  card 
is  made  out  for  the  pair  returned  and  replaced  in  the 
carton. 

In  "sizing  up"  any  shoe  in  stock  a  new  hne  below 
(see  Fig".  3)  is  taken  and  the  same  procedure  dup- 
licated. 

The  value  of  the  small  stock  list  book,  Fig.  1,  is  the 
key-note  in  the  success  of  this  system,  though  it  may 
appear  at  first  sight  to  be  a  superflous  form.  With- 
out this  sheet  to  refer  to  one  might  duplicate  stock 
numbers.  Also  it  may  often  happen  that  stock 
tickets  come  in  that  the  manager  cannot  recall  for  the 
moment — in  which  case  he  refers  to  his  stock  list; 
there  are,  of  course,  lots  of  lines,  not  staples  nor  selling 
every  day,  that  one  is  very  apt  to  forget. 

System  No.  II. 

Fig.  5  is  a  reproduction  of  the  first  form  used  by 
an  Ontario  retailer.  The  procedure  followed  in  this 
system  is  slightly  different  from  the  above  system. 
When  a  new  style  is  ordered  a  sheet  like  this  is  in- 
serted in  the  stock  book  and  the  date  of  placing,  to- 
gether Math  number  of  pairs  ordered,  inserted  in  the 
first  column.  Then  each  size  on  order  is  indicated  in 
the  proper  column  by  a  dot  or  several  dots,  according 
to  the  number  ordered.  Nothing  further  is  done  then 
until  the  shipment  arrives.  Then  the  date  received 
is  placed  in  the  second  column,  together  with  total 
number  of  pairs.  Then  a  line  is  drawn  through  each 
dot  to  represent  that  the  shoe  is  now  in  stock — this 
constituting  also  a  check  on  the  sizes  ordered  and  the 
sizes  received.  When  a  sale  is  made  all  details  are 
entered  on  a  regular  counter  check-book  slip,  duplicate 
of  which  is  given  to  the  customer.  With  all  the  ne- 
cessary information  on  this  slip  the  cashier  locates  the 
proper  stock  sheet  and  marks  the  sale  ofi:  by  drawing 
a  line  through  the  existing  line  to  represent  a  cross. 
This  signifies  that  the  size  is  sold,  just  the  same  as  in 


the  first  scheme.  Thus  the  manager  can  turn  to  any 
particular  style  at  any  time  and  find  exactly  what  lines 
are  in  stock  and  those  that  need  replacing.  When  a 
sizing-up  order  is  placed  the  procedure  is  exactly  du- 
plicated on  the  line  underneath. 

This  store  also  takes  a  summary  on  a  separate 
sheet  of  the  total  quantity  of  every  style  sold  during 
the  year.  This  information  is  taken  from  the  sales 
slips  at  the  same  time  that  the  size  is  marked  of¥  in 
the  stock  book.  For  instance,  a  sales  slip  dated  Jan- 
uary 2  will  indicate  that  a  sale  has  been  made  of  a  pair 
of  Stock  No.  600-  See  Fig.  6.  This  is  checked  in 
the  column  for  January  2.  Next,  suppose  on  January 
5  that  four  pairs  were  sold ;  these  are  entered  as 
shown,  and  so  on  and  so  on.  Thus  it  is  possible  at 
the  end  of  every  month,  quarter  or  year,  for  the  man- 
ager to  ascertain  the  exact  total  number  of  sales  of  any 
one  style.  The  sheet  is  large  enough  to  cover  a 
period  of  two  or  three  years. 


Upon  application  of  the  Kawneer  Manufacturing 
Co.,  Niles,  Mich.,  a  Federal  judge  in  Detroit  has 
handed  down  an  injunction  sustaining  a  restraining 
order  he  had  previously  given  against  the  Detroit 
Show  Case  Co.  The  case  referred  to  the  manu- 
facture of  metal  store  fronts,  those  of  the  Niles  firm 
being  marketed  under  the  name  of  "All-Metal." 

This  makes  the  eleventh  decision  obtained  by  the 
Kawneer  Mfg.  Co.  in  various  Federal  Courts  sustain- 
ing its  patents  on  metal  store  fronts.  The  Canadian 
branch  of  the  Kawneer  company  have  installed  a 
large  number  of  attractive  shoe  windows  at  various 
points  in  Canada. 


Do  not  establish  a  rule  that  your  clerks  cannot 
observe  without  offending"  your  customers.  Many  a 
patron  is  lost  to  a  retailer  because  of  adherence  to 
too  strict  a  rule. 
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Fig.  6— The  summary  sheet— Indicates  total  sales  of  any  one  style 
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National  Shoe  Retailers'  Convention 

Forecast  of  coming  styles— Novelties  on  the  wane  — Valuable  papers  on  many  sub- 
jects of  interest  to  the  shoeman— The  National  Association  doing  a  great 
work  for  the  industry— Similar  organization  needed  in  Canada 


The  Styles  Committee  of  the  National  Shoe  Retail- 
ei  s  Association  at  the  annual  convention  held  recently 
in  New  York  issued  the  followin,^;  forecast  and  recom- 
mendations for  Fall  buying.  It  will  he  noted  that 
novelty  shoes  form  only  30  per  cent,  of  the  total. 

Men's  Shoes 

Forecast  on  materials  in  Men's  shoes  for  Fall,  with  re- 
commendation that  retailers,  manufacturers  and  wholesalers 
use  it  as  a  guide  in  merchandising  lines. 

Black  dull  U-ather,  50  per  cent.;  tan,  ;J0  jut  cent.;  kid,  1.") 
per  cent:  patent  leather.  5  per  cent. 

Lasts 

"English"  and  moderately  conservative  style  lasts  will 
predominate.  The  long,  or  so-called  "French- English," 
model  will  be  the  young  men's  style  shoe.  There  will  also 
be  shown  a  moderately  conservative  swing  last  particularly 
adapted  to  young  men's  trade  with  straight  lines  carrying  an 
inch  heel. 

Patterns 

The  Hal,  or  straight  last,  shoe  will  be  tlie  leading  pat- 
tern. It  will  have  in  evidence  a  strong  tendency  for  per- 
forations or  buttons,  with  circular  vamp  and  foxing,  carry- 
ing a  wing  tip. 

Bluchers  will  be  shown  in  the  lieaxier  effects. 

Prices 

The  Committee  recommends  that  retailers  and  manu- 
facturers frankly  meet  the  question  of  the  increased  cost  of 
materials,  because  it  will  mean  the  raising  of  the  retail  and 
wholesale  price  of  shoes  to  give  tlie  public  the  standard  of 
quality  as  maintained  in  the  past.  Flowever,  we  also  state 
that  present  established  fixed  prices  will  be  maintained  and 
that  intelligent  consideration  be  given  l)y  manufacturers  and 
retailers  to  get  as  a  result  the  best  utility  wear  by  l)cnding 
everj'  energy  to  the  wear  in  the  liottom  of  the  shoe  and  in 


tlic  vamp,  and  that  substitutes  or  economies  be  distributed 
in  other  parts  of  the  shoe. 

Women's  Shoes 

We  see  no  reason  why  the  distribution  ol  materials  will 
be  radically  different  than  this  past  season;  that  is,  that 
black  shoes  will  run  70  i)er  rent,  distributed  in  the  following 
|)roportions:— 

Kid,  2.5  per  cent.;  dull  leathers,  2.">  per  cent.;  patent 
leathers,  20  per  cent. 

i'ancy  novelty  boots  will  run  .'SO  per  cent,  of  the  total, 
distributed  between  fancy  materials  and  fancy  patterns.  We 
recommend  that  manufacturers  in  making  their  sample  lines 
make  use  of  black  and  colored  cloth  for  topping,  because  of 
the  scarcity  and  high  price  of  all  leathers.  We  believe  that 
tan  lace  boots  will  be  a  factor. 

Lasts 

We  can  see  no  material  change  in  the  women's  last  situa- 
tion from  the  present,  except  in  free  selling  styles.  A  new 
long  forepart  last  will  be  shown  in  some  high-grade  lines. 
We  do  not  recommend  the  purchase  of  this  new  extreme  last 
in  popular  and  intermediate  grades  of  shoes. 

There  is  an  increase  in  the  demand  for  women's  sport 
shoes  on  lasts  with  a  narrow  toe,  carrying  0-8  heel,  for  out- 
door and  athletic  wear. 

Patterns 

We  recfuuiiund  the  adoption  of  the  7-inch  pattern  as  a 
standard  height  for  staple  and  semi-staple  shoes.  Vamp 
leathers  will  run  from  inches  on  staples,  up  to  inches 
in  the  higher  grades  and  novelties.  I'roadly  speaking,  the 
patterns  will  be  distributed  .'50  ])er  cent,  lace  and  .")0  per  cent, 
button. 

For  Growing  Girls 

We  believe  that  manufacturers  and  retailers  can  open  up 
a  field  for  increased  business  by  paying  considerable  atten- 
tion to  styles  of  shoes  specially  designed  for  growing  girls  or 
girls  in  the  younger  set,  carrying  snappy  high-grade  fancy 
foreparts  with  a  moderate  arch,  and  a  10-S  to  12-S  heel. 


Wonderful  Change  in  Retailing  Conditions 

By  A.  H.  Geuting,  Secretary  National  Shoe  Retailers'  Association' 


THIS,  as  the  fifth  animal  convention,  mii^ht 
])r()perlv  he  termed  the  "wooden  period"  of 
our  existence'  During-  these  five  years  a 
wonderful  chanj^e  has  taken  place  in  the  re- 
tailinj;-  of  shoes,  as  well  as  in  the  ideals  and  ideas  of 
the  shoe  trade  throutjhout  the  United  States.  It 
mi^ht,  therefore,  he  very  instrucli\e  to  reflect  a  little 
and  see  what  road  we  ha\e  tra\ellc'd  and  frdui  what 
point  we  started. 

For  a  j^reat  many  years  it  was  thotij^ht  advisable 
to  have  a  national  associaticm  of  shoe  retailers.  There 
had  been  a  number  of  spasmodic  attempts  made  in 
the  trade  to  accom])lish  this  purpose,  btit  they  always 
resulted  in  faihu'e  and  nobody  cbuld  possibly  con- 
ceive that  the  retail  shoe  trade  could  be  so  imilied  as 
to  supi^ort  a  National  Association. 

The  conditions  of  the  trade  were  distinctively  in- 
dividual and  J  mij^ht  say  in  many  cases  (at  least  amon^" 
successful  dealers)  egotistical  and  secretive,  for  no  re- 
tail dealer  felt  as  if  he  could  aliford  to  sow  the  seed  of 
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his  success  promiscuously  amon^-  his  fellow  retailers. 

In  this  way  every  retailer  got  his  information  more 
or  less  second  hand.  It  filtered  throus^h  in  various 
ways,  mostly  by  trade  gossip  from  manufactiu-crs  and 
the  travelling  salesman  and  such  news  as  the  trade 
jnipers  were  able  to  glean,  without  really  getting  at 
the  root  of  the  matter,  the  result  being  that  there  was 
little  co-operative  s])irit  in  the  trade,  and.  unless  vou 
were  ])articidarly  friendly  with  some  retailer,  it  was 
not  possible  to  get  the  tirst-li;ind  infonuaticn  thai  was 
needed. 

Everyone  knows  the  rut  in  which  the  trade  found 
itself  at  the  beginning  of  our  .Association.  It  will  be 
interesting  to  you  to  realize  that  in  the  year  1912  the 
statistics  of  the  state  of  Pennsylvania  showed  that  the 
shoes  retailed  to  the  trade  yielded  less  than  one  per 
cent,  net  profit.  Pennsylvania,  as  you  know,  is  one  of 
the  great  states  of  the  Union  and  I  am  sure  that  those 
conditions  prevailed  throughout  the  coimtrx . 

"The  cause  of  this  calamitou.s  condition,  in  which 
no  retailer  could  see  much  hope,  nor  the  banker  anv 
encouragement  to  invest,  was  largely  due  to  the  fact 
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that  the  retailer  had  no  clearing-  house  of  his  own — 
that  his  ideas  were  taken  from  sources  that  did  not 
teach  him  the  proper  methods  to  make  a  succcess  of 
his  business.  The  manufacturer,  who  often  carried 
the  accounts,  saw  but  one  thing-,  namely,  volume  for 
his  factory — that  was  his  slogan  and  that  was  the 
method  that  was  most  practiced,  and  so  the  retailer 
blindly  went  on  endeavoring  to  retail  in  volume. 

Net  Profit  Gauge  of  All  Business  Success 

"He  gave  little  thought  to  the  net  profit,  which  is 
the  gauge  of  all  business  success.  As  a  rule,  he  talked 
about  gross  profit  on  his  shoes,  little  knowing-  that 
])ractically  all  of  that  gross  profit  was  spent  in  his 
overhead.  To  such  an  extent  did  this  condition  pre- 
vail throughout  the  United  States  that  a  prominent 
manufacturer  once  stated  that  ■  whenever  he  met  a 
crowd  of  shoemen  he  felt  like  passing  the  hat  for  their 
relief- 

"Some  of  our  brighter  lights  well  understood  the 
conditions  of  the  trade  along  these  lines  and  finally 
A.  C.  McGowin,  of  Philadelphia,  determined  to  call 


An  adaption  of  the  old  Congress  shoe  for  men— cloth  top— elastic  gore. 


a  conference  of  the  retailers  of  the  United  States.  This 
took  place  in  the  historical  city  of  Philadelphia.  The 
object  of  this  conference  was  to  organize  a  National 
Association,  to  establish  for  the  retail  trade  a  clearing 
house ;  to  promote  good  fellowship  among  shoemen  ; 
to  encourage  the  formation  of  local  and  state  associa- 
tions;  to  have  an  instrument  by  which  we  could  com- 
bat abuses  and  to  counteract  the  misguided  legislation 
so  much  in  vogue  at  that  time. 

Our  growth,  as  is  usual,  was  slow-  It  was  dis- 
couraging to  say  the  least,  but  by  consistently  and  con- 
stantly keeping  our  eyes  on  the  ball,  as  they  say  in 
golf,  we  are  proud  to  say  today  that  we  have  suc- 
ceeded in  everything  for  which  we  organized. 

"We  have  inspired  local  associations  and  state 
associations  ;  we  have  put  ourselves  on  record  as  fav- 
oring honest  advertising  and  honest  merchandishing ; 
we  have  put  ourselves  on  record  and  have  blocked 
dishonest  and  misrepresentative  shoe  stores.  Our 
influence  has  even  extended  to  Canada,  where  local 
associations  are  being  formed  and  where  they  are 
following-  our  course  in  organizing  the  retail  trade. 


Retail  Trade  Elevated  to  New  Heights  of  Dignity 

"The  retailer  of  shoes,  through  the  National  Asso- 
ciation, has  been  lifted  to  a  position  of  dignity.  No 
longer  is  he  looked  upon  as  an  ordinary  cobbler.  Our 
craft  is  today  one  of  the  most  important  factors  in  the 
retail  world,  and  its  members  are  beginning  to  feel 
proud  of  their  station  in  life.  Thus,  there  will  be  an 
ever  increasing  incentive  to  the  growing  talent  of  Am- 
erica to  take  up  and  perpetuate  a  work  that  at  one  time 
was  most  disheartening. 

"The  retailers  are  beginning  to  see  things  in  the 
right  light-  They  are  learning  that  clean,  straightfor- 
ward, scientific  and  efficient  methods  in  the  distribu- 
tion of  shoes  are  well  worth  their  hire ;  that  the  public 
stands  ever  ready  to  support  such  methods,  not  alone 
in  paying  them  a  profit,  but  in  paying  them  a  hand- 
some profit,  and  that  the  old  idea  of  set  prices  and  the 
constant  endeavor  of  giving  greater  values  than  your 
neighbor  are  foolish.  In  this  competitive  game  there 
is  bound  to  be  death  and  the  ruin  it  creates  means  loss 
to  the  trade  and  this  loss  always  finds  it  way  back  to 
the  public  and  to  the  customer. 

"There  is  only  one  way  to  conduct  any  business  and 
that  is  by  applying  efficiency  with  a  ripened  know- 
ledge and  experience  at  a  profit,  notwithstanding- 
all  preachments  to  the  contrary.  Theories  and  rom- 
ances are  well  and  good  enough  when  they  prove,  but 
they  must  be  discarded  when  they  do  not.  A'Ve  have 
tried  the  old  system  and  found  it  wanting  and  we  are 
now  stepping-  out  on  a  new  platform. 

Critics  of  Shoe  Retailers  Answered 

"I  deprecate  and  raise  my  voice  as  loud  as  I  can 
againt  those  who  are  constantly  declaring  the  shoe  re- 
tailer, as  a  class,  inefficient,  imbusinesslike  and  lacking 
in  knowledge. 

"The  shoe  retailer  in  the  United  States  is  just  as 
bright,  just  as  businesslike  and  just  as  efficient  as  any 
other  class  of  merchants.  This  does  not  seem,  how- 
ever, that  we,  as  a  whole,  cannot  stand  for  a  good  deal 
of  improvement. 

"The  trouble  with  the  shoe  retailer  has  been  that 
he  has  followed  the  advice  of  those  whom  he  gave 
credit  for  knowing,  but  who  only  thought  they  knew — 
still  were  presumptions  enough  to  pose  as  authorities — 
and  while  they  were  successful  as  manufacturers,  job- 
bers or  salesmen,  their  advice  Avas  not  the  best  for  the 
retailer. 

In  this  the  retailer  was  deceived  and  the  system  has 
been  proven  a  failure,  and  now  they  seek  to  blame  it 
on  the  ignorance  of  the  shoe  retailers  as  a  class. 

"Hereafter,  the  retailer  will  take  his  own  advice. 
Through  association  with  his  fellow  retailers  he  will 
learn  retail  facts  and  he  will  not  conduct  his  business 
on  the  advice  and  theories  of  outsiders.  The  condi- 
tions following  for  all  those  who  practice  this  new 
course  will  mean  for  them  success  instead  of  failure, 
and  'Success,'  as  Goethe  says,  'gives  one  at  once  an- 
other air.' 

How  Organization  Promotes  Success  of  Individual 
Dealer 

The  retail  trade  is  becoming  better  organized  every 
day.  They  are  appreciating,  perhaps  a  little  late,  that 
by  co-operative  work  much  can  be  accomplished-  They 
will  take  their  own  tips  in  the  future  in  regard  to 
merchandising-  and  the  retailisg  of  shoes.  This  will 
result  in  not  alone  making  the  retail  shoe  business  bet- 
ter, but  also  the  manufacturing  business  better,  as  well 
as  the  leather  business,  for  the  set  price  system  of  the 
past  was  like  a  mill  stone  around  the  craft  as  a  whole. 
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What  About  a  Substitute  for  Sole  Leather? 

By  F.  J.  Blake* 


1  tliink  it  i.s  ;i  turcKone  coiiclusiuu  that  all  the  re- 
tailers as  well  as  the  manufacturers  and  consumers 
know  that  sole  leather  has  advanced,  and  is  going-  to 
continue  to  advance.  The  statistics  of  the  United 
States  in  1904  show  that  the  prime  Texas  hides  were 
costing-  about  $11.60  per  hundred.  in  1915,  they  cost 
about  $23.  There  are  probably  various  reasons  why 
this  was  brought  about,  but  our  company  has  tried  to 
analyze  the  situation  pretty  thoroughly.  We  feel 
that  the  Southwest  and  Western  ranchers  f<umd  il 
more  proiitable  to  raise  grain  and  farm  products  than 
to  raise  cattle,  and  have  the  prices  of  the  hides  dictated 
by  the  packers.  At  any  rate,  it  is  a  fact  that  the 
supi)ly  of  hides  has  decreased.  Not  only  has  the 
supply  decreased,  but  the  records  show  that  in  190() 
we  exported  approximately  40,0(X),000  dollars  worth 
of  leather,  whereas  in  1915,  we  exi)orted  approximately 
$105,000,000  worth.  There  can  be  but  one  answer  to 
this  question  of  price,  as  it  is  fair  to  assume  that  it  is 
regulated  by  supply  and  demand.  We  ourselves  use 
a  large  amoimt  of  leather  in  departments  other  than 
the  one  I  am  connected  with.  We  know  that  the 
price  of  leather  has  increased  by  leaps  and  bounds. 

Chemists  Discovered  Substitute 

About  a  year  ago,  our  chemical  laboratory  started 
an  investigation  to  produce  a  material  that  would  not 
only  replace  rubber,  but  leather.  It  was  easy  to  re- 
place rubber.  As  a  retailer,  you  know  that  a  rubber 
sole,  regardless  of  Cjuality,  has  a  tendency  to  age  or 
deteriorate,  which  means  that  it  grows  hard;  and  if 
the  retailer  is  forced  to  carry  a  shoe  over  a  season,  il 
is  more  than  apt  to  crack.  The  chances  are  less,  of 
course,  that  it  would  ha])pen  with  a  high-grade  rubber 
sole.  But  if  a  retailer  were  forced  to  pay  a  price  for 
a  rubber  sole  in  order  to  get  good  service  the  price 
would  be  prohibitive  except  in  rare  cases  of  high-priced 
shoes;  but  it  would  not  be  of  great  commercial  value, 
as  the  demand  would  be  limited.  With  this  fact  in 
mind,  our  laboratory  started  an  investigation  not  only 
for  the  purpose  of  replacing  rubber,  but  also  for  re- 
l)lacing  leather. 

In  the  process  of  making  the  ordinary  rubber  sole, 
il  must  ])ass  through  a  curing  ])rocess,  cured  by  steam. 
There  are  a  lot  of  so-called  rubber  FiImc,  leather  fibre, 
and  various  other  kinds  of  soles  on  the  market,  some 
1  believe  of  high  merit;  but  none  of  the  soles  that  have 
leather,  to  any  great  extent,  are  satisfactory.  We 
know  that  leather,  when  it  is  burned,  is  dead;  the  life 
of  it  is  killed,  whether  in  a  sole  or  upper.  Conse- 
cfucntly,  it  cracks  and  breaks.  With  that  thought  in 
view,  they — and  I  sav  it  advisedly — searched  the 
world  over  for  a  material  which  could  be  ]nit  into  the 
sole  and  which  would  not  be  afifected  by  excessive 
heat,  so  that  it  would  not  kill  the  life  and  fibre  of  the 
sole.     We  found  it  in  Neolin- 

Thev  immediately  made  sufficient  soles,  men's  and 
women's,  and  distributed  them  freely  to  manufacturers 
and  retailers  ;  65  pair  to  the  policemen  in  Cleveland  ;  80 
p-d'w  to  the  letter  carriers  in  Akron,  furnished  gratis; 
and  in  half  of  those  cases  an  oak  tan  sole  was  i)laced 
on  one  shoe  and  Neolin  on  the  other.  Tt  seems  to  be 
a  stronji-  statement,  but  the  records  will  show  that  in 

*  Before  New  York  Convention. 


every  case  iiiatenal  oulwDre  llie  oak  tan  soles.  Ihe 
oak  was  12  iron  and  the  Neolin  was  12  iron.  Not 
only  that,  but  we  received  letters,  which  are  now  be- 
ing prepared  in  booklet  form  and  which  will  be  circul- 
arized to  every  retailer  in  the  United  States,  giving 
the  reports  of  these  officers  and  letter  carriers  in  their 
own  words. 

Several  featmes  of  this  material,  in  comparison 
with  leather,  I  think  every  retailer  should  know.  Sole 
leather  is  sold  by  the  pound.  1  think  it  is  a  well- 
known  fact  that  tanners  load  leather  with  glucose  or 
epsom  salts  to  increase  the  weight,  and  when  those 
soles  are  subjected  to  water  they  become  si)ongy.  You 
can't  help  it.  Neolin  is  waterproof ;  it  can  be  made 
in  any  weight  in  women's,  men's'  boys',  misses'  and 
children's,  and  in  three  colors — red,  black  and  white. 
Jt  is  lighter  in  weight  than  leather  of  the  same  iron. 
It  should  be  stitched  S  to  the  inch.  It  is  being  stitched 
10  to  the  inch  \\\'  recommend  <S  for  the  reason  that 
if  you  give  some  manufacturers  a  good  thing  they  will 
overdo  it.      Unfortunately,  some  of  the  manufacturers 


have  made  shoes  and  shown  >ani])les  stitched  three 
and  a  half  and  four  and  a  half  to  the  inch.  It  has  not 
produced  a  good  bottom,  and  it  gives  the  appearance 
of  a  rubber  sole.  I  doubt  whether  it  wears  as  Avell 
as  a  shoe  stitched  (S  to  the  inch.  Some  of  the  manu- 
facturers are  selling  shoes  without  edges  being  finish- 
ed, which  is  wrong.  They  have  all  been  advised  by 
us  that  it  can  be  done.  We  have  also  sent  letters  to 
shoe  retailers  calling  their  attention  to  this,  and  asking 
that  they  insist  on  the  shoes  being  stitched  no  less 
than  7]/^  to  the  inch  and  that  the  edges  l)e  finished. 
It  does  not  cost  you  any  more  because  1  know  the 
manufacturer  saves  some  labor  cost  by  using  Neolin. 
Vou  do  not  have  to  temper  it;  so  T  know"  that  the 
question  of  expense  does  not  enter  into  it.  The  main 
question  which  you  are  interested  in  is  the  price  that 
affects  the  retailer. 

In  connection  with  the  price  question,  we  are  going 
to  go  direct  to  the  retailer  and  consumer.  The  manu- 
factm-cr  knoAvs,  and  I  presume  some  of  you  retailers 
know  that  a  Neolin  sole,  whether  men's  or  women's 
<it  the  same  iron,  costs  the  shoe  manufacturer  less 
than  sole  leather.  It  has  come  to  our  notice  that 
some  of  the  manufacturers,  fortunately  but  few,  have 
sent  their  men  out  on  the  road  and  have  been  asking 


The  road  to  success  is  full  of  the  ruts  of  other 
men's  failures. 

Can  a  man  be  a  really  successful  salesman  un- 
less he  knows  more  about  his  goods  than  his 
customers  do? 

Don't  think  you  are  going  to  walk  up  to  suc- 
cess and  catch  it  by  putting  salt  on  its  tail.  It 
isn't  that  kind  of  a  bird. 

The  less  time  you  spend  in  writing  your  ad- 
vertisements the  more  you  will  have  to  spend  in 
making  sales. 

Even  when  a  customer's  complaint  is  an  un- 
just one  it  won't  cost  you  anything,  but  will  pro- 
fit much,  to  listen  politely. 

Nice  looking,  readable  signs  in  your  store 
linger  in  the  memory. 
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from  IS  to  25  cents  per  pair  more,  when  as  a  matter 
of  fact  the  soles  cost  them  less  than  leather.  We  hope 
that  Ave  will  not  be  forced  to  take  an}^  drastic  action 
with  the  manufacturers ;  but  if  they  insist  on  doino-  it, 
we  are  S'oin"-  to  institute  a  vigorous  advertising-  cam- 
paign in  the  Saturday  Evening  Post,  and  in  all  the 
trade  jom'nals,  advertising  direct  to  the  consumer  and 
retailer  that  the};'  do  not  cost  as  much  as  leather.  I 
hope,  however,  that  we  will  not  have  to  do  that-  We 
are  advising  the  manufacturers  by  letter  that  it  is 
wdiat  we  are  going  to  do  if  they  insist  on  charging' 
what  we  call  exhorbitant  prices. 

AVe  have  been  advised  by  one  of  the  largest  re- 
tailers in  the  United  States  that  he  is  buying  today  a 
women's  shoe,  that  he  can  sell  for  three  dollars,  at  ten 
cents  per  pair  less  than  he  ever  did  in  his  life.  He 
is  advertising  in  the  papers,  on  his  own  free  will,  shoes 
equipped  Avith  this  sole,  stating  the  many  advantages 
and  that  they  are  guaranteeed  to  outwear  leather  soles 
of  the  same  weight.  Neolin  is  different  from  leather 
inasmuch  as  the  quality  of  the  sole,  being  a  manufac- 
tured product,  can  be  maintained. 

Another  point  in  connection  with  this  I  think  is  of 
the  greatest  importance  to  the  consumer.  Soles  made 
from  Neolin  are  made  in  one  grade  and  one  price, 
whether  the  manufacturer  buys  a  million  pairs  or  a 
hundred  pairs.  Whether  he  puts  out  a  shoe  that  re- 
tails for  $8  or  $2.50,  the  material  is  the  same.  The 
only  chance  that  the  manufacturer  would  have  to  save 


a  little  would  be  to  use  a  lighter  iron  in  the  cheaper 
grades,  but  the  quality  would  be  the  same.  We  have 
advertised  this  in  all  the  trade  journals.  Our  first 
appropriation  was  $100,000  for  the  advertising  of  Neo- 
lin. We  are  going  to  continue  to  advertise  it,  and 
bring  this  point  forcibly  before  the  retailer  and  con- 
sumer. We  believe  that  the  manufacturer,  even 
though  he  pays  the  same  as  he  would  for  leather,  is 
giving  the  retailer  more  for  his  money  on  account  of 
the  added  wear. 

One  improvement  we  will  make  on  this  sole  is  that 
the  bottom  will  be  as  smooth  as  leather.  ,  The  ordin- 
ary rubber  soles,  of  which  we  still  make  some,  always 
have  been  made  with  a  bevel  shank-  If  we  undertook 
to  put  out  Neolin  with  a  bevel  shank,  it  would  have  all 
the  earmarks  of  a  rubber  sole,  so  we  will  make  Neolin 
with  a  plain  bottom,  thicker  in  the  forepart  than  the 
shank.  It  will  taper  gradually  so  as  not  to  show  any 
break. 

The  consumer,  we  feel,  is  the  one  most  vitally  in- 
terested and  esi:)ecially  the  mother  of  the  family.  Our 
future  advertising  will  cater  especially  to  the  women, 
because  they  buy  most  of  the  children's  shoes.  W^e 
have  had  exhaustive  tests  made  on  that  type  of  shoe  to 
prove  that  it  will  outwear  leather  soles.  Now,  if  the 
mother  is  the  retail  purchaser,  and  is  convinced  that 
she  can  buy  the  shoe  for  the  same  money  and  get  bet- 
ter results,  I  believe  the  retailer  is  satisfying  a  long- 
felt  want  of  the  entire  family. 


Fundamental  Principles  of  Shoe  Retailing 

By  Frank  Melville,  Jr.* 


In  the  matter  of  style,  a  merchant  may  save  himself 
many  sleepless  nights  by  following  conservative  lines, 
dealing  in  staples,  putting  the  latest  quirks  in  the  dis- 
card, but  I  notice  that  most  prefer  to  be  disciples  of 
Beau  Nash  and  follow  always  the  latest  vagaries.  The 
pain  of  this  course  cannot  be  over  estimated,  and  to 
3^ou  manufacturers  I  breathe  a  prayer  for  compassion 
and  consideration.  Following  fashion  brings  upon  us 
chief  of  our  ordering'  difificulties,  that  of  securing"  ad- 
vance placements,  and  ever}^  possible  effort  to  avoid 
its  behests  should  be  made. 

Quality  is  of  two  kinds,  both  comparative;  each  of 
us  must  determine  for  himself  (unless  the  all-wise 
manufacturer  decides  for  him!)  just  where  he  shall 
place  the  meeeting  point  for  quality  in  finish  and 
quality  in  materials-  For  one  of  us,  the  securing  of 
plugging'  service  seems  all-important;  for  the  other, 
appearance  comes  first — and  so  manifold  are  the  gov- 
erning considerations  that  no  one  can  say  which  is 
right.  It  is  my  firm  conviction  that  in  my  "Rival" 
and  "John  Ward"  shoes  I  have  hit  upon  just  the  proper 
recipe,  have  mixed  the  ingredients  in  just  the  right 
degree,  have  succeeded  in  giving  to  my  patron  his  esti- 
mate of  correctly  compounded  style  and  wear.  The 
success  of  these  two  chains  of  stores  would  appear  to 
justify  the  conviction.  It  is  quite  possible,  on  the 
other  hand,  that  their  success  is  based  on  entirely  dif- 
ferent desiderata,  and  that  I  am  a  long  Avay  from 
knowing  what  is  right  in  style  and  quality.  You  ma}'' 
think  that  such  a  remark  is  fencing;  but  so  evanescent 
a  thing  is  the  basis  for  success,  that  it  is  absolutel}' 
impossible  cA-er  to  say  that  one  has  nailed  it  doAvn. 

*  Before  New  York  Convention, 


The  proper  percentage  of  profit  is  another  of  the 
undeterminable  fundamentals.  I  see  before  me 
merchants  whose  sales  grant  them  a  clearance  almost 
tAvice  as  great  as  are  secured  by  others  with  whom 
they  are  fraternizing  here.  Both  methods  succeed. 
The  question  to  be  settled,  howCA^er,  is  deeper.  Do 
both  build  equally  well  for  the  future?  Is  the  attain- 
ment of  Avealth  the  only  goal?    What  is  success. 

When  it  comes  to  factory  relations,  we  tap  a  topic 
of  interest  to  every  one  here.  Credit  conditions  are 
comfortable ;  the  manufacturer  has  few  difficulties  and 
the  retailer  has  still  fewer.  One  must  not  look  to  the 
credit  attitude  of  factories  to  explain  the  lack  of  suc- 
cessful small  dealers  in  this  trade,  but  rather  to  the 
lack  of  systematization  and  ability  and  knowledge  on 
the  part  of  the  individual. 

Bound  up  with  credit,  as  a  problem,  comes  the 
ordering  difficulty.  To  the  retailer,  no  less  than  to 
the  manufacturer,  it  is  desirable  to  secure  regularity 
and  volume  in  the  placing  of  orders,  and  to  this,  we 
all  bend  our  endeavors.     It  is  our  chief  problem. 

In  staple  lines,  it  should  be  possible  to  place  about 
half  the  quantity  Avell  in  advance,  thus  securing  ad- 
vantageous treatment  for  the  buyer  and  steadiness  of 
output  for  the  maker.  Fleeting  style  cuts  down  this 
50  per  cent,  average,  however,  and  makes  the  problem 
more  difficult — another  argument  urging  us  to  take  up 
arms  against  fashion  and  curtail  its  activity. 

It  is  my  experience  that  no  factory  ever  fully  ap- 
])reciates  the  difficulty  experienced  by  the  buyer  in 
detailing  actual  sizes  and  widths  weeks  or  months  in 
advance  of  their  expected  sale,  and  I  believe  that  the 
factory  desirous  of  co-operating  Avith  its  customers 
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according  to  the  Boot  &  Shoe  Recorder,  represents  a  single  sale  to  a  young  man  down  Colorado  way  — A  worthy 
standard  for  ambitious  Canadian  salesmen. 


can  apply  itself  tu  no  mure  important  task  tiian  that 
of  shortenins^-  the  orderino-  period. 

We  know  that  factories  commonly  promise  de- 
livery in  three  weeks,  that  the  makino-  of  a  pair  of 
shoes  requires  two  weeks,  and  that  shipments  are  sel- 
dom received  in  less  than  six  weeks.  1  f  the  retailer 
does  his  share  to  the  extent  of  placinj^  stai:)le  requisi- 
tions well  in  advance,  and  making  detailed  statements 
of  probable  i)urchases  at  the  start  of  a  season,  the 
manufacturer  should  retaliate  by  cuttin.g-  down  to  the 
minimum  the  time  required  for  sizing  and  (|uick-need 
orders. 

This  process  may  be  aided  and  economies  effected 
by  the  introduction  of  standards  in  making-  details. 
Factories  operated  in  the  most  approved  manner  make 
a  ])ractice  of  selecting  and  catering  for  but  one  account 
in  a  given  sales  district.  No  one  buyer  can  be  harmed, 
therefore,  by  using  a  line  similar  to  one  used  l)y  an- 
other customer  of  tlie  same  factcjry,  and  the  latter 
benefits  largely  by  the  simplification  of  its  routing. 
I>ig  units  can  be  produced  at  less  cost,  advantaging 
both  maker  and  retailer. 

Much  adoo  is  made  of  the  difficulties  encountered 
in  adjustments  on  replaced  merchandise.  The  factor- 
ies make  rules  about  crediting  only  the  actual  service 
value  returned;  retailers  claim  credit  for  every  ex- 
changed shoe.     Neither  theory  is  correct. 

JCquitable  relations  can  only  be  secured  when  the 
retailer  forgets  the  practice  of  getting  credit  on  what- 
ever the  factory  will  accept  and  learns  to  treat  every 
adjustment  as  though  the  shoe  were  his  own-  With 
this  attitude,  he  will  repair,  at  his  own  expense,  every- 
thing that  admits  of  such  treatment;  will  demand  of 
the  consumer  a  i)ro])er  payment  for  all  service  rend- 
ered, and  will  return  for  full  credit  all  shoes  funda- 
mentally wrong  in  construction  or  material.  In 
granting  this  credit,  the  manufacturer  will  remember 
that  the  retailer  has  been  put  to  no  inconsiderable  loss 
through  the  items  of  repairs  and  loss  of  confidence 
on  the  part  of  his  trade.  There  is  an  equitable  adjust- 
ment policy. 

I  have  endeavored  to  outline  the  main  i)roblems 
arising  between  manufacturers  and  retailers,  and 
would  like  to  trespass  further  on  your  good  nature  for 
a  short  discussion  of  the  effects  of  the  European  con- 
flict on  the  shoe  trade. 


You  are  conversant  with  the  present  problems,  the 
problems  induced  by  the  existence  of  a  state  of  war, 
the  scarcity  of  material,  the  hardships  entailed  to 
domestic  consumers  through  the  over-production  of 
munitions,  the  consequently  inflated  values.  These 
need  no  discussion.  What  will  happen,  however, 
when  peace  comes,  as  it  may  tomorrow  or  not  for 
years?     This  must  give  us  pause. 

It  is  my  opinion  that  we  may  omit  speculation  on 
a  need  for  a  change  in  buying  policies.  Higher  prices 
have  been  caused  by  a  scarcity  of  chetnicals  and  dye- 
stuffs  and  by  the  increased  exports  of  finished  pro- 
ducts. Hides  are  not  lacking  abroad,  but  shipping 
facilities  are.  Is  it  not  more  reasonable  then,  to  ex- 
I)ect  lower  prices  upon  the  advent  of  peace  rather  than 
higher  prices?  There  is,  of  course,  a  certain  danger  to 
be  noted  in  a  possibly  enhanced  foreign  competition 
from  a  product  improved  in  both  quality  and  appear- 
ance. We  have  seen  hints  of  this  improvement  al- 
ready in  the  higher-grade  lines.  This  is  not  an  im- 
mediate danger,  at  any  rate,  and  may  be  dismissed  for 
the  present.  So,  also,  may  the  question  of  a  financial 
stringency-  Conducted  so  closely  on  a  cash  basis, 
and  in  a  necessity  of  life,  the  shoe  trade  has  always 
been  last  to  feel  stringent  times  and  has  made  early 
recovery.  This  is  my  own  experience,  and  I  firmly 
believe  that  a  winning  concern,  conducted  on  a  con- 
servative basis,  dealing  in  a  staple  product,  and  with  a 
good  representation,  need  feel  in  no  danger  of  suffer- 
ing in  a  financial  way  or  of  going  under  in  a  crisis. 


A  large  ntmiber  of  people  when  entering  a  store 
to  purchase  shoes  are  micertain  what  style  they  want 
to  be  shown.  A  unifiue  display  system  has  been 
worked  out  by  an  enterprising  retailer.  An  electric- 
ally lighted  booth  occupies  a  space  next  to  the  floor 
extending  for  the  space  taken  up  by  two  ordinary 
shelves  and  runs  the  entire  length  of  the  store  on 
both  sides.  The  booth  is  enclosed  in  glass  and  every 
shoe  in  stock  on  the  shelves  above  is  shown  in  it. 
Prices  are  attached  in  large  figures  so  that  the  cus- 
tomer may  select  a  style  wanted  without  the  salesman 
climbing  the  ladder  to  pull  down  style  after  style.  This 
dealer  says  he  can  wait  on  three  times  the  volume  of 
trade  as  compared  with  the  old  method. 
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The  Right  Kind  of  Shoe  Advertising 

By  H,  B.  Scates* 


I  broke  into  tlie  ad  oame  16  years  ago  from  tlie  shoe 
game.  I  thought  then,  as  did  most  men,  that  adver- 
tising- merely  consisted  of  a  group  of  clever  phrases 
well  sprinkled  with  adjectives  and  superlatives,  more 
or  less,  and  usually  less  accurate  as  to  facts.  I  thought, 
as  did  most  men,  that  the  object  of  ad  writing-  was  to 
sell  goods.  In  applying-  for  the  job  I  submitted  to  my 
prospective  employer  a  g-roup  of  rewritten  ads  of  his 
own.  He  merely  looked  them  over  and  then  told  me 
that  as  advertising-  they  were  the  worst  he  had  ever 
seen,  and  that  they  showed  I  had  an  imagination  that 
would  land  me  in  jail  if  it  were  wrongly  applied;  and 
on  the  strength  of  that  imagination  I  got  the  job. 

It  was  just  at  that  time  that  the  kinks  in  advertis- 
ing- were  just  beginning-  to  get  straightened  out,  and  a 
very  small  group  of  men  in  the  country  started  their 
campaign  for  honest  advertising,  not  because  of  the 
ethics  of  honesty,  but  because  the)^  knew  that  honesty 
would  pay  them  in  dollars  and  cents. 

At  about  this  time  ad  men  began  to  realize  three 
vital  facts  pertaining-  to  publicity : 

1st.  That  there  was  a  need  for  the  applica- 
tion of  practical  and  applied  psychology  to  their 
business  in  the  sense  that  they  must  argue  from 
and  toward  the  consumers'  viewpoint  in  order  to 
make  them  think  straight,  convince  them,  and 
secure  their  confidence. 

2nd.  That  advertising  was  intended  to  per- 
form two  functions;  not  only  make  customers 
want  to  buy  today  certain  goods,  but  to  make 
them  like  the  store,  the  goods,  and  want  to  trade 
there  all  the  time;  in  fact,  to  make  them  think 
of  the  name  of  the  store  instantly  when  they 
thought  of  shoes. 

3rd.  Aside  from  direct  returns,  ad  men  realize 
their  work  is  not  complete  unless  they  actually 
mould  public  opinion  favorable  to  their  store,  or 
their  product;  create  a  feeling-  of  friendship,  the 
kind  that  makes  people  say  they  are  your  friends, 
and  to  tell  their  friends  to  get  on  the  band 
wagon. 

Shoes  have  been  about  the  poorest  advertised  mer- 
chandise that  I  have  investigated,  studied  or  analyzed 
during-  the  last  15  years.  The  net  result  of  a  com- 
posite ad  of  all  the  slioe  ads  written  in  America  in  one 
year  would  sound  about  as  follows : 

"We  sell  shoes-  They  are  better  shoes  than  any- 
body else  sells.  They  are  the  most  value  for  the 
money.  Our  shoes  will  wear  longer  than  the  fellow's 
'next  door.'  " 

Shoe  advertising  has  violated  every  accepted  prin- 
.ciple  of  successful  publicity.  We  have  been  so  fear- 
ful of  competition  of  the  fellow  "next  door"  that  we 
have  claimed  so  much  for  our  shoes  that  we  have  dis- 
credited the  other  fellow's  shoes.  He,  in  turn,  has 
done  the  same.  The  public  has  bought  our  shoes  on 
our  own  representatioi-i  and  occasionally  have  been 
disappointed.  Then  come  the  complaints  and  shift- 
ing- of  trade. 

We  have  wilfully  and  ignorantiy  led  llie  public  to 
expect  too  much  from  shoes,  and  in  that  sense  shoe 
publicity  has  been  dishonest  because  it  claimed  abso- 
lute superiority  for  merchandise  which  is  made  fron-i 
leather  that  varies  g^reatly.     No  two  pairs  will  wear 

*  Before  New  York  Convention. 


alike,  ncitlier  will  any  two  people  wear  the  same  shoes 
alike. 

The  plain  truth  is  that  out  of  five  pairs  of  shoes, 
two  will  wear  ordinarily  well,  two  will  wear  a  great 
deal  longer  than  should  be  expected,  and  one  pair  will 
fall  short  of  the  results  of  the  other  four.  It  is  the 
very  nature  of  the  variation  of  leather,  and  the  part 
of  the  skin  and  hide  that  the  particular  shoe  came 
frorn,  that  makes  this  wear  variation  inevitable. 

Now  then,  having  moulded  public  opinion  to  the 
point  where  it  expects  perfect  service  from  every  pair 
of  shoes,  we  feel  unhappy  because  the  business  is  full 


Patent  High  Cut  Dull  Kid  Top  shown  by  the  Blachford 
Shoe  Mfg.  Co.,  Toronto. 


of  kicks  and  unjust  complaints.  But,  gentlemen,  we 
are  ourselves  wrong,  and  the  public  is  right-  The 
people  have  merely  believed  what  we,  as  a  group, 
have  told  them,  and  when  the  one  pair  goes  wrong 
they,  for  the  most  part,  are  just  as  honest  in  their  be- 
lief that  their  kicks  are  just.  And  they  don't  give 
us  credit  for  the  shoes  that  wear  unusually  long,  but 
as  a  matter  of  fact,  are  inclined  to  use  those  lucky 
pairs  as  their  standard  of  comparison  for  all  wear. 

I  would  advise  shoe  merchants,  first  of  all,  to  spend 
more  time  learning  at  least  the  rudiments  of  the  prac- 
tical side  of  publicity  as  it  afifects  the  attitude  of  your 
public  toward  your  store  and  your  merchandise.  I 
advise  honesty  in  advertising  because  it  is  the  only 
kind  that  will  pay  today,  tomorrow  and  forever. 

Do  not  look  upon  newspaper  ads  as  the  only  kind. 
Indeed,  I  would  say  that  ads  in  newspapers  should  be 
the  last  sort  to  indulge  in.  Your  own  policy,  your 
own  way  of  looking  at  your  public,  the  way  you  want 
them  to  think  of  you,  is  the  first  step  toward  a  proper 
policy  of  publicity. 

And  your  salesmen  are  the  strongest  force  for  good 
or  evil  that  you  have  in  your  business!  They  are  as 
bad,  and  no  better,  as  we  are  ourselves.  They  have 
for  years  been  doing  just  what  you  have  been  doing— 
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tcllinj^  pe()i)le  limv  imuli  tlicv  should  expect  from  tlieii- 
footwear. 

TTerc  is  a  brief  public  policy  for  any  shoe  merchant  : 
lluy  only  j^ood  merchandise,  know  that  it  is  j^ood, 

and  if  you  make  a  mistake,  acknowledt^e  it  and  sell 

the  merchandise  for  what  it  is. 

Treat  voiu'  entire  clientele  just  as  you  would  \(iur 

best  individual  friend.    Tell  them  all  the  truth. 

.Sell  yoin-  shoes  intelligently  and  spend  time  and 
money  educating;  your  salesforce  to  do  the  same  be- 
cause it  is  for  their  interest,  to  do  so. 


Sell  service  first  of  all-  .Sell  the  customers  just 
the  best  shoe  for  their  needs. 

When  your  store,  merchandise  and  sellin;.(  force  are 
organized  alon<(  these  lines,  then  tell  y(nu-  public  in 
your  newspaper  ads  just  the  kind  of  a  store  you  are 
runninj^. 

Be  honest  with  yourself,  be  honest  with  the  public, 
and  the  future  will  hold  far  less  of  tiie  disagreeable 
feattn-es  of  our  business  than  it  does  today. 

I  can  state  positively  the  ])ublic  is  cpiick  to  respond 
and  is  quite  ready  to  believe  that  trade  abuses  react 
against  its  best  interests. 


Why   Leather   for   Shoes     A  Popular  Fallacy 

By  John  A.  Bush* 


Much  of  the  misunderstanding  as  to  the  use  ol 
tried  and  ])roven  substitutes,  1  am  sure,  is  due  to  mis- 
information or  to  the  fact  that  some  small  retailers 
who  are  not  in  touch  with  the  manufacturing  of  shoes 
or  the  construction  of  shoes  are  bringing  out  criticism 
that  they  know  little  about.  1  have  headed  this 
paper,  "The  All  Leather  Fallacy," — not  with  the  idea 
of  knocking  any  manufacturer  or  any  belief.  1  be- 
lieve I  voice  the  sentiments  of  every  shoe  manu- 
facturer when  1  say  that  manufacturers  want  to  make 
shoes  the  way  retailers  want  them  made. 

The  majority  of  larger  retailers  favor,  are  thor- 
oughly familiar  with,  and  have  proved  the  dependabil- 
ity of  tried  and  proven  substitutes  for  leat-her  in  shoes 
selling  at  a  ])rice  which  would  not  warrant  the  use  of 
all  good  leather.  There  is  in  the  minds  of  many 
smaller  retailers,  however,  a  suspicion  and  belief  that 
any  substitute  is  worthless  and  is  used  merely  to  in- 
crease the  profits  of  the  manufacturer  making  use  of 
the  same.  And  the  suspicion  and  the  lack  of  con- 
fidence has  no  doubt  been  accentuated  by  certain 
large  cor[)orate  shoe  manufactiUMng  interests  who 
have  of  their  own  accord  adojited  the  ])olic)'  of  making 
their  shoes  with  heels  and  counters  of  all  leather, 
which  policy  was  adopted  as  the  best  business  move 
they  could  devise,  around  the  point  that  their  shoes 
were  made  with  leather  heels  and  leather  counters. 

Let  us  suppose  that  they  adopted  the  ])olicy  some 
\  ears  ago,  wdien  leather  was  cheap,  and  when  scrap 
leather  was  about  as  cheap  as  substitutes,  which  are 
better,  then  as  time  goes  on  and  leather  advances  ma- 
terially in  price,  they  should  find  that  they  are  no 
longer  able  to  make  a  good  shoe  at  a  given  price  as 
their  competitors,  who  liave  not  adopted  these  "All- 
leather-heel-and-counter"  policy,  but  who  are  able  to 
make  economic  use  of  high  grade  substitutes  for 
leather  in  a  ])art  of  the  heel  and  counter  of  their  shoes 
where  there  is  1)Ut  little  or  no  wear,  .uul  with  the 
money  thus  saved  are  enabled  to  use  a  better  quality 
of  outsole  and  better  materials  in  those  i)arts  of  the 
shoe  that  receive  most  wear.  Then  suppose  that  the 
aforesaid  large  corporate  shoe  interests  find  them- 
selves by  competition  obliged  either  to  abandon  the 
"All-leather-heel-and-counter"  policy,  that  they  have 
maintained  for  so  long,  or  endeavor  to  force  their  com- 
|)etitors  into  their  boat  by  agitating  laws,  cutting  open 
shoes  and  in  various  ways  try  to  compel  their  comi)eti- 
tors  to  do  as  they  do-  Would  their  efTorts  in  this 
direction  be  in  the  interests  of  the  retailer  and  con- 
sumer, or  would  they  be  entirely  for  their  own  benefit? 

*  Before  the  New  York  Convention. 


There  are  in  the  United  States  1350  shoe  manufac- 
turers. Possibly  three  of  this  number  make  their 
shoes  in  accordance  with  the  "All-leather-heel-and- 
counter"  policy,  and  numbered  among  the  1347  are 
some  of  the  highest  grade  shoe  manufacturers  in  the 
United  States ;  men  whose  integrity  is  unchallenged, 
and  who  think  more  of  their  reputation  than  the  pro- 
fits made  in  their  business,  which  should  oft'set  the 
charge  frequently  made  that  shoe  manufacturers  use 
substitutes  for  leather  for  the  purpose  of  making  ex- 
cessive profits,  which  is  equivalent  to  the  claim  on  the 
part  of  the  agitators  that  they  sell  their  goods  on  a 
closer  margin  of  profit  than  their  competitors- 

In  support  of  such  a  claim  would  it  not  be  interest- 
ing to  see  the  statement  of  their  profits  for  the  past 
five  years?  It  has  never  anywhere  been  decreed  that 
leather  is  the  only  proper  material  to  go  into  a  shoe, 
for  shoes  have  never  been  sold  as  so  many  ounces  of 
pure  leather  at  so  much  an  ounce.  They  are  sold 
simply  as  shoes  and  their  quality  is  determined  in  ac- 
cordance with  the  satisfaction  they  give  on  the 
wearer's  feet. 

Fibre  Counters 

A  manufacturer  who  makes  many  thousand  pairs 
of  shoes  per  day — some  with  leather  coimters.  and 
good  grade  leather  counters  at  that,  and  some  with 
horn  fibre  counters,  kept  a  careful  record  and  out  of 
every  ten  pair  of  shoes  returned,  on  account  of  the 
counter  not  standing  up,  one  pair  contained  horn  til)re 
counters  and  nine  pair  leather  counters. 

When  the  National  Congress  were  considering 
the  Pure  Shoe  Law  a  few  years  ago,  the  various  or- 
ganizations re])resenting  the  shoe  and  leather  trade 
had  no  trouble  in  demonstrating  that  the  fibre  counter 
tested  out  in  service  better  than  a  low  grade  all-leather 
counter.  Samples  of  horn  fibre  counters  and  medium 
grade  leather  counters  were  put  through  a  water  test 
in  the  presence  of  the  committee,  demonstrating  that 
after  fifteeen  minutes  in  the  water,  the  leather  counter 
was  shapeless  and  the  horn  fibre  counter  retained  its 
original  shape. 

A  horn  fibre  in  a  shoe  is  a  guarantee  of  service  dur- 
ing the  entire  life  of  the  shoe.  The  guarantee  by  a 
manufacturer  of  these  counters  is  as  follows: 

"The  horn  fibre  counter  manufactured  by  us  is 
fully  guaranteed  to  outwear  the  shoe.  We  will  pay 
cash  for  any  shoes  returned  to  us  after  thev  have 
been  worn  in  which  the  counter  has  failed  so  to  do." 

Substitutes  for  leather  computed  on  the  basis  of 
hides  amount  to  3,000,000  hides  per  year,  while  the 
entire  packer  kill  of  the  L^nited  States  is  onlv  abotit 
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6,000,000  hides,  and  just  as  the  fibre  shipping  case 
is  taking  the  place  of  wood,  woven  canvas  belts  are 
replacing  leather  belts,  concrete  the  place  of  stone, 
and  automobile  manufacturers  to  meet  the  popular 
price  demand  are  using  whipcord  upholstery  in  place 
of  leather,  so  the  up-to-the-minute  shoe  manufacturer, 
realizing  that  regardless  of  the  price  of  leather  popular 
priced  shoes — that  will  give  satisfaction — will  always 
be  demanded,  is  taking  advantage  of  20th  Century  in- 
vention by  using  tried  and  proven  substitutes  in  those 
parts  of  the  shoe  not  subjected  to  wear,  and  thus  en- 
ables the  retailer  to  give  to  the  wearer  the  greatest 
amount  of  style,  fit  and  service  in  shoes  for  the  least 
possible  price. 


Important  Resolutions 

At  the  annual  convention  of  the  National  Shoe  Re- 
tailers' Association  held  in  New  York,  January  10-11. 
the  following  resolutions,  among  others,  were 
adopted : 

Use  of  Substitutes  for  Leather 

Whereas,  the  continued  advance  in  leather  prices 
has  made  it  impossible  to  maintain  the  quality  of 
leather  fit  for  use  in  medium  grades  of  shoes,  the  Na- 
tional Shoe  Retailers'  Association  endorses  the  use  of 
proved  material  in  shoe  construction  other  than  leather 
whenever  such  material  shows  an  improvement  in 
service  over  the  grade  of  leather  commonly  used  in  a 
specific  grade  of  shoe. 

Dishonest  Advertising  Condemned 

That  the  Associated  Advertising  Clubs  of  the 
World  be  endorsed  in  their  work  to  stamp  out  false 
and  misleading  advertising  and,  further,  that  any  na- 
tional law  to  regulate  this  evil  carry  a  provision  bar- 
ring from  the  mails  any  publication  publishing  such 
false  or  misleading  advertising,  and  that  a  copy  of 
this  resolution  be  sent  to  the  As,sociated  Advertising- 
Clubs  of  the  World. 


Energetic  Ottawa  Staff  of  Kaufman  Rubber 
Company 

E.  E.  Code,  who  for  the  past  eight  j^ears  has  been 
manager  of  the  Ottawa  branch  of  the  Kaufman  Rubber 
Company,  is  well  known  to  the  shoe  trade  in  that  dis- 


trict. Previous  to  getting  into  the  rubber  business 
he  spent  twelve  years  with  A.  W.  Ault  &  Co.,  whole- 
sale shoes,  Ottawa.  Associated  with  him  are  F.  W. 
Burrill  and  A.  D.  Kippen.  Mr-  Burrill  was  with  L. 
FI.  Packard  &  Co.,  Montreal,  for  twelve  years  and 
afterwards  with  the  Canadian  Consolidated  Rubber 
Company  for  four  years.  He  is  a  hustler  for  business 
ness  and  always  on  the  alert.  Mr.  Kippen  has  been 
travelling  for  the  Kaufman  Company  for  five  years 
and  is  a  competent  and  painstaking  i-oadman  who 
wears  well  with  the  trade.  The  Kaufman  Rubber  Com- 
pany carry  a  large  stock  at  the  branch  in  Ottawa  and 
are  well  equipped  to  look  after  not  only  the  Ottawa 
Valley  district,  but  northern  Ontario,  including 
Cobalt. 


Higher  Standard  of  Style  Designing 

The  N.  S  .R.  A.  emphatically  endorses  the  develop- 
ment of  art  in  shoes  as  a  means  of  further  elevating 
our  craft  to  the  high  plane  in  the  public  estimation 
which  kindred  trades  enjoy. 

Mr-  A.  C.  McGowin,  president  of  the  Association 
is  very  optimistic  of  business  conditions  in  1916.  He 
said  in  part:  "Shoe  retailers  are  to  be  congratulated 
on  the  better  conditions  now  as  compared  with  a  year 
ago.  A  very  large  percentage  of  the  three  hundred 
millions  of  dollars  worth  of  shoes  that  were  on  3'our 
shelves  in  excess  of  normal  needs  has  been  disposed 
of.  All  raw  materials  have  and  are  advancing  so  that 
your  holdings  are  worth  their  full  value.  Permit  me 
to  suggest  that  you  buy  staples  up  to  your  needs  and 
novelties  in  proportion  to  your  business,  and  to  be 
satisfied  to  miss  an  occasional  sale  on  these  rather 
than  to  speculate." 


Mr.  Ashcroft  Accepts  Important  Position 

Ralph  W.  Ashcroft,  of  the  Canadian  Consolidated 
Rubber  Co.,  Montreal,  has  accepted  the  appointment 
of  Manager  of  Publicity  for  the  United  States  Rubber 
Co.,  New  York.  This  companj^  is  the  largest  rubber 
company  in  the  world,  and  employs  over  55,000  peo- 
ple- It  owns  about  100,000  acres  of  rubber  planta- 
tions in  the  far  east,  of  which  one-half  is  under  cultiva- 
tion. 


Mr.  R.  E.  Code. 


Mr.  F.  W.  Burrill. 


Mr.  A.  D.  Kippen. 
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Has  Your  Store  Got  an  Interesting  Face? — Does 

it  Make  the  Passerby  Stop? 


I'.vcr  meet  ;i  man  i>v  wniiian  vvliose  lace  did  not  in- 
terest you?  No  life  in  it,  no  intelliiLjenee,  no  interest 
for  you- 

And  then  again — can't  you  recall  some  faces  tiiat 
made  you — just  made  you — stop  and  look  again.  A 
glint  in  the  eye,  a  distinctive  poise  of  the  head,  an  air 
of  self-confidence  or  what  not. 

Your  window  is  the  face  of  your  store. 

Does  your  window  interest  passersby  or  doesn't  it? 
Does,  it  ex])ress  indixidnality  or  doesn't  it?    Does  it 


lie\- 


Kig.  I.    This  will  help  sell  shoe  trees. 

make  ]>coi»le  .stop  and  look — or  doesn't  it? 
don't  stop  to  look,  they  never  come  in  to  hm  . 

The  mission  of  ad\ertising  is  to  announce,  make 
]inl)lic  (jr  ])roclaiin.  whetlier  i  n-  not  \iiu  do  it  through 
the  daily  press,  by  handbill,  throngli  your  show  win- 
dows or  shont  it  Irom  the  house-tops.  And  to  ad- 
mit that  you  don't  belie\e  in  advertising  it  much  the 
same  as  saying  you  don't  belie\«c  in  selling  goods. 

Advertising,  of  any  kind,  nuist  be  b;ised  on  a 
single  i)ur])ose— sale.s — whether  they  be  new  sales 
through  new  channels  or  more  sales  through  old  chan- 
nels. The  shoe  retailer's  display  window  is  one  of 
ihe  most  \;iluable  forms  of  advertising  he  c;in  make 


Fig.  2 -Sure  to  command  attention, 

use  of,  and  at  the  same  time  one  of  the  most  neglected. 
Nave  you  ever  noticed  how  much  alike  shoe  windows 
are — nearly  all  common-place  and  a  good  share  of 
them  unattractive.  The  principal  fault  is  in  the  lack 
of  ideas  and  suitable  display  cards.     A  customer  re- 


marked to  a  shoe  retailer  the  other  da\  :  '  I  alway.^ 
like  to  pass  your  store  because  you  have  such  catchy 
.sayings  on  your  window  cards."  This  dealer  has 
made  a  reputation  for  his  store  which  has  been  built 
up  largely  through  the  use  of  display  cards  in  his 
windows  and  throughout  the  store.  Cards  used  in 
the  windows  can  be  utilized  in  the  store,  thus  serving 
a  double  purpose,  but  do  not  allow  them  to  grow  .stale. 

Put  ideas  into  your  card.s — any  idea  that  will  at- 
tract attention.  There  are  hours  wasted  in  some  shoe 
stores  that  could  be  put  to  excellent  use  preparing 
some  simple  and  attractive  display  that  would  make 
the  show  window  more  efificient.  Just  placing  shoes 
in  the  window  is  not  enough — there  must  be  some- 
thing that  will  set  them  off,  or  rather  draw  attention 
to  them.  One  of  the  best  ways  of  doing  this  is  by 
the  use  of  suitable  display  cards.  The  window  must 
attract  to  be  of  value — it  must  stop  the  passerb\ . 
Make  your  window  talk — make  it  the  talk  of  the  town 
— you  can  do  that  if  you  keep  persistently  at  it.  At- 
tractive displays  are  not  the  result  of  spontaneous 
effort — they  are  carefully  planned  and  designed  be- 
fore being  actually  worked  out.  There  is  always  a 
distinct  advantage  gained  in  planning  the  display  some 
time  ahead,  because  work,  well  planned,  is  more  than 
half  done.      Don't  put  it  off  until  the  eleventh  hour 


Fig,  :i.    Figure  it  out  for  yourself. 

and  don't  be  afraid  to  change  the  displays  frequently. 
Once  every  day  or  two  days  is  not  too  often  even  if 
you  merely  change  the  position  of  the  shoes  a  little. 
A  large  percentage  of  the  people  who  pass  your  store 
do  so  once  or  twice  a  day  and  your  displav  must  be 
changed  regularly  to  keep  it  from  growing' monoton- 
ous. Work  in  a  display  of  findings  and  hosierv  for  a 
change — leaving  shoes  out  altogether. 

Fig.  1  is  a  design  which  can  be  used  to  advantage 
on  a  card  displaying  shoe  trees.  The  wording  might 
be  something  along  this  line:  ''You  don't  put  vour  be.st 
suit  away  without  a  hanger — why  not  treat  vour  shoes 
just  as  well?"— or  simply  "Which  pair  i.s  Yours?" 
Add  anything  more  you  think  necessary  and  put  on 
the  price-  Fig.  2  is  a  design  which  might  be  used  on 
a  general  display,  using  some  such  heading  as:  "We 
emphasize  the  quality  of  our  goods— the  price  is  al- 
ways perstiasive."      Or,  "Our  prices  are  right  but 
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we  put  quality  first."  With  Fig.  3  you  might  have 
some  wording  as  "Figure  out  which  costs  you  most — 
good  shoes  at  a  fair  price  or  poor  shoes — dear  at  any 
I^rice." 

liave  one  card  in  vour  window  that  will  make  the 


passerby  "halt."  In  nine  cases  out  of  ten  he  will  read 
the  other  smaller  cards  and  study  your  window  dis- 
play. 

Keep  the  face  of  your  business  looking  attractive 
and  intelligent. 


Serious  Rise  in  Cost  of  Tanning  Supplies — Mr.  C. 
G.  Mariatt  Outlines  the  Situation 


On  January  14  Mr.  C.  G.  Mariatt,  retiring  chairman 
of  the  Tanners'  Section  of  the  Toronto  Board  of  Trade 
entertained  the  members  of  that  section  to  a  luncheon 
at  the  National  Club.  Mr.  Mariatt  in  his  address  at 
the  close  of  the  luncheon  paid  tribute  to  four  former 
chairmen  who  have  since  passed  to  their  long  rest — 
Mr.  Walter  Beardmore,  Mr.  Morley  Wickett,  Mr.  A. 
R.  Clarke  and  Mr.  Charles  King — all  prominent  men 
in  the  leather  tanning  industry. 

Business  conditions,  Mr.  Mariatt,  thinks,  are  en- 
couraging, although  the  rise  in  price  of  tanning  sup- 
plies has  seriously  ef¥ected  their  business.  His  ad- 
dress, in  part,  is  as  follows: 

One  of  the  first  acts  of  our  Government  after  the 
war  was  declared,  as  a  matter  of  protection  to  the 
Empire,  was  to  consider  whether  an  embargo  should 
be  placed  upon  hides  and  leather,  retaining  for  the  use 
of  our  armies  the  production  of  this  country.  By  in- 
vitation, a  large  number  of  tanners  met  Sir  George 
Foster  and  other  Ministers  of  the  Crown  in  Ottawa 
and  while  freely  offering  to  do  whatever  the  Govern- 
ment wished,  we  explained  that  an  embargo  would 
seriously  afl'ect  the  manufacture  of  many  plants  and 
would  destroy  the  export  trade.  As  a  result  of  the 
representations  made  the  embargo  was  not  placed,  and 
the  tanners  have  manufactured  for  export  as  well  as 
supplying  large  quantities  of  leather  in  Canada,  for 
use  in  the  manufacture  of  shoes  and  other  army  equip- 
ment, promptly  as  required. 

The  profit  in  tanning  during  the  past  year  was  re- 
duced by  the  war  tax  which  the  Government  found  it 
necessary  to  collect  on  hides  and  other  imported  ma- 
terials. In  addition  to  this,  all  tanning  materials 
have  vastly  increased  in  jirice.  To  such  an  extent 
has  this  taken  place,  especially  in  extracts  made  from 
wood  brought  from  a  distance,  that  to  obtain  what  is 
required  for  Canadian  use  it  might  be  well  for  joint 
action  to  be  taken  to  establish  plants  in  Canada  for 
making  extracts,  and  only  a  reasonable  selling  price 
charged  for  same.  In  some  cases  tanning  materials 
now  cost  four  or  five  times  what  they  did  a  couple  of 
years  ago. 

To  those  manufacturing  colored  leathers,  the  diffi- 
culty in  obtaining  dyestufifs  has  proved  a  great  hard- 
ship to  the  trade-  Somewhere  in  the  British  Empire 
dyestuffs  in  quantities  should  be  made  even  if  the 
Government  should  find  it  necessary  to  subsidize  fac- 
tories—the product  to  be  sold  within  the  Empire.  The 
British  Government  placed  an  embargo  on  the  ship- 
ment of  logwood  from  Jamaica,  which  caused  a  cancel- 
lation of  Canadian  orders  by  y\merican  manufacturers 
of  crystals.  This  to  some  extent  has  been  overcome 
as  the  embargo  has  been  partially,  and  now  possibly, 
wholly,  lifted,  but  the  present  price  charged  for  log- 
wood crystals  is  excessive,  and  possibly  Canadian  tan- 
ners should  manufacture  all  the  different  tanning  and 
finishing  materials,  and  if  this  cannot  be  done  at  a 
profit  should  ask  the  Government  for  such  assistance 


as  may  be  necessary,  either  by  subsidy  or  bonus,  to 
enable  us  to  manufacture  at  home  and  not  be  depend- 
ent on  any  foreign  power  for  our  supply  of  raw  ma- 
terials. J 

The  result  of  the  war  has  proved  that  every  coun- 
try should  produce  within  its  boundaries  at  least  a 
large  portion  of  what  is  necessar}^  for  its  own  use ; 
then  in  case  of  any  great  emergency  business  would 
continue  in  a  fairly  normal  condition  and  not  be  upset 
by  inability  to  procure  raw  materials  required  to  suc- 
cessfully manufacture  standard  lines  of  goods. 

The  outlook  for  business  in  Canada  is  encouraging, 
due  to  the  great  quantities  of  munitions  of  war  which 
are  being  manufactured  here  and  more  especially  due 
to  the  magnificent  crop  which  was  safely  garnered  last 
year,  which  has  been  selling  and  is  still  being  sold  at 
prices  satisfactory  to  the  producer. 

Officers  elected  for  the  Tanners'  Section  during 
the  coming  year  are  as  follows: — Chas.  Robson,  chair- 
man ;  G.  B.  Clarke,  vice-chairman ;  F.  G.  Morley,  sec- 
retary-treasurer. 

Executive  Committee: — G.  P.  Beal,  A.  O-  Beard- 
more,  J.  C.  Breithaupt,  F.  G.  Clarke,  Hon.  E.  J.  Davis; 
VV-  J.  Heaven,  H.  B.  Johnson,  G.  C.  H.  Lang,  C.  G. 
Mariatt,  J.  Sinclair. 

Legislation  Committee: — G.  P.  Beal,  R.  M.  Beal, 

A.  O.  Beardmore,  C-  E.  Clarke,  Hon.  E.  J.  Davis,  H. 

B.  Johnston,  Theo.  King,  C.  G.  Mariatt,  S.  R.  Wickett. 
Transportation  Committee : — R  M.   Beal,  A.  O. 

Beardmore,  L.  J.  Breithaupt,  W-  J.  Heaven,  Theo. 
King,  G.  H.  C.  Lang,  Jno.  Sinclair,  S.  R.  Wickett. 


Here  is  a  new  method  of  "working  the  game"  on 
the  shoe  retailer.  A  woman  walks  into  the  store  and 
asks  to  see  a  pair  of  children's  shoes,  say  about  size 
ten.  After  dickering  around  she  finally  agrees  to  pay 
the  price,  but  suddenly  reminds  herself  that  possibly 
the  size  may  not  be  right-  Would  the  dealer  allow 
her  to  take  home  one  of  the  shoes,  try  it  on,  and  if  the 
size  is  correct  she  will  bring  it  back  and  get  the  other 
shoe  and  pay  for  them.  Seems  fair  enough,  but  the 
trouble  is  she  does  not  come  back. 

Then  she  goes  into  another  store  and  works  the 
same  game,  providing  the  dealer  carries  the  same  line 
as  the  first  man.  This  time  she  asks  for  the  left  shoe 
if  she  got  the  right  shoe  in  the  first  store.  Usually 
she  gets  away  with  it,  but  once  in  a  while  runs  against 
a  snag. 


One  satisfied  employee  is  worth  a  hundred  satisfied 
customers.  Strange  that  some  employers  do  not  see 
the  truth  in  this.  One  dissatisfied  employee  can  de- 
stroy the  satisfaction  of  one  hundred  customers-  The 
way  to  satisfy  customers  is  to  create  conditions  which 
will  produce  satisfied  employees. 
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A  Good  Appointment 

Mr.  Harry  VVatkins  lias  been  appointed  superin- 
Icndent  of  the  factory  of  \V.  I£.  W'oelfle  Shoe  Co.,  Ber- 
lin, Ont.  Mr.  Watkins  is  a  specialist  on  women's  fine 
shoes  and  was  formerly  with  the  Utz  &  Dinin  (Oin- 
])any  and  the  Menilian  C Oinpanv  of  Rochester.  Over 


Mr.  Harry  Wafkins. 


twenty  years'  experience  has  given  him  a  ihorouj^h 
knowledge  of  the  making  end  and  tiiis  togctiicr  with 
his  splendid  executive  ability  and  sound  judgment 
make  him  a  valual)le  asset  to  the  Woelfle  Company. 


Authorative    Information    on  Canadian  Army 

Boot 

We  have  just  received  another  interesting  lettei 
from  Sergeant  Gordon  C.  Patterson,  now  with  the 
Canadian  contingent  at  SIk )rncliffe.  Mr.  i'atterson 
speaks  of  a  visit  and  chat  he  had  with  a  prominent 
Regent  Street  dealer.  The  leader  for  all  footwear 
men  now.  he  states,  is  the  successful,  ])racticable  mil- 
itary boot,  particularly  the  l)oiit  for  officers  as  thev 
are  expensive  and  show  gudfl  ])rofit — moreover  the 


other  ranks  usually  rely  on  the  issued  article,  of  ne- 
cessity. The  dealer  showed  him  a  stout  strong  rub- 
ber boot  with  heavy  rubber  soles  for  military  wear. 
The  sole  and  lower  part  of  the  upper  looked  rather 
different  from  the  rest  of  the  boot  (rather  grey  as  com- 
I)ared  with  the  black  of  the  remainder)  and  it  was 
l)ointed  out  that  it  was  an  example  of  the  utilization 
of  old  automobile  tires  in  the  manufacture  of  foot- 
wear. These  remnants  are  sent  to  the  United  States 
and  made  up  there  and  re-shipped  for  sale  in  the  Lon- 
don market- 
On  the  reliability  of  the  Canadian  army  boot  Mr. 
I'atterson  is  particularly  definite.  He  says:  "You 
will  probably  be  surprised  to  hear  (and  it  is  quite  a 
good  proof  of  the  quality  of  the  Canadian  issues  (;f 
boots)  that  I  have  had  my  first  pair  of  boots,  which  1 
got  wlien  I  joined  the  Canadian  Expediticjnary  Forces, 
and  which  have  covered  many  miles  of  route  marches 
over  all  kinds  of  country,  and  have  been  worn  ofiF  and 
on  ever  since,  re-heeled  and  am  wearing  them  now  as 
my  most  comfortable  and  shapely  army  footwear.  If 
you  consider  the  rough  work  to  which  these  have 
been  subjected  and  the  wet  mud  I  have  waded  through 
so  often  in  this  camp,  you  must  agree  that  the  Can- 
adian manufacturers  put  better  material  in  the  army 
boots  and  constructed  them  more  durably  than  the 
people  were  given  to  believe.  Nor  is  my  pair  an  ex- 
ception. Several — the  majority — of  our  fellows  still 
have  either  their  first  or  second  Canadian  issue  intact 
and  carefully  guard  them  as  their  shoe  "de  luxe"  when 
they  once  set  eyes  on  the  rougher  British  product 
which,  however,  is  indispensable  in  the  trenches."' 

Mr.  Patterson  likes  the  life  with  the  boys  at  the 
Camp,  but  just  th-e  same  longs  for  the  good  old 
"civvy"  days  in  tlie  Land  of  the  Maple. 

Make  your  store  bright  and  attractive-  Perhaps 
you  arc  using  those  old  carbon  lamps  still.  Get  rid 
of  them.  Tungsten  or  nitrogen  lamps,  using  the  same 
or  less  current,  give  three  times  as  much  light  and 
last  just  as  long.  Make  your  store  bright  and  restful 
and  comfortable.  1  )i  >  it  right  away.  You  will  be 
surprised  at  the  small  cost  and  the  big  results. 
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The  Survival  of  the  Fittest  and  the  Fitters 

Shoes  cannot  be  sold  from  the  shelves  like  canned  goods— Best  salesmen  not 
always  employed  in  the  big  stores— Shoe  fitting  a  science 


Do  we  not  make  too  much  of  ".style"  and  too 
little  of  comfort  in  the  choice  of  footwear? 
'I^hat  is,  do  we  not  often,  as  shoemen,  lose 
sij;;ht  of  the  one  in  our  enthusiasm  for  the 
other?  Do  we  not  forget  that,  e\en  to  the  extremist, 
"comfort"  is  a  pleasant  thini^-,  while  to  the  average 
man,  woman  or  child,  after  the  lirst  Hush  of  pride  in 
the  new  pair  of  shoes,  discomfort  is  an  accumulative 
grievance  against  the  house  and  the  salesman  that  is 
responsible  for  it? 

Salesmanship  is  no  longer  a  matter  of  "smartness" 
or  "sharp  practice."  Salesmanship  to-day  is  service, 
and  service  presupposes  that  you  have  the  interests  of 
your  customer  at  heart.  That  means  that  you  con  - 
sider both  his  outward  appearance  and  his  inner  feel- 
ings. The  final  test  of  your  service  is  whether  your 
customer  comes  back  again  and  again. 

Some  nice  points  on  the  subject  were  recentl\ 
brought  out  in  a  little  talk  by  President  Ranney  be- 
fore the  Illinois  Retailers'  Association.  Here  are 
some  extracts  from  his  address : 

"The  day  is  past  when  shoes  can  be  successfully 
.sold  from  the  shelves — like  canned  corn — with  no 
thought  of  fit  or  adaptability  for  the  person  who  is  to 
wear  them.  While  this  condition  still  exists  in, some 
cross-road  stores,  where  an  enterprising  salesman  has 
induced  the  proprietor  to  puchase  a  few  cases  of  shoes, 
no  man  can  hope  to  succeed  when  he  has  competition 
by  using  such  antiquated  methods. 

"Many  of  the  shoemen  of  this  country  ha^-e  recog- 
nized shoe  fitting  as  a  science,  and  the  sooner  the  rest 
of  us  do  so,  the  sooner  will  the  mail-order  house  and 
sample  shoe  store  "bogie"  lose  their  terror  for  us. 
We  have  the  advantage  of  the  mail  order  house  be- 
cause we  have  the  customer  where  we  can  examine 
his  foot,  measure  it  and  determine  what  shape,  leather 
and  size  is  best  suited  for  it,  Avhile  the  mail  order 
house  must  take  the  customer's  word  for  the  size  and 
width,  and  you  know  that  in  most  cases  he  does  not 
know. 

"We  all  know  the  customer  who  can  wear  nothing 
but  a  size  7  EE,  but  who  when  fitted  with  a  9  B  finds 
out  for  the  first  time  what  perfect  comfort  in  a  new 
shoe  really  means.  Our  advantage  over  the  so-called 
Sample  Shoe  Store  is  as  great  as  it  is  over  the  mail 
order  house  for  two  reasons : 

"First  because  they  do  not  carry  sizes  and  widths. 

"Second,  because  they  are  content  to  be  salesmen, 
rather  than  fitters. 

"This  advantage  will  avail  us  nothing  unless  we 
have  given  shoe  fitting  the  serious  and  thorough  study 
it  deserx  es,  for  if  Ave  do  not  rise  to  our  opportunitA' 
the  chance  of  making  permanent  customers  is  lost.  It 
is  one  thing  to  know  what  a  customer  should  have  and 
quite  another  thing  to  supply  him  with  it.  for  the  best 
fitter  in  the  state  is  helpless  unless  he  has  size  and 
widths.  It  is  the  policy  of  our  firm  to  bu}^  fewer 
styles  and  more  sizes  and  widths  on  styles  bought, 
and  we  believe  this  policy  will  win.  I  think  you  will 
all  agree  that  most  of  us  attempt  too  carry  too  many 
styles. 

"T  used  to  harboi-  the  belief  that  only  the  best  of 


fitters  were  emplo3'ed  in  the  big  city  stores,  and  that 
no  customer  was  allowed  to  leave  the  store  with  other 
than  a  perfect  fit — this,  1  regret  to  say,  is  not  always 
the  case.  Only  a  few  weeks  ago  a  mother  brought 
her  little  girl  to  our  store  to  have  her  shoes  stretched. 
She  said  she  had  been  fitted  in  one  of  Chicago's  most 
exclusive  shops,  but  that  the  shoes  were  simply  kill- 
ing her.  The  shoes  were  size  3  V>  and  her  foot  meas- 
ured 4^.  I  fitted  her  with  a  j^air  that  she  could 
wear  with  comfort. 

"Now  I  believe  that  1  rendered  that  child  a  pro- 
fessional serxice  just  as  truly  as  would  a  doctor  who 
might  prescribe  for  her  had  she  been  ill.  Let  us  re- 
member that  we  are  engaged  in  a  business  fraug'ht 
with  great  possibilities  for  good  or  e\  il      \A'hether  the 


A  Spring  "  Colonial  " 


rising  generation  shall  have  corns,  bunions  and  other 
foot  disorders  is  largely  in  our  hands. 

"1  realize,  gentlemen,  that  every  one  of  you  knows 
as  much  or  more  about  shoe  fitting  as  I  do,  but  if  we 
shoemen  will  more  generally  realize,  and  will  instil  into 
the  minds  of  our  salespeople  that  shoe  fitting  is  a  pro- 
fession, and  an  honorable  and  useful  one,  we  will  ele- 
vate the  shoe  business  to  the  high  place  where  it  be- 
longs— a  place  among  the  professions  that  minister  to 
the  comfort  and  hai:)piness  of  humanity.  Every  one 
of  us  can  assist  in  bringing  about  that  day  when  the 
shoe  fitter  will  assume  his  rightful  place,  and  when  he 
does  our  business  will  stand  higher  in  the  public  esti- 
mation— and  Avill  be  more  reriiunerative  as  well. 

"Statistics  show  that  in  this  land  of  ours  30  new 
shoe  stores  open  for  business  each  week  and  that  35  fail 
each  week  ;  some  of  these  cases  are  examples  of  the  old 
saying  that  "fools  rush  in  where  angels  fear  to  tread." 
The  axiom  of  "the  survival  of  the  fittest"  should  with 
reference  to  the  shoe  business  be  changed  to  "the  sur- 
vival of  the  fitters." 
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Valley  City  Seating  Company's  Products 

'I'lir  N'allcy  C'ily  Scatin^^-  Company,  Ltd.,  iJiiiidas. 
( >nt..  in  their  oataluj^^uc  "S,"  describe,  with  illustra- 
tions, their  many  attractive  and  efficient  styles  of 
chairs,  settees,  l^enches,  stools  and  fi  m  it-rests.  ]'"()r 
liic  e.xtremelv  narrow  store  tlii^  I'lrni  manufacture  a 


Foot  rest  made  by  Valley  City  Co. 


heiich  with  a  re\  ersible  back  so  that  it  can  l)e  used 
from  cither  side.  The  chairs  are  all  made  with  seats 
t(i  lurn  uj),  an  important  factor  in  sweepin,^',  cleaning, 
etc.  1  hey  are  desifJiied  to  be  i)laced  in  a  sins>le  row 
or  ill  two  rows  back  to  back,  if  desired,  and  t^ive  a 
l)crfectl\-  uniform  appearance.      lienches  arc  made  in 


a  number  of  desi<.,nis,  either  double  or  sin<(le,  with  or 
without  backs  or  divisions  and  so  on.  A  particularly 
attractive  piece  of  equipment  is  a  hexagonal  settee 
with  seatinji;-  capacity  for  six  persons.  Salesmen's 
stools  and  foot-rests  are  made  either  plain  (jr  up- 
holstered- A  laro:e  contract,  recently  completed,  by 
the  \'allev  City  Company,  was  the  installation  of  some 
handsome  carved  work  in  the  new  St.  Paul's  .AniL^lican 
Ciiurch.  Torontn.  Shipment  is  made  in  "knocked 
down"  form  and  tlie  units  are  jnit  together  by  means 
of  a  few  simple  bolts.  The  company  state  that  they 
cui  sliij)  even  special  orders  on  a  few  days'  notice. 


Ifc  came  up  smiling — used  to  say 

Ife  made  his  fortune  that-a-way. 

I  Fe  had  hard  luck  a-plenty,  too, 

I'ut  settled  down  and  fought  her  through, 

.'\nd  every  time  he  got  a  jolt 

rie  just  took  on  a  tighter  holt. 

Slipped  back  some  when  he  tried  to  climb. 

ISnt  came  up  smiling  every  time. 


Toronto   Shoe   Retailers   Elect  Officers 


The  annual  meeting  of  the  Toronto  Shoe  Re- 
tailers' .AssociaticMi  was  held  on  January  20  and  the 
following  officers  elected  for  the  year  1916:  President, 
lb  C.  Blachford  ;  vice-president,  Walter  Burnill ;  sec- 
retary, Ed.  Cook;  treasurer,  J.  C.  Budreo,  (all  of  these 
being  re-elected);  sergeant-at-arms,  J.  IT.  Shinnick  ; 
executive  members,  F.  A.  Guinivan,  C.  L.  (  )wens.  John 
McCullough,  S.  n.  McCall  and  J.  \^^  Jul)]). 

Encouraging  reports,  co\ering  the  |)a>t  six  months 
that  the  association  has  l)een  formed,  were  i)rcsen1c(l 
by  Secretarv  Ed  Cook  and  Treasurer  J  C.  I'ludreo. 
T'inances  are  in  fine  shape  and  membershi])  is  now  IIS. 
Tt  Avas  the  desire  of  the  officers,  who  had  officiated 
during  the  ]);isl  ^ix  months  to  retire  and  gi\e  \va\'  to 


(jthcr  men,  but  the  meml)crs  would  not  listen  to  any 
such  proposal,  and  unanimously  decided  that  the  pre- 
sent efficient  and  energetic  occupants  should  hold 
sway  for  another  term. 

Plans  were  discussed  for  the  big  banquet,  which  is 
to  be  held  on  Thursday,  I'^ebruary  24th.  at  the  St. 
Charles  Hotel,  when  it  is  expected  that  every  retailer 
will  attend  and  that  representatives  from  all  the  whole- 
sale and  manufacturing  branches  of  the  trade  will 
also  be  present.  Iliere  will  be  several  instructive 
speeches,  and  an  energetic  committee  has  the  arrange- 
ment in  hand.  This  will  be  the  first  social  gathering 
of  this  association  and  ever\-  effort  is  being  put  for- 
ward to  make  the  event  a  brilliant  success. 


Mr.  Waller  Burnill.  VIce-Pres. 


Mr.  H.  C.  Blachford,  President. 


Mr.  Ed.  Cook,  Secretary. 
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Here  and  There  with  the  Traveller 


E.  A.  Dag'g",  one  of  the  official  assig'iiees  for  the 
province  of  Alberta,  has  decided  to  re-enter  the  shoe 
business,  havin.^'  for  a  long-  time  been  manager  of  the 
Cal.^'ary  branch  of  Ames-Holden-McCready,  I-^imited. 
At  present  he  is  associated  with  H.  S-  Reynolds  who 
handles  Berlin  felts  and  slippers,  a  line  of  rubbers  for 
the  Canadian  Consolidated  Rubber  Co.  They  will 
also  represent  a  number  of  prominent  shoe  firms. 

C.  S.  Corson,  sales  manag'er  of  the  Regal  Shoe 
Company,  Toronto,  left  recently  for  the  prairie  prov- 
inces on  his  regular  trip- 

A.  E.  Crick,  who  for  several  years  has  been  traveller 
for  a  large  Seattle  firm,  and  who  is  a  former  resident  of 
Calgary,  has  joined  the  stafif  of  A.  McKillop  &  Co. 
wholesale  shoe  dealers,  Calgar)'-.  He  will  cover  south- 
ern Alberta  and  south-western  Saskatchewan. 

Fred  S.  Saunders,  who  represents  A.  McKillop  & 
Co.,  Ltd.,  Calgary,  in  Edmonton  and  surrounding  dis- 
trict, was  presented  by  the  members  of  the  staff  with 
a  handsome  Limoges  dinner  set  on  the  occasion  of  his 
recent  marriage. 

H.  W.  Parsons  is  covering  Western  Canada  for  the 
Nugget  Polish  Company,  w.hile  Mr.  Elart  is  away  on 
active  service. 

George  I-f.  Ferguson,  of  Vancouver,  recently  with 
the  Hart  Boot  &  Shoe  Company  of  Fredericton,  N.  B., 
has  joined  the  travelling  staff  of  Clarke  Bros.,  Ltd-, 
St.  Stephen,  N.  B.,  and  is  covering  the  Prairie  Prov- 
inces. 


Mr.  Fred  P.  Beemer.— Western  Canada  Representative  for  the 
Blachford  Shoe  Mfg.  Co.,  Limited. 

J.  S.  Lovell,  traveller  for  the  Kaufman  Rubber 
Company,  Berlin,  Ont.,  is  recovering  from  a  slight 
operation- 

J.  G.  McDiarmid,  kudwn  to  his  nunieri)us  friends  as 
"Jake,"  is  representing  the  Murray  Shoe  Co.,  London, 
Ont.,  from  Fort  William  to  the  Coast. 


Travellers  representing  Getty-Scott,  Limited,  Gait, 
(  )nt.,  are  bus_y  preparing  for  next  season's  business. 

11.  JJ.  Lewis  is  now  representing  the  Charles.  A. 
^'\herns  Co.,  Limited,  in  Pictou,  N.  S. 

William  Davis,  representative  for  Jackson  &  Sav- 
age, Ltd.,  A-Iontreal,  is  now  in  Winnipeg,  which  will 
be  his  headquarters  during  the  winter- 


Mr.  J.  C.  Bryanl.    Iiuiirilo  Kepresentative 
Kaufman  Rubber  Company. 


F.  L.  Hunter,  formerly  city  traveller  in  St.  John  for 
the  Canadian  Rubber  Company,  is  covering  the  terri- 
tory from  Amherst  east  to  the  Sydneys.  W.  L.  Stew- 
art is  covering  the  St.  John  River  district  and  Frank 
Scott  the  north  shore  of  New  Brunswick  and  Prince 
Edward  Island  for  the  same  firm. 

T-  F.  Davies,  formerly  on  the  travelling  staff  of 
the  Canadian  Rubber  Company  is  now  manager  of  the 
company's  branch  at  Halifax.  N.  S. 


Know  Your  Business 

"If  I  were  selling  nails  or  glass,  or  pills  or  shoes  or 
garden  sass,  or  honey  from  the  bee — whatever  line  of 
goods  were  mine,  I'd  study  up  the  special  line  and 
know  its  histor}^  If  I  a  stock  of  rags  should  keep, 
I'd  read  up  sundry  books  on  sheep  and  wool  and  how 
it  grows.  Beneath  my  old  bald  freckled  roof  I'd 
store  some  facts  on  warp  and  woof  and  other  things 
like  those.  I'd  tr}'  to  know  a  spinning  jack  from  pat- 
ent churn  or  wagon  rack,  a  loom  from  hog-tight  fence ; 
and  if  a  man  came  in  to  buy  and  asked  some  leading 
f-iuestion,  I  could  answer  Avith  some  sense- 

"If  I  were  selling  shoes,  I'd  seize  the  fact  that  on 
gooseberr}^  trees  good  leather  doesn't  grow ;  first 
knowledge  is  the  stufif  that  wins ;  the  man  without  it 
soon  begins  to  get  his  trade  in  kinks.  No  matter  where'' 
a  fellow  goes,  he's  valued  for  the  things  he  knows, 
not  for  the  things  he  thinks." 

— Walt  Mason. 
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Mr.  A.  J.  Kimmel  Buys  Out  Cobourg 
Felt  Mills  and  Shoe  Plant 

Mr.  A.  j.  Kimmel,  president  of  tlu'  C  aii- 
adian  Consolidated  Felt  Comi)any,  Iterlin, 
has  resij:^ned  his  position  with  the  Com- 
pany and  will  devote  his  whole  attention  to 
the  Co])oiir^-  J-elt  Mills  and  Shoe  IMant. 
Cobonr^;'.  ()nt..  which  he  has  purchased 
outright.  Mr.  Kimmel  has  had  thirty 
years'  experience  in  the  manufacture  of  felt 
and  felt  products,  which  will  undonbtedl} 
mean  that  the  Cobourg-  Felt  Company  will 
now  he  placed  in  the  front  rank  of  its  class. 
Indeed,  arrangements  have  already  been 
made  for  doubling;-  the  ca])acit\-  of  the  fac- 
tories. 

will  ha\e  associated  with 
l)ractical  and  exi)erienced 
Mr.  .Vrniond  C.  Kimmel. 
hllmiro  Felt  I'ompany  for 
the  ])ast  eisht  years;  Mr.  John  F.  Kimmel. 
for  manv  vears  superintendent  of  the  Kim- 
mel i'^elt  IMant  at  lieiiin  ;  and  Mr.  Arthur  D 
Vice,  an  e\i)ert  in  the  i)lanninj;  and  building 
of  felt  machiner}-,  and  for  many  years  mech- 
anical superintendent  of  the  Canadian  Con- 
solidated Felt  Com])any.  A  i)hoto  of  Mr. 
A.  T.  Kimmel  is  rejiroduced  herewith. 


Mr.  Kinnne 
him  a  staff  of 
men,  including' 
manasjer  of  the 


FOOTWEAR  FINDINGS 


Happenings  in  the  Shoe  and  Leather  Trade 


'I  hc  Dounias  Shoe  .Stcire,  which  occupied  lialf  of  the 
hrst  floor  of  the  Mackie  huildiiii^-.  t.'algary,  suflfercd  consid- 
erable damage  in  a  tire  a  couple  of  weeks  ago.  There  v.-as 
about  $16,000  insurance  on  the  stock  which  w^as  very  heavy. 
Mr.  Douglas  was  carrying  on  a  special  sale. 

Owing  to  the  overflowing  of  the  Grand  River  on  January 
:J8th  the  Getty-Scott  Shoe  Co.,  Gait.  Out.  suffered  a  total 
loss  of  between  $:S0,000  and  $40,000,  according  to  Mr.  Chani- 
lierlain,  vice-president  of  the  firm.  The  basement  under 
the  large  factory  where  leather  and  other  stock  was  stored, 
as  well  as  two  manufacturing  departments,  was  lilled  with 
water. 

Daoust,  Lalonde  &  Co.,  shoe  manufacturers,  Montreal, 
are  making  preparations  to  install  new  systems  in  their  fac- 
tory and  increase  their  output. 

Geo.  v..  Sparks,  well  known  to  many  of  the  shoe  ex- 
ecutives of  Auburn.  Me.,  has  accepted  the  position  of  fore- 
man of  the  making  and  finishing  departments  with  .\mes- 
llolden-McCready  of  Montreal  in  their  factory  Xi>.  I. 

Cj.  M.  Jenner.  shoe  retailer.  W  innipeg,  had  a  sliglit  hre 
loss  recently. 

There  has  been  formed  in 
men  styling  themselves  "The 
The  purpose  of  this  league  is 
lion  of  harmful  results  arisini 
and  general  wearing  apparel, 
lirm  is  co-operating  in  the  endeavor. 

R.  Marion  &  Co..  shoe  dealers,  MoiUreal,  Que.  were 
damaged  by  fire  and  water  recently  l)Ut  ihc  loss  is  covered 
by  insurance. 

The  T.  Sisnian  Shoe  Co..  Ltd..  .Aurora,  Out.,  have  not 


the  C'nited  States  a  liody  of 
American   Posture  League." 
the  investigation  and  correc- 
out  of  badly  fitting  footwear 
.A.  large  shoe  manufacturing 


been  able  to  entertain  army  shoe  orders  as  their  regular  lines 
have  kept  the  factory  working  to  full  capacity,  the  output 
now  being  1,,'jOO  pairs  per  day.  Twenty-five  employees  have 
enlisted  for  active  service — nineteen  in  one  day. 

The  Reliance  Shoe  Co.  Ltd.,  Toronto,  have  recently 
doubled  the  floor  space  of  their  factory.  New  machines 
have  l)een  installed  which  greatly  increase  their  facilities  for 
getting  out  orders  on  time.  This  firm  specialize  on  boys' 
shoes — Canadian  l>oy  Brand — and  report  business  very  sat- 
isfactory. 

Shoes  to  cost  $50  and  $75  are  frequently  sold  by  a  shoe 
store  in  Cleveland,  Ohio.  This  firm  which  has  been  doing 
business  for  thirty-five  years  make  a  specialty  of  orthopedic 
fittings,  all  shoes  being  made  to  order.  The  manager  re- 
ceiUly  stated  that  stjde  in  his  store  was  the  style  best  suited 
111  the  customer's  foot. 

A  factory  in  Europe  that  uses  ordinary  tar  as  a  basis  is 
luniing  out  aliout  206  tons  of  artificial  rubber  a  day. 

L.  S.  Desantels.  1161  St.  Lawrence  Boulevard.  Montreal, 
is  contemplating  the  establishment  of  an  aniline  dye  factor}-. 

The  manager  of  the  shoe  department  of  a  large  depart- 
ment store  in  Chicago,  recently  took  a  census  of  the  dif- 
ferent kinds  of  footwear  worn  by  women  entering  the  store. 
In  one  hour  and  a  half  the  result  was:  Black  cloth  tops.  200: 
black  leather  tops.  :?00:  tans:  6:i;  white,  7:  gray  gaiters.  120: 
white  gaiters,  44.  Xote  the  "bread  and  butter"  shoes  are 
still  in  the  lead. 

Tn  the  centres  where  the  demand  is  for  millinery  shoes 
the  feminine  desire  is  increasingl}'  for  "something  different." 
Xo  woman  would  think  of  purchasing  two  hats  alike  in  suc- 
cession nor  two  pairs  of  the  same  style  millinery  shoes,  so 
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tluLt  tlif  increased  demand  for  a  different  style  by  each  in- 
dividual tends  to  shorten  the  life  of  and  increase  the  number 
of  styles. 

Making-  shoes  pliable  and  waterproof  is  easily  done  with 
mutton  tallow  melted  and  applied  hot.  Several  applications 
are  necessary.  Of  course  the  shoe  can  never  be  shined  again 
but  the  leather  is  rendered  soft  and  waterproof.  Mineral 
oils  should  never  be  applied  to  leather  or  to  rubber. 

Poliquin  &  Darveau,  wholesale  shoes,  Quebec,  Que.,  have 
registered. 

The  Shoe  Repair  Shop  (published  in  St.  Louis)  states 
that  in  view  of  the  fact  that  some  of  the  solid  leather  shoes 
sold  in  the  United  States  are  part  paper,  the  invention  of  a 
shoe  in  Europe,  having  a  wooden  sole  and  canvas  upper,  is 
nt)thing-  out  of  the  ordmary. 

The  Nickle  Boot  Shop,  Limited,  have  been  incorporated; 
capital  stock  $30,000;  head  office  Calgary. 

Supplies  of  bronze  leather  are  said  to  be  running  short. 
There  is  no  menthyl  violet,  the  base  dyestuff  for  bronze  to 
be  had.  It  is  not  nnprobable,  howe\'er,  that  some  substitute 
will  be  discovered. 

Fire  on  January  16th  completely  destroyed  the  entire 
stock  of  Honeyford  &  Vernon,  Ltd.,  Collingwood,  Ont.,  The 
firm  are  partly  insured. 

P.  Young's  shoe  store  at  Gait,  Ont.,  was  burglarized 
recently.  All  money  on  hand  in  the  safe  was  taken  but 
apparently  none  of  the  stock. 

Last  December  the  harness  factory  of  the  Wry-Standard 
Co.  Ltd..  at  Sackville,  N.  B.,  was  destroyed  by  fire.  The 
company  had  a  duplicate  factory  at  Middle  Sackville,  and 
immediately  re-opened.  On  January  10  this  factory  was  also 
visited  by  fire  with  disastrous  results,  the  entire  factory  be- 
ing consumed,  although  some  storage  buildings  adjacent  to 
the  plant  were  saved.  In  both  cases  the  firm  had  been 
working  on  larrigan  orders  for  the  British  army.  At  the 
latter  fire  a  man  was  seen  running  away  and  when  hailed 
refused  to  stop. 

John  Harris,  Canadian  manager  of  the  Nugget  Polish 
Company  is  visiting  the  Eastern  agencies  of  the  company. 

George  Maheux,  of  Quebec,  has  purchased  a  new  Pro- 
gressive shoe  repair  outfit  operated  by  electric  power. 

Saillant  &  Lessard  are  now  installing  machines  in  their 
new  factory  at  Limoilou.  They  expect  to  start  running  early 
in  March. 

J.  C.  Lamont,  Battleford,  Sask.,  is  moving  to  Saskatoon, 
having  accepted  the  management  of  a  boot  and  shoe  busi- 
ness there. 

The  Toronto  Slipper  Manufacturing  Company,  Limited, 
has  been  formed  to  "manufacture  and  otherwise  deal  in 
boots,  shoes  and  all  things  incidental  to  footwear,  both 
wholesale  and  retail."  Provisional  directors  are  W.  E. 
Goodwin,  O.  H.  King  and  M.  P.  van  der  Voort;  capital  stock 
.$40,000;  head  office,  Toronto. 

M.  A.  Aziz  has  entered  the  retail  shoe  business  at  i;!8;!. 
Queen  Street  East,  Toronto. 

W.  J.  Armstrong,  a  well  known  dealer  in  shoes  and  dry- 
goods  has  been  elected  mayor  of  Campbellford,  Ont. 

R.  J.  Drysdale,  shoe  retailer,  of  Hensall,  Ont.,  has  re- 
tired from  inisiness,  having  sold  out  to  T.  C.  Joynt,  of  Hen- 
sall. 

The  Canadian  Repairing  Company  has  been  registered  in 
Montreal. 

D.  Lee,  shoemaker,  has  opened  a  store  in  Maple  Creek, 
Sask. 

David  Turpel  of  the  Selz  Shoe  Company,  Chicago,  has 
i)een  appointed  superintendent  for  Valentine  &  Martin,  shoe 
manufacturers,  Waterloo.  Ont. 

\V.  P.  Michaud.  shoe  retailer,  Montreal,  is  retiring  from 
business. 

John  Snider,  harnessmaker,  Brucefield,  Ont.,  has  installed 
a  shoe  repair  outiit. 

T.  H.  Bigwood  who  previously  had  stores  on  College 
Street  and  826  Yonge  Street,  Toronto,  has  opened  up  a  new 
establishment  at  492  Bloor  St.  West. 

S.  Spencer,  former  manager  of  the  Cash  Shoe  Store, 
Hamilton.  Ont.,  has  opened  a  store  at  .'il9  King  St.  East,  in 
that  city. 

As  early  as  1T20  Quaker  women  were  warned  not  to 
wear  shoes  of  light  colors,  bound  with  differing  colors  and 


heels  of  red  or  white  or  scarlet  and  purple  stockings.  Thus 
we  see- that  no\-elty  shoes  have  been  with  us  for  nearly  two 
hundred  years. 

Among  the  buyers  who  recently  paid  a  visit  to  the  fac- 
tory of  Getty  &  Scott,  Ltd.,  Gait,  Ont.,  and  were  entertained 
by  the  firm,  were.  H.  G.  Hodgins,  Chatham;  R.  J.  Kidd, 
Peterboro;  Mr.  Fryer  of  C.  C.  Begg,  Collingwood;  E.  C.  Scar- 
row,  Owen  Sound;  and  G.  C.  Locke,  Calgary. 

The  Ryan-Devlin  Shoe  Co.,  Winnipeg,  who  have  for 
some  time  been  located  on  Main  Street  are  moving  to  Port- 
age Avenue  where  they  have  secured  space  in  the  Paris 
Building. 

.[■"ire  which  recently  visited  the  Joynt  Building,  corner 
Wellington  and  Sherbrooke  Streets,  Ottawa,  did  considerable 
damage  to  the  shop  of  H.  Chamberlain,  shoemaker. 

J.  T.  Lawson,  shoe  retailer,  1723  Scarth  Street,  Regina, 
who  recently  bought  the  fixtures  and  took  over  the  lease  of 
the  Darrott  Shoe  Co..  at  184T  Scarth  Street,  and  has  been  con- 
ducting- the  two  stores  since  May  last,  recently  moved  all  his 
stock  to  1847  Scarth  St.  Mr.  Lawson  has  been  in  business 
in  Regina  Jive  j'ears  and. has  worked  up  a  splendid  trade. 

The  appeal  case  of  J.  LL  Porter,  former  shoe  merchant 
of  Toronto,  but  who  is  now  in  Winnipeg,  came  up  for  hear- 
ing before  the  Appellate  division  at  Osgood  Hall,  Toronto, 
January  10.  The  appeal  was  against  a  recent  conviction  of 
Judge  Winchester,  county  judge,  on  a  prosecution,  under  sec- 
tion 417  of  the  Criminal  Code,  on  the  ground  of  the  defend- 
ant being  a  trader  involved  to  an  amount  exceeding  $1,000 
and  unable  to  pay  his  creditors  in  full,  did  not  keep  books  of 
account  according  to  the  usual  course  of  trade  or  business. 
Judgment  was  given  quashing  conviction  of  the  county  judge. 
Indications  are  that  the  creditors  will  receive  about  55^ 
cents  on  the  dollar, 

Thos.  W.  Learie,  secretary  of  the  Canadian  Credit  Men's 
Association,  has  severed  his  connection  and  is  now  secretary 
of  W.  R.  Johnston  &  Conipan)-.  Mr.  A.  S.  Crighton.  who 
has  been  assistant  manager  for  the  past  two  years  will  suc- 
ceed Mr.  Learie  in  his  former  position  with  the  Association. 

C.  A.  Beechie,  Toronto,  has  been  appointed  manager  of 
the  Agnew  Shoe  Store,  Berlin,  Ont. 

Harry  Weber,  St.  Louis,  Mo.,  has  been  appointed  supei"- 
intendent  for  Getty  &  Scott,  Limited,  Gait,  Ont.,  and  has 
entered  on  his  new  duties. 

C.  Drolet,  son  of  C.  N.  Drolet,  the  superintendent,  has 
been  appointed  foreman  of  the  making  room  of  the  James 
Muir  Co.,  succeeding  Frank  Brouillard.  who  has  moved  to 
London,  with  his  brother  C.  A.  Brouillard,  superintendent 
of  Scott,  Chamberlain,  Limited. 

Considerable  damage  was  done  to  the  stock  of  the  Singer 
Fit-Rite  Shoe  Company,  485  Notre  Dame  Street,  Montreal,  a 
few  weeks  ago  when  fire  broke  out  in  the  building. 

Lemon  Brothers,  shoe  retailers,  Davisville,  Ont.,  have 
moved  into  the  store  recently  occupied  by  A.  Lindsay,  shoe 
retailer,  2507  Yonge  Street. 

Gutta  Percha  and  Rubber.  Limited,  Toronto,  have  pur- 
chased premises  at  143  Granville  Street.  Halifax,  and  will 
open  a  new  warehouse  there  on  March  1st  under  the  man- 
agement of  A.  E.  Doig,  who  has  been  with  the  company  for 
ten  years. 

A/Iajor  W.  G.  Pink,  shoe  retailer,  278  C(dlege  Street,  is  a 


WANTED 
SHOE  SALESMEN 

Must  have  rubber  connection,  Toron- 
to to  Kingston,  Niagara  Peninsula, 
Toronto  to  North  Bay.  None  but 
well-connected  men  need  apply. 

BOX  526,  GLOBE 
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nK-iiil)(.r  of  llic  127  battalion  Ycjrk  I^aiij^i'is  now  lu'ing  re- 
cruited for  overseas  service. 

J.  A.  E.  Snider,  shoe  retailer,  Yonse  Street,  North  Tor- 
onto, who  has  l)een  in  the  hospital  undergoinfj  an  operation 
is  on  the  road  to  recovery. 

v\ttracti\-e  display.s  showing  the  construction  of  i.ilc 
i'lUoy  Brand  rubber  footwear  made  hy  the  Kaufman  l^ubber 
t'onipany,  are  now  being  shown  at  the  stores  of  W.  M.  Lewis, 
208  Royce  .Xvcnue  and  James  Wall,  572  Uundas  .Street,  Tor- 
onto. 

Miss  I'orter  of  Gait,  Ont..  has  purcliased  the  stock  of 
l)oots  and  shoes  owned  by  L.  Johnson,  who  is  now  major  in 
the  1 11th  battalion,  and  will  move  it  to  No.  11  Ainslic  St., 
(ialt,  Ont. 

.Mexander  lirandon  (jf  the  liraiulon  .Siioe  Company,  Ltd.. 
Ilrantford,  (Jnt.,  will  soon  visit  Boston  and  other  centres  to 
look  over  styles  for  the  comin.g  season  and  also  the  leather 
markets  regarding  prices. 

■Mr.  Gahan,  formerly  with  J.  'J'.  Bcdl  &  Co.,  Montreal, 
and  Getty-Scott,  Ltd.,  Gait.  Ont.,  is  now  in  charge  of  the 
making  room  of  the  Jirandon  Shoe  Company,  Ltd.,  Brant- 
ford,  fJnt.  His  extensive  experience  will  help  maintain  this 
company's  slogan:  "Where  Quality  Counts  We  Win." 

A  promoter  in  the  States  sees  a  wonderful  market  lor 
shoes  in  China  where  he  says  there  are  400, 000, ()()()  Cliinesc 
just  beginning  to  wear  leather  shoes.  The  New  York  Sun, 
however,  inclines  to  the  belief  that  it  will  take  a  consider- 


able lamiiaign  ol  educatic^n  and  vviiole  galleries  of  pictures  of 
y\nierican  shoe  manufacturers  to  induce  the  Chinese  to  slip 
off  their  sandals  and  imprison  their  feet  in  leather. 

E.  C.  .Scarrow,  shoe  retailer,  Owen  Sound,  Ont.,  was  in 
licrlin  on  a  buying  trip  recently. 

'!'.  JJ.  i\eider,  managing-director  of  the  Canadian  Con- 
solidated i^ubber  Company.  Montreal,  was  in  Berlin  for  a  few 
days  a  short  time  ago. 

The  factory  of  Charles  A.  Aherns,  Ltd.,  Berlin,  Ont., 
iias  been  working  overtime  for  the  past  two  months  on  orders 
for  their  stitch-down  shoes.  The  samples  for  I'all  are  now 
in  the  factory. 

J'tobert  1'".  Kenne,  formerly  with  a  large  shoe  manu- 
facturing concern  in  J<ichmond,  Va.,  has  been  appointed  in- 
spector, manager  and  buyer  for  the  C.  N.  W.  Shoe  Co.,  Lim- 
ited, f^ondon,  Ont. 

The  Murray  Siioe  Co.,  J.ondon,  Ont.,  are  busy  with  the 
Spring  run  and  report  business  good. 

J'Jobert  Dowling  of  Dowling  &  Creelman.  P.randon.  Man., 
was  in  Berlin  recently. 

The  Brandon  Shoe  Co.,  Ltd.,  Brantford,  Ont.,  are  busy 
with  army  shoe  orders  in  addition  to  their  regular  lines, 
which  are  I)ein.g  well  taken  care  of;  deliveries  being  made  on 
lime.  This  year  will  be  the  banner  year  for  this  firm  since 
llic  eslablisbment  of  the  business. 

II.  Megginston,  shoe  retailer,  Sault  Ste.  Marie,  r)nt.,  was 
in  Toronto  recently  on  a  buying  trip. 


General  Store  News  Throughout  Canada 

Where  the  Shoe  Manufacturer  or  Jobber  May  Find  a  Customer 


Ontario 

IJavid  Brown,  general  storekeeper,  Brown's  Corners, 
Out.,  has  sold  out  to  R.  Sellers  &  Sons. 

The  general  store  of  Chamandy  I'rothers.  Cobalt,  has 
])vvn  succeeded  by  R.  .\l)raham. 

Dulmage  &  Company,  general  storekeepers,  falmerston, 
()nl.,  have  sold  out  to  Geo.  Detwiler. 

James  Gallagher  has  purchased  the  general  store  of  J. 
I'.  Ashton,  Enlield,  C^nt. 

Cecil  A.  t'ulbert,  dealer  in  shoes  and  men's  furnishings, 
.Sdutli  Porcupine,  Ont.,  has  been  re-elected  a  councillor  for 
llie  third  consecutive  time  for  the  township  of  Tisdalc. 

Mcl'ayden  &  Small  have  succeeded  to  the  general  store 
of  Donald  McFayden,  Conn.,  Ont. 

Taylor  &  McNeil  have  purchased  tiic  general  store  of 
Jos.  H.  Saddington,  Mull.  Ont. 

The  .general  store  of  the  Great  West  Supply  Company, 
I'Ort  Frances,  Ont.,  was  burnt  out  recently;  loss  insured. 

The  general  store  of  Mrs.  Wm.  .'\rmstrong.  Cassel,  Ont., 
has  been  sold  to  .S.  Roljertson. 

J.  Park  has  purchased  the  general  store  of  Rtdjcrt 
Philips.  Rock  Mills,  ( )nt. 

Quebec 

Zckly  tSi  P'rashy.  general  storekeepers,  Roxton  Falls, 
Que.,  have  registered. 

Paul  Payment,  general  storekeei)er,  St.  Genevieve,  Que., 
lias  registered. 

Nova  Scotia 

J.  J.  I'.ourinot,  dealer  in  shoes  and  men's  furnishings, 
Port  llawkesbury,  N.  S..  has  enlisted  for  overseas  service 
and  the  business  is  l)eing  looked  after- by  his  father,  J.  C. 
Bourinot. 

E.  M.  Ball  and  I'Vank  E.  Libbey  have  registered  to  con- 
duct a  general  store  in  Sydney,  N.  S. 

Manitoba 

S.  J.  Staples  &  Sf)n  have  purchased  the  general  store  of 
W.  C.  Hcmcnway,  Carman,  Man. 

The  Sandy  Lake  Trading  Co..  Ltd.,  general  store  keep- 
ers, Sandy  Lake,  Man.,  have  been  incoriiorated. 

The  general  store  of  C.  C.  \\'inter.  Elva,  Man.,  is  re- 
ported sold  to  A.  Crawford. 


Saskatchewan 

W.  Morgan  lias  purchased  the  general  store  of  Geo. 
Spray,  Gibbs,  Sask. 

Stewart  &  Steele,  have  succeeded  to  the  general  store 
of  R.  J.  Barber,  Tregarva,  Sask. 

Morris  Rotstein,  general  storekeeper,  Yorkton.  Sask.. 
has  sold  out  to  the  Market  Department  Store. 

Norman  McLean,  has  purchased  the  general  store  of 
(iood  &  Robertson,  Tyvan,  Sask. 

The  Modern  (icneral  Store.  Il<)unty.  .Sask.,  is  commenc- 
ing on  March  1st. 

Jacob  W.  Harms  has  purchased  the  general  store  of  H. 
P.  I'^reisen,  Hague,  Sask. 

Carl  Knutson  has  succeeded  to  the  general  store  of  H. 
Franson,  Rutan,  Sask. 

D.  J.  Kastner,  general  store  keeper.  r)uck  Lake,  Sask.,  is 
closing  his  Domremy  branch. 

Glenz  &  Acnncr  have  succeeded  to  the  general  store  of 
J.  jahnke,  Hatton,  Sask. 

G.  W.  S.  Eisnor's  general  store  at  Woodrow,  Sask.,  was 
liurnt  out  a  short  time  ago. 


Wfl  want  to  BUr  hr  CASH  aM 
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Obituary 


James  T.  Hurley,  St.  John,  N.  B.,  who  was  for  many  years 
an  enterprising  and  succeessful  shoe  manufacturer,  died  re- 
cently. Born  in  Cork,  Ireland,  he  came  to  America  with  his 
family  and  settled  in  Lynn,  Mass.  He  went  to  St.  John  in 
later  years  to  take  charge  of  the  Francis  shoe  factory  and  in 
time  went  into  business  himself. 

C.  C.  James,  tanner  and  harness  dealer,  of  Priceville,  Unt.. 
is  dead. 

Geo.  D.  Taylor  of  the  Amherst  Boot  &  Shoe  Company, 
Amherst,  N.  S.,  died  suddenly  a  short  time  ago. 

Mrs.  I'insonnault,  proprietress  of  M.  E.  Robitaille,  Reg. 
Quebec,  Que.,  and  wife  of  A.  J.  Pinsonnault,  the  widely 
known  shoe  traveler,  passed  awa}^  recently. 

The  death  occurred  recently  of  Charles  E.  Parsons,  who 
was  activel)'  engaged  in  the  tanning  business  for  over  sixtj-- 
live  years  in  TorcMito. 

W.  H.  McDonald,  general  storelceeper,  Port  Lamliton, 
t)nt.,  is  dead. 

Ludger  Laliberto,  shoemalcer,  of  Montreal,  died  recently 
on  his  way  home  from  work.  Fie  had  a  shop  on  St.  Timothy 
Street. 

Francis  X.  Sussey,  died  recently  in  Fredericlon.  i\.  B. 
Deceased  was  78  years  old  and  carried  on  the  Inisiness  of 
shoemaker  for  the  greater  part  of  his  life. 

Thos.  Voyer.  formerly  a  shoe  dealer  in  Quebec,  Que., 
died  recently. 

O.  Beauregard,  shoe  retailer,  Quebec,  Que.,  is  dead. 

Allen  Newman  of  the  Famous  Shoe  Repairing  Com]iany, 
Saskatoon,  Sask.,  is  dead. 


WANTED 

A  first-class  shoe  jobber  who  is  really  interested  in 
handling  a  strong  American  made  line  of  men's  welts.  Splen- 
did opportunity.  Manufacturers  will  give  a  good  jobber  sub- 
stantial assistance.    Box  280,  Footwear  in  Canada,  Toronto. 

1-2 


Shoe  Store  Settee 


This  attractive  hexagonal  settee  is  one  of 
our  best  selling  pieces  of  shoe  store  furniture. 

It  allows  of  many  original  effects  in  a  store 
and  is  a  most  useful  furnishing. 

Have  you  our  catalogue  ? 


Valley  City  Seating  Co., 


Limited 


Dundas,  Ont. 


SMART  SPRING  STYLES  FOR  SMART  DRESSERS 

No.  211 — Suitable  for  Sprinit  or  Raster  Announcement— fl. 50 ;  also  a  2  column  size  at  fl.25. 


To  make  your  advertising  bright,  original  and  distinctive,  to 
supply  that  touch  of  individuality  which  will  make  your  Ad.  more 
attractive  than  your  competitors,  to  draw  the  lion's  share  of 
business  your  way — you  need  the  Flater  Cut  Service. 


Xo.  212— A  popular  cut  for 
a  small  ad.— fl.OO. 


What  satisfied 
customers  say  : 

The  Service  to 
date  meets  with 
our  approval. 

The  Parrott  Shoe 
Company 
Saskatoon 

and  Moose  Jaw 


The 

Flater 

Service 


Wtiat  satisfied 
customers  say  : 

If  you  have  any 
good  cuts  that  will 
help  our  sale,  send 
them  along  with 
the  others  ordered. 

Richardson,  Ltd. 

Calgary 


34  Yonge  St. 
TORONTO 


No.  214-ffl.OO. 


Ont. 


No.  213— A  shoe  cut  that  is 
"different"— 75c. 
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Fcl.niary,  lOK, 


An  Eye  to  Business 

We  are  hunting  for  your  business  and  have  been  on 
your  trail  for  some  time. 

Our  aim  is  to  serve  you  well,  and  your  customer's 
customer. 

And  you'll  find  by  putting 

GUAY'S  COUNTERS 

in  your  shoes  that  our  aim  is  true.  You  can  tell  by  the  look  in  our  eye  that  we  mean  business.  We  guarantee  our  counters 
and  cash  will  be  paid  for  every  pair  of  shoes  in  which  our  counter  is  used  that  fails  to  outwear  the  shoe. 

All    I         iL  f««r..^lC^    We  always  have  in  stock  all  kinds 

All    Leather    inSOling    of   insoling   and  leather  board. 

We  make  all  leather  fair  stitched,  union, 
standard,  leather  board  and  fibre  counters. 

Prices  and  Samples  Upon  Application 

Eugene  Guay, 


230  St.  Marguerite  St. 

Montreal 


Montreal  Representatives:  T.  Hurtubise,  R.  1^.  Fraser,  152  Notre  Dame  W. 


I,e;ither  Fair  StitcliinK: 


SOME  OF  OUR 
LINES  ARE : 

Shoe  Felts 
Sewing  Wax 
Dry  Paste 
Fisti  Glue 
Patent  Leather 

Repairer 
Polishing  Wax 
Rubber  Cement 

and  a 
Complete  Line  of 
Shoe  Findings 


Order  Now 

With  shipments  of  raw  material  so  uncertain,  you 
would  be  well  advised  to  order  your  supplies  of 

SHOE 
FELTS 

in  advance,  and  in  sufficient  quantities  to  obviate 
delays  through  shortages. 

We  are  sole  selling  agents  for  the  Perth  Felt  Co.'s 
Shoe  Felts,  and  are  in  an  excellent  position  to 
quote  you  on  all  lines  for  the  manufacturing  trade. 


We  are  Canadian 
agents  for  Herman 
Behr  &  Co.  of  New 
York,  the  world  fam- 
ous makers  of  Brook- 
lyn Carborundum, 
Carbicon  and  Ruby 
Paper.  Also  we  are 
proprietors  of 
"Waxol"  the  soje 
waterproofing  used  by 
most  shoe  manufac- 
turers on  army  boots 


A  complete  range  carried  in  stock.  Prices  and  samples  supplied 
upon  request. 

We  are  the  proprietors  of  "WAXOL"  Sole  Waterproofing. 
Used  by  most  shoe  manufacturers  on  army  shoes. 

PARKER,   IRWIN,  LIMITED 

Leading  Shoe  Manufacturers'  Supply  House  in  Canada 

MONTREAL 


February,  191 G 
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We  certainly  have  got  a  dressing 
for  Vici  and  Box  Calf  that  produces  a 
beautiful  finish.  It  is  very  black,  any 
degree  of  brightness  desired,  leaves  the 
leather  soft  and  pliable,  w^ithout  the  thick, 
shellacy,  coated  appearance.  If  you  are 
not  already  using  these  dressings,  you 
will  make  no  mistake  whatever  m  giving 
us  an  opportunity  of  showing  you,  by  an 
actual  test,  what  we  have  in  this  line. 
Surely  we  can  improve  the  appearance 
of  your  shoe,  and  we  believe  you  would 
like  to  buy  these  goods  just  the  same  as 
we  would  like  to  sell  them  to  you. 


Boston    Blacking  Company 

152  McGill  Street 
MONTREAL,  CANADA 
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UNI0N>Jl5TAMP 


UNION>.7\5TAMP 


Factory 


Happy,  Contented  Men  Do  the  Best  Work 


A  large  majority  of  America's  fine  shoes  are  made 
by  membersof  the  Bootand  Shoe  Workers'  Union. 

The  Union  Stamp  on  footwear  is  the  seal  of 

Co-operation  with  Manufacturers. 
Respect  for  Contracts. 
Just  Compensation. 
Loyalty  to  Employers. 
Unqualified  Arbitration. 

These  features  have  eliminated  discontent  and  dis- 
satisfaction, and  make  members  of  this  Union  the 
most  desirable  employees. 

Their  stamp  on  the  shoes  you  sell  is  a  personal  let- 
ter of  commendation  to  those  millions  of  men  and 
women  throughout  the  world  who  know  the  value 
of  constructive  unionism. 

Millions  of  trade  union  members  and  their  families 
endorse  the  Union  Stamp. 

Why  not  cater  to  this  trade,  Mr.  Retailer? 


Boot  and  Shoe  Workers'  Union 


Affiliated  with  the  American  Federation  of  Labor 


246  Summer  Street 


Boston 


Massachusetts 


JOHN  F.  TOBIN 
General  President 


UNIO^jSTAMP 


CHAS.  L.  BAINE 
Gen.  Sec.  Treasurer 


UNION/ylSTAMP 


February,  1910 
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PEERLESS 
MACHINES 


Universal  Skiver 

Acknowledged  by  the  shoe  manufacturers  every- 
where as  the  most  reliable  Skiver  made.  Gives 
greater  production  at  minimum  cost. 


Peerless  Folder 

No  matter  what  the  shape  of  the  upper  this  machine 
will  fold  the  edge  over  perfectly.  Turns  over  seams 
and  back  stays.  For  rapid  clean  work  this  machine 
is  without  a  rival. 


Automatic  Perforator 

Spaces  evenly  on  any  curve  without  the  use  of  knee 
or  any  other  attachment.  30  to  50  per  cent,  more 
output  at  a  minimum  cost. 

The  Peerless  Machinery  Co. 

44  Binford  St.  BOSTON,  Mass. 


Perfect  Heel  Breasts 

On  all  styles  of  vertically 
breasted  heels,  regardless  of 
shape  of  shank  or  height  of 
heels,  are  assured  to  users  of 
the 

Universal  Heel 
Breast  Scourer 

It  improves  the  quality  and  in- 
creases the  quantity  of  work  at 
less  cost  for  abrasives. 

Manufactured  by 

The  Louis  G.  Freeman  Co. 

Cincinnati,  Ohio,  U.  S.  A. 

Eastern  Representatives 
Markem  Machine  Co.,  Boston,  Mass. 
Western  Representatives 
Manufacturers  Supply  Co.,  St.  Louis,  Mo. 


r.o 
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les  that 

A  Satisfied 

ustomer  is  a 


repeater 

Repeating  may  not  be  good  in  politics 
-but  it's  mighty  good  in  business. 

Satisfaction  begets  Confidence,  and 
Confidence  is  what  brings  the  customer 
back  to  you. 

Selling 
More  Lace  Shoes 

means  more  than  simply  making  sales; 
it  means  securing  your  customers'  con- 
fidence because  of  the  satisfaction  re- 
ceived in  the  permanent  fit  which  i 
always  assured. 

No  alterations  are  necessary  to  make  lace  shoes 
adjustable. 

Alterations  that  oftentimes  have  to  be  re- 
peated— which  mar  the  otherwise  attractive 
shoes — cause  annoyance  and  create  dissatis- 
faction of  which  you  never  learn,  because, 
unfortunately,  next  time  the  customer  trades 
elsewhere. 

Increase  your  sales  of  lace  shoes.  '  Twill 
add  to  t/tc  pe7'7>iane?ic7/  of  your  customers 
and  your  profits. 

There  is  indeed  a  wealth  of  distinc- 
tive styles  in  Lace  Shoes — styles 
for  your  every  need. 

United  Shoe  Machinery 
Co.  of  Canada, 

Limited 

Toronto,  Montreal 
Quebec 


Look  at  your  "Ammunition"  this  morning  ?  Have  you  lots  of  Nugget 
Shoe  Polish  in  stock?  You  can't  "bombard'*  your  customers  with 
substitutes.  They  will  "go  over  to  the  enemy"  if  you  haven't  got 
"  Nugget". 

THE  "NUGGET"  POLISH  CO.,  LIMITED 

9,  11  &  13  Davenport  Road 
TORONTO  ONTARIO 


I' (•)(  )'r  \V  I'.  A  R     IN  CANADA 
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IF  IT  BEARS 
THIS  MARK 


YOU  CAN  RELY 
UPON  THE  QUALITY 


United  Shoe  Machinery  Company  of  Canada,  Limited 

Montreal,  Que. 

122  Adelaide  Street  West,  Toronto  492  St.  Valier  Street,  Quebec 


February,  191G 
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Landis  Curved  Needle  and  Awl 
Shoe  Soling  Machines 


3) 

Mai 

O 

X 
o 


v. 

S 

O 
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PRICE  AND  TERMS 
LANDIS  NO.  12  STITCHER 
Weight,  crated -About  750  lbs. 
Head  only,  crated— About  500  lbs. 

Price- Complete  with  Stand,  power  only,  $500.00,  F.  O.  B.  St.  Louis. 

Head  only,  $475.00,  F  O.  B.  St.  Louis. 
Terms— 15'  discount  for  cash. 

Time  Payments— $50.00  cash  and  $15.00  per  month. 
Deferred  payments  to  be  closed  by  notes  without  interest. 


PRICE  AND  TERMS 
LANDIS  NO.  10  STITCHER 
Weight,  crated— About  700  lbs. 
Head  only,  crated- About  300  lbs. 

Price— Complete,  with  Stand,  foot-power  or  power,  $400.00,  F.  O.B. 
St.  Louis. 

Complete,  with  Stand,  combination  foot-power  and  power 
$410.00.  F.  O.  B.  St.  Louis. 
Head  only  -$375.00,  F.  O.  B.  St.  Louis. 
Terms— 15'.  discount  for  cash. 

Time  Payments— $25.00  cash  and  $10.00  per  month. 
Deferred  Payments  to  be  closed  by  notes  without  interest. 


Model  22  Landis  Shoe  Repair  Outfit,  Left  Hand 
IWanufactured  by  LANDIS  MACHINE  CO.,  St.  Louis,  Mo. 

Landis  Machine  Company 

St.  Louis,  Missouri,  U.  S.  A. 


WE  ALSO  MAKE  THE  LANDIS  HARNESS  MACHINES.    ASK  YOUR  HARNESS  MAKER  ABOUT  US. 
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ALPHABETICAL  LIST  OF  ADVERTISERS 


Aird  .S<Mi   

AiiK'S-lloldiii-McC  ready    i 

Armstrong,  \V.  I)   •">' 

lilacli fcird  Shot-  Company   T) 

P.dol  and  Shoe  Workers'  Union  ...  4S 

I'o.ston    Hlackin;.;    Company    W 

J5rockton  11l-c1  (Onipany   U 

Brodic  &  Harvit-   •"><■> 

Canadian  Arrow  >mitli  Mfg'.  Co   JH 

Canadian  C'on.solidated  Knhher  Co.  '.',-2:t 

Canadian  F"outwcar  Limited    00 

C  hampion  Shot-  Macliincry  Co   .>."i 

Cote,  j.  A.  &  M   18 

Commercial    5(i 

Dominion  Die  Company   50 

Doyle,   Re.ud..  'I'lios.  C   1  :i 

1  )ufre.sne  &  ( lalliiieau   I  I 


Elniira 
Essex 


I'Mater  Service   4.) 

1^'ortuna  Machine  Company   57 

Freeman  Company,  Louis  G   4'.) 

(ireat  West  Felt  Company   15 

Ciiay.  Eugene   4ti 

Hnmherstone  Shoe  Company   5S 

Indipendent  P>ox  Toe  Co   57 

Kimmel  Felt  t'ompany  10-17 

Cady  Belle  Shoe  Company    54 

Landis  Machine  Company    5:! 

.\liner  Kuhher  Company   in 

Minister-Myles  Shoe  Co   7 


Narrow  Fabric  Company   58 

New  Castle  Leather  Company   37 

Nugget  Polish  Company   51 

Panther  Kublur  Company    2 

I'eerless  Shoe  Company   49 

I'arker,  Irwin,  Limited   4C 

Regal  Shoe  Company   1 

Rice  &  Hutchins   21 

J^obinson,  Jas   8-9 

Sisman  Shoe  C  c)mi)any   11 

Tehlnitt  Shoe  &  Leather  Co   12 

United  Shoe  Machinery  Co.,  Ltd.  50-52-59 

\  alley  City  Seating  Co   15 


Felt  t  (imi)any   20      Montreal  Box  Toe  Company   50      \\  hitc  Shoe  Company   6 

Rubber  Company    57      Moyer.  Theo   58      Woodward  &  Sons,  F.  E   19 


We  Are  Now  in  Good  Shape  to  Fill  Your 

Spring  Sorting  Orders 


Our  new  fadlory,  equipped  with  the  latest  and  moSl  improved 
machinery,  and  manned  by  experienced  and  expert  shoemen,  is  now 
in  full  swing  producing  a  line  of 

High-Grade  Women^s  McKays 

The  line  is  replete  with  dainty,  up-to-the-minute  la^s,  that  are  bound 
to  captivate  your  women  cu^omers  by  their  Style,  fit  and  finish. 

Our  salesman  will  call  on  you  shortly  soliciting  Spring  assorting 
and  Fall  placing  business.    Goods  will  be  carried  in  stock. 


The  Lady  Belle  Shoe  Co.  Limited 

Berlin,  Ontario 


February,  191G 
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Tes-I  Am  the  Man 

who  bought  a  complete  Champion  Shoe  Repair  Outfit.  Bought  it  for 
cash.  No  royalty  attached  to  it,  and  no  installation  fees.  Did  not 
have  to  sign  a  lease  a  mile  long  with  a  thousand  and  one  conditions 
attached  to  it.  Just  made  up  my  mind  that  Canadian  freedom  applied 
to  things  as  well  as  men.  To  business  as  well  as  to  persons,  and  that 
I'd  feel  more  like  a  Canadian  Freeman  if  what  I  laid  out  money  for 
would  be  mine  and  not  the  other  fellow's. 

Many  things  were  told  me  about  Royalty  Machines — Superior  Work- 
manship— Millions  invested  and  all  that  sort  of  stuff.  But  I  said  to  my- 
self—"Old  Boy,  if  that  is  so  who  is  paying  for  it  all,  for  all  that  heavy 
investment  of  capital,  those  big  executive  salaries,  those  big  attorney 
fees,  and  reserve  funds.  Who  would  be  helping  to  boost  the  market 
value  of  the  Common  and  Preferred  Stock  ?   You  would  My  Boy." 

I  had  heard  of  Shoe  Repair  Machinery  that  could  be  bought  outright 
for  cash  or  on  time.  I  heard  so  much  of  Champion  Shoe  Repair  Mach- 
inery, and  I  investigated.  I  was  surprised  to  find  that  thousands  of 
Shoe  Repair  Men  and  Harness  Makers  were  using  Champion  Shoe 
Repair  Machinery.  I  found  that  for  $435.00  Cash,  or  $510.00  on  Time, 
I  could  equip  myself  with  a  Champion  Outfit  consisting  of  an  Ideal 
Curved  Needle  and  Awl  Stitcher  and  Finisher.  Figuring  money  as 
being  worth  six  per  cent,  per  annum  and  Wear  and  Tear  at  ten  per 
cent,  per  annum  for  ten  years  an  Outfit  would  cost  me  $5.16  per  month, 
if  I  bought  an  outfit  for  cash.  The  upkeep  of  course  is  extra.  It's  also 
extra  on  any  Royalty  Machine.  But  hold  on — I'm  saving  the  installa- 
tion fee,  and  that  amounts  to  about  $400.00.  I'm  keeping  some  of  that 
milk  in  the  cocoanut. 

A  Royalty  Machine  I  can  never  own,  but  must  pay  a  perpetual  royalty. 
A  Champion  Machine  is  mine  when  I  pay  the  purchase  price,  then  the 
machine  is  mine — nothing  more  to  pay.  It  didn't  take  me  long  to  order 
a  Champion  and  am  more  than  pleased.  In  the  words  of  that  Canadian 
— "I  am  deelighted.''    I  cannot  realize  now  why  I  hesitated  at  all. 

Royalty  Machines  and  perpetual  payments,  or  a  Champion  Machine 
that  is  yours  when  you  have  paid  for  it. — Which  does  a  *'  Canadian  " 
Citizen  prefer? 

Write  us  for  our  latest  Catalog^  prices  and  terms. 

Champion  Shoe  Machinery  Co. 

3723-3741  Forest  Park  Boulevard 

St.  Louis       -       -       -  Missouri 

BRANCH  OFFICES : 
Boston,  Mass.— 65  High  Street 
San  Francisco,  Calif.— 65  McAllister  St.  New  York,  N.Y.— 209  Centre  St. 
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BRODIE'S 

Patent  Flour  Paste 
Never  Relaxes  Its  Hold 


BRODIE'S  PATENT  FLOUR 
PASTE  never  dries  out  or 
loses  its  adhesive  strength.  It 
spreads  evenly;  is  perfectly  uniform 
and  prevents  that   "  pulling  away  " 
which  is  characteristic  of  other  pastes. 

Put  up  in  kegs,  half-barrels  and 
barrels.  Keeps  indefinitely  and  is 
perfumed. 

Brodie  &  Harvie,  Limited 

14  Bleury  St.  Montreal 


Dominion 


Di 


les 


stand 
Hard 

Service 


"Dominion"  Dies  have  both 
essential  qualities  that  cutting 
rooms  desire.  They  are  the  best 
quality  steel  and  they  are  exact 
in  pattern. 

Dominion  Dies  cut  leather,  rub- 
ber, paper  and  cloth  and  they  do 
it  right.  Let  us  figure  on  your 
requirements. 


Dominion  Die 

36a  St.  George  Street 
MONTREAL 


Co. 


Montreal  Box  Toes 

have  substance 

They  outlast 
the  shoe 


Few  box  toes  will  outlast  the  shoes  that  stand  the  hardest 
wear,  yet  Montreal  Box  Toes  do  it.    When  you 
want  toes  that  wear  write  us.     We  make 
them  for  Goodyear  and  combination 
work.    Also  Men's,  Boys' 
and  Women's  heels 
in  all  grades. 

The  Montreal  Box  Toe  Co. 

321  Aird  Ave.,  Montreal 


Middle  and  Western  Canada 
Demands  the  Best 
in  Footwear 


To  successfully  introduce  your  lines  and  maintain 
a    satisfactory    business    you    must    interest  tlie 

General  Merchants  in  the  Prairie  Prov- 
inces and  British  Columbia. 

The  fieiieral  Mercliaiils  are  Departmental  Stores — in  miniature  - 
found  ill  every  hamlet,  village,  town,  and  city  in  the  Great  Western 
Provinces  of  Canada.  Every  General  Merchant  sells  boots  and  shoes 
there  are  no  exceptions,  No  exclusive  shoe  paper  can  interest  this 
trade,  liecanse  the  General  Merchant  is  not  an  exclusive  shoe  dealer. 


c^wuKiy  rr)uiicuL.u>iniuaAi  s. 

Over  '.VA  years   in  its  field 

'u:anada's  greatest  trade  paper." 

Issued  twice  a  month  at  WINNIPEG.  Canada. 

Is  the  O.N'LY  PAPER  reaching  the  General 
Merchants  in  all  points,  Port  Arthur  and  West 
to  the  Pacific  Ocean. 

Get  a  sample  and  advertising  rates,  of  "That 
Western  Paper  that  brings  results." — "THE 
COMMERCTAI,." 

Branches  at 

\'an(-o\ivf r,    Torotilo,  Montreal.  Chicago,  \ew  ^'ovk.  London,  Eng. 


Kcbniarv.  \'.)li> 
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ESSEX  RUBBER -LEATHER 

(CALLED  "SHED-WET") 
Help  your  salesman!  A  shoe  that  will  wear  twice  as  long  will  sell  easily. 
Here  is  the  secret.  Have  your  line  of  shoes  soled  with  Essex  Rubber-Leather. 
An  Essex  Rubber  -  Leather  sole  is  guaranteed  to  twice  outwear 
any  leather  sole  made.  More  than  that,  a  Rubber-Leather  sole  is  more  flexible 
than  leather  and  it  has  style.  Let  your  customers  know  that  Rubber- Leather 
is  absolutely  waterproof — and  your  sale  is  made.  Made  by  the  makers  of 
Essex  Heels.    Do  you  wish  more  particulars  ?     Write  us  at  once. 

ESSEX  RUBBER  CO,  Inc.,  ?rZ^N  1. 


3-A-15 


Makers  of  most  of  the  rubber  soles  used  in  America. 


ESSEX 
Blue  List  Cobbler 


New  Castle  Kid 


Glazed  and  Mat 

New  Castle  Kid  is  renowned  for  its  high 
standard  of  perfection  and  every  square  inch 
IS  of  absolutely  irreproachable  quality,  and  its 
great  strength  and  serviceability  have  won  it 
a  place  in  the  largest  shoe  factories  on  the 
American  Continent. 

Glazed  or  mat,  black  or  colors, 

Write  or  wire  for  samples. 

New  Castle  Leather  Co, 

NEW  YORK 

Canadian  Branch: — 335  Craig  St.  W.,  Montreal 
Factory: — Wilmington,  Del.,  U.S.A. 


ENGRAVERoF  FINE  STEEL  STAMPS &DIES 
ZSO^c^-WJES^^MONTREAL.V'Ho/i,^  675 

MY  STAMPS  ARE'UPTO  DATE"  IN  DESIGN 

T8i  ADD  AN  ARTISTIC  FINISHTO  VOUR  SHOES'^? 
•  WHICH  WILL  INCREASE  YOUR  SALES  • 


Fortuna  Skiving  Machine 


For  Manufacturers  who  Skive  Leather,  Felt, 
Cork,  Rubber  or  Paper 

Used  extensively  by  Manufacturers  ot 

.Shoes,  Box  Toes,  Trimmings,  Insoles,  Ankle 
Supporters,  Welting,  Arch  Supporters 

Sole  Agents  for  Canada 

F  o  r t  u  n  a   M  a  c  h  i  n  e  Co. 

127  Duane  Street       -       NEW  YORK 


BOX  TOES  THAT 
COME  ALIKE 


INDEPENDENT  BOX  TOE  CO., '"^^Jii'^i^^.^^i^^'""''' 
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quality  shoe  laces 
for  every  requirement 

In  bulk  for  the  factory  trade. 

Single  paired  for  the  fine  job- 
bing trade. 

Finished  with  Nufashond 
Fabric  Tips  (patent  applied  for). 
Part  of  the  braid  itself.  Rustless, 
waterproof,  won't  pull  off. 

Samples  and  prices  upon  request. 

Narrow  Fabric  Company 

Reading,  Pa. 


Made  in  Canada  Sandals 


NON  RIP 

Like  most  patriotic  dealers 
you  are  specializing  on 
"Made  in  Canada"  foot- 
wear. Ask  your  jobber  to 
show  you  samples  of  the 
well  known  non-rip  Hum- 
berstone  sandal. 

Order  early 


Humberstone  Shoe  Co, 

HUMBERSTONE,  ONT. 


7 


Seen  the  New  Aird  Designs 


A 


LWAYS  to  the  front  with  new  ideas,  our  designers  have 
surpassed  themselves  in  their  creations  for  Fall  1916,  in 

McKays   and   Turns   for   men,    boys,  youths 
and  women. 


They  are  made  in   the  old,   reliable   "Aird"   way,  and 
their  popularity  with  the  wearing  public  is  assured. 

Jobbers  are  invited  to  call  on  us  when 
in   Montreal   to  see  these    new  designs. 

Write   or  call 

AIRD  &  SON,  MONTREAL 


BOOKS  FOR  SALE 

Special  Prices 

ONE  HUNDRED  EASY  WINDOW  TRIMS:  All 

about  making  the  store  windows  fiiore  profitable. 

313  pages,  illustrated.    Price  50  cents. 
STORE  MANAGEMENT— COMPLETE,  by  Frank 

l'"arrinston.  3.)3  pages,  illustrated.  Price  50  cents. 
RETAIL  ADVERTISING— COMPLETE,  by  Frank 

Farrin.iitoii.    366  pages.    Price  50  cents. 


Footwear  in  Canada 


347  Adelaide  St.  W. 
TORONTO 


Made  in  Canada 

You  can  now  buy  your  Sandals  di- 
rect from  a  Canadian  manufacturer 


Trade  Mark 

These  speciallics  are  as  importanl  as  any  shoes  you 
cany.     Tliey  are  (ioodyear  stitched. 

Do  not  place  your  order  for  sandals  l)Cl'ore  writintr 
lis     Wo  want  lo  tell  voii  more. 


Th.  Mayer, 


734-736  St.  Paul  St 
MONTREAL 


F"ebruary,  1916 
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Shoe  Machinery 

For  Every  Department  from  Lasting  to  Finishing 


TRADE 


MARK 


Goodyear 
Welt  and  Turn 
Systems 


Consolidated 
Hand  Method 
Lasting'  Machines 


Model-C 
Ideal  Clicking 
Machines 


Rapid  Standard 
Screw 
Machines 


Davey 
Horn  Pegging 
Machines 


Heel  Protector,  Driving",  Heel  Compressing",  Loading"  and  Attaching" 
Machines,  Heel  rrimming.  Breasting",  Scouring  and  Finishing" 
Machines  ;  Loose  Nailing"  and  Slugging  Machines  ;  Cementing,  Buff- 
ing and  Skiving  Machines  ;  Gem  Insole  Machines;  Eyeletting 
Machines  ;  Eyelets,  Shanks,  Brushes,  Etc. 


United  Shoe  Machinery  Company  of  Canada,  Limited 

122  Adelaide  Street  West,  TORONTO  MONTREAL,  QUE.  492  St.  Valier  St.,  QUEBEC. 
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McKAY  SHOES 

For  Women,  Misses  and  Children 


Patriotism 
and  Profits 


We  are  not  iiierel}-  relying' 
upon  your  patriotism  to  get 
your  orders  —  although  we 
know  you  are  "doing  }our 
bit"  to  promote  the  growth 
of  Canadian  industries — but  we  are  offering  you  values  in 
Made-in-Canada  footwear  which  cannot  be  surpassed, 
across  the  line  or  elsewhere. 

By  choosing  your  requirements,  therefore,  from  our 
line,  you  are  profiting  yourself  as  well  as  your  coun- 
try. 

The  fact  that  our  new  factory  is  working  on  full  time, 
is  evidence  that  our  line  ot  women's  misses"  and  chil- 
dren's McKays  is  meeting  the  public  demand. 

It  will  pay  you  to  cater  to  this  demand. 


A  postal  will  bring  our 
full  line  of  samples  to 
your  store.  Write. 


Made  in  Canada 
Ab-  so  -  lute-ly 


Canadian  Footwear  Co. 


Sales  Office 

MONTREAL 

44  St.  Antoine  St. 


Limited 


Factory 
Point-aux-Trembles 
Quebec 


Jl^  EJ2?i:-j  oik 
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FOR  MARCH 

How  Would  This  Display 
Look  In  Your  Window? 

^  One  of  the  new  ideas  furnished  to  Regal  Agents 
the  first  of  every  month  from  coast  to  coast  by  The 
Regal  Window  Trimming  Department.  Just  one 
of  Five  Panels. 

^  These  trims  are  striking,  seasonable  and  com- 
plete including  flooring.  They  save  you  the  time, 
money  and  trouble  of  making  your  own  displays. 
You  could  not  duplicate  them  for  hundreds  of 
dollars. 

"  The  Most  Popular  Shoe  in  the  World  " 

Write  The  Regal  Co-Operative  Window-Trimming 
Dept.,  Boston,  Mass.,  for  complete  information. 


Size  30  X  46  in. 

ONE  OF  THE  WAYS 

WE  HELP 
TO  SELL  YOUR  SHOES 


REGAL  SHOE  COMPANY  LTD.,  102  Atlantic  Avenue,  TORONTO 

Executive  Offices,  Regal  Building,  Boston,  Mass. 


Alphabetical  Index  to  Advertisers  Page  64 


FOOTWEAR    IN  CANADA 


March, 


Panther  Rubber 
Heels  and  Soles 


The  demand  is  rapidly  growing  for  a  real 
satisfactory  rubber  sole  that  is  tough,  light 
and  serviceable.  Until  Panther  Rubber 
soles  came  no  such  soles  had  been  found. 
Panther  Fibre  Rubber  soles  and  heels  are 


tested  and  guaranteed  by  the  makers. 
They  are  made  in  all  colors,  easily  stitched 
and  trimmed  and  will  not  allow  stitches 
to  "  pull  out." 

PUT  PANTHER  SOLES  AND 
HEELS  ON  YOUR  FOOTWEAR 


Panther  Rubber  Co 


Sherbrooke,  Que. 


March,  1910 
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28  "Service"  Branches  Throughout  Canada 

Canadian  Consolidated 
Rubber  Co.,  Limited 

Montreal,  P.  Q. 


Our  1916  Catalogue 


of 


Rubber  Footwear 
Is  Ready 


You  cannot  afford  to  place  your  Rubber  Foot- 
wear order  without  first  seeing  our  1916  catalogue. 

It  represents  the  best  goods  of  the  kind  that 
money,  skill  and  experience  can  produce,  with  an 
assortment  of  styles  to  meet  every  demand. 

If  you  have  not  received  a  copy  of  this  cata- 
logue, write  our  nearest  "  Service  "  Branch  or  to 
our  Home  Office. 


Canadian  Consolidated 
Rubber  Co.,  Limited 

Montreal,  P.  Q. 

28  "Service"  Branches  Throughout  Canada 
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NORTH  BRITISH  RUBBERS 


^  At  tlie  front,  in  the  trenches,  on  the  1' landers  front, 
\n  (Canada.  North  British  Rubbers  are  doing  "their 
hit."  We  are  supplying  the  British  W  ar  OFhce  with 
500,000  pair  Trench  Rubber  Boots.  Our  Jobbers 
and  Trav^ellers  will  shortly  call  upon  )'()u  soliciting 
your  orders  for  i(;i6.  Evkrv  Pair  (iI\i:s  dooi) 
Wear.  We  have  a  proposition  for  Oxk  Shoe  Man m 
every  town.    Wait  for  the  North  British  representativ^e. 


The  North  British  Rubber  Company 

Limited 

43  Colborne  Street,  Toronto,  Canada 
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HIGH-CUT  BUTTON 


New 
Models 

being  made  now  in  the 
various   colored  and 
black  effects  by  the 


HIGH-CUT  LACE 


Blackford  Shoe  Mfg.  Co.,  Limited 

Toronto 

iiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiip^ 

iiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiih   iiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiii 


6 


FOOTWEAR    IN  CANADA 


March,  lOlT. 


Blachford,  Davies  &  Co.,  Limited 


Toronto,  Canada 


Beg  to 
Announce 


to  Retail 
Shoe  Trade 


Mark  y  Vuality 


Jacques  Cartier  Brand 


Specialty  Lines 


Having  made  arrange- 
ments to  handle  Rub- 
ber Footwear  made  by 
the  Canadian  Rubber 
Co.  under  the  following 
brands 

Jacques  Cartier 


Jacques  Cartier  Brand 


Specialty  Lines 


Jacques  Cartier  Brand 


Dominion 
Fleet  Foot 


Anchor 
Goodyear 


Jacques  Cartier  Brand 


Specialty  Lines 


Stock  carried  at  our  Toronto 
Warehouse. 

Quick  Service  on  Sorting 
Orders  from  all  Branch 
Warehouses 


Jacques  Cartier  Brand 


Jacques  Cartier  Brand 


March,  11)10 
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"  Recognition 

^HE  increasing  demand  for  our 
brands  is  unmistakable  evid- 
ence of  public  approval.  That 
approval  reflects  favorably  upon 
every  store  that  handles  Minister 
Myles  Shoes. 

The  styles  of  the  present  season  show 
even  more  marked  superiority  than  our 
previous  efforts. 

Our  travellers  are  now  showing  them— be  sure 
to  examine  them  with  care. 


"  Vassar 

"  Beresford  " 
Minister  Myles'* 


Minister  Myles  Shoe  Company, 

Limited 

Toronto 


!•  (.)  O  T  W  ]i  A  R    IN'  CANADA 
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Superior 


Quality 


"LIFE-BUOY" 

Rubber  Footwear 


FALL  PLACING 


A  "Life-Buoy"  salesman  will  call  on  you  during  March 
or  April  with  a  complete  range  of  Samples  of  our  Superior 
Quality  I'^uhher  POotwear  and  we  recjuest  that  you  delay 
placmg  your  order  for  fall  delivery  imtil  you  see  what  we 
have  to  offer. 

New  lasts  have  been  added  and  present  ones  unproved  to 
meet  all  demands  for  the  most  recent  st\']es  m  Leather 
footwear. 

Be  Sure  to  See  Our  Line 
Before  You  Place 

The  Kaufman  Rubber  Company,  Limited 

BERLIN       -  CANADA 


Vancouver 

Edmonton 

Saskatoon 

Winnipeg 

London 

Toronto 


Ottawa 
Montreal 
Quebec 
St.  John 
Truro 

Charlottetown 


March.  KiKi 
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Superior 


Quality 


"LIFE-BUOY" 

Rubber  Footwear 


SPRING  SORTING 


If  you  have  not  carried  "Life-Buoys"  in  the  past  let  us  ship  a  trial  order  now 
to  test,  before  placing"  your  fall  order  elsewhere.  A  line  to  our  nearest 
branch  will  receive  prompt  service. 


OUTING  SHOES 


Have  you  made  ample  provision  for  the  first  demand  in  Outing  Shoes  ? 
Your  requirements  in  these  lines  will  be  heavier  than  ever.  Let  us  have 
your  order  now  so  that  the  goods  will  be  on  your  shelves  when  needed. 

The  Kaufman  Rubber  Company,  Limited 

BERLIN       -  CANADA 


Vancouver 

Edmonton 

Saskatoon 

Winnipeg 

London 

Toronto 


Ottawa 
Montreal 
Quebec 
St.  John 
Truro 

Charlottetown 
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McCready  Army  Last  Shoe 

Medium  Weight  —  Easy-fitting  Attractive 
-  Serviceable      For  City  or  Country  Wear. 

Made  in  black  and  tan.  Calf 

inside  facings  and  back  stays. 


This  New  Army  Last  for  Civilians 
is  the  Biggest  New  Idea  in 
Men's  Shoes  this  Year 


Its  appeal  to  all  classes  of  men 
has  been  instantaneous  and  irre- 
sistible. 

Order  a  dozen  pairs  from  our 
nearest  warehouse 

BY  MAIL 

They  will  sell  quickly. 


Ames  Holden  McCready,  Limited 


MONTREAL 
ST.  JOHN 


BRANCH  WAREHOUSES 
TORONTO 
WINNIPEG 


EDMONTON 
VANCOUVER 


March,  1916 
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%  DUNLOP  LINE  ^ 

Held  in  Favor  from  Coast  to  Coast 

DUNLOP  RUBBER  HEELS 

"Peerless,"  "Comfort,"  Outing  (cup-shaped) 
Whole  Heel 

Black,  White  and  Tan 

LIVE  RUBBER  WEAR  LONGER 

NO  JARRING  NO  SLIPPING 

Folder  tells  all  about  special  proposition  to  dealers 

DUNLOP  RUBBER  SOLES 

Men's  and  Women's  Full  Length,  %  Length  and 
Gut-Out  Toe 

Also  Taps  and  Soling  Rubber  in  sheets 

Black,  White  and  Tan 

Wear  indefinitely  and  give  maximum  resiliency 

Will  not  crack  nor  dry  out 

DUNLOP  RUBBER  CEMENTS 

For  Boot  and  Shoe  Manufacturers  and  Dealers  : 

"Channel,"  "Gem,"  "Sole-Laying," 
"Chrome-Folding  " 

Maximum  Adhesion  and  Speedy  Drying  qualities 

Special  Prices  on  Large  Quantities 

Put  up  under  special  label,  if  required 

DUNLOP  TIRE  &  RUBBER  GOODS  CO. 

LIMITED 

Head  Office  and  Factories:  TORONTO 

Branches:  VICTORIA,  VANCOUVER,  EDMONTON,  CALGARY,  SASKATOON.  REGINA,  WINNIPEG,  LONDON, 
HAMILTON,  TORONTO,   OTTAWA,  MONTREAL,  ST.  JOHN,  HALIFAX 
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Leave  it  to  me  

to  put  your  fall  stock  of  men's  and  women's 
shoes  in  good  shape.  My  past  experience 
with  the  famous  Bostonian  shoe,  has  con- 
vinced me  that  there  is  nothing  to  match 
it  in  general  excellence  and  real  merchan- 
dising value. 

Let  my  experience  be  your  guide  in  your 
buying  for  Fall. 

Have  you  seen  samples  yet?  Make  it  a 
point  to  do  so  before  choosing  your  Fall 
requirements. 


James  Robinson 

MONTREAL 


March,  191G 
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Service— from  the  groundy  up 

From  the  basement  to  the  top  storey  of  the  house  of 
Robinson,  there  is  a  big  element  called  Service,  which 
is  ever  ready  to  look  after  your  requirements.  A  large 
stock  of  boots,  shoes  and  rubbers  is  always  at  hand 
ready  for  rush  orders. 


FALL  1916 
RUBBERS 


A  big  variety  of  those  famous 
brands  KANT  KRACK, 
DAINTY    MODE,  ROYAL 
and  BULL  DOG  ready  for  your  inspection. 


James  Robinson 

MONTREAL 


WE'LL  HOLD 


FOOTWEAR    IN  CANADA 
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Canada^s  Premier  Line 
of  Felt  Footwear 


It  is  a  fact  that  the  price  of  raw 
materials  is  advancing  very  rap- 
idly. 

The  retailer  should  realize  at 
once  that  by  ordering  now,  he 
will  help  us  to  make  sure  of 
prompt  deliveries.  Prices  have 
already  advanced  on  some  lines. 

—ORDER  NOW— 


If  )'Ou  are  not  an  Elmira 
dealer  we  want  you  to  see 
the  grand  array  of 


Samples  for  Fall  1916 

You  will  be  instantly  captivated  by  the  strong  sturdy  appearance,  the  superb  quality,  the 
big  variety  of  attractive  styles.    And  when  you  start  to  sell  them  and  see  how  quickly  they 

move,  and  what  excellent  satisfaction  they  give,  you  will  be  every  bit 
as  enthusiastic  as  other  Elmira  dealers  are. 

Your  jobber's  salesman  will  call  on  you  soon  with  a  complete  range 
^  for  your  inspection.    DON'T  FAIL  TO  SEE  THEM. 

The  Elmira  Felt  Co. 

Limited 

Berlin,  Ontario 


March,  1916 
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"KANTmKRACK" 


"DAINTY  MODE" 
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FALL  1916 

RUBBERS 

<  ^Hco'  ^      FALL  1916 

Place  Your  Orders  for 
Independent  Brands  Early 


experience  we  have 
had  with  these  brands 
has  been  of  a  most  satisfac- 
tory nature.  Our  custom- 
ers are  finding  them  to  be 
the  very  best  in  Style,  Fit 

and   Wearing  Quality 

and  we  have  no  hesitation 
in  saying,  after  selling  these 
brands  for  many  years  that 
they  are  of  the  quality  that 
creates  friendly  feelings  be- 
tween retailer  and  wearer. 
In  addition  to— "KANT 

KRACK,"  "DAINTY 
MODE,""  ROYAL," 
"  BULL  DOG,"  -  the 

original  "Big  Four  Brands" 
— we  have  added  two 
special     extras     in  the 

" DREADNAUGHT " 
and     "  VERIBEST  " 

brands  of  special  High 
Grade  Boots  and  Lumber- 
mens,  as  well  as  "Speed 
King  "  in  Tennis  and  Sport- 
ing Shoes. 

Our  large  range  of  samples 
are  now  in  the  hands  of  our 
salesmen,  one  of  whom  hopes 
soon  to  .have  the  pleasure  of 
taking  your  order. 


WHAT  WE  HAVE 

/'^  /i 


WE'LL  HOLD 


McLaren  &  Dallas 

Wholesale  Distributors  of  Boots,  Shoes  and  Rubbers 
30  Front  St.  West,  TORONTO 


"  ROYAL" 


"BULL  DOG" 
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Two 
Tebbutt 
Trade-winners 


Know  Thy  Customers 

Consider  their  needs;  listen  to  their  complaints;  cater  to  their  wants 
and  you'll  find  that  by  far  the  great  majority  of  them  want  sensible 
styles,  good  fitters,  excellent  wearers,  like 

"Doctors"  and  "Prof essor" Shoes 

They  are  made  anatomically  correct  and  the  pleasure,  service  and 
comfort  they  give  to  the  wearer  make  them  certain  repeaters. 

If  you  are  not  handling  them,  you  are  not  catering  to  the  needs  of 
the  greatest  majority  of  your  men  customers. 

Tebbutt  Shoe  &  Leather  Co. 

Three  Rivers,  Quebec  Limited 


March,  1916 
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The  Perfect  Button  Hole  Machine 


Makes  a 
Perfect 
Barred 
Hole  in  One 
Operation 


Runs  Equally 
Well  With 
Silk,  Cotton 
or  Mercerized 
Thread 


"REECE  RAPID" 


Beats  All 


Speedy 


Eliminates  a  separate  barring  motion. 
An  operator  on  Reece  Rapid  recently   made  12,800 
button  holes  in  one  day  38  stitches  to  the  button-hole. 

ElcOnOmicSll     Saves  thread,  time  and  labor. 

T^CC*   *      f  Does  more  work  and  better,  in  less  time,  than  any 

other  machine  of  its  kind  in  existence. 

Serviceable      Seldom  gets  out  of  adjustment. 

Samples  of  work  and  terms  sent  on  application 

Thos.  C.  Doyle  (Reg.) 

Sole  Distributor  for  Canada 

71-73  St.  Alexander  St. 


Montreal 


18 


FOOTWEAR    IN  CANADA 


March,  1916 


If  the  Parliament  of 
Canada  Endorsed 


RICE  &  HUTCHINS 


Educatok 


^  If  your  Government  endorsed  Educator  shoes  wouldn't  you 
adopt  them  ? 

^  If  your  biggest  retailer  not  only  endorsed  but  put  Educator 
Shoes  in  wouldn't  you  do  so  too  ? 

^  One  of  your  biggest  retailers  has  put  Educators  in. 

^  Do  you  want  better  endorsement  than  this  ? 

^  Ask  us  how  to  get  the  business  in  your  city. 

Watch  the  Toronto  Newspapers 


Fiftieth^nimersaRy 

RICE.  &  -  liUTCiilNS,  INC 

-jOf;^  SHOE  MANUFACTURERS  i(\if\ 
lAjyjKJ  FOR  HALF  A  CENTURY  A5^i-\-» 


The  RICE  &  HUTCHINS,  CHICAGO  CO. 

231  West  Munroe  Street,  CHICAGO,  ILL. 


RICE  &  HUTCHINS,  INC. 

Twenly-Four  High  St.,  BOSTON 
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A  Big 
Favorite 


A  Sure 
Seller 


The  DAISY 

Retails  at  $4.00  to  $6.00 

Here  is  a  Goodyear  welt  shoe  that  will  in- 
fuse new  life  and  selling"  vigor  into  your 
stock.  It  is  rapidly  becoming  a  prime 
favorite  with  the  average  man,  who  ap- 
preciates such  a  happy  blending  of  style, 
comfort,  wearability  and  low  price. 

A  sure  sales-repeater  with  a  splendid  profit. 

See  the  snappy  samples  when  our  sales- 
man calls. 


IN   STOCK  —  READY   FOR  SHIPMENT 

A  complete  line  of  Standard  Screw-Pegged  McKays 


Dufresne  &  Galipeau 

Limited 

Montreal 
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5431 


1041 


112G 


Buy  of  the  House 
that  carries  the 
stock 

For  Fall  1916 


Stocked  and  Sold 
exclusively  by 


5137 


5156 


Ames  Holden  McCready,  Limited 

Canada* s  Largest  Shoe  Manufacturers 

Montreal  Toronto  Winnipeg 

St.  John  Edmonton  Vancouver 


A'larcli,  ]91G 
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APPEARANCE 


LOW  PRICE 


DURABILITY 


SALEABILITY 


The  Drummond  Shoe 

Was  Made  for  You 


O.  BROUILLARD,  M.  P. 
President 

GEO  A.  FORTIN, 

Vice-President 


Where  the 
DRUMMOND 
SHOE 
is  made 


And  it  was  made  tor  you  because  we 
realized  your  inability  to  get  a  thoroughly 
high-grade  men's  Goodyear  welt  shoe 
that  would  fully  answer  the  requirements 
of  that  class  of  people  to  which  you 
catered. 

We  specialize  on 

High  Grade  Men's 
Goodyear  Welts 

$4.00  &  $5.00 

We  spend  our  whole  time  in  producing 
them.  Nothing  but  expert  workman- 
ship and  honest  materials  enter  into 
their  make-up.  You'll  find  the  Drum- 
mond, just  the  kind  of  shoe  your  cus- 
tomers want,  at  a  price  they  will  cheer- 
fully pay. 

See  our  new  styles  for  Fall  1916 


Drummon  d  Shoe  Limited 

Drummondville,  Que. 


KOO'l'WF.Ak    IN  f'ANADA 


M:,r.  I'll 


Robi 


in 


LASTS 


and  Fillers 


Robin's  lasts  have  a  new  hinge  device  with  interlocking 
wood  lips  which  make  the  last  unusually  strong,  simple  and 
effective.   Robin's  lasts  will  save  you  15%  on  your  lastaccount. 

Robin's  fillers  are  also  a  popular  and  economical  neces- 
sity. There  is  nothing  complicated  about  them— just  a 
simple  filler  at  an  attractive  price. 

We  publish  a  price  list  of  lasts  and  fillers.  Send  for  it — 
use  it  well— and  save  15%  on  your  last  account. 


Robin  Bros 

131-143  Carriere  St. 

Montreal 


Tel.  No.  St.  Louis  1609 
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The 
Dealer^  s 
Stand-by 

The  SLATER  Shoe 
Needs  No  Introduction 


MILITARY  SHOES 

Carried  In  Stock  for  Immediate  Shipment 

No.  7— Officers  Tan  Willow  Calf  Field  Boot. 
No.  714— Russia  Calf  Dress  Military  Blucher. 
No.  798— Regular  Military  Shoe  for  heavier  use. 

FOR  FALL  1916 
New  Lasts       New  Patterns       New  Finishes 

See  the  Slater  Salesman's  Samples  Ask  for  New  Catalog  now  ready 

The  Slater  Shoe  Company,  Limited 

Montreal 


24 


FOOTWEAR    IN  CANADA 


Marcli,  l!Mf. 


nOMiNlOM 


28  "Service"  Branches  Throughout  Canada 

Canadian  Consolidated 
Rubber  Co.^  Limited 

Montreal,  Que. 


WAIT  and  SEE 


Our  salesmen  have  started  your  way  with 
the  Dominion  Rubber  System's  Ime  of  Rubber 
Footwear  for  i  9  1  6. 

It  is  the  finest  Hne  of  samples  ever  produced 
in  Canada.  It  mcludes  your  old  favorites,  to- 
gether with  many  new  styles  that  are  sure  to  be 
trade-winners  for  you. 

It  will  pay  you  big  to  see  the  Dominion 
Rubber  System's  line  before  placing  )our  order. 


Canadian  Consolidated 
Rubber  Co.,  Limited 

Montreal,  Que. 

28  "Service"  Branches  Throughout  Canada 


March,  H)1G 
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A  customer  of  a  downtown  re- 
Service  pair  store  in  a  large  Canadian 

city  was  agreeably  surprised  a 
few  mornings  ago  to  receive  the  following  letter.  It 
showed  interest  in  the  customer  beyond  the  mere  ac- 
ceptance of  his  money.  It  . is  the  kind  of  thing  one 
would  expect  one's  friend  to  do,  and  if  that  feeling  of 
friendship  can  be  developed  between  the  dealer  and 
his  customer  many  things  that  now  cause  trouble 
are  made  easy.  More  customers  are  lost  through 
failure  to  please  than  through  inability  to  please.  The 
customer  who  is  certain  not  to  return  is  the  one  who 
has  a  recollection  of  indifferent  treatment.  Often,  of 
course,  a  seeming  indifference  on  the  part  of  the  sales- 
man is  not  really  so,  but  such  a  letter  as  that  pro- 
duced below  is  full  of  promise  for  a  better  understand- 
ing between  the  dealer  and  his  customer.  It  is  service. 
l"ry  it  yourself. 
Dear  Sir, — • 

The  other  day  we  repaired  a  pair  of  shoes  for  you. 
We  hope  the  quality  of  our  ^vork  came  up  to  yoiu- 
expectations.  It  is  our  aim  to  fully  satisfy  our  cus- 
tomers. Our  responsibility  does  not  end  when  you 
have  paid  for  your  repairs  and  taken  them  awa)'.  We 


do  not  claim  perfection  for  our  work.  We  will,  how- 
ever, stand  back  of  every  job  we  do  and  repair  free 
of  charge  any  part  of  our  work  that  is  faulty. 

We  apply  these  same  principles  to  our  new  shoe 
department.  We  are  quite  sure  that  shoes  bought 
from  us  and  repaired  by  us  will  give  you  better  value 
in  shoe  service  than  can  be  obtained  elsewhere. 

When  next  in  need  of  new  shoes  you  are  invited 
to  inspect  the  style — test  the  wear — and  enjoy  the 

comfort — of  's  Artistic  or  Dreadnought  boots. 

Respectfully  yours. 


The  Ounce  of 
Prevention 


Fire,  nine  times  out  of  ten,  oc- 
curs at  the  most  unexpected  time 
and  place,  and  statistics  tell  us 
that  the  majority  of  fires  are  the  result  of  carelessness 
— lack  of  familiarity,  in  this  instance,  breeding  con- 
tempt. No  honest  merchant  wants  to  have  a  fire,  no 
matter  how  well  insured  he  may  be— it  interrupts  his 
business.  While  he  is  getting  re-established  he  may 
lose  half  his  trade,  representing  a  lifetime's  work.  Yet 
many  are  often  prone  to  laxity  in  matters  tending  to 
prevent  such  a  happening.  Rubbish  and  waste  paper 
is  allowed  to  accumulate  in  the  cellar  and  the  rear  of 
the  store ;  flimsy  decorations  are  placed  near  heating 
appliances ;  electric  wiring  is  not  properly  installed ; 
paper  is  allowed  to  gather  in  sidewalk  gratings,  ready 
to  be  kindled  by  a  thrown-away  match  or  cigarette — 
in  fact  no  thought  whatever  is  given  to  the  possibility 
of  accident. 

It  may  be  your  turn  next.  Guard  against  it  by  ex- 
tra precaution.  Buy  a  small  fire  extinguisher  or  two 
and  hang  around  at  convenient  points.  The  fire  loss 
in  Canada  is  a  half  million  dollars  a  week. 


Interest  Local 
Papers 


President  M.  G.  Harper,  of  the 
Philadelphia  Retail  Shoe  Dealers' 
Association,  has  observed  that 
the  large  Sunday  newspapers  usually  have  a  fashion 
number,  or  supplement,  in  the  spring  and  fall  of  each 
year,  giving  little  or  no  attention  to  footwear  styles. 
He  proposes  to  suggest  to  the  fashion  editors  in  the 
city  of  Philadelphia  that  they  get  in  touch  with  reli- 
able shoe  dealers  in  that  city,  and  from  them  obtain 
correct  opinions  of  the  trend  of  style  as  the  basis  for 
feature  articles  exploiting  the  new  spring  or  fall  styles. 
Mr.  Harper  believes  the  newspapers  will  welcome 
the  co-operation  of  the  local  shoe  dealers  in  securing 
style  information  on  footwear,  and  that  considerable 
benefit  will  be  derived  by  every  retailer  as  a  result 
of  the  publicity  which  will  be  obtained  through  this 
scheme. 

This  is  a  splendid  plan — a  plan  to  boost  footwear 
and  boost  it  so  strong  that  the  reader  will  not  lay  down 
his,  or  her,  paper  without  being  impressed  with  the 
importance  of  stylish  footwear  to  wear  with  the  new 
spring  clothes.  It  is  a  plan  easy  enough  to  carry  out, 
too,  and  can  be  made  a  Canadian  national  feature  this 
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coming  Easter,  if  deakTS  in  tlic  various  centres  will 
get  togetlier  and  interest  their  local  iie\vs])a])ers  in  the 
scheme. 


Who  Pays  the 
Salesman? 


Where  would  your  l)usiness  be 
without  customers?  It  just 
wouldn't  "he."  A  customer  is  a 
man  or  woman  who  i)uys  things — that  means  i)rac- 
tically  everycjne — because  everyt)ne  buys  things.  .\nd 
}  et,  how  indifferently  the  customer  is  treated  at  times 
— not  so  much  by  the  retailer  himself,  for  he  realizes 
the  customer's  true  \alue,  but  by  salesmen  who  do 
not  see  in  every  customer  a  small  part  of  the  contents 
of  their  weekly  pay  envelope. 

The  customer  is  a  person  of  susce])til)ilities  and 
sensibilities,  capable  of  receiving  a  good  or  bad  im- 
])ression  or  harboring  a  life-long  grudge.  .\  smile, 
a  cheerful  remark,  a  kindly  act,  such  as  offering  to 
wrap  several  ])arcels  together,  whether  or  not  they 
are  bought  at  your  store,  together  with  e\ery  out- 
ward evidence  of  a  desire  to  i)lease,  make  for  ])er- 
manent  patrctnage — the  retailer's  greatest  asset. 

1  once  heard  a  customer  remark;  "1  don't  want 
that  salesman  to  wait  on  me — he's  to(j  sour."  "Whv-, 
he's  obliging,  isn't  he?"  "Oh,  yes,  I  know%  but — " 
A  smile  and  a  cheerful  word  cost  nothing  ;ind  often 
save  the  day.  The  customer  doesn't  enter  ^our  store 
with  his  money  in  his  outstretched  hand.  He's  got  it 
kjcked  up  tight  until  he  sees  what  he  wants,  and  has 
decided  to  bu}-.  l'>ui  he'll  loosen  ui)  a  great  deal 
(|uicker  if  he's  ])leased — that's  where  the  value  of 
service  comes  in.  The  customer  is  only  human,  and 
human  beings  like  to  spend  their  money  where  it  is 
most  welcomed  and  genuine  pleasure  is  shown  in 
receiving  it.  ' 

Educate  those  salesmen  of  }-ours  to  smile  when 
they  see  i)art  of  their  pay-check  entering  the  store  - 
then  act  like  salesmen.  If  the_\-  can't,  or  won't,  do 
it,  there  are  others  who  can  and  will. 


Your    Friend    the    Should  the  shoe  traveller  be  treat- 
Travelling         ed  as  a  friend,  a  nuisance,  or  a 
Salesman  . 

necessity?     No    doubt    a  great 

many  shoe  retailers  would  classify  him  under  each 
heading,  but  there  can  be  no  question  that,  everything 
taken  into  consideration,  the  knight  of  the  grip  is  the 
dealer's  friend.  True,  he  likes  to  put  over  a  big  order 
on  you — that's  his  business — just  the  same  as  you  like 
to  put  through  a  big  sale  to  a  customer.  However,  the 
traveller  who  attempts  to  overload  you  is  not  nearly 
as  common  as  he  was  formerly.  lie  knows  it  is  bad 
business  for  him.  He  knows  that  the  next  time  he 
comes  he  will  stand  little  chance  of  making  another 
sale  if  you  still  have  a  (piantity  of  your  last  order  on 
your  shelves.  What  the  best  traxcllcr  now  strives  for 
is  a  reputation  as  a  good  adviser.    He,  too,  has  some- 


thing more  than  shoes  to  sell,  and  that  something  is 
"service."  i^'urther,  if  you  go  at  it  in  the  right  way 
you  can  always  gain  a  considerable  amount  <>(  informa- 
tion and  ideas  from  the  travelling  salesman  that  will 
be  useful  to  you  in  your  business. 

The  \alue  of  listening  to  what  other  i)eople  have 
to  say  was  aptly  set  forth  by  Mr.  Arthui'  i?risbane  in 
talking  to  the  .\clvertising  Men's  League  in  New  York 
the  (jther  day.  lie  recalled  a  story  about  Naj)ole()n, 
at  the  time  when  he  had  no  means  of  transporting  an 
army  to  l'"ngland,  fax'orable  winds,  upon  which  vessels 
in  those  days  were  entirely  dependent,  being  lacking, 
i'tobcrt  l'"ulton  appeared  and  suggested  that  he  might 
help  solve  the  problem.  "Nai)oleon,"  said  Mr.  Bris- 
bane, "told  fultiin  that  he  woidd  give  him  just  two 
minutes  to  say  what  he  had  to.  l'"ulton  wasn't  able 
to  tell  him  what  he  wanted  to  know  in  two  minutes 
and  so  Napoleon  lost  his  one  chance  to  land  an  army 
in  h'.ngland,  for  h'ulton  went  away  and  invented  the 
steamboat,  which  does  not  dei)end  on  favorable  winds." 

We  can't  ,ill  be  Na])oleons,  if  we  wanted  to,  but 
we  (jften  think  that  we  are  t<io  busy  to  listen.  The 
traveller  is  coming  in  contact  with  dift'erent  retailers 
every  day — he  sees  the  ideas  they  are  working  out,  he 
secures  hrst-hand  informati<in  and  is  (piite  willing  to 
"swa])"  information  and  ideas  with  you.  Get  as  close 
to  him  as  you  ])ossibl_\-  can.  you  don't  need  to  act  on 
his  advice  unless  it  a])peals  to  you.  but  listen  anyway 
--VOU  can't  know  too  much. 


Don't  Fortiet  the      In  these  days  of  rapidly  changing 

Findings  styles,  rising  prices  and  scarcities. 

Department  ^  ?  '  ... 

don't  lose  sight  ot  the  miportance 

of  your  hnclings  department.  T'olishes,  for  instance. 
Time  and  time  again  the  writer  has  had  it  called  to 
his  attention  that  manv  retailers  do  not  carry  polishes 
for  the  colored  kid  shoes  they  stock.  Even  wdien  they 
do  carry  them  their  salespeople  do  not  think  it  worth 
while  to  suggest  to  the  customer  who  pm-chascs  col- 
ored kid  footwear  that  they  are  in  a  ])osition  to  su])ply 
the  necessary  ])olish  or  cleaner  for  that  type  of  shoe. 
Many  women  say  they  are  tiring  of  colored  shoes  for 
the  reason  that  after  wearing  them  a  few  times  the 
shoes  look  dirty  and  they  are  ashamed  to  wear  them. 
Little  things  like  these  are  often  the  cause  of  a  cessa- 
tion of  certain  vogues.  It  behooves  dealers  to  be  more 
careful  of  the  polish  trade,  for  it  means  being  careful 
of  their  own  interests.  If  you're  going  to  sell,  or  are 
selling,  colored  footwear,  sell  the  proper  cleaner  to 
keep  them  clean.  You  can  almost  invariably  sell  a 
cleaner  with  every  ])air  of  "millinery"  boots  sold. 
i''ven  for  the  light  black  cloth  toi)S  there  is  a  dye 
made  which  is  guaranteed  not  to  rub  oft",  fade  or  pene- 
trate the  inner  lining,  and  it  leaves  no  odor.  Go  after 
this  business  a  little  stronger  than  you  have  been  do- 
ing in  the  past-  that  is,  unless  you  do  not  need  the 
monev. 
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Why  Not  New  ^^Shoes^^  for  Easter  Sunday  ? 

The  attractive  appearance  of  the  modern  shoe  places  it  in  the  class  of  necessities  for  the 
new  Easter  outfit— Are  shoe  retailers  profiting  ? 


Wl  1 Y  should  every 
retailer  of  what- 
soever kind  of 
wearing'  apparel 
— except  solely  and  only 
the  shoe  retailer — profit 
by  the  Easter  trade?  Hats, 
suits,  dresses,  stocking's, 
ties — furnishings  of  every 
description  for  both 
sexes — are  found  among 
the  necessary  purchases 
of  the  Easter  outfit. 

Then  why  not  Easter 
shoes? 

Times  ha\'e  changed 
and  we  of  the  footwear 
trade  have,  some  of  us  at 
least,  been  a  little  too 
conservative  to  profit  by 
the  change.  The  fact  is, 
footwear  is  no  longer 
looked  upon  b}'  the  indi- 
vidual as  merely  a  neces- 
sity— simph'  a  foundation 
upon  which  the  "dummy" 
stands  to  display  its  gay 
and  seasonable  apparel. 
To  the  average  woman 
her  shoes  are  now  almost, 
if  not  quite,  as  important 
as  her  hat.  This  is  true 
to  a  considerable  extent 
also  of  the  male  sex.  Even 
those  who  do  not  go  in 
for  "millinery"  footwear 
nevertheless  appreciate 
style  and  shapeliness. 

This  being  the  case  the 
shoe  retailer  is,  from  Udw 

on,  amply  justified  in  demanding  a  place  in  the  Easter 
trade  alongside  the  milliner,  the  tailor  and  the  haber- 
dasher. 

But  note  the  efforts  those  retailers  j^ut  forth  to 
capture  the  trade!  What  a  quantity  of  advertising 
they  do!  Even  with  tradition  all  on  their  side  they 
find  this  necessary. 

How  much  more  then  must  the  shoe  merchant 
make  himself  heard?  lie  must  start  earlier,  advertise 
more  widely,  make  his  windows  more  attractive  than 
bis  ri\als'  for  the  Easter  dollars.  The  habits  of  the 
pu])lic  are  against  him  and  so  his  efforts  must,  for  some 
time,  be  largely  along  educative  lines.  He  must  not 
become  discouraged  if  it  takes  time  to  impress  his 
])oint  of  view.  He  has  "fact"  on  his  side,  the  fact 
that  footwear  is  now  engaging  as  much  of  the  thought 
'if  the  average  good  dresser  as  any  other  article  of  ap- 
jiarel-  This  fact  must  bring  final  recognition  of  foot- 
wear as  a  necessity  at  Easter  or  any  other  holiday  sea- 
son. This  idea  must  be  developed  persistently,  pa- 
tiently till  we  win. 

'J'here  are  many  ways  of  bringing  this  matter  to 


Fig.  l.-The  Lily  White  Shoe  for  Easter.  1916. 


the  attention  of  the  pub- 
lic but  undoubtedly  the 
most  effective  is  through 
our  windows.  This  is 
partly  because  of  the 
value  of  window  displays 
at  all  times  but  more  par- 
ticularly because  every- 
body is  looking  for  "dis- 
plays" at  Easter  time. 
This  is  a  habit ;  therefore, 
the  shoemen  will  do  well 
to  take  advantage  of  it. 
Make  your  window  a 
part  of  the  Easter  display 
of  your  street  or  locahty. 
Do  not  let  it  be  outshone 
in  color  or  attractiveness 
l3y  retailers  in  other  lines. 
Demand  the  attention  of 
the  buying  public.  There 
are  few  lines  of  merchan- 
dising today  that  lend 
themselves  more  readily 
to  attractive  display  or 
demonstration. 

In  this  connection  we 
offer  a  suggestion  or  two 
herewith  which  the  wide- 
awake retailer  may  work 
into  his  Easter  advertis- 
ing or  window  decora- 
tions. Fig.  1  is  truly  sug- 
gestive of  the  combina- 
tion it  is  important  that 
all  purchasers  should  have 
in  mind — Easter  and  beau- 
tiful footwear.  This  de- 
sign may  well  be  used  as 
a  large  window  card,  as  a 
background  for  a  display  of  footwear,  in  a  newspaper 
advertisement  or  on  blotters  or  dodgers.  The  shoe 
shown  in  Fig.  1  is  also  emblematic  of  the  coming  sea- 
son's styles.  All  opinions  point  to  white  footwear  in 
much  larger  proportions  than  ever  before. 

Fig.  2  is  a  clever  Easter  conception  for  which  we 
are  indebted  to  the  Dry  Goods  Economist.  It  may 
be  used  as  a  show  card  or  be  set  up  in  actual  displa}'. 
Its  simplicity  recommends  it  for  the  latter  purpose. 
As  a  window  attraction,  with  possibly  a  few  live 
chickens,  moving  about  among  the  footwear,  this 
window  is  hard  to  beat. 

Fig".  3  requires  a  little  more  staging  but  is  the 
natural  outcome  of  the  "millinery"  idea  of  modern 
window  demonstration.  This  idea  of  actual  demon- 
stration has  taken  a  firm  hold  on  the  public  mind  and 
is  very  popular.  They  like  the  idea  of  being  "shown" 
without  incurring  any  obligation  on  their  part.  That 
the  idea  has  resulted  favorably  is  evidenced  by  the 
attractive  results  obtained  by  millinery,  dress-mak- 
ing establishments,  electric  stores  and  so  on,  where 
one  has  a  chance  to  prove  that  "seeing  is  believing." 
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Fig.  2.— A  clever  Easter  conception  easily  reproduced  for  window  display. 


The  demonstration  window  is  one  of  the  big^gest 
advertising  developments  of  the  day.  Why  shouldn't 
it  work  with  footwear? 

Fig-  3  speaks  silently  of  the  consideration,  skill  and 
time  this  store  is  prepared  to  i^lace  at  your  disposal.  It 
tells  of  "service" — and  service  is  what  the  public  are 
looking  for  and  demanding  in  louder  tones  every  day. 


Toronto  Shoe  Retailers  Discuss  Stock-keeping 
Methods 

The  first  regular  monthly  meeting  of  the  Toronto 
Shoe  Retailers'  Association  under  the  newly  elected 
officers  was  held  on  February  17th.  The  proceedings 
of  the  institution  are  now  becoming  decidedly  more 
interesting — the  preliminary   work  of 


having  been  practically  finished.  Mr-  1'.  A.  Guini- 
van,  proprietor  of  the  Walk-Over  Boot  Shop  delivered 
a  short  address  before  the  Association,  his  subject  be- 
ing "System  in  Stock  Keeping."  He  pointed  out  that 
practically  few  retail  shoe  merchants  are  making  more 
than  a  bare  livings  and  one  of  the  chief  reasons  is  that 
their  stocks  are  too  large.  This  causes  fewer  turn- 
overs and  consequently  less  profit.  Mr.  Guinivan 
hammered  home  the  fact  that  if  these  retailers  had  a 
system  of  stock-keeping  that  would  give  them  some 
idea  of  what  to  order  and  what  not  to  order  the  diffi- 
culty would  to  a  large  extent  be  overcome.  Some  re- 
tailers, he  said,  have  found  by  actual  experience  that 
they  can  do  the  same  amount  of  business,  and  more, 
with  one-third  less  stock  than  they  were  in  the  habit 
of  carrying. 
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How  Do  You  Keep  Track  of  Your  Stock  ? 

Further  interesting  suggestions  by  some  of  the  best  men  in  the  trade—  Mr.  E.  W. 

Burt  gives  the  benefit  of  his  experience 


[Mr.  E.  W.  Burt  is  recognized  as  one  of  tlie  most 
successful  shoe  retailers  in  the  United  States  and  as 
such  we  were  anxious  to  know  about  his  system  of 
stock  keeping-.  In  answer  to  our  inquiry  Mr.  Burt 
has  kindly  furnished  us  the  following  article. — 
Editor.] 

In  operating  a  stock  system  in  a  retail  shoe  store, 
it  is  necessary  that  the  system  be  carried  out  accurate- 
ly and  the  rules  followed  without  any  deviation.  One 
man  or  a  girl  should  have  exclusive  charge  of  same 
and  be  held  responsible  for  mistakes.  In  operating 
my  retail  shoe  stores,  selling  the  Ground  Gripper  shoe 
in  Boston,  New  York,  Chicago  and  other  cities  where 
it  was  impossible  to  inspect  the  stock  daily,  I  found 
it  necessary  to  adopt  a  reliable,  practical  and  accurate 
stock  system,  so  that  it  would  be  possible  to  know 
every  night,  how  many  pairs  of  shoes,  showing  widths 
and  sizes,  of  all  styles,  there  were  on  hand  when  the 
store  closed-  The  system  is  simple  and  accurate  if 
watched  and  followed  closely.  In  one  year's  time  in 
my  Pittsburg  store,  only  9  pairs  of  shoes  were  unac- 
counted for,  which  speaks  well  for  the  system. 

Two  electrotypes,  one  for  men's  and  the  other  foi 
women's  shoes,  were  made  of  stock  sheets,  each  space 
being  ^4  inches  square,  widths  on  women's  from 
AAAAA  to  E,  sizes  to  9;  mens  AAAA  to  EE, 
sizes  to  llJ/2  ;  misses  and  childrens,  according  to 
stock  carried.     (Samples  of  sheet  shown.)  These 


sheets  were  made  to  fit  with  a  loose  leaf  binder  with 
cloth  covers.  Each  style  in  the  store  was  entered  on 
a  separate  sheet  until  every  pair  of  shoes  was  entered 
without  omitting  any.     Entry  as  in  Fig.  1. 

Every  shipment  of  shoes  received  on  the  same  style 
were  entered  on  the  sheet  with  the  others  on  hand.  At 
the  end  of  each  day's  business,  the  stock  clerk  crosses 
off  from  each  sheet  the  number  of  pairs,  sizes  and 
widths  sold,  (taken  from  sales  slips)  during  the  day 
as  in  Fig.  2. 

Exchanges  are  made  in  the  same  day,  adding  on 
their  pairs  returned  and  crossing  off  the  pair 
given,  shoes  charged  are  crossed  off  in  red  ink. 

At  any  time  stock  can  be  taken  in  a  half  hour  by 
two  clerks,  of  any  one  style,  to  verify  your  lists.  Each 
month  you  can  verify  your  stock  account  by  number 
of  pairs  and  prove  if  there  is  a  leakage  in  your  stock. 

The  greatest  difficulty  is  in  getting  the  correct 
style,  size  and  width  on  the  daily  sales  slips  made  out 
by  the  salesmen,  but  slips  can  be  checked  up  with  the 
empty  cartons  or  by  the  bundle  boy  or  cashier. 

At  the  end  of  each  season  before  the  mark  down 
sale,  make  composite  sheets  of  all  tan  leather  shoes, 
and  oxfords,  regardless  of  lasts  and  the  same  of  kid, 
black  calf,  patent  and  other  leathers,  then  sell  out  what 
you  have,  regardless  of  the  shapes  or  lasts.  If  you 
find  10  pair  of  size  10j4  B  on  tan  boots,  or  12  pair  of 
11  C  on  patent,  don't  purchase  new  styles  on  these 
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Fig.  1.— Showing  method  of  entering  sizes  on  stock  sheet. 
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Fig.  2.— As  the  shoes  are  sold  the  sizes  are  crossed  off  the  stock  sheet. 
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si/.cs  until  your  stock  has  been  reduced.  On  the 
Ground  Grippcr  shoe  there  is  only  one  last  and  the 
work  is  simplified,  hut  tlie  system  descri])ed  is  used  on 
all  shoes  sold  in  my  retail  stores. 


The  "Mate"  Stock  Keeping  System 

A  useful  idea  that  has  been  successfully  worked 
and  may  be  used  in  connection  with  almost  any  stock- 
keeping  system  makes  use  of  triplicate  labels  or 
stickers  and  a  mate  stock  Ixiok.  The  stickers  are 
numbered,  and  one  is  placed  on  the  inside  of  the  heel 
of  each  shoe  (see  accompanying  figure),  the  third  be- 
ing placed  on  the  outside  of  the  carton.  7'he  idea 
is  that  when  the  clerk  is  showing  a  customer  a  large 
number  of  shoes,  he  is,  by  means  of  the  labels,  able 
to  (piickly  mate  the  various  shoes,  thus  avoiding  mis- 
takes in  rei)lacing  the  goods  in  the  cartons.  Corres- 
})onding  numbers  are  entered  in  the  stock  book,  with 
the  date  when  the  goods  were  received,  the  cost  and 
selling  prices,  and  a  description  of  the  goods.  Each 
day  the  sale  slips  are  collected  and  the  goods  sold  are 
marked  of¥  in  the  stock  book.  Provision  is  made  in 
the  book  for  goods  sold  at  a  reduced  price,  there  be- 
ing a  special  column  for  tiiis  puri)ose.    A  glance  at  the 


stock  book  reveals  what  stock  is  sold  and  recpiired,  the 
profit,  and  other  data.  The  system  has  also  the  merit 
(if  accounting  for  each  pair  of  shoes,  as  if  it  is  not 
marked  off  the  stock  book  it  should  be  in  its  place 


2450  j  2450  \  2450 


lliing  tripl  cale  labels  or  stickers. 

on  the  shelf  nr  in  reserve,  and  can  l)e  more  readily 
traced.  In  this  way  the  system  is  a  precaution  against 
leakages.  It  is  claimed  that  it  greatly  facilitates  stock- 
taking. 


The  Wiseacres  Say  "White  for  1916" 

Popular  sentiment  and  world  conditions  working  together. 


"«r~^      IIITE  for  1916!    W  hite  for  everything  and 
everybody ;  white  boots  for  skating,  society's 
T   T      newest  sport;    white    shoes    for  walking; 

white  shoes  for  sports ;  white  shoes  for 
nurses  and  old  folks;  white  shoes  for  the  summer  va- 
cation; white  for  Easter.  May  Day  festivities,  June 
])ridcs  and  Dominion  Day. 
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White  for  1916. 

To  be  perfectly  candid,  if  we  were  asked  the  que.s- 
tion  "Why  white?"  we  couldn't  exactly  answer  it.  All 
things  considered,  however,  the  reason  seems  to  be 
divided  about  fift3'-fifty  between  fashion  and  necessity. 
Conflicting  ideas  are  ever  present  on  matters  of  this 
kind  but  there  is  hardly  any  doubt  tiiat  the  war  is  in- 
directly (or  directly)  responsible. 

It  is  stated  that  immediately  after  the  outbreak  of 
hostilities,  the  manufacturers  in  the  different  style 
centres,  realizing  that  the  demand  for  calfskins  bv  the 
warring  nations  would  be  a  very  serious  obstacle  to 
contend  with,  decided  to  push  kidskins.  The  tre- 
mendous ])()])ularity  of  colored  footwear  during  the 
l)ast  few  months  bear  out  this  statement.  Xow, 
however,  it  is  claimed  that  the  demand  for  kidskins 
also  exceeds  the  supply — we  are  told  by  some  manu- 
facturers that  they  are  literally  on  their  knees  to  the 
tanners,  begging  for  leather.  .A  great  deal  of  this 
material  is  made  from  goatskins  im])orted  from  India 
on  which  Britain  has  placed  a  conditional  embargo — 
tliat  is  they  will  allow  exportation  on  the  distinct  un- 
derstanding that  the  raw  material  or  finished  product 
will  not  fall  into  enemy  hands.  Therefore  the  im- 
l)ortation  has  fallen  of?  consideral)l\ .  Then  freight 
rates  from  South  .American  ports  and  other  neutial 
countries  have  gone  up  in  some  cases  as  much  as  500 
])cr  cent.  And  there  is  the  shortage  in  color  dyes-  .Ml 
of  these  factor.s  tended  to  put  the  manufacturer  strictlv 
"up  against  it"  and  it  is  possible  he  is  following  the 
line  of  least  resistance  in  pushing  the  sale  of  white 
footwear.  One  reason  might  be  that  a  great  manv 
fabrics  can  be  resorted  to  in  place  of  leather — even  the 
soles  may  be  of  substitute  leather,  and  if  the  manu- 
facturer can  make  a  goodly  ])ercentage  of  his  output 
without  leather  or  with  a  very  small  quantity  of 
leather  it  is  logical  to  suppose  that  this  will  afford  no 
little  relief  from  the  leather  standpoint. 

Certain  it  is,  whatever  the  reason,  "whites"  are 
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with  us  and  bid  fair  to  stay — for  some  time  at  least. 
There  will  presumably  be  a  number  of  "millinery" 
st_yles  but  that  will  not  prevent  the  se'i^i'^il  ^'se  of 
staples.  This  white  tendency  is  nut  quite  so  notice- 
able in  Canada  now  as  it  will  be  when  the  weather 
,^'ets  warmer  but  the  influx  of  visitors  at  the  leading,- 
hotels  in  Southern  summer  resorts  confirms  the  im- 
pression that  white  is  king. 

And,  after  all,  it  is  a  sane  and  practicable  color.  It 
is  cheerful.  It  is  sanitar}^,  because  to  look  well  it 
must  be  clean.  The  cleaning  itself  is  a  more  simple 
matter  than  with  almost  any  other  kind  of  shoe.  Most 
of  the  white  kidskin  boots  now  being  made,  are  cleaned 
merely  with  soap  and  water — others  made  of  fabrics 
are  cleaned  easily  and  quickly  by  some  compound,  of 


which  there  are  a  numl)er  of  kinds  made.  Then,  too, 
white  shoes  are  lighter ;  if  made  of  fabric  they  are  to 
a  certain  extent  porous  and  admit  ventilation-  For 
the  summer  time  they  are  cooler,  both  to  wear  and  to 
look  at.  Nearly  everybody  wears  white  clothing  in 
the  summer  time  as  much  as  possible,  so  why  not 
white  shoes?  White  is  a  color  which  does  not  con- 
flict with  any  other  color — it  is  perhaps  one  of  the 
most  common  colors  we  use  but  we  just  haven't  been 
acustomed  to  wearing  it  on  our  feet  although  there 
seems  no  reason  on  earth  why  we  shouldn't. 

And  just  here  let  us  jog  your  memories  on  the  im- 
])()rtance  of  stocking  and  selling  white  cleaners. 
Remember  that  a  cleaner  can  be  sold  with  every  pair 
of  Avhite  shoes — almost  invariably. 


The  War's  Effect  on  Prices  of  Material 


WE  are,  of  necessity,  at  the  present  time  forced 
to  devote  considerable  thought  to  a  subject 
vitally  affecting  the  manufacturer,  the  re- 
tailer and  the  consumer — that  is,  the  war's 
effect  on  the  price  of  shoe  manufacturing  materials. 
It  is  not  a  case  of  crying  "wolf"  in  advance  of  the 
actual  need,  but  rather  a  condition  of  affairs  which 
we  must  take  into  very  real  consideration.  We  know 
that  dyes  are  extremely  scarce,  and  at  advanced  prices  ; 
as  a  matter  of  fact  some  dyes  are  almost  unprocurable. 
We  know  that  the  enormous  demands  made  by  the 
warring  nations  on  the  supply  of  calfskin  has  severely 
curtailed  the  production  supply  available  for  domestic 
use.  We  know  that,  on  account  of  embargoes,  high 
freight  rates  and  shipping  risks,  kidskins  are  becom- 
ing increasingly  difficult  to  secure  each  day.  In  a 
word,  all  kinds  of  leather  for  shoe  manufacturing  pur- 
poses are  scarce  and  expensive. 

Added  to  this  is  a  like  condition  in  the  "findings" 
market.  Cotton  linings,  for  instance,  show  an  ad- 
vance of  25  per  cent,  during  the  last  year  or  so ;  nar- 
row fabrics  about  25  per  cent,  and  woollens,  used  in 
the  manufacture  of  uppers  in  women's  shoes,  25  per 
cent,  advance.  Perhaps  one  of  the  greatest  increases 
is  in  the  cost  of  laces,  which  show  an  advance  of  ap- 
proximately 75  per  cent,  with  every  indication  of  go- 
ing still  higher.  In  shoe  laces  with  metal  ends  the 
material  used  is  generally  zinc  or  zinc  and  steel.  These 
materials,  particularly  the  zinc,  are  very  scarce,  and 
the  cotton  used  to  manufacture  laces  is  very  expensive. 
The  demand  for  laces  for  the  soldiers  is  one  cause  of 
their  scarcity. 

Rubber  soles  and  heels,  linen  and  silk  threads,  eye- 
lets, tacks,  nails,  shanks,  etc.,  have  all  advanced  pro- 
])ortionately  during  the  past  few  months.  Buttons 
have  advanced  10c.  a  gross  and  are  still  rising.  Sand- 
paper shows  18  per  cent,  advance.  Rubber  cement, 
formerly  sold  at  50  cents  a  gallon  is  now  selling  at  80 
cents,  and  still  climbing. 

As  an  instance  of  the  dye  shortage,  one  glazed  kid 
manufacturer  is  authority  for  the  statement  that  brown 
dye,  which  used  to  be  fifty  cents  a  pound  is  now 
selling  for  $2.35,  and  blue  dye,  which  was  55  cents  a 
pound,  is  quoted  at  $2.50.  Lampblack,  now  used  large- 
ly in  coloring,  has  advanced  40  per  cent. 

On  imported  hides  shipping  rates  are  almost  pro- 
hibitive. The  freight  rate  from  South  America,  which 
before  the  war  was  70  cents  ])er  hundred  pounds,  is 


now  $4.50  per  hvmdred.  Britain  and  France  have 
placed  embargoes  on  the  export  of  skins  owing  to  the 
possibility  of  their  falling  into  enemy  hands,  so  that 
no  skins  are  coming  through  where  their  ultimate 
destination  is  not  known. 

These  statements  are,  we  believe,  authoritative  and 
genuine,  and  even  within  the  last  few  days  are  borne 
out  by  the  utterances  of  two  Canadian  authorities. 
One  of  these  is  Mr.  G.  A.  Blachford,  whose  address 
before  the  annual  banquet  of  the  Toronto  Retailers' 
Association  is  reported  elsewhere  in  this  issue  ;  also, 
at  a  meeting  of  the  Montreal  Boot  and  Shoe  Manufac- 
turers' Section  of  the  Canadian  Manufacturers'  Asso- 
ciation on  Feb.  29  the  matter  was  under  discussion,  and 
Mr.  Geo.  A.  Slater,  who  presided,  laid  before  the  meet- 
ing a  comparative  list  of  increases  during  the  last  six 
months,  his  figures  showing  that  the  advances  ranged 
from  10  to  250  per  cent.  The  higher  costs  were,  he 
pointed  out,  of  serious  importance  to  them  as  manu- 
facturers, and  they  ought  to  consider  how  to  meet  the 
emergency.  A  discussion  followed  in  which  the  pre- 
vailing sentiment  was  strongly  in  favor  of  advancing 
the  prices.  A  committee  was  appointed  to  compile  a 
more  detailed  list  Of  the  rises  in  raw  material  and  to 
issue  this  to  the  trade  papers,  and  a  further  meeting- 
will  be  held  to  go  more  fully  into  the  question,  to 
which  meeting  all  the  shoe  manufacturers  in  the  city 
will  be  invited. 

It  is  quite  obvious,  then,  that  the  manufacturers 
nuist  take  action  or  lose  money.  Prices  have,  of 
course,  been  raised  on  some  lines  by  some  makers,  but 
in  general  they  have  refrained  until  absolutely  neces- 
sary. However,  in  their  present  predicament,  it  is  al- 
most certain  prices  will  be  increased  from  10  to  15 
per  cent.,  and  we  urge  upon  every  retailer  to  carefully 
consider  the  present  exigency,  keeping  well  in  mind 
that  the  customer  must  pay  the  advance. 


Sticking  close  to  business  doesn't  mean  sleep- 
ing on  the  job. 

A  cheek  of  brass  often  disguises  the  head  of 
bone. 

Your  trade  journal  is  a  lighthouse  on  the 
rocky  shore  of  failure. 

Good  morals  without  religion  are  better  than 
religion  without  good  morals. 

It  is  not  what  a  customer  comes  in  for,  but 
what  he  walks  out  with  that  counts. 
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Advertising  That  Is  Different 

Get  out  of  the  rut  -Tramp  a  path  of  your  own— Give  your 
advertising  a  personality  of  its  own 


CUTTING  down    the    advertising  reduces  ex- 
pense— no   question   about   it — but   so  does 
suicide  reduce  the  high  cost  of  Hving.  The 
inference  is  plain.    Commercial  suicide  is  not 
what  the  shoe  retailers  are  hankering  after,  tlierefore 
attend  sharply  to  your  advertising. 

An  old  negro  woman  once  when  questioned  as  to 
how  she  came  to  have  such  a  well-behaved  family  of 
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Fig.  1 

boys,  answered;  "I  brung  them  boys  up  with  a  barrel- 
stave  and — I  brung  'cm  up  frequent."  Persistency  has 
its  ultimate  reward.  One  stroke  of  a  bell  in  a  thick 
fog  or  one  flash  of  light  on  a  dark  night  do  not  give 
any  lasting  impression  of  their  location,  but  when  re- 
peated at  regular  intervals  the  densest  fog  or  the 
darkest  night  cannot  long  conceal  their  whereabouts. 
Likewise,  a  single  insertion  of  an  advertisement — as 
compared  with  regular  and  systematic  advertising — 
is  in  its  effect  not  unlike  a  sound  which,  heard  but 
faintly  once,  is  lost  in  space  and  soon  forgotten. 

John  H.  Fahey,  president  of  the  U.  S.  Chamber  of 
Commerce,  once  remarked:  "If  there  are  still  e.xtant 
men  who  ask  the  question  'Does  it  pay  to  advertise?' 
I  know  their  thinking  is  of  the  kind  that  would  lead 
them  to  light  factories  with  candles  and  insist  upon 
the  advantages  which  would  accrue  if  the  residents 
of  modern  cities  still  drew  their  water  supply  by 
bucket  from  the  town  well." 

What  is  the  right  way  to  go  about  building  up  a 
good  shoe  advertisement?  What  should  an  advertise- 
ment contain  to  help  make  it  more  resultful  and  pro- 
fitable? Tackle  your  problem  something  like  this: 
(1)  What  have  I  got  to  sell?  (2)  To  whom  do  I 
desire  to  sell?  To  whom  do  I  wish  to  direct  my 
advertisement — the  mechanic,  the  business  man,  the 
laboring  man,  their  wives,  or  to  the  society  matron  or 
debutante?  (3)  Why  do  I  wish  to  sell  to  them?  Now 
for  the  actual  preparation  of  the  copy:  (1)  Unity  is 


the  fundamental  principle — don't  scatter  your  thoughts, 
keep  to  one  idea  or  closely  interrelated  ideas.  (2) 
Use  short  words,  i)referably.  Tell  the  story  naturally. 
Introduce  a  little  human  nature  interest  if  you  can. 

(3)  Try  to  be  a  little  difYerent — a  little  more  original. 

(4)  Proper  selection  of  type  size  and  style  is  very  es- 
sential. Visit  your  local  newspaper  office  and  get 
the  advertising  man  to  show  you  how  an  advertisement 
is  set  up.  Learn  the  different  sizes  of  type  and  the 
names  they  go  by.  Be  able  to  state  on  your  copy 
exactly  what  you  want  in  a  manner  comprehensible  to 
the  compositor.  (5)  While  many  retailers  are  not  in 
a  i)osition  to  spend  any  great  amount  on  art  work,  it 
is,  nevertheless,  one  of  the  greatest  aids  to  a  proper 
l)resentation  of  the  subject.  Use  a  hand-drawn  bor- 
der if  you  can — use  proper  cuts  (line  cuts)  and  look 
well  to  your  lay-out.  (6)  Avoid  morbid  treatments. 
The  war,  for  instance,  might  be  the  uppermost  sub- 
ject in  the  public  eye  at  the  present  minute,  but  it  is 
not  fit  subject  matter  for  an  advertisement.  (7)  Fit 
your  style  of  treatment  and  handling  to  the  class  of 
])eople  whose  trade  you  wish  to  draw.  Do  not  ad- 
dress to  the  business  man  or  the  society  woman  an 
advertisement  in  the  language  of  a  laborer.  (8)  Avoid 
humorous  attempts  unless  you  are  humorous — 
humor  is  a  rare  quality  and  hard  to  get  away  with 


in  an  advertisement.  (9)  Adopt  a  slogan— think  up 
a  good  one — a  catchy  phrase  is  sometimes  worth  thous- 
ands of  dollars  and  there  are  a  few  in  use  to-day  worth 
millions. 

But  the  all  essential  requisite  of  your  advertise- 
ment is  that  it  should  be  read.    That  means  that  it 
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must  be  a  little  "different."  Fig.  1  is  a  good  example 
of  "advertising  that  is  different."  The  hand-drawn 
border  is  an  oddity — simply  a  shoelace  threaded  in 
and  out.  The  heading  is  timely — white  shoes  are  go- 
ing to  be  the  shoes  for  1916 — every  woman  is  interested 
in  "The  New  White  Shoes."  Their  slogan,  "The 
Home  of  Good  Shoemaking,"  appears  at  the  top. 

"Making  a  Name" — that  is  what  all  progressive 
merchants  are  trying  to  do,  but  few  have  so  aptly 
illustrated  their  purpose  as  the  advertiser  in  Fig.  2. 

Fig.  3  is  both  attractive  and  appropriate.  It  tells 
its  story  at  a  glance,  much  better  than  any  amount 
of  reading  matter  could  do. 


Dominion  Rubber  Conventions 

Two  conventions  of  the  managers  and  salesmen  of 
the  footwear  departments  of  the  Dominion  Rubber 
system  were  recently  held,  both  being  presided  over 
by  R.  E.  Jamieson,  general  sales  manager.  The 
first  was  held  at  Berlin,  where  the  managers  and  sales- 
men of  the  Ontario  Division  assembled.  Various 
suggestions  and  criticisms  were  made,  and  the  Merch- 
ants Rubber  Factory  was  also  inspected.  At  the 
banquet  short  addresses  were  given  by  Messrs.  E.  C. 
Kabel,  superintendent  of  the  Dominion  Tire  factory ; 
A.  D.  Weber,  General  Manager  of  the  Canadian  Con- 
solidated Felt  Co.,  Limited;  P.  Y.  Smiley,  R.  W.  Ash- 
croft,  of  New  York ;  J.  L  Frank  Anthes,  J.  A.  Connor, 
Ontario  Division  manager,  and  others.  The  other 
convention  was  of  the  sales  forces  of  the  Quebec  and 
Maritime  Divisions,  this  being  held  on  February  21st 
at  Montreal.  Morning  and  evening  sessions  were 
held,  and  in  the  interval  the  footwear  factory  was 
visited.  In  the  evening  a  banquet  was  held  at  the 
Place  Viger  Hotel,  the  principal  speakers  being- 
Messrs.  F.  W.. Kramer,  supt.  at  the  St.  Jerome  factory; 
J.  A.  Wade,  factory  manager.  Mechanical  factory;  I. 
K-  Keuhner,  of  the  Montreal  factory ;  R.  W.  Ashcroft, 


of  New  York,  and  Divisional  managers  J.  M.  S.  Car- 
roll, of  Montreal,  and  W.  R.  Stewart,  of  St.  John. 


The  A.  W.  Ault  Co.  Ltd.,  Ottawa 

A.  W.  Ault,  president  and  manager  of  the  A.  W. 
Ault  Company,  Limited,  Ottawa,  boot  and  shoe  job- 
bers; who  recently  underwent  two  serious  operations, 
has  gone  to  Bermuda  for  a  three  months  rest  and  re- 


Mr.  Arthur  W.  Ault 


cuperation.  L.  C.  Wilson  who  has  been  ac- 
countant since  the  firm's  inception  has  been  appointed 
credit  and  office  manager  and  Lloyd  M.  Ault,  who  for 
three  years  was  city  salesman,  has  been  appointed 
sales  manager  and  buyer.     The  A.  W.  Ault  Company 


Mr.  Lloyd  M.  Ault 

do  not  talk  hard  times,  as  their  yearly  sales  have  in- 
creased at  such  a  rate  that  the  office  and  warehouse 
staff  have  had  to  be  increased  and  to  divide  the  in- 
creasing executive  work  the  above  appointments  had 
to  be  made.  Their  five  travellers  are  all  reporting 
good  business  from  their  respective  territories  and 
prospects  look  favorable  for  another  successful  year's 
l)usiness. 
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The  Toronto  Shoe  Retailers'  Banquet 

Everybody  Had  a  Good  Time    Good  Fellowship  and  Co-operation  Evidenced 

Throughout    A  Strong  Organization 


IV  any  shocnian  c'\cr  liad  an  idea  that  tlic  Torc^nto 
Shoe  Retailers'  Association  is  not  an  cxccedins^ly 
live  organization,  thoroughly  well  c(iuipped  as 
to  nunil)er,  ability  and  enthusiasm,  he  must  en- 
tirely revise  his  views  following  the  splendid  ban(|uet 
in  the  St.  Charles  Hotel  on  the  evening  of  I'^ebruary 
24,  at  which  some  150  members  and  guests,  includ- 
ing retailers,  wholesalers,  manufacturers  and  travelling 
salesmen,  met  to  have  a  good  dinner  and  smoke,  get 
l^etter  acquainted  and,  incidentally,  learn  a  few  useful 
things  about  the  industry.  The  banquet  was  a  great 
success,  and  we  believe  it  is  not  saying  too  much  that 
every  member  and  guest  went  away  with  a  better 
understanding  of  shoe  trade  conditions;  with  a  more 
kindly  feeling  towards  the  other  fellow  engaged  in  it; 
with  a  determination  to  do  his  share  towards  the  gen- 
eral uplift  of  the  industry  and,  last,  with  a  firm  re- 
solve to  be  on  hand  at  next  year's  banquet  when,  it 
is  antici])ated,  the  hap])y  event  shall  be  re])eated. 

Mr.  Howard  C.  l->lachford,  president  of  the  Asso- 
ciation, occui)ied  the  chair  in  a  most  acceptable  man- 
ner. He  spoke  briefly  of  the  ideals  of  the  Associa- 
tion and  of  the  steps  being  taken  to  reach  those  ideals. 
Particularly  he  outlined  the  significance  of  the  regular 
monthly  meetings  of  the  Association,  at  which  some 
topic  of  special  interest  to  the  trade  was  discussed. 
It  is  the  intention  to  continue  these  monthly  discus- 
sions and,  from  time  to  time,  bring  in  speakers  from 
outside  point.s — men  who  have  had  a  wider  experience, 
or  have  had  a  chance  to  view  the  problems  of  the  shoe 
trade  from  a  different  angle.  The  sentiments  of  the 
members  and  guests  were  evidently  strongly  in  favor 
of  the  plan  as  outlined  by  Mr.  Blachford,  which  augurs 
well  for  the  success  of  the  Association  meetings 
thronghont  the  year. 

The  Manufacturers 

The  speeches  throughout  the  evening  \\crc  snapp_\- 
and  to  the  point.  The  "Shoe  Manufacturers"  was  in- 
troduced by  Mr.  (ieorge  Chambers,  manager  of  the 
Regal  Shoe  Store.  Toronto.  Mr.  Chambers  spoke 
of  the  necessity  for  larger  ])r()hts  in  the  retail  end 
of  the  business. 

Mr.  G.  A.  Blachford,  president  of  the  Blachford 
Shoe  Manufacturing  Comi)any,  in  replying  for  the 
manufacturers,  si)oke  at  length  on  a  subject  which  is 
uppermost  in  the  minds  of  most  shoemen  to-day — ris- 
ing costs  of  materials.  Mr.  Blachford  gave  valuable 
data  on  this  question,  which  we  reproduce  below  . 

"We  all  know  in  a  general  way  that  higher  ])rices 
might  be  ex])ected,  and  I  would  like  to  give  you  some 
of  the  conditions  that  the  manufacturer  is  nieeting  with 
every  day  now.  I  would  mention  the  ever  popular 
material,  patent  leather.  In  this  line  we  have  a  very 
important  industry  right  here  in  Toronto,  and  in  speak- 
ing with  Mr.  Clarke  recently  he  happened  to  say  that 
whereas  they  formerly  obtained  their  .-apply  of  raw 
skins  mostly  from  Russia,  Norway  and  Sweden,  they 
have  to  obtain  them  to-day  from  South  America  and 
New  Zealand.  Not  only  is  the  price  of  hides  very  firm, 
but  all  commodities  entering  into  the  tanning  and  col- 
oring of  leather  have  become  exceedingly  expensive 
and  scarce,     In  connection  with  this  leather  I  will 


mention  only  two  items;  bichromate  of  potash,  which 
has  increased  in  ])rice  since  the  war  commenced  about 
400  per  cent.,  and  coloring  material  which  in  the  past 
was  plentiful  at  28  cents  a  pound,  but  is  now  hard 
to  get  at  $3.00  a  pound. 

"It  seems  unreasonable  to  expect  iny thing  els»- 
l)nt  further  serious  advances  in  the  price  of  this  ma- 
terial. In  the  matter  of  calf  skins,  I  am  indebted  tfj 
one  of  onr  largest  tanners,  who  advises  me  that  pre- 
vious tcj  the  war  they  obtained  practically  all  of  their 
high  grade  skins  from  Russia,  Germany,  Austria.  Bel- 
gium. Holland,  Italy  and  France.  Since  the  war  made 
itself  felt  they  have  not  bought  one  skin  from  any  of 
these  countries,  with  the  exception  of  an  occasional 
small  shipment  from  France.  Such  hides  have  been 
obtained  at  a  very  high  figure  and  the  expense  of 
freight  and  war  insurance  has  added  seriously  to  their 
further  cost.  The  actual  cost  of  producing  the  fin- 
ished leather  amounts  already  to  9  cents  per  foot,  and 
a  leading  expert  in  New  York  City  advises  that  from 
their  stand])oint  the  cost  now  amounts  to  10  cents 
])er  foot.  This  is  a  very  serious  matter  when  it  comes 
to  the  cost  of  a  pair  of  men's  calf  boots. 

From  one  of  our  leading  sole  leather  tanners  I  hear 
that  the  average  advance  of  all  miiterials  used  by  tan- 
ners in  the  making  of  oak  sole  leather  is  around  97 
per  cent.  The  scarcity  of  labor,  particularly  of  late,  has 
added  considerably  to  the  cost  of  production.  From 
the  same  source  I  am  advised  that  oak  sole  leather 
costs  now  in  excess  of  wdiat  it  did  just  previous  to 
the  outbreak  of  war  about  28j/^  per  cent.,  and  this 
part}-  thinks  that  the  hard  pinch  is  yet  to  come. 

When  it  was  realized  that  many  leathers  popular 
with  the  trade  would  necessarily  become  exceedingly 
scarce,  we  find  that  those  who  were  in  a  position  to 
influence  the  style  tendency,  immediately  did  every- 
thing in  their  power  in  favor  of  using  kid  leather,  as 
this  seemed  to  be  the  only  leather  of  which  there  was 
any  large  supply  cm  hand.  In  the  matter  of  this  ma- 
terial Canada  is  very  dependent  upon  our  good  neigh- 
bors to  the  south,  and  during  the  past  two  weeks  I 
have  received  letters  from  three  of  the  most  prominent 
])roducers  of  fine  kid  in  the  state  of  Pennsylvania, 
where  most  of  the  American  supply  is  tanned.  In 
reading  these  three  dilTerent  letters  one  would  almost 
think  they  had  conspired  to  say  the  same  thing.  The 
etiect  of  style  in  the  use  of  kid  leather  had  its  result, 
and  I  am  informed  that  the  increased  demand  for  this 
material  dining  the  i)ast  year  has  amounted  to  about 
500  per  cent.,  with  the  result  that  in  a  very  few  months 
all  surplus  stocks  were  absolutely  depleted.  The  pre- 
sent condition  in  the  kid  market  will  be  realized  when 
one  recalls  that  stajjle  lines  of  kid  formerly  selling  at 
from  12  cents  to  18  cents  ])er  foot  are  practically  off 
the  market. 

"That  serious  advance  in  tlie  cost  of  prciduction 
and  in  the  selling  price  of  shoes  will  be  necessary,  we 
must  realize  and  expect.  Coupled  with  this  is  the 
uncertainty  of  obtaining  our  necessary  supplies  at  the 
l)roper  time,  and  we  will  undoubtedly  meet  with  a 
lack  of  uniformity  in  the  finished  leather  to  which  we 
are  not  accustomed.     I  kncnv  in  my  own  experience 
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I  received  leather  recently  that  cost  me  60  cents  a  foot 
that  I  would  have  rejected  two  years  ago  at  25  cents 
a  foot.  I  am  sure  that  every  manufacturer  would  urge 
you,  as  I  do,  to  face  the  conditions  that  will  come  to  us, 
without  fear  and  trembling,  pay  the  price  that  is  neces- 
sary to  pay  under  all  circumstances  and  uphold  the 
quality  of  your  merchandise." 

The  Wholesale  Trade 

Mr.  S.  C.  Parks,  Toronto,  proposed,  and  Mr.  George 
Boulter  responded,  to  the  toast  to  the  "wholesale 
trade."  Mr.  Parks  acknowledged  the  value  of  the 
wholesaler  and  his  importance  as  a  necessary  link  in 
the  chain  which  binds  the  manufacturer  and  the  re- 
tailer. Mr.  Boulter  spoke  of  the  closer  relationship 
which  he  believed  was  developing  and  bound  to  de- 
velop further  between  the  retailer  and  the  branch  of 
the  trade  he  represented.  Such  organizations  as  the 
Toronto  Shoe  Retailers'  Association  and  such  func- 
tions as  the  present  were  certain  to  be  productive 
of  results  favorable  to  the  entire  industry. 

Rubber  Manufacturers 

The  "Dean"  of  Toronto  shoe  retailers,  Mr.  G.  St. 
Leger,  proposed  the  toast  to  the  "rubber  manufac- 
turers," and  Mr.  R.  H.  Greene,  of  Gutta  Percha  & 
Rubber,  Limited,  responded.  Mr.  St.  Leger's  address 
was  replete  with  reminiscences  of  bygone  days,  when 
shoe  retailing  was  a  less  specialized  business  than  to- 
day. He  emphasized  the  necessity  for  training  and 
adaptability  for  the  retail  shoe  business,  as  in  all 
others.  Mr.  St.  Leger's  remarks  were  followed  with 
keen  interest,  his  keen  sense  of  humor  and  witty 
sallies  frequently  rousing  his  hearers  to  vigorous  ap- 
plause. His  reference  to  the  "brains"  of  the  younger 
footwear  generation  was  as  well  received  as  it  was 
well  deserved. 

Mr.  Greene  made  a  most;  happy  reply,  in  which 
he  gave  the  members  some  interesting  statistics  on 
the  rapid  development  of  the  rubber  industry.  In 
1914,  the  world's  production  of  rubber  was  270,000,000 
pounds,  of  which  60  per  cent,  was  cultivated  and  40 
per  cent.  wild.  In  1915  the  production  had  reached 
360,000,000  pounds,  and  of  this  66  per  cent,  was  cul- 
tivated and  34  per  cent.  wild.  The  United  States  was 
the  greatest  rubber  manufacturing  country  in  the 
world,  and  two  years  ago  took  fifty  per  cent,  of  the 
entire  production;  Great  Britain  15  per  cent.;  Russia 
10  per  cent. ;  Germany  9  per  cent.,  and  the  rest  of  the 
world  16  per  cent.  In  1915  the  United  States  took  60 
])er  cent. ;  Great  Britain  12  per  cent. ;  Russia  8  per  cent. ; 
France  7  per  cent,  and  the  rest  of  the  world  13  per 
cent.  In  1900  Brazil  had  furnished  60,000,000  pounds 
of  wild  rubber  as  against  5,000  pounds  of  cultivated 
rubber.  At  the  present  time  there  were  1,500,000  acres 
under  cultivation,  producing  250,000,000  pounds  an- 
nually of  plantation  rubber,  showing  the  great  in- 
crease in  cultivation.  The  value  of  crude  rubber  alone 
imported  into  Canada  in  1915  was  $6,000,000. 

Mr.  Greene  stated  that  the  great  increase  in  the 
use  of  rubber  would  never  have  been  made  possible, 
and  prices  would  have  had  to  be  maintained  at  an  ab- 
normally high  level  if  it  had  not  been  for  the  excel- 
lent progress  that  had  been  made  by  scientific  methods 
in  producing  this  commodity  through  cultivation. 
There  is  no  rubber  manufacturers'  association.  Re- 
presentatives of  the  different  companies  meet  together 
the  same  as  other  bodies,  to  consider  methods  of  im- 
proving their  product  and  rendering  better  service  to 
the  retail  trade,  fi)r  they  believed  in  co-operation.  Com- 


petition among  the  rtibber  manufacturers  is  on  the 
basis  of  equality  and  service. 

Findings 

Mr.  Warren  T.  Fegan  (Big  88)  introduced  the  sub- 
ject of  findings,  coupling  with  it  the  name  of  Mr.  E.  T. 
jacobi.  Mr.  Fegan  contrasted  the  present  favorable  at- 
titude of  the  retailer  towards  his  findings  department 
with  the  olden  days,  when  these  things  were  stuffed 
away  in  a  back  room  out  of  sight  and  mind  alike.  It 
had  been  proven  that  this  department  was  capable  of 
producing  a  very  nice  volume,  and  was,  in  conse- 
cjuence,  being  respected  accordingly. 

Mr.  Jacobi  assured  the  retailers  of  their  eagerness 
to  co-operate.  He  believed  shoe  stores  should  have  a 
monopoly  of  shoe  "findings"  and  that  these  were  out 
of  place  in  drug  or  other  stores.  He  spoke  strongly 
against  price  cutting,  arguing  that  this  was  simply 
cutting  off  what  might  otherwise  be  a  nice  profit.  Mr. 
John  Harris,  manager  of  the  Nugget  Polish  Company, 
spoke  along  similar  lines,  mentioned  the  pleasant  re- 
lations existing  among  members  of  the  various  trades 
in  Canada,  and  congratulated  the  Association  on  their 
organization  and  their  successful  banquet. 

The  Trade  Press 

Mr.  Walter  Burnill,  vice-president  of  the  Associa- 
tion, in  offering  this  toast,  remarked  that  it  had  been 
said  that  ninety-five  per  cent,  of  all  those  who  went 
into  the  retail  business  failed.  When  he  looked  around 
and  saw  so  many  prosperous,  intelligent  and  capable 
men,  he  thought  this  statement  regarding  business  re- 
verses had  been  exaggerated.  It  had  been  proven, 
however,  and  it  had  to  be  taken  at  its  face  value. 
If  such  was  true  in  ordinary  times  what  about  to-day, 
when  there  had  been  a  general  curtailment  of  business 
owing  to  the  war,  and  so  many  men  going  to  the  front. 
The  one  Avay  to  meet  such  conditions  was  to  take 
full  advantage  of  the  assistance  and  suggestions  found 
in  the  trade  press.  The  journals  were  full  of  instruc- 
tion and  timely  pointers.  Some  fellows  naturally 
thought  they  could  manage  their  own  business  best, 
but  all  could  learn  something  from  the  other  fellow. 
The  trade  press  was  the  clearing  house  for  ideas  and 
the  medium  for  the  interchange  of  thought  and  experi- 
ence. "Render  it  all  the  assistance  that  you  can.  for 
we  need  all  the  practical  help  that  we  can  secure,"  he 
said  in  conclusion.  "By  reading  your  trade  paper  you 
become  a  better  business  man,  more  enlightened  and 
competent  to  meet  changing  conditions  such  as  we 
have  undergone.  Adopt  modern  methods.  The  trade 
press  is  doing  its  very  best  to  present  them  to  you. 
Remember  that  these  journals  are  what  you  help  to 
make  them.  Give  your  ideas  to  the  publishers,  then, 
and  place  whatever  information  you  think  is  valuable 
to  the  trade  at  their  disposal.  Do  not  forget  also  to 
come  to  the  Association  meetings.  The  result  will  be 
a  better  understanding  of  conditions  which  we  fafe 
to-day  and  better  profits.  You  must  adopt  up-to-date 
methods  if  you  Avish  to  succeed,  and  if  you  do  not  do 
this  you  will  have  to  compete  with  those  who  do." 

Mr.  James  Acton,  for  Shoe  &  Leather  Journal,  and 
Mr.  AValter  Carr,  for  Footwear  in  Canada,  responded, 
emphasizing  the  possibilities  of  the  trade  magazine 
as  a  medium  of  exchange  of  ideas  and  for  the  distribu- 
tion of  educative  influences.  The  science  of  shoe  re- 
tailing can  only  be  learned  by  studying  the  methods 
and  weighing  the  ideas  of  other  men.  These,  it  was 
claimed,  can  best  be  learned  through  the  trade  mag- 
azine. 

"Our  Travellers"  was  proposed  by  Mr.  W.  B.  Par- 
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vin  and  Mr.  W.  G.  Martin,  of  the  Canadian  Consoli- 
dated Rubber  Company,  responded.  The  visit  of  the 
salesman  is  one  of  the  l)right  spots  in  the  life  of  the 
ordinary  shoe  retailer.  Too  few  of  us  appreciate  the 
fact  that  manufacturers'  representatives  are  the  best 
informed  men  in  the  trade  on  the  very  questions  that 
are  daily  worrying  the  retailer.  Mr.  Parvin  urged  the 
value  of  a  closer  co-operation  with  the  knights  of  the 
grip.  The  benefit  would  be  mutual,  with  the  chances 
in  favor  of  the  retailer  profiting  most. 

Mr.  Martin  had  a  good  subject  and  handled  it  well, 
lie  drew  the  attention  of  his  hearers  to  the  important 
factor  25,000  to  30,000  travelling  salesmen  must  be  in 
the  business  life  of  the  country.  He  spoke  of  the  ab- 
solute dependence  of  the  other  section  of  the  trade 
on  the  selling  end,  and  drew  a  dismal  picture  of  trade 
without  the  travelling  salesman.  The  difficulties  of 
llic  work  were  briefly  touched  upon,  and  also  the 
joys  resulting  from  work  well  done  and  something 


really  accomplished.  Throughout,  Mr.  Martin  im- 
pressed his  hearers  with  his  earnest  desire  that  the 
salesman  should  be  recognized  as  a  real  friend  of  the 
retailers,  able  and  willing  to  do  him  service. 

The  "salesman,"  as  we  know  him,  is  one  of  the 
most  human  of  all  the  human  beings  who  tramp  our 
streets  to-day,  and  his  true  worth  lost  nothing  in 
Mr.  Martin's  telling. 

During  the  evening  orchestra  music  enlivened  the 
proceedings  and  an  added  treat  was  sprung  by  the 
president  when  he  called  upon  Lance-Corporal  W.  A. 
Ship,  166th  C.E.F.,  for  a  recitation  of  "The  Life  Boat." 
I^rcsident  Blachford  in  a  few  well  chosen  words 
thanked  the  members  and  guests  who  had  lent  their 
assistance  in  making  the  evening  a  success;  Mr.  St. 
Leger  called  for  three  cheers  for  Mr.  Blachford,  and 
the  best  banquet  "ever"  broke  up  with  ( iod  Save  the 
King. 


Here  and  There  With  the  Shoe  Salesman 


A.  A.  Orendorfi:',  for  nine  years  with  the  Cook- 
Fitzgerald  Company,  London,  Ont.,  has  joined  the 
travelling  staff  of  K.  T.  Wright  &  Company,  St. 
Thomas,  and  will  cover  western  Ontario,  including  the 
city  of  Toronto. 


Mr.  W.  G.  Fallen,  Representative  in  Western 
Canada  for  Getty,  Scott,  Ltd.,  just 
leaving  for  the  West. 


The  Toronto  branch  of  the  Miner  Rubber  Com- 
pany have  made  several  changes  in  their  travelling 
staff.  S.  G-  Best,  of  Toronto,  will  handle  the  district 
around  Toronto;  George  Lloyd,  late  of  Ames-Holden- 
McCready,  Toronto,  will  look  after  the  territory  from 
Toronto  to  North  Bay,  and  L.  J.  lies,  late  of  Blach- 
ford-Davies  Co.  Limited,  will  cover  Eastern  Ontario. 

D.  A.  Leonard,  formerly  a  retail  shoe  dealer  in  Tor- 
onto, has  joined  the  travelling  staff  of  the  American- 
British-Canadian  Distributors,  Toronto. 


J.  H.  Moore,  of  Cornwall,  Ont.,  on  the  travelling 
staff  of  the  Minister-Myles  Shoe  Co.,  Toronto,  has 
moved  to  Toronto  and  taken  up  his  residence  at  55 
Parkway  Avenue-  Mr.  Moore  "makes"  the  Maritime 
I'rovinces. 

Ritchie  Thompson,  of  Belleville,  Ont.,  a  shoe  re- 
tailer of  wide  experience,  has  joined  the  travelling  staff 
of  Blachford-Davies  Company,  Toronto,  and  will  re- 
present this  firm  in  the  territory  between  Toronto  and 
Cornwall. 

Mr.  Petterson,  of  Allandale,  who  has  been  riepre- 
senting  C.  B.  Dayfoot  &  Co.,  of  Georgetown,  Ont.,  has 
taken  a  position  with  Ames-Holden-McCready,  Lim- 
ited, Toronto,  and  will  cover  the  Owen  Sound  and 
Midland  districts  of  Ontario. 

George  J.  Scott,  of  'i'oronto,  representing  the  firm 
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of  Philip  Jacobi,  Toronto,  is  now  on  his  trip  through 
Western  Canada. 

L.  J.  Jackson  is  representing  the  Blachford  Shoe 
Manufacturing  Company  of  Toronto,  in  the  Maritime 
provinces  and  is  particularity  enthusiastic  over  this 
enterprising  line. 

Fred  P.  Beemer  is  spending  a  few  days  in  the  New 
England  States.  His  return  is  expected  shortly,  how- 
ever, when  he  will  resume  his  Western  Canada  trip 
for  the  Blachford  Shoe  Manufacturing  Company,  Tor- 
onto. 

R.  D.  Douglas,  who  travels  for  the  Leckie  Com- 
pany of  Vancouver,  B.  C,  has  purchased  the  interest 
of  O.  B.  Holden  of  the  O.  B.  Holden  Company,  boot 
and  shoe  dealers,  Vernon,  B.  C-,  and  will  in  all  prob- 
ability conduct  the  business. 

W.  S.  Pettes,  a  well  known  roadman,  will  repre- 
sent The  Perth  Shoe  Co.,  Limited,  of  Perth,  Ont.,  in 
the  city  of  Quebec,  province  of  Quebec  and  the  Mari- 
time Provinces  and  will  have  charge  of  the  Montreal 
office.  This  company  manufacture  women's  good- 
year  welts  exclusivel3^ 

John  Glossop,  is  looking  after  the  interests  of  the 
Perth  Shoe  Company,  Perth.  Ont.,  in  Eastern  On- 
tario, between  Montreal  and  Toronto  and  also  in  the 
Sault  Ste.  Marie  section.  N.  E.  Ingram.  788  Gerrard 
St-  East,  Toronto,  will  cover  the  Western  Ontario 
trade  and  open  sample  offices  in  Toronto.  Robert 
Wall,  of  Montreal,  will  have  the  territory  between 
Port  Arthur  and  the  coast. 


Mendelsohn  &  Co.,  Montreal 

One  of  the  most  recent  additions  to  the  Montreal 
up-town  shoe  stores  is  that  of  Mendelsohn  and  Com- 
pany, 231  St.  Catherine  Street  West.  It  is  in  a  very 
central  position,  on  the  main  shopping  thoroughfare. 


and  is  60  x  39  feet.  The  front  is  in  two  sections,  with 
the  door  in  the  centre.  Men's  goods  are  shown  on 
one  side,  and  women's  on  the  other.  Mr.  D.  Men- 
delsohn is  a  firm  believer  in  plenty  of  light  as  a  means 
of  attracting  trade,  and  the  store  is  undoubtedly  one 
of  the  best  lighted  in  the  city.  The  windows  are 
illuminated  with  a  number  of  nitrogen-filled  lamps 
hanging  from  the  ceiling,  while  the  same  method  of 
lighting  is  used  in  the  interior  (the  fixtures  being  of  a 
dififerent  shape),  except  under  and  in  the  balcony  at  the 
rear  of  the  store,  where  tungstens  are  utilized.  The 
effect  is  a  very  bright  exterior  and  interior,  height- 
ened by  a  light  color  scheme  of  decoration. 

The  goods  in  the  store  are  divided,  women's  and 
men's  shoes  being  stocked  on  different  sides ;  two 
rows  of  chairs  are  placed  on  both  sides  of  the  store, 
which  is  carpeted  throughout.  The  entire  floor  space 
is  devoted  to  selling,  all  goods  being  parcelled  in  the 
balcony,  where  the  general  business  is  also  conducted. 
A  reserve  stock  is  kept  in  the  basement.  Seven  clerks 
are  employed. 

Both  Canadian  and  United  States  goods  are  kept, 
prices  ranging  from  $3  to  $15;  later,  Mr.  Mendelsohn 
will  keep  shoes  from  $4  to  $25,  his  aim  being  to  elim- 
inate the  lower-priced  shoes.  In  the  cut  one  of  the 
salesmen  is  looking  over  an  order  for  about  $6,000 
given  to  a  United  States  firm. 

Mr.  Mendelsohn  declares  that  one  of  the  guiding 
principles  in  conducting  the  store  is  to  give  satisfac- 
tion. "A  satisfied  customer  is  the  best  advertisement 
I  can  have,  and  therefore  I  have  decided  to  return  the 
money  to  anyone  who  is  not  perfectly  satisfied  ;  a  cus- 
tomer who  returns  the  goods  for  any  reason  can  obtain 
the  money  without  condition.  It  can  be  spent  for 
other  shoes  in  the  store  or  the  customer  is  free  to  go 
elsewhere.  I  find  that  this  system  works  out  very 
well ;  I  want  a  customer's  permanent  business,  and  I 
believe  that  the  principle  I  have  adopted  is  a  sure 
way  to  get  it." 
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How  Many  Salesmen  Have  You — Oh,  About  Five 

Thousand 

By  R.  Winston  Harvey' 


How  many  salesmen  have  you  ? 

I  was  present  recently  when  that  question  was  put 
to  a  retail  merchant,  and,  with  no  air  of  et^otism 
whatever,  he  replied  : 

"Oh,  about  live  thousand." 

"What?"  exclaimed  the  interroi^ator,  "five 
thousand !" 

"Well,"  continued  Mr.  Merchant,  "I  don't  exactly 
employ  that  many  salespeople  in  my  store,  but  I  try 
lo  conduct  my  business  so  as  to  make  every  customer 
a  salesman,  and  1  have  somethini^  like  five  thousand 
customers,  therefore,  I  consider  that  I  have  about  that 
many  salesmen." 

Now,  wouldn't  this  be  a  fitting"  questicjn  for  almost 
every  retail  merchant  to  put  to  himself?  And,  after  all, 
how  many  retail  merchants  can  answer  in  the  same 
confident  manner  than  my  merchant  friend  just  quoted 
had  asvvered  it? 

I  suppose  every  retail  store  honestly  thinks  that 
they  have  the  customer's  interests  at  heart,  and  I  im- 
agine most  merchants  have  fooled  themselves  into 
thinking  that  they  are  doing  a  world  of  wonders  for 
tlu'ir  customers,  but  are  they — really? 

Study  Faces  of  Customers  Leaving  Store 
As  a  retail  merchant,  stand  in  front  of  your  store 
some  time  and  note  the  egress  of  your  customers — 
study  their  attitude — the  expression  upon  their  faces 
— and  see  if  you  can  truthfully  say  to  yourself,  "there 
goes  another  salesman  for  my  business." 

That  this  method  of  conducting  a  retail  business 
is  ])ossible  cannot  be  truthfully  disputed — that  every 
retail  merchant  can  make  salesmen  of  his  customers 
is  a  proven  fact — and  that  a  greater  effort  along  this 
line  should  be  made  is  an  admitted  necessity- 
It  matters  not  what  question  arises — there  is  no 
subject  that  ever  comes  up  for  discussion — but  that 
someone  ])ops  up  and  asks  "How?"  In  this  case  the 
question  is,  "How  can  1  make  salesmen  of  my 
customers  ?" 

Just  for  a  moment,  let's  leave  oiu-  own  stores,  be- 
cause we  have  got  a  little  purchase  to  make  of  some 
article  handled  by  a  neighboring  merchant,  carrying 
a  dift'erent  line  from  our  own.  lujv  this  moment  then, 
we  are  not  merchants  any  longer,  but  customers — we 
are  out  to  buy  something  ourselves — and  we  drop  into 
the  store  of  Push  Si  Hustle.  The  moment  we  cross 
the  threshold  a  clerk  hastens  up  and  politely  incpiires 
of  our  wants.  We  ask  to  see  a  certain  article,  and 
the  clerk,  without  a  moment's  hesitation,  goes  to  the 
|)ropcr  counter  and  cpiickly  produces  what  we  ask  for. 

Or,  should  Push  &  Hustle  not  happen  to  handle 
the  particular  brand  called  for,  the  clerk  will,  witho-  * 
l)eeving  you,  courteously  suggest  a  substitute  which 
he  knows  to  be  the  equal  in  value  to  the  article  called 
for  but  not  insist  upon  your  buying. 

Three  Parts  of  Service 

'l^his  is  what  is  known  as  "store  service,''  and  can 
be  divided  into  three  classifications: 
1st — Polite,  attentive  clerks. 

2nd — A  thorough  knowledge  of  the  stock  on  the 
]^art  of  the  clerk. 

*  The  Slioe  Recorder, 


3rd — Selling  you  what  you  called  for,  or  not  mak- 
ing it  disagreeable  for  you  if  you  do  not  buy. 

And  this  "store  service"  is  one  of  the  prime  ele- 
ments that  converts  customers  into  salesmen.  It  is 
remarkable  how  many,  many  people — both  men  and 
women — will  go  out  (;f  their  way  to  deal  with  a  store 
where  the  clerk-attention  is  polite  and  efificient,  and 
give  that  store  the  preference  every  time. 

One  of  the  greatest  handicaps  to  this  kind  of  "store 
service"  arises  from  personal  competition  among  the 
clerks.  This  clerk,  or  that  clerk,  has  a  certain  num- 
ber of  friends,  and  when  one  of  these  friends  comes 
into  the  store  even  tht)Ugh  he  for  she)  be  engaged 
u  ith  another  customer,  doesn't  like  it  if  another  clerk 


A  Novelty  in  Black  Patent  and  White  Kid. 


attempts  to  waft  on  "his  friend."  and  shows  the  re- 
sentment in  his  attitude. 

Cases  have  come  under  my  personal  observation 
where  ladies  have  gone  into  stores,  and  seeing  that 
their  accustomed  clerk  is  busy,  and  being  in  a  hurry, 
requested  someone  else  to  wait  on  them,  thus  provok- 
ing some  kind  of  a  distasteful  comment  from  the  first 
clerk  and  in  this  way  causing-  the  customer  to  hesi- 
tate before  going"  into  that  store  again,  fearing  a  repe- 
tition of  just  such  an  occurrence. 

The  Customer's  Interest  First 

Clerks  should  be  trained  to  understand  that  the 
customer's  interest  comes  first.  It  is  all  right  to  try 
to  boost  individual  clerk  sales,  and  to  scramble  over  a 
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,!L;'uod  customer,  but  when  a  clerk  is  busy,  and  one  of 
his  regular  customers  comes  in,  it  is  his  duty  to  the 
store  to  see  that  that  customer  has  prompt  attention 
from  another  clerk — it  makes  salesmen  of  your  cus- 
tomers to  get  the  right  kind  of  "store  service-" 

"Store  service,"  however,  is  but  one  of  the  ingre- 
dients necessary — there's  the  cjuestion  of  "merchan- 
dise" to  be  considered.  If  you  are  in  the  habit  of 
giving'  one-hundred-cents-in-the-doUar  values,  and 
occasionally  tacking  on  a  little  extra  value  for  good 
measure,  the  reins  are  not  made  that  are  strong  en- 
ough to  hold  the  tongues  of  your  patrons.  Every 
man  and  woman  likes  to  boast  of  their  own  ability  in 
buying — or,  call  it  speculating,  if  you  will.  Let  a 
man  come  into  your  store  and  pick  up  some  unusual 
value,  it's  a  safe  bet  that  before  he  is  fifteen  minutes 
out  of  your  store  he's  telling  some  friend  about  his 
"buy."  The  same  applies  to  ladies  onlv  in  a  magni- 
fied form. 

Get  mixed  up  in  a  company  of'  ladies  when  they 
are  discussing  fashions,  dresses,  etc., — and  that  isn't 
hard  to  do— and  pretty  soon  you'll  hear  Mrs.  Powell 
telling  Mrs.  Starke  all  about  a  beautiful  frock  she  has 
just  bought  from  Blank  &  Company  and  add : 

"And,  my  dear,  just  guess  what  I  paid  for  it?" 

"What?"  says  Mrs.  Starke,  "you  don't  mean  to  tell 


An  up-to-the  minute  creation— figured  cloth  top  patent  vamp-pearl  buttons. 


me  that  vou  bought  that  darling  little  creation  for  onlv 
$45.00?"' 

"Yes,"  replies  Mrs.  Powell,  "and  I  never  saw  so 
many  pretty  dresses  as  Blank  (.K;  Compau}'  have,  and 
at  such  genuine  bargains !" 

So  there  you  are — the  second  element  in  converting- 
customers  into  salesmen  is — your  merchandise! 

Examples  From  Other  Lines 

A  case  in  point  U>  show  how  this  works  out.  Some 
months  ago  a  lady  came  from  California  to  Lynch- 
burg to  live,  and  located  in  the  apartment  building 


where  we  reside.  In  California,  this  lady  had  been 
buying  a  condiment  known  as  "Brand's  Al  Sauce," 
and  in  conversation  with  the  other  ladies  in  the  build- 
ig,  commented  on  her  inability  to  get  this  article  in 
Lynchburg.  She  was  directed  to  one  of  our  leading 
grocers-  This  grocer  had  never  heard  of  the  sauce. 
iDut  told  her  that  he  would  get  it  for  her,  which  he 
did,  and  as  soon  as  it  arrived  sent  up  a  bottle.  This 
bottle  was  handed  around  for  examination  by  the  other 
ladies  in  the  house,  and  every  one  who  tried  it  is  now 
using  "Brand's  Al  Sauce."  The  "merchandise"  in  this 
case  converted  the  customer  into  a  salesman  for  that 
grocer. 

This  also  serves  to  prove  the  necessity  for  mer- 
chants using  extreme  care  and  judgment  in  the  selec- 
tion of  the  merchandise  they  will  otter  their  customers, 
for,  with  adequate  store  service,  and  100  per  cent, 
value  merchandise,  the  transformation  of  customer 
into  salesman  is  all  but  accomplished. 

And,  while  my  illustration  is  in  the  grocery  line, 
it  is  justly  applicable  to  all  lines.  It  is  worth  a  great 
deal  to  any  store  to  have  their  customers  going  around 
bragging  of  their  purchases,  and  too  few  retailers  take 
this  phase  of  merchandising  seriously  enough  to  cash 
in  on  its  possibilities. 

But,  "store  service"  and  "merchandise"  isn't  the 
whole  show.  The  retail  business  is  a  three-ring  cir- 
cus, with  these  two  elements  constituting  two  of  the 
rings,  while  the  '^complaint  desk"  constitutes  the 
third. 

Adjusting  "Little"  Differences 

It  is  not  infrequent  that  one  hears  the  remark  from 
one  source  or  another  that:  "I  like  to  deal  with  Blank 
&  Company  because  they  are  so  ready  to  adjust  any 
little  dififerences  that  might  arise."  These  "little  dif- 
ferences," while  small  from  a  pecuniary  point  of  view, 
oftentimes  cause  the  loss  of  a  valuable  customer. 

Only  last  week,  while  the  Mrs.  and  I  Avere  out 
driving,  she  remembered  that  her  usual  amount  of 
cream  had  been  exhausted  on  account  of  company 
dropping  in,  and  told  me  to  drive  to  the  dairy  so  she 
could  get  a  supply  for  dinner.  I  jumped  out  of  the 
car  myself  to  get  the  cream,  and  as  I  walked  in  the 
door,  I  found  the  manager  and  one  of  his  lady  custom- 
ers in  a  heated  discussion  over  what  I  doped  out  to  be 
a  trivial  matter- 
There  was  no  one  else  present  to  give  me  atten- 
tion, and  I  had  to  wait.  The  argument  kept  up,  and 
the  manager,  after  realizing  that  he  would  have  to 
give  in  came  across  with  an  apology — but  he  was  too 
late.  The  customer  asked  for  her  bill  to  date,  paid 
the  amount  and  remarked  that  "she  would  buy  her 
dairy  products  elsewhere  in  the  future."  This  was 
certainly  a  case  of  poor  judgment  on  the  part  of  the 
manager,  because  in  addition  to  having  lost  that  cus- 
tomer, the  discussion  was  all  but  agreeable  to  my  own 
ears  and  the  human  nature  in  me  made  a  little  restless 
to  be  waited  on  so  I  could  resume  my  drive.  Under 
the  circumstances,  could  I  be  expected  to  boost  for 
that  dairy  ?    Never  ! 

I  do  not  mean  to  say  for  one  instant  that  every 
claim  made  on  a  merchant  should  be  allowed  without 
question  or  investigation,  but  I  do  state,  most  empha- 
tically, that  there  are  just  two  ways  of  handling  com- 
plaints. I  have  illustrated  the  wrong  way  while  the 
right  way  is  to  handle  these  complaints  in  an  agreeable 
manner,  and  I  could  relate  instance  after  instance 
where  a  customer  came  into  a  store  to  make  a  kick, 
and  the  proprietor,  or  clerk,  made  it  so  pleasant  for 
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tticni  that  the}'  felt  ashamed  of  themselves  and 
proved  even  stronger  friends  of  the  store  than  before 
they  had  aired  their  grievances. 

A  Man  to  Cover  Complaints 

It  requires  a  real  diplomat  to  adjust  complaints  in 
a  retail  business  and  firms  who  have  employed  a  man 
peculiarly  fitted  for  this  job,  and  referred  all  com- 
]>laints  to  him  for  adjustment,  have  found  it  most 
satisfactory — it's  one  of  the  ways  to  either  make  or 
kill  a  customer — to  turn  him  into  a  knocker  or  a  sales- 
man for  your  firm. 

Another  little  incident  I  might  mention  in  discus- 
sing the  question  of  making  salesmen  of  your  custom- 
ers, is  something  that  happened  less  than  a  month  ago. 

My  wife  called  on  a  friend  one  afternoon,  and  dur- 
ing'her  stay  the  friend  passed  around  some  delicious 
oranges,  and  in  handling  tliem,  made  this  remark  : 

"I  paid  my  grocery  bill  this  morning,  and  when 
the  day's  provisions  came  up,  my  grocer  sent  me  a 
dozen  of  these  (oranges)  with  his  compliments." 

My  wife  immediately  asked:  "Where  do  you  deal?" 

And,  of  course,  was  told,  with  the  further  remark 


by  her  friend  that,  "They  carry  the  nicest  provisions 
in  town." 

That  this  impressed  my  wife  is  evidenced  by  her 
relating  it  to  me  and  in  her  relation  of  the  incident, 
she  remembered  the  name  of  the  grocer  and  said  that 
she  was  going  to  give  him  a  trial. 

There's  typical  customer-salesmanship — and  that  is 
only  one  of  the  myriad  of  methods  a  retail  merchant 
can  employ  in  enlisting  the  free  services  of  his  cus- 
tomers in  boosting  for  his  store.  The  grocery  or 
dairy  business  is  no  exception — it's  a  question  con- 
fronting every  man  conducting  a  retail  business, 
wherever  he  may  be  located,  whatever  lines  he  may 
carry.  So,  Mr.  Retail  Shoe  Merchant,  study  this 
question  as  it  applies  to  your  own  individual  business. 

"How  many  salesmen  have  you?" 

Is  your  sales  force  limited  within  the  confines  of 
your  store  pay  roll,  or  are  your  customers  boosting 
for  you  long  after  the  store  is  closed  for  the  night? 

It's  your  problem.  Figure  it  out,  and  you  may  be 
assured  that  if  you  will  take  care  of  your  customers, 
your  customers  will  take  care  of  you. 


What  Are  You  Doing  About  Rising  Prices? 


With  the  constantly  increasing  cost  of  everything 
tliat  goes  into  the  making  of  a  shoe  and  the  conse- 
quent higher  cost  to  the  retailer,  the  inevitable  in- 
crease to  the  consumer  is  unavoidable.  This  is  all 
the  more  certain  when  we  renieml)er  that  the  average 
retailer  does  business  in  normal  times  on  a  very  nar- 
row margin, — generally  much  too  narrow, — and  so  is 
luiable  to  make  concessions  to  his  customers  at  the 
present  time  without  operating  at  an  actual  loss-  This 
forced  increase,  if  not  handled  with  the  greatest  tact 
threatens  to  antagonize  a  very  large  percentage  of  the 
public  and,  although  it  may  be  argued  that  they  must 
purchase  footwear  anyway,  it  must  still  be  remembered 
that  much  of  the  satisfaction  of  doing  business  now- 
adays in  the  mutual  feeling  of  confidence  that  exists 
between  dealer  and  customer.  J-'or  many  years  the 
efi^orts  of  the  best  men  in  the  trade  have  been  exerted 
to  the  utmost  to  create  this  very  feeling  and  it  follows 
that  anything  that  may  occur  to  sever  the  friendly  re- 
lations would  be  an  adverse  factor  in  the  trade  and 
would  set  back  the  wheels  of  progress  by  a  very  con- 
siderable amount. 

It  seems  urgent,  therefore,  that  we  should  acquaint 
the  public  with  the  facts,  or  so  much  of  the  facts  as 
are  necessary  to  their  proper  understanding  of  the 
situation,  namely,  that  neither  the  manufacturer  nor 
the  retailer  stands  to  profit  by  the  increase  in  price, 
which  is  forced  on  them  by  conditions  entirely  beyond 
the  control  of  the  trade. 

And  right  here  we  are  inclined  to  think  the  mistake 
is  often  made  of  thinking  that  the  public  know  more 
about  footwear  conditions  than  they  actually  do.  The 
fact  is,  we  believe,  the  public  are  inclined  to  be  suspi- 
cious of  everything  and  everybody.  Goodness  knows 
they  have  been  "buncoed"  times  out  of  number  and 
given  excuses  that  do  not  hold  water,  so  that  it  is  not 
surprising  that  they  cannot  discriminate.  Is  it  not 
all  the  more  necessary,  then,  why  the  public  should  be 
taken  into  our  confidence  and  why  it  should  be  pointed 
out  to  them  that  the  shoe  retailer  finds  himself  in  such 
a  position  that  he  has  no  other  recourse?  Might  it 
not  even  be  worth  the  trouble  of  publishing  figures 


showing,  comparatively,  the  cost  to  tlie  retailer  now 
and  two  years  ago? 

Such  a  campaign  in  one  form  or  another  seems  to 
be  very  necessary.  It  looks  like  a  campaign  of  "pre- 
paredness," a  policy  which,  if  persistently  and  consist- 
ently carried  out,  will  tend  to  maintain  the  friendly 
relations  between  the  retailer  and  his  customers.  And 
that,  after  all,  is  the  secret  of  success  in  retailing — 
get  your  customer  into  the  way  of  "trusting"  you. 

A  few  days  ago  we  sent  out  a  number  of  letters  to 
retailers  at  various  points  in  Canada  asking  what  they 
were  doing  about  the  rising  prices  and  how  they  pro- 
])oscd  to  handle  the  matter.  We  have  received  many 
replies,  indicating  the  interest  taken  in  the  question, 
and  nearly  all  of  them  agree  that  the  public  should 
be  educated  beforehand — in  conversations  and  through 
newspaper  advertisements  chiefly.  Sample  letters  are 
reproduced  herewith.  Perhaps  the  opinions  expressed 
will  be  of  assistance  to  others  who  have  not  yet  made 
any  definite  efifort  in  this  direction- 
One  suggestion  in  particular  made  by  one  of  our 
correspondents  appeals  to  us.  That  is  that  manufac- 
turers and  wholesalers  should  take  a  hand  in  the  cam- 
paign, use  their  influence  with  the  press  and  inaugur- 
ate a  deliberate  scheme  of  pulilicity,  having  in  mind 
the  moulding  of  public  opinion.  Such  a  move  would, 
we  think,  be  fruitful  of  much  good.  Then,  if  we  only 
had  a  Dominion  Shoe  Retailers'  Association,  what  a 
ioYce  it  could  be  in  such  a  campaign. 

Will  Find  It  Out  Soon  Enough 

Bowman villc.  March   1.  11)  16. 

Editor  Footwear  in  Canada: 

As  to  your  question  of  rising  prices  and  preparing  the 
consumer  for  what's  coming.  I  think  the  poor  consumer 
need  not  be  worried  too  much  beforehand.  He'll  come  to 
it  quickly  enough — in  fact  he  is  getting  accustomed  to  such 
things  and  will  not  be  surprised  at  anything.  He  hears 
"advancing  prices"  in  every  shop  he  enters — grocers,  dry- 
goods,  druggist,  hardware,  etc.,  and,  of  course,  everybody 
knows  the  leather  conditions  and  the  wilful  waste  and  deple- 
tion of  animals  during  this  terrible  war.      So  1  think  it  just 
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as  well  to  jog  along  and  not  say  too  much  about  trade  con- 
ditions, but  keep  cheerful  and  try  to  keep  the  other  fellow 
cheerful  also  and  let  him  think  we  are  giving  the  very  best 
article  possible  at  the  price. 

Yours  sincerely, 

Fred  R.  Foley. 

*  :|:  * 

Prepare  Them 

Blenheim,  Ont.,  March  3,  1916. 
Editor  Footwear  in  Canada: 

My  opinion  re  the  best  way  to  act  toward  the  public  re- 
garding advances  in  price  of  shoes  is  that  the  retailers  as  a 
whole  should  so  inform  their  customers  and  thereby  prepare 
them  for  the  advance. 

Yours  truly, 

Geo.  Taylor. 

*  *  * 

How  It  Works  Out 

Picton,  Feb.  39,  1916. 

Editor  Footwear  in  Canada: 

Re  our  method  of  explaining  to  our  customers  the  causes 
of  the  very  much  increased  prices  of  leather  footwear.  A 
few  of  the  reasons  offered  are  the  very  much  increased  uses 
of  leather  for  war  supplies  in  the  way  of  saddles  for  the  cav- 
alry also  heavy  harness  for  the  artillery  and  in  many  other 
uses  in  the  war.  The  soldiers  also  use  or  wear  out  much 
more  boots  than  they  would  in  ordinary  life  at  home.  An- 
other reason  for  the  scarcity  and  high  price  of  leather  in 
Canada  is  that  we  are  unable  to  import  it  from  France  or 
Russia,  as  they  cannot  make  enough  for  themselves  at  pre- 
sent. The  manufacturers  keep  telling  us  it  is  not  only  a 
matter  of  high  prices  but  it  looks  as  though  they  would  not 
be  able  to  get  the  quantities  of  leather  they  will  require. 

Yours  truly, 

■  D.  J.  Goodwin. 

*  *  * 

Advise  Them-  Gradually 

Craik,  Sask..  Feb.  39,  1916. 

Editor  Footwear  in  Canada: 

Replying  to  your  letter  of  February  16  we  certainly  feel 
that  as  the  price  on  everything  which  goes  into  the  manu- 
facture of  shoes  is  advancing,  it  is  a  duty  we  owe  to  the 
general  publit,  to  advise  them  of  the  advance,  and  do  so 
gradually. 

We  have  been  talking  advanced  prices  for  some  time 
past,  as  we  are  obliged  to  pay  higher  prices  for  several  lines 
of  furnishings,  as  well  as  shoes. 

We  think  that  the  manufacturers  should  advise  the  pub- 
lic through  readers  in  the  leading  city  papers  over  or  under 
their  own  signature,  so  that  the  whole  responsibility  of  this 
movement  will  not  fall  to  the  lot  of  the  retailers. 

Yours  truly, 

Liddle's  Limited, 
Per  F.  E.  Liddle. 

*  *  * 

A  Burning  Question 

New  Liskeard,  March  :i,  1916. 

I'lditor  Footwear  in  Canada: 

In  reply  to  yours  of  the  29th  February  re  "the  public 
and  higher  prices."  It  is  hardly  necesSary  to  say  that  this 
is  a  burning  question  with  the  retailer.  I  am  sure  there  is 
not  a  merchant  but  who  would  be  glad  if  the  public  could 
he  educated  in  some  other  way  than  talking  over  the  counter 
as  to  the  conditions  causing  the  advance  in  price  of  nearly 
all  lines  of  merchandise. 

With  a  great  many  customers  it  is  not  a  iileasanl  suliject 


and  often  after  expounding  the  truth  the  answer  comes,  "Oh 
it's  all  right  for  you  merchants  to  say  that."  "I'm  sick  of 
listening  to  merchants  talking  higher  prices."  "It's  easy 
for  you  to  talk  but  we  have  to  do  the  paying,"  etc.,  etc. 

I  wonder  would  travellers  and  wholesale  firms  say  I  am 
right  when  I  say  that  merchants  have  acquainted  them- 
selves with  the  conditions  very  quickly  by  looking  over  the 
different  sets  of  samples  and  reading  (thanks  to  your  trade 
papers)  but  the  general  public  haven't  this  opportunity  and 
here  is  where  the  trouble  begins. 

The  remedy,  as  I  see  it,  lies  in  more  publicity,  in  the 
press,  in  the  local  papers  as  well  as  in,  the  large  city  dailies 
and  it  must  not  be  left  to  the  editors  either.  Allow  me  to 
say,  in  an  undertone,  that  I  don't  think  they  are  in  touch 
with  the  situation  enough  to  make  clear  and  plain  tlie  true 
facts  but  if  it  were  to  come  from  a  publicity  organization  of 
the  wholesalers'  union,  it  should  make  good  reading  and 
editors  would  then  be  well  able  to  make  comments. 

Yours  truly, 

W.  McKnight. 

*  *  * 

Don't  Overdo  It 

Souris,  Man.,  March  1st,  1916. 
Editor  Footwear  in  Canada: 

Might  say  that  I  am  constantly  breaking  the  news  to  each 
and  every  one  of  my  customers  and  keep  them  posted  on  the 
state  of  the  markets,  and  I  have  the  majority  of  my  custom- 
ers that  are  willing  to  reason,  so  that  they  now  make  no 
mention  of  price  but  still  seek  the  same  lines  that  I  handle 
even  at  the  slight  advance. 

Some  merchants  go  too  far  with  the  customer  who  can- 
not understand  why  there  should  be  any  advance,  by  telling 
him  every  time  the  customer  enters  his  store  that  goods  are 
up  again,  when  he  only  means  the  same  advance  that  took 
place  a  time  back.  He  gets  the  customer  so  worked  up  that 
he  feels  that  he  is  held  for  a  mark,  and  every  one  is  out  to 
soak  him.  If  more  of  the  merchants  would  stop  and  think 
for  one  moment  before  he  starts  to  explain  to  a  customer 
just  what  is  what,  and  break  the  news  gently  he  would  find 
that  he  would  have  a  customer  that  would  pass  the  news 
around  to  others  until  it  would  be  in  the  minds  of  all  peo- 
ple, as  good  news,  and  tend  to  stimulate  early  purchasing  in 
not  only  footwear  but  all  lines. 

I  say  by  all  means  break  the  news  gently,  and  train  the 
customer  good  and  bad  to  be  all  good,  as  this  is  the  only 
class  of  customer  to  have  walk  in  your  place  of  business. 

Yours  truly, 

D.  Taylor. 

*  *  * 
Scale  the  Increases 

Chesley,  Ont.,  March  1,  3  916. 

Editor  Footwear  in  Canada: 

[  feel  that  it  is  excellent  practice  to  impress  upon  the 
shoe  buyers  individually  and  through  our  advertisements 
the  necessity  of  increases  in  price.  I  find  that  most  of  them 
are  prepared  from  their  own  personal  knowledge  and  com- 
mon judgment  that  present  conditions  demand  increases 
along  many  lines.  I  feel  too  that  each  dealer  should  as  far 
as  possible  scale  the  increases — that  is  split  them  up  in  pro- 
portion to  his  stock  on  hand  and  gradually  bring  them  into 
vogue.  A  sudden  jump  from  a  low  level  to  a  high  one 
tends  to  curtail  the  purchases  and  depress  trade. 

Yours  truly, 

C.  J.  Halliday. 


A  mautifacturing  concern  in  Brockton,  Mass.,  i.s 
ttirning-  otit  a  men's  shoe  which  they  call  the  "Mazda." 
Presumably  this  is  a  "Hght"  boot. 
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Pennsylvania  Shoe  Retailers  in  Convention  Discuss 

Important  Topics 


AT  the  second  annual  convention  of  the  Pen- 
nsylvania Shoe  Retailers'  Association,  held 
in  Pittsburgh,  February  21  and  22,  the  key- 
note of  the  proceedings  was  "trade  advance- 
ment through  education  and  co-operation."  President 
Lazarus,  in  his  opening  address,  said  in  i)art : 

"In  1913  there  were  3,400  shoe  retailers  in  Pennsyl- 
vania doing  an  annual  average  business  of  $23,000 
each.  Research  work,  conducted  by  the  Harvard 
School  of  lousiness  showed  that  these  dealers  aver- 
aged'barely  1  per  cent,  net  i)rofit.  It  is  time  for  us 
to  organize  to  im])rovc  this  condition,  ])ut  I  believe 
that  the  members  of  this  association  arc  a1)iive  that 
$23,000  class.  One  important  reason  for  the  i)oor 
showing  of  our  trade  is  that  we  are  selling  too  many 
cheap  shoes. 

"We  are  selling  shoes,  in  some  cases,  which  the 
])ublic  should  not  be  allowed  to  buy,  and  in  so  doing 
we  work  an  injustice  upon  ourselves  and  our  trade. 
To-day  $3.50  is  the  lowest  price  that  a  man  or  wo- 
man should  pay  for  a  shoe — yet  I  believe  the  average 
selling  price  in  too  many  of  our  stores  is  below  that 
figure.  Gentlemen,  we  should  try  to  increase  the  num- 
ber sold  at  higher  prices,  particularly  when  shoes  are 
so  imi)ortant  and  prominent  a  part  of  the  costume. 

Save  Fifty  Per  Cent,  for  Novelties 

Mr.  Joseph  Strasburger,  of  Washington,  D.C.,  made 
an  earnest  recommendation  that  under  present  trade 
and  style  conditions,  retailers  should  try  to  save  fifty 
per  cent,  of  their  buying  for  late  novelties.  He  knew 
this  was  a  greater  percentage  than  was  recommended 
by  the  National  Conference  Committee,  but  he  thought 
in  these  days  of  ever-changing  styles,  it  is  necessary 
for  the  retailer  who  does  a  novelty  shoe  trade,  to  al- 
low a  generous  margin  of  buying  to  stand  over  so 
as  to  cover  styles  brought  out  late. 

I-'urthermore,  he  urged  that  staples  be  ordered  well 
in  advance.  "Some  factories  to-day."  he  said,  "are 
crowded  with  orders  for  sta])les  and  will  be  far  be- 
hind on  orders  for  spring  deliveries.  It  is  partly  tlie 
retailers'  fault  for  not  buying  his  stajjles  early." 

Modern  Selling  Ideas 

"One  thing  our  y\ssociation  did  last  fall  was  to  hold 
a  'Skidoo  Day'  for  low  shoes,  which  was  a  decided 
success.  We  enlisted  the  services  of  the  daily  press 
to  publish  articles  and  cartoons  featuring  the  'skidoo' 
of  low  shoes. 

"Last  December  we  inserted  an  ad.  in  one  of  our 
leading  newspapers  containing  these  four  words:  "(iive 
Footwear  for  Christmas."  This  advertisement  appear- 
ed every  other  day  from  December  1  In  Christinas 
week.  The  money  to  i)ay  the  advertisement  was 
raised  by  subscrii)tion  from  the  department  and  shoe 
stores — the  larger  stores  giving  $10'  and  the  smaller 
ones  $5.  We  collected  nearly  $200.  All  of  the  stores 
reported  their  holiday  trade  away  beyond  the  year 
previous,  showing  the  effectual  results  of  ibis  kind  of 
co-operation. 

Keep  Up  the  Standard 

"If  you  will  permit  me  I  will  now  give  you  a  few 
words  of  advice.  To  begin  with,  keep  uj)  the  standard 
of  your  merchandise.    The  j)ublic  has  l)een  educated 


to  the  increased  cost  of  everything  that  goes  into 
shoes,  and  in  view  of  this  fact  the  peojjlc  expect  to 
pay  more  for  their  shoes.  Therefore,  do  not  hesitate 
to  ask  for  a  fair  living  profit.  On  novelties  you  must 
get  a  good  profit,  or  you  will  come  out  at  the  short 
end  of  the  horn. 

"Be  very  careful  in  buying  your  shoes  for  the  com- 
ing fall  and  winter.  1  would  advise  that  you  make 
fifty  per  cent,  of  your  i)urcliases  staples,  and  buy  these 
early,  the  other  fifty  per  cent,  novelties  and  fancies, 
to  be  ordered  as  late  as  possible. 

"There  is  one  salvation  in  buying  novelties  ;  there 
are  so  many  and  such  a  variety  that  no  matter  what 
\"OU  buy  you  can  dispose  of  them,  therefore  do  not 
try  to  l)uy  them  all.  The  most  essential  thing  in  the 
shoe  business  today  is  to  keep  down  your  stock.  The 
more  times  you  turn  your  stock  the  nmre  money  you 
will  make." 

Store  Organization 

C.  J.  Mensch,  of  Pittsburgh,  delivered  an  interest- 
ing address  on  store  organization,  of  which  the  follow- 
ing are  extracts : 

"I  have  seen  proprietors  of  stores  dusting,  sweep- 
ing and  doing  other  work  which  a  $3.00  a  week  boy 
could  do. 

"Do  not  use  your  l)rains,  enthusiasm  and  energy 
for  the  office  boy's  duties. 

"Devote  your  time  to  the  management  of  your  busi- 
ness. 

"Throw  the  searchlight  of  cold  facts  on  your  busi- 
ness and  you  will  see  the  necessity  of  store  organiza- 
tion. 

"If  properly  organized  you  will  govern  your  busi- 
ness from  positive  knowledge  rather  than  guess. 

"Guessing  is  like  gambling  with  a  card  shark — you 
lose. 

Educate  the  Employees 

Mr.  Mensch  laid  particular  stress  on  "Employees." 
He  urged  that  they  be  educated,  that  they  be  made  to 
understand  the  store  policies,  that  they  be  taken  into 
the  employer's  confidence  to  the  fullest  extent.  Let 
them  know  what  every  shoe  costs. 

"1  have  a  cost  book  on  my  desk,"  he  said,  "and 
every  clerk  is  free  to  consult  it  at  any  time  to  find 
out  the  cost,  or  other  information  concerning  any  shoe 
in  our  stock.  We  secure  the  co-operation  of  our  clerks, 
and  they  give  us  suggestions  for  improvements  and 
changes.  Another  point  to  follow  in  educating  your 
clerks  is  to  encourage  them  to  sell  profitable  goods." 

As  to  "Merchandise,"  Mr.  Mensch  insisted  that  it 
be  stylish  and  dependable.  "When  you  tell  a  customer 
a  shoe  is  ui)-to-date  it  should  be  so,  in  every  particular." 

Regarding  "System,"  he  strongly  recommended  that 
every  store  be  departiiientized  and  every  department 
be  run  to  show  an  individual  i)rofit.  "Keep  lines  active. 
Jf  not  more  than  twenty  pairs  of  a  line  are  sold  in 
one  month  that  line  is  not  ])rofitable." 

How  to  Make  a  Profit  on  Rubber  Footwear 

W.  L.  Stewart,  of  .Stewart  Bros,  i^v:  Company,  a 
wholesale  shoe  and  rubber  house,  of  Pittsburgh,  read 
an  interesting  paper  on  "How  to  Make  a  Profit  on 
Rubber  Footwear."  The  points  emi)hasized  were :  pav 
as  much  attention  to  "(|uality"  in  buying  as  you  do 
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to  "discounts."  Sell  "factory  seconds"  for  exactly  what 
they  are.  Carry  as  small  a  stock  an(|  as  few  styles  as 
possible.  Push  rubber  footwear,  the  demand  for  which 
is  steadily  increasing. 

"It  is  necessary  in  the  purchase  of  rubber  footwear 
and  vulcanized  footwear — so-called  tennis  shoes."  said 
Mr.  Stewart,  "to  have  three  great  principles  to  be  suc- 
cessful in  handling  these  lines.  The  first  is  HJuality' ; 
the  second,  'Fit,  Style  and  Service,'  and  the  third, 
Trice.' 

"It  is  a  ^vell-known  fact  that  too  few  of  the  shoe 
dealers  give  the  rubber  and  tennis  shoe  part  of  their 
business  sufficient  thought.  Rubber  and  tennis  foot- 
wear should  have  the  same  consideration  given  them  as 
leather  footwear  or  they  should  not  have  shelf-room. 

Growing  Demand  for  Tennis  Shoes 

"Tennis  footwear  is  increasing  because  they  are  not 
so  expensive  as  leather  footwear.  As  an  illustration, 
a  cheap  barefoot  sandal  for  misses  will  cost  a  dealer 
fifty  cents  and  only  give  a  few  days'  wear  until  the 
sole  has  been  worn  through.  A  misses'  tennis  can  be 
purchased  for  35  cents  and  sold  for  50  cents,  thereby 
giving  the  dealer  a  good  profit  and  will  wear  perhaps 
from  three  to  five  times  as  long. 

"Tennis  shoes  are  used  largely  in  schools  for  gym- 
nasium work,  bowling  alleys,  track  work,  klaygorts, 
and  used  by  foreigners  to  take  the  place  of  Romeos 
and  Juliettes. 

"The  dealer  who  does  not  purchase  a  well-selected 
line  of  tennis  footwear  will  lose  a  large  volume  of 
profitable  business,  as  the  sale  on  this  line  is  increas- 
ing about  two-fold  each  year." 

Getting  After  "Fake  Advertisers" 

President  A.  C.  McGowin,  of  the  National  Shoe 
Retailers'  Association,  followed  with  a  short  address 
in  which  he  told  of  a  Philadelphia  retailer  who  adver- 
tised 85c.  rubbers  for  39c.  The  National  Shoe  Re- 
tailers' Association,  through  their  attorney,  immedi- 
ately advised  the  dealer  that  this  statement  was  fraud- 
ulent, and  he  has  stopped  this  kind  of  advertising.  Get 
these  dishonest  advertisers  into  your  Association"  he 
advised,  "and  educate  them." 

The  Value  of  the  Trade  Press 
E.  D.  Gildersleeve,  secretary  of  the  National  Shoe 
Retailers'  Association,  delivered  a  good  address  on 
"Organization,"  in  which  he  emphasized  the  value  of 
the  trade  papers,  which  he  believes  have  done  much 
to  further  the  progress  of  the  retailers'  associations. 


Canadian  Shoe  Findings  Novelty  Company 

The  Canadian  Shoe  Findings  Novelty  Company 
have  opened  at  2  Trinity  Square,  Toronto,  with  Lester 
Levy,  son  of  A.  Levy,  the  well-known  Toronto  shoe 
retailer,  as  general  manager.  This  company  will 
specialize  in  the  main  staple  lines  of  findings  and  will 
be  in  a  position  to  supply  all  of  the  latest  novelties, 
laces,  buttons,  bows,  arches,  etc.,  etc.  They  have 
also  been  appointed  sole  agents  for  Carr's  Famous 
English  Polishes  and  Griffin's  New  York  Polishes. 
They  will  also  carry  a  complete  line  of  high  grade 
spats  of  their  own  manufacture. 

Mr.  Levy  states  that  this  is  the  only  firm  in  Tor- 
onto handling  genuine  blue,  grey,  brown,  black,  white, 
etc.,  cleaners  for  kid  shoes;  also  bronze  which  will  not 
rub  off — but  stays  bronze.  The  Company  will  also 
handle  Kidinc,  which  is  stated  to  be  a  perfect  cleaner 
ftir  white  kid. 

In    addition   to   being  able   to   supply  polishes, 


brushes  and  cleaners  for  the  shoe-shine  stands  The 
Canadian  Shoe  Findings  Novelty  Company  will  have 
facilities  for  completely  fitting  out  shoe-shine  parlors 


Mr.  Lester  Levy. 

with  everything  from  foot-rests  to  electric  dryers  and 
hat  cleaning  ecjuipment. 


The  Canadian  Shoe  Company 

A.  E.  Saucier,  wdio  is  trading  under  the  name  of 
the  Canadian  Shoe  Company,  has  been  selling  shoes 
in  Montreal  for  ten  years,  and  is  naturally  well  known 
to  the  trade.  He  commenced  his  shoe  career  with  J. 
I-  Chouinard,  and  later  joined  the  stafl^  of  the  Tetraulr 
Distributing  Company.  For  five  years  he  represented 
the  Rock  .Shoe  Company,  Quebec,  and  is  now  handling 
the  lines  of  J.  E.  Samson.  Quebec,  manufacturer  of 
standard  screws  and  McKays,  specializing  on  hockey 


Mr.  A.  E.  Saucier. 

boots,  while  he  also  represents  Underbill's,  Limited, 
Aurora,  Ont.  The  Canadian  Shoe  Company,  with 

offices  at  12a  St.  Louis  Square,  Montreal,  intend  to 
appoint  representatives  for  the  West,  with  lines  of 
high  grade  footwear. 
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A  New  Ottawa  Retail  Store 

j.  I''.  Dnff  has  opened  a  shoe  store  at  the  conuT  of 
Somerset  and  Rorliester  streets,  ()tta\\a,  Out.  Mr. 
l)nfT  was  horn  in  .\\-oniuore,  ()nt.,  and  learned  the 
liarncss  niakini;  trade  with  his  father,  Jolm  l)nH,  wlio 
also  condnets  a  shoe  hnsiness  in  Av  onniori-.  ( ioini; 
to  Ottawa  in  I'KY)  he  s])ent  a  year  in  cnie  of  the  whole- 


Mr.  J.  K.  Duff. 


sale  harne.^>  faetories,  afterwards  takin.n  a  position 
with  the  Peerless  Store  where  he  remained  for  six 
years.  Mr.  DntT  is  a  yonn^-  man  of  remarkable  cnerj^y 
and  s'ood  ability  and  that  'le  will  make  a  snecess  of 
his  xenttn'e  in  onr  earnest  ho])c. 


Valentine-Martin  Shoe  Company 

I).  |j.  Turpel,  a  shoe  man  of  twenty-lhree  years 
praetieal  ex|)erience,  has  been  appointed  sn))erintend 
ent  of  .the  Valentine-Martin  Shoe  C'om|)any  Waterloo, 


Mr.  D.  B.  Turptl 

Ont.  I'Or  the  piist  Hfteen  years  he  has  been  foreman 
ol  lastini^  and  bottominii'  departments,  havins^^  been 
eonnected  with  the  International  Sht)e  Co.,  St-  Lonis, 


Mo.;  the  I'ontiae  .Shoe  Mannfaetnrin;.^  Company,  i'on- 
tiae.  111.;  W.  L.  Dou<.(lass,  J5rockton,  Mass.;  W'eyen- 
\)^v^:;  Shoe  Mannfaetnrin^  Comjiany,  Milwaukee,  Wis., 
and  the  .Selz-.Sehwab  Shoe  Company,  Chicajjo.  lie 
was  also  at  one  time  aiijent  for  the  United  States  Sho( 
Ma(  hinery  Company. 

Mr.  McKechnie,  Rubber  Pioneer,  Passes 

lames  11-  MeKeehnie,  president  of  the  Canadian 
Consolidated  Rubber  Coni]>any,  Limited,  and  also  ])re- 
sident  of  the  Canadian  Consolidated  belt  Cf)m])any, 
Limited,  passed  away  on  ['"ebruary  S,  followin*;-  a 
brief  illness  of  ten  days.  In  1877  Mr.  McKechnie  com- 
menced the  manufacture  of  waterproof  clothinir,  and 
in  1883,  in  company  with  the  late  .S.  J  I.  C.  Miner  and 
others,  orj^anized  the  (iranby  Rubber  Company,  of 
which  he  became  j^eneral  manager.  When  that  com- 
l)any  was  amalgamated  with  the  Canadian  Consolidat- 
ed company  Mr.  McKechnie .  became  vice-president 
of  the  latter,  and  in  April  1013  was  elected  j)resident. 
His  sterlin;^'-  (jualities  and  fine  character  exerted  an  in- 
fluence for  the  betterment,  not  only  of  business  condi- 
tions, but  of  the  community  in  which  he  lived-  That 
his  death  is  sincerely  ret^retted  is  evidenced  by  many 
messages  of  symi)athy  that  have  been  received  from  ail 
parts  of  Canada  and  the  United  States. 


Ralston  Bronze  Dressing 

.Shoe  dealers  throui;hont  (  ana<la  who  ha\e  a  stock 
of  the  stylish  bronze  leather  shoes  will  be  interested 
in  knowintf  that  Robert  Ralston  &  Company  of  i  famil- 
ton,  Ont-,  have  recently  put  on  the  market  a  new  type 
of  bronze  dressinj.^.  Owiui^'  to  the  present  lar<je  de- 
mand for  bronze  shoes  this  dressiiiij  will  probably  find 
a  \  ery  ready  sale.  .\  dressin<(  for  midnight  blue  may 
also  be  obtained  from  the  same  firm. 


New  Catalogues 

Miner  Rubbers — Catalo.iiue  Xo.  7,  issued  by  the 
.Mint  r  Rubber  Company,  Ltd.,  (Iranby,  One.,  illustrat- 
ing; and  describing'  their  manv  lines  of  rubber  footwear 
for  l"n()-17. 

Foot-Prints — LHf)  catalof^ue  of  rubber  footwear; 
issued  l)\  the  Canadian  Consolidated  Rubljer  Com- 
pany, Limited.  This  catalot^ue  is  accomi)anied  by  a 
])rice  list  revised  to  February  28,  and  which  is  subject 
to  change  after  April  30. 

Life-Buoy — I'Mf)  catalot;ue  of  rubber  footwear  is- 
sued 1)\  the  Kaufman  Rubber  Co..  Uerlin,  ( )nt. 


No  Use  to  Him 

".\'ow,  here  is  a  showcase."  >aid  the  commercial 
tra'.'eller,  jjointin^  to  a  ])eculiar  lookins;'  sjjecimen  of 
his  ware,  "that  is  bound  to  become  popular-  It  mivj;- 
nifies  everything'  in  it  to  double  its  natural  size." 

"Can't  use  it  in  mv  business,"  re])licd  the  ])rospec- 
ti\e  customer.      "What  I   want  is  a  case   that  wili 
seemin.^lv  reduce  the  actual  size  of  its  contents.  ' 
"What  is  your  line?''  asked  the  dealer. 

"  I  .adies'  shoes." 


.Most  of  us,  e\  en  we  common  folks,  ha\  e  ditierent 
shoes  for  different  occasions.      It's  better  for  our  feet, 
and  better  for  our  heads,  as  it  lilts  our  self-respect. 
When  von  chani;e  vour  shoes  vou  change  vour  mind. 
-I'.lbert  Hubbard.' 


March.  I'JKJ 


FOOTWEAR    IN  CANADA 


The  Manufacturing  of  Lasts  in  Robin  Brothers' 

Factory  at  Montreal,  Que. 


livery  slioe  man  who  has  seen  shoes  during;-  th^ 
process  of  manufacture  in  some  modern  factor}^  recalls 
the  many  operations  necessary  before  the  completed 
shoe  is  sent  to  the  shippins^'  room.  W'e  l)elieve  the 
avera,^"e  retailer  has  some  t^eneral  idea  reg'ardin^  the 
lannint.;'  of  leather  for  shoes  and  has  in  his  mind  the 
raw  hide  before  sent  to  the  tannery-  lie  will  e\en 
i^o  back  farther  than  hides  and  can  see  the  animals 
whose  hides  e\'entually  are  made  into  shoes.  Few 
shoe  men,  however,  fe\\-  retailers  anyway.  ha\e  the 
same  kno\\ded!.;e  or  nnderstandim;"  of  the  making-  of 
shoe  lasts,  the  \'er_y  basis  on  which  all  sIkjcs  must  now 
depend. 

The  cattle  on  the  W  estern  prairies,  ;ind  the  niapU' 
trees  in  the. Eastern  woods,  the  two  raw  materials  es- 
sential for  producint.^-  leather  and  lasts  before  modern 


adiau  Last  IMock  Co-,  Iberville,  I'.  <}.,  of  which  Mr. 
Robin  is  president.  At  Iberville  the  maple  lot^s  are 
cut  into  lengths  as  above  indicated,  and  are  then  cut, 
])ie  like,  into  a  Jiumber  of  pieces,  the  number  depevid- 
inu;-  u])on  the  circumference  of  the  lot;'.  The  machine 
used  in  cutting'  these  blocks  was  inx  ented  by  the  Can- 
adian Last  lllock  t'o.  These  blocks  are  neat 
"roughed"  making  them  slit^htl}'  cylindrical,  but 
smaller  at  one  end.  They  are  now  stored  and  allowed 
lo  season,  or  air  dry,  lor  at  least  six  months  beloi'e 
shi])pin,L;"  to  the  last  factory. 

On  reaching"  the  factory  the  rou,L;h  blocks  are 
either  stored  or  placed  in  dry  kilns.  They  remain  in 
these  kilns  at  least  six  weeks,  losin;:;'  about  1-3  of  their 
\veiiiht.  The  rou.^hed  turned  kilns  in  the  factory  are 
of  Mr.  Robin's  own  design,  the  result  of  his  many 


Factory  of  Robin  Bros.,  Carriere  St.,  Montreal 


Mr.  L.  E.  Robin 


shoes  can  be  made,  remind  us  that  all  things  come 
Irom  mother  earth.  Even  the  man  who  will  wear  the 
shoes  is  onl}^  a  handful  of  clay.  The  archaeologist 
can  trace  back  to  a  \  ery  early  period  the  simplest  foot 
protector,  the  sandal,  of  ])laited  grass,  palm  fronds, 
leather  or  other  material  which  still  continue  to  be  the 
most  commcjn  foot  ct)vering  among  Oriental  races. 
AVhere  climate  demanded  greater  ])rotection  for  the 
foot,  primiti\'e  races  shajied  a  rude  shoe  out  of  a  single 
l)iece  of  untanned  hide,  laced  it  with  a  thong,  and  so 
made  a  complete  co\ering.  Hut  ol  these  two  cle- 
ment.s — sole  without  ujjpei"  and  upper  without  sole — 
arose  the  perfected  shoe  which  consists  of  a  combina- 
tion of  both.  The  shoe  last  as  we  have  it  today  has 
been  a  gradual  development.  It  is  now  possible  to 
turn  out  with  machiner}-,  lasts  from  models  which 
heretofore  recpiired  much  work  by  hand.  Thousands 
can  now  be  made  in  the  time  it  took  to  makt'  hundreds. 

.  .\  I'ecent  \'isit  to  the  last  factory  of  Robin  Uros., 
Carriere  St.,  Montreal,  verifies  the  latter  statement. 
The  rough  blocks  of  maple  13  inches  long  and  smaller 
(the  length  \  aries  according  to  size  of  last  required), 
about  lik,'  a  large  shoe  carton,  come  in  from  the  (  an- 


3'ears'  experience  and  observation.  The  ])ro|)er  heat  is 
automatically  maintained  by  mechanical  devices,  thus 
l)reventing  checking.  I'rom  the  dry  kilns  the  blocks 
still  in  the  rough  shai)e,  are  sorted  ;iccording  to  size 
and  placed  in  large  bins  ready  lo  be  drawn  u])on  to 
fill  orders  as  required.  They  have  yet  to  go  to  the 
lathe  to  be  finally  shaped      the  model  desired. 

The  model  and  pattern  room  is  the  centre  of  this 
business.  New  style  lasts  are  continually  being  ob- 
tained from  the  shoe  style  centers,  and  new  models  are 
also  designed  in  this  f;ictory.  When  a  m;inn  facturer 
requiring  new  lasts  \isits  the  model  room  he  nia\' 
find  wdiat  he  wants,  or  he  may  ask  for  alterations.  1  le 
may  want  a  lower  or  a  higher  toe.  or  something 
changed  in  some  other  ])lace.  A  model  is  cut  down, 
built  or  i)atched  up,  all  by  htind  of  course,  until  the 
exact  sha]:)e  he  wants  is  obtained.  This  then  be- 
C{)mes  the  model  fruiu  which  his  lasts  for  lhal  ])ar- 
ticular  style  is  made.  l'"i-om  the  model  a  sole  pattern 
is  made  and  then  from  tiiis  original  one,  a  set  is  graded 
for  every  size  of  the  lasts  to  be  made  and  ;ill  the  lasts 
are  turned  according  to  these  i:)atterns. 

The  model  is  ihen  placed  in  one  side  "f  the  turning 
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l.itlu',  vvitli  a  tou;^li  block  which  has  been  kiln  dried, 
placed  on  the  other  end  of  the  lathe.  As  the  lathe 
lin-ns.  a  ,^uidc  wheel  follows  accurately  every  curve  of 
the  model,  and  the  machine  is  so  adjusted  that  the 
cutter  heads,  or  knives,  are  cuttinf^-  out  of  the  rough 
block  an  exact  duplicate  of  the  model.  The  machine 
needs  no  attention  other  than  takin<^  off  the  last  and 
putting  in  another  rough  block.  'I'he  turning  of  a  last 
is  only  a  matter  of  three  to  ti\  e  minutes.  The  machine 
can  be  adjusted  like  a  pantograph  so  that  several  sizes 
ran  be  made  from  the  same  model-  From  the  turning 
lathe  the  lasts  are  passed  on  to  other  operators.  In 
all  there  are  some  90  operations  before  some  of  the 
lasts  are  ready  for  the  manufacturer. 

Last  making  may  be  divided  into  li\c  depart- 
ments:— model  making,  ironing  (|)lacing  a  metal  Ijot- 
•tom  or  a  heel),  shaving,  i.e.  shaping  lieels  and  toes  by 
hand  or  with  the  helj)  of  special  machinery,  hingeing 
and  scouring  or  finishing.  Tiie  hinge  is  to  allow  the 
last  to  be  withdrawn  witiiout  breaking  the  shoe  and 
the  Robin  hinge  is  .Mr.  Robin's  own  design  for  which 
be  claims  strength,  durability,  simplicity  and  economy, 
i'iie  big  demand  for  these  special  hinged  lasts  is  cer- 
tainly a  testimonial. 

All  the  macliinery  in  the  Robin  factory  is  electri- 
call}'  (lri\en.  A  boiler  in  the  basement  fed  with  the 
wood  refuse,  supplies  heat  for  the  building  and  the 
kilns.      .\11  by-i)roducts  are  used  ])\-  the  lirni  or  sftld. 


I 


I'lanl  of  Canadian  La.st  Block  Co.,  Iberville,  Que. 


It  was  in  1898  that  Air.  L.  E-  Robin  l)ought  out  the 
Dominion  Last  Co.,  a  small  concern  located  at  the 
present  address  of  Robin  Bros.,  and  operating  two 
lathes.  In  1901  the  Massachusetts  Last  Company,  of 
St.  George  St.,  was  bought  out,  and  in  1905  the  Mc- 
Gregor Last  Company  was  acquired.  The  present 
firm  still  at  Carriere  St.  have  just  completed  some  ex- 
tensive additions,  more  than  doubling  the  capacity  of 
the  plant.  A  new  wing  has  been  built  which  gives 
room  for  commodious  offices  and  twice  the  floor  space 
for  manufacturing.  Besides  this  an  additional  kiln 
has  been  constructed,  together  with  a  warehouse  for 
storing  seasoned  blocks.  Three  floors  are  devoted  to 
manufacturing  lasts,  trees  and  fillers.  The  kilns  have 
a  capacity  of  70,000  blocks,  and  there  is  a  green  block 
wfarehouse  capable  of  storing  35  carloads-  Mr.  Robin 
is  of  a  mechanical  turn  of  mind,  and  everywhere  there 
are  evidences  of  his  i)ractical  ideas  in  the  way  of  turn- 
ing to  account  lal>(M--sa\ing  devices  and  econoniicil 
methods  of  operation.  .A  considerable  portion  of  the 
machinery  is  made  by  the  firm,  being  the  result  of 


many  \  ears"  experience  of  the  peculiar  needs  of  the 
business.  Mr.  Alfred  Belanger  is  the  sales  manager 
of  the  firm  and  assists  Mr.  L.  1''.  Rrjbin  in  managing 
the  entire  plant.  Ife  is  also  the  sec.  treas.  oi  The 
Canadian  Last  Illoek  Co. 


Life  Buoy  Tennis  and  Outing  Shoes 

We  rcprodiHe  lierewitb  ;mi  illustration  of  the  new 
outing  shoe  hangei-  issued  by  the  Kaufman  Rubber 
Company,  lierlin,  (Jnt-,  and  which  is  being  enclosed 
with  each  spring  shipment.      One  of  these  cards  will 


be  sent,  on  re<juest,  to  any  customer  wIkj  advises  that 
he  has  not  received  it.  The  Kaufman  Company  have 
also  issued  their  eighth  annual  catalogue  of  rubber 
footwear,  for  1''1C)-17.  'fbis  is  an  attractive,  well  il- 
lustrated booklet  I'nily  outlining  the  merits  and  ad- 
\antages  oi  tlie  well-known  Life-l'>uo\-  ISraufl. 


Captain  K.  F*.  Myles.  .^1  inisttrMylcs  Shoe  Co..  served  through  the  South 
African  War  and  in  India  with  the  1st  Leicestershire  Rcsiment.  VVa-; 
appDinted  to  the  ITOth  i  Mississaugal  Battalion  as  adiutant 
on  organization. 


iVlarch.  I'.in; 
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Happenings  in  the  Shoe  and  Leather  Trade 


R.  E.  Dildine  has  been  appointed  advertising  manager  of 
Ames-Holden-McCready  Limited,  Montreal.  He  was  former- 
ly on  the  editorial  staff  of  Printers'  Ink,  and  was  also  con- 
nected with  a  prominent  United  States  shoe  firm. 

After  being  in  business  for  thirty-five  years,  Percival 
Brothers,  shoe  jobbers,  Montreal,  have  decided  to  go  into 
voluntary  liquidation. 

On  Februarj'  15th  a  fire  occurred  in  the  Ijasement  of 
Dufresne  &  Galipeau,  Limited,  shoe  manufacturers  and  whole- 
salers, St.  Paul  Street,  Montreal.  Only  a  comparatively 
small  portion  of  their  staple  stock  was  damaged.  The  com- 
pany had  previously  contemplated  extensive  alterations  in 
order  to  cope  with  their  expanding  business,  and  the  fire 
afTorded  the  opportunity  to  make  these  improvements  at  the 
earliest  moment.  They  were  put  in  hand  immediately  after 
the  fire.  The  alterations  will  include  a  more  commodious 
sample  room  and  office  accommodation.  In  addition  to  job- 
bing, the  damaged  stock,  the  company  will  dispose  of  a  por- 
tion of  their  surplus  stock. 

Chas.  C.  Allan,  shoe  retailer,  Toronto,'  had  a  slight  lire 
loss  recently. 

An  attempt  is  being  made  to  form  a  boot  and  shoe  sec- 
tion of  the  Montreal  Board  of  Trade.  W.  F.  Martin,  of  the 
Kingsbury  Footwear  Company,  Limited,  Maisonneuve,  is 
taking  a  prominent  part  in  this  movement. 

A.  Rheault,  formerly  of  Ames-Holden-McCready's  fac- 
tory at  St.  Hyacinthe,  P.  Q.,  has  been  appointed  foreman 
of  the  making  room  of  the  Canadian  Footwear  Company, 
Limited,  Montreal  and  Pointe-aux-Trembles. 

Corbeil,  Limited,  Montreal,  have  installed  pulling  over 
and  bed  lasting  machines  supplied  by  the  United  Shoe  Ma- 
chinery Company  of  Canada. 

The  Montreal  Box  Toe  and  Heel  Company,  Maisonneuve, 
have  now  installed  several  log  heeling  machines.  These  make 
leather  lifts  from  small  pieces  of  leather,  which  are  forced 
together  under  pressure,  and  cut  into  required  sizes.  This 
is  a  new  Canadian  industry,  which  has  an  opportunity  of 
expanding,  relatively,  in  the  same  way  it  has  done  in  the 
United  States.  Mr.  J.  Dupre  states  that  the  box  toe  and 
heel  section  of  the  company's  business  is  very  busy. 

The  Montreal  Board  of  Trade  has  appointed  the  follow- 
ing board  of  examiners  for  raw  hides  as  required  by  the 
Inspection  Law:  E.  Galibert,  F.  C.  A.  Mclndoe,  Thaxter 
Shaw,  Clarence  F.  Smith,  and  J.  Corliss  Stevenson. 

A.  E.  Peters,  late  of  Sundridge,  Ont.,  has  opened  a  shoe 
store  at  836  Yonge  Street,  Toronto. 

Frank  Kilgour,  son  of  J.  J.  Kilgour,  of  Kilgour  &  Rimer, 
wholesale  shoe  dealers,  Winnipeg,  has  qualified  for  a  com- 
mission and  will  go  overseas. 

Lemon  Brothers,  shoe  retailers,  Davisvillc,  have  moved 
to  Eglinton  on  Yonge  Street. 

Some  of  the  newest  heels  seen  are  covered  with  a  cel- 
luloid compound,  tinted  to  match  the  color  of  the  uppers 
of  millinery  shoes.  The  finish  is,  burnished  to  a  brilliant 
polish  and  is  claimed  to  be  much  cheaper  than  the  real  wood 
licel. 

The  Haines  Shoe  Store,  Smith's  Falls,  Ont.,  have  moved 
into  new  quarters  which  have  been  specially  fitted  up. 

On  February  25  the  seventh  annual  ball  of  the  Getty- 
Scott,  Limited,  Benefit  Society,  was  held  in  the  City  Hall, 
Gait.  The  affair  was  a  splendid  success  in  every  way,  and  a 
happy  occasion  for  all'  present.  Music  was  rendered  by  the 
Opera  House  Orchestra;  refreshments  were  served  at  mid- 
night and  the  guests  danced  well  on  into  the  morning.  The 
invitations  had"  cut  outs  in  the  shape  of  a  shoe,  showing  a 
perspective  of  the  Getty-Scott  factories. 

Smith  &  (Tmningham  have  opened  a  shoe  store  at  i:!3 
iJrincesvalles  Avenue,  Toronto, 

Frank  S.  Cronk,  son  of  S.  C.  Cronk,  wholesale  shoes, 
00  Front  Street  West,  Toronto,  has  joined  the  lC9th  battalion 
and  will  go  overseas  in  the  capacity  of  lieutenant.  He  has 
had  considerable  military  experience,  having  been  a  member 
of  the  Queens  Own,  and  was  also  connected  witli  the  regu- 
lar cavalry  at  St.  John,  N.B. 

High  cut  lace  and  button  boots  in  mat  kid  and  vici  kid 
and  iiatent  leather  with  dull  tops,  including  new  creton  col- 
ored kid  effects  in  brown,  grey  and  while,  with  occasional 


orders  in  ivory  and  champagne  are  keeping  the  factory  of 
the  Blachford  Shoe  Manufacturing  Company  working  to  full 
capacity.  The  models  shown  on  this  firm's  new  long  toe  lasts 
are  very  pleasing  and  striking  in  efTect. 

Percy  Christmas,  cashier  for  Ames-Holden-McCready, 
TJmited,  Montreal,  has  joined  Fletcher's  Battery  at  Sher- 
l)rooke.  Que.,  for  overseas  service. 

Ted  Richardson,  of  the  Gait  Shoe  Manufacturing  Com- 
pany,^  Gait,  Ont,  has  enlisted  with  the  111th  battalion.  His 
associates  presented  him  with  a  signet  ring  and  an  appreci- 
ative address. 

The  W.  S.  Harvey  Manufacturing  Company,  of  Van- 
couver, have  been  requested  by  the  Department  of  Militia 
to  send  samples  of  their  "Anti-Damp"  dressing  to  Ottawa, 
having  offered  to  supply  350,000  tins. 

Knechtel  &  Company,  London,  Ont.,  who  are  disposing 
of  a  $20,000  stock  in  \'Voodstock,  Ont.,  presented  to  the  Red 
('ross  Society  five  per  cent,  of  the  day's  receipts  on  March  1. 

A  score  or. more  of  the  employees  of  the  Kaufman  Rub- 
ber Company,  Berlin,  Ont.,  have  enlisted  for  overseas  ser- 
vice. The  positions  of  those  enlisting  are  being  kept  for 
them  until  their  return. 

Robert  Bussell,  shoe  retailer,  Todmorden,  has  enlisted 
in  the  signal  corps.  The  staff  presented  bim  with  a  fine  wrist 
watch  on  his  departure. 

John  Bird,  a  member  of  the  staff  of  Alex.  Chisholm,  shoe 
retailer,  Dundas  Street,  Toronto,  has  enlisted  in  Cobourg. 

C.  Dennis,  of  Brantford,  has  opened  a  shoe  business  in 
f^reston,  Ont.    He  is  well  known  in  hockey  circles. 

A  new  store  is  being  opened  in  Smith's  Falls,  Ont.,  by 
Ernest  Kerfoot,  in  the  store  recently  vacated  by  the  Haines 
Shoe  Company.  Mr.  Kerfoot  is  an  experienced  shoe  man 
and  a  native  of  Smith's  Falls. 

J.  W.  Hewetson,  of  the  J.  W.  Hewetson  Company,  Lim- 
ited, Brampton,  Ont.,  has  just  returned  from  a  business  trip 
to  New  York,  Boston  and  Philadelphia. 

Alex.  Angus,  for  21  years  with  Ames-Holden-McCready, 
Limited,  Montreal,  has  been  appointed  sales  manager  of  the 
Miner  Rubber  Company,  Montreal.  Mr.  Angus  recently  re- 
turned from  a  six-months'  visit  to  England,  where  he  was 
engaged  on  business  in  connection  with  orders  for  the  allies. 

F.  H.  Meinzer,  who  has  been  with  the  Miner  Rubber 
Company,  Montreal,  for  a  considerable  period,  has  been  ap- 
pointed manager  of  the  stock  department,  with  charge  of  the 
stocks  at  the  various  branches  and  selling  agencies. 

The  schedule  of  the  Montreal  Shoe  Manufacturers'  Bowl- 
ing League  is  now  completed,  the  team  of  Aird  and  Sons  win- 
ning the  championship. 

W.  H.  Miner,  president  of  the  Miner  Rubber  Company, 
has  been  on  a  business  visit  to  Boston. 

M.  R.  Feltes,  vice-president  and  treasurer  of  Ames-Hol- 
den-McCready,  Limited,  Montreal,  has  been  appointed  gen- 
eral manager  of  the  company.  The  plants  are  very  busy 
on  army  orders  and  general  business.  W.  S.  Louson,  who' 
held  some  important  positions  with  the  company,  has  re- 
signed and  is  now  actively  connected  with  Asch,  Limited,  a 
firm  doing  a  large  business  in  outdoor  advertising,  of  which 
Mr.  Louson  is  president. 

Rene  &  Duplesis,  boot  and  shoe  dealers.  Three  Rivers, 
Que.,  have  dissolved,  J.  R.  Rene  continuing. 

Alfred  Lambert  (of  Alfred  Lambert,  Inc.)  and  A.  S. 
Lavallee,  shoe  retailer,  have  been  elected  members  of  the 
Council  of  the  Montreal  Chambre  de  Commerce. 

The  John  Ritchie  Company,  Quebec,  have  manufactured 
00,000  pairs  of  canvas  shoes  for  the  Canadian  overseas  forces. 
The  shoes  are  for  use  on  shipboard,  in  billets  and  in  camp. 

The  new  trench  boot  being  manufactured  by  the  John 
I^almer  Company,  of  Fredericton,  N.  B.,  was  recently  on 
exhibition  in  the  window  of  H.  S.  Campbell's  shoe  store. 
This  boot  has  a  strapped  leg,  which  does  away  with  the 
long  lacing,  being  more  convenient  than  the  other  trench 
boots  manufactured. 

The  Blachford  Davies  Company.  Limited,  Toronto,  have 
made  arrangements  whereby  they  are  the  onlj'  jobbers 
handling  the  Canadian  Rubber  Company's  footwear  of  the 
Jacques  Cartier  brand.  They  will  also  handle  the  following- 
brands  made  by  the  same  comi)any:  Dominion  .Specialties. 
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Anchor  Brand,  Goodyear  Brand  and  Fleet-Foot  tennis  pjoods. 
These  goods  will  he  carried  in  stock  l)y  them  at  the  Torontf) 
warehouse.  The  company  will  also  be  in  a  jjosition  tf)  handle 
sorting?  orders  dnrinjj;  the  rush  season,  givins  ciuick  service 
from  their  different  branch  warehouses. 

At  the  store  of  Johnston  &  Murray,  .St.  Thomas,  Ont.. 
there  was  recently  a  drawing  for  shoes  of  the  value  of  .$7.o() 
under  the  auspices  of  the  Women's  Historical  Society.  Ma- 
jor Stacey  drew  the  numbers  and  the  proceeds  were  used 
to  buy  socks  for  the  soldiers. 

John  Murphy  &  Company,  TJniited,  shoe  retailers,  Mont- 
real, have  twice  outgrown  their  floor  space  during  the  past 
eighteen  months.  The  initial  area  of  1,.50()  square  feet  has  now 
been  increased  to  (i.OOO  square  feet,  and  every  foot  is  fully 
occupied. 

Joseph  O'Brien,  of  Waterbury  &  Rising's  repair  depart- 
ment, St.  John,  N.  B.,  has  donned  the  khaki.  Mr.  O'Brien 
is  an  excellent  musician  and  will  go  to  the  front  with  the 
()3nd  band  which  has  volunteered  for  service  with  the  ll.'th 
battalion  now  being  formed.  This  makes  the  eighth  enlist- 
nH'nt  from  the  Waterbury  &  Rising  staff. 

The  eighth  International  Shoe  and  Leather  Market  Fair 
will  be  held  in  Mechanics  Building,  Boston,  during  the  week 
of  July  12  to  19.  It  is  expected  that  buyers  of  shoes,  leather, 
machinery  and  shoe  making  materials  will  asseml)le  from 
■  ill  |)arts  of  the  world. 

I'he  Kaufman  Rubber  Company,  Berlin,  Out.,  have  given 
to  the  Children's  Aid  .Society  a  large  shipment  of  assorted 
rubbers  for  men,  women  and  children.  These  are  to  be  dis- 
tributed to  charitable  institutions  in  the  city  and  county. 

The  Tillsonburg  Shoe  Company  have  increased  their 
stafif,  securing,  among  others,  Ralph  Roberts  as  assistant 
superintendent.  Mr.  Roberts  has  had  charge  of  factories  em- 
ploying .500  hands,  and  looks  forward  to  seeing  this  factory 
with  an  equal  number  of  employees. 

W.  V.  Bilger,  of  Toronto,  has  been  api)ointed  advertising 
manager  for  the  Canadian  Consolidated  Rubl)er  Com])any, 
Montreal. 

J.  C.  Doyle,  secretary  of  the  New  Brunswick  i'rovincial 
Retail  Merchants'  Association,  was  married  in  .St.  John,  N.I')., 
recently. 

Mrs.  .Arthur  E.  Brown  is  suing  the  Canailian  Rubber 
Company,  under  the  Workmen's  Cnmpensation  Act,  for 
$2,000,  for  the  death  of  her  husband,  in  Feliruary.  I'.iI.'j.  in 
the  company's  building. 

William  Ship,  who  has  been  in  the  emiilo_\-  of  J.  Mc- 
Cullough,  boot  and  shoe  dealer.  isdC)  Cdllege  Street,  Toronto, 
for  the  last  three  years,  has  enlisted  for  overseas  service  in 
the  Queen's  Own. 

I'rivate  James  King,  who  has  been  invalided  home  from 
the  front,  has  taken  a  position  as  shipping  clerk  in  the  fac- 
torj'  of  the  Hartt  Boot  &  Shoe  Company  at  Fredericton,  N.B. 

\.  Whipps,  shoemaker.  Swift  Current.  Sask..  has  moved 
to  Tompkins,  Sask..  havin.g  ])urchased  the  harness  business 
of  1.  B.  Noble. 

Michael  Olsen,  shoemaker,  The  l';is.  Man.,  has  sold  out 
to  George  Bullock. 

E.  L.  Carey,  formerly  with  F'rench,  Shriner  iKr  Crner.  of 
Boston,  is  now  located  in  Montreal,  where  he  has  ch.-irge  of 
the  No.  1  factory  of  Ames-Holden-McCready  . 

Fred  E.  Edlund,  formerly  foreman  of  the  gang  room  at 
the  factory  of  E.  E.  Taylor  Company,  Brocton,  Mass.,  has 
accepted  a  similar  position  with  .\mcs- 11  olden- McCready. 
Montreal. 

Drummond  Shoe,  Limited,  Drummondville.  Que.,  have 
installed  a  sprinkler  system  in  their  factory.  The  plant  is 
busy  on  spring  orders. 

J.  Kimber,  of  St.  Louis,  has  been  ;ii)pointed  foreman  of 
the  (joodyear  making  room  of  No.  1  factory.  ,'\mes-Holden- 
McCready.  Limited,  Montreal,  in  succession  to  John  Mat- 
thew, now  superintendent  of  the  factory. 

One  of  the  inducements  held  out  to  prospective  buyers  In 
a  shoe  firm  in  Caracas,  \'enezuela,  is  the  option  of  paynieni 
by  installment — ten  cents  a  week. 

.\lf.  Boivin,  .shoe  and  leather  goo.ds  dealer,  Quebec.  Que., 
suffered  loss  by  fire  a  short  time  ago. 

'I'he  Natural  Tread  Shoe  Company,  '■•■I'.)  Vonge  Strict. 
Toronto,  have  moved  to  15(>  Bay  Street. 

W.  Joynt,  shoe  retailer,  Lucknow.  ()nt..  has  sold  his 
stock  to  .\skett  &  Rothwell. 

J.  H.  Vigneault,  of  James  (^gilvie  &  Sons.  Montre.il.  was 
in  Toronto  a  short  time  ago. 

.\  dealer  in  a  southwestern  city  whose  name  is  Ncwbills 
takes  advantage  f)f  the  advertisin,s>-  value  of  his  unusual  name. 
He  gives  his  customers  change  in  crisp  new  bills.  .Around 
each  one  is  wrapped  a  sticker  strip  with  the  name  "Ncwbills" 


and  the  address  of  his  store.  The  sticker  strip  often  remains 
on  the  bill  until  it  has  passed  through  several  hands. 

In  response  to  an  appeal  for  funtls  the  employees  of  the 
Brandon  Shoe  Company,  Brantford,  Ont..  recently  contri- 
buted to  the  Patriotic  Fund  a  sum  equal  to  one  day's  pay 
|)er  month  for  twelve  months. 

The  .Smardon  Shoe  Company,  Montreal,  arc  issuing  an 
extremely  attractive  show  card  representing  a  young  lady  in 
fashionable  attire  seated  upon  a  stone  l)alustrade.  She  wears 
a  handsome  pair  of  cf)nibination  leather  f)umps  of  unique 
design.  It  will  add  greatly  to  the  ap|)earance  of  window 
decoration. 

(jold  8c  Cummings,  shoe  retailers,  Montreal,  have  reg- 
istered. 

Charles  F.  Walker,  Portage  la  Prairie,  formerly  manage" 
of  the  shoe  department  of  Browns  Limited,  is  opening  a  boot 
and  shoe  store  in  that  city. 

P.  Y.  Smiley,  factory  manager  of  the  Merchants  and 
Maple  Leaf  Factories,  Montreal,  has  been  appointed  general 
footwear  factory  manager  of  the  Canadian  Consolidated  Rub- 
ber Company,  Limited.  His  many  friends  arc  extending 
con.gratulations. 

The  United  Shoe  Machinery  Comijany  are  installing  a 
set  of  pulling  over  and  lasting  racks  for  Ames-Holden- 
McCrcady  at  their  factory  in  St.  Hyacinthe,  Que. 

Almys  Limited,  Montreal,  have  installed  a  complete 
(ioodyear  shoe  repairing  outfit. 

F'ugene  Thivierge,  shoe  retailer.  Quebec,  has  signed  a 
contract  with  the  United  Shoe  Machinery  Company  for  two 
lasting  machines. 

The  Regal  Shoe  Company.  Limited,  have  contributed  on" 
thousand  dollars  to  the  Toro'nto  and  York  Patriotic  Fund. 

R.  Cass,  formerly  with  Ames-Holden-McCready.  factory 
No.  I.  has  Ijeen  appointed  superintendent  of  James  Muir  Co. 

W.  H.  Breithaupt  was  elected  chairman  of  the  Free 
Library  Board,  Berlin,  Ont..  at  the  inaugural  meeting. 

The  United  Shoe  Machinery  Company  are  distributin.g 
a  booklet  entitled  "The  Documents  in  the  Case"  presenting 
the  story  of  the  company's  service  in  the  testimony  of  public 
nun,  ojjinions  of  federal  judges,  editors,  writers  and  shoe 
nianu  facturers. 

(ieo.  .\.  Slater  &  Company,  makers  of  Invictus  shoes, 
recently  withdrew  all  prices  for  the  first  time  in  the  long 
history'  of  their  business. 

W'm.  Bishop,  shoe  retailer,  Queen  .Street  W  est.  Toronto, 
has  enlisted  for  overseas  service. 

.\rmand  Kimmel,  superintendent  of  the  "Elmira  Felt" 
iaiMory,  has  severed  his  connection  with  the  Canadian  Con- 
solidated Felt  Company. 

I'ierre  Blouin.  Reg.,  is  the  name  of  a  new  concern  in 
Queluc  manufacturing  a  range  of  manufacturers'  findings 
and  dealin.g  in  leather  .generally. 

Mineau  &  Cloutier.  shfie  retailers.  Three  Rivers.  Que., 
have  registered. 

I.  ■  C.  (ialarneau.  tanner,  Quebec,  recently  purchased  the 
buililiiig  formerly  occupied  by  Bedard  &  Samson,  tanners,  and 
has  ii|icne(l  an  office  there  for  the  buying  of  raw  hides  and 
skins. 

L.  V.  I'"alardeau.  shoe  manufacturer,  Quebec,  Que.,  has 
registered. 

The  Louisville  (Ky.)  Retail  Shoe  Association  have  come 
lo  the  conclusion  that  the  movies  have  been  responsible  to 
a  large  extent  in  changing  Louisville  from  an  afternoon  shop- 
l)ini:  city  to  an  all-day  town.     Formerly  nearly  all  shopping 
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was  done  in  the  afternoon,  but  since  the  big  moving  picture 
theatres  came  into  existence  many  women  come  down  town 
in  the  morning,  when  the  theatres  are  less  crowded. 

Edgar  Bell,  shoe  retailer,  1193  St.  Clair  Avenue,  Toronto, 
has  enlisted  for  overseas  service.  His  lirother,  Henry  Bell, 
is  now  in  charge  of  the  business. 

Robert  Love,  Melita.  Man.,  has  succeeded  to  the  shoe- 
making  business  of  G.  D.  Goudie. 

W.  H.  Stewart,  well  known  to  the  shoe  trade  in  Mont- 
real, has  again  broken  into  the  game,  having  secured  an  in- 
terest in  the  Merit  Shoe  Shops,  Limited,  510  St.  Catherine 
Street  West.  Mr.  Stewart  is  a  shoe  man  of  wide  experience, 
having  been  one  of  the  first  high-class  retailers  in  Montreal. 

The  Chihuahua  shoe  is  absolutely  the  last  word  in  style 
at  Palm  Beach.  This  shoe  has,  for  want  of  a  better  name, 
an  overskirt  of  soft  leather,  decorated  with  leather  carving 
and  fringes.  It  nearly  hides  the  front  of  the  shoe  proper 
and  makes  a  very  pronounced  flop  at  every  step.  Its  success 
is  a  matter  of  doubt. 

J.  E.  Petrie,  representative  of  the  Ames-Holden-Mc- 
Cready  Company,  Montreal,  is  president  of  the  Maritime 
Commercial  Travellers'  Association. 

Walter  Smardon,  of  the  Smardon  Shoe  Company,  Lim- 
ited, Montreal,  and  W.  F.  Martin,  sales  manager  of  the  Kings- 
bury Footwear  Company,  Limited,  Maisonneuve,  have  joined 
the  Montreal  Board  of  Trade. 

Alfred  Stewart,  assistant  in  the  order  department  of  the 
Kaufman  Rubber  Company,  Berlin,  Ont.,  has  enlisted  in 
the  118th  battalion  for  overseas  service.  A  score  or  more 
of  the  employees  of  this  firm  have  enlisted  and  their  positions 
are  being  kept  open  for  them. 

As  a  member  of  the  Montreal  Chambre  de  Commerce, 
Alfred  Lambert  appeared  before  the  Private  Bills  Committee 
of  the  Quebec  Legislature  on  February  10,  and  gave  his  views 
of  what  should  be  done  for  the  better  government  of  Mont- 
real. He  favored  an  administration  by  the  Council  and  the 
Controllers,  with  the  election  of  Controllers  by  the  propri- 
etors, which  would  allow  the  choice  of  better  men.  This 
would  be  the  solution  of  the  whole  difficulty.  The  present 
system  of  election  was  not  at  all  satisfactory.    A  man  who 


went  to  the  City  Hall  for  the  salary  alone  was  not  the  man 
required.  The  proprietor  had  much  greater  interest  in  the 
l^roper  administration  of  the  city.  Although  he  only  ex- 
pressed his  personal  opinion,  he  was  certain  that  the  majority 
of  the  citizens  were  of  the  same  opinion.  He  was  in  favor 
of  the  city  being  divided  into  twenty-five  wards,  with  a  change 
of  the  present  limits. 

The  Kaufman  Ruliber  Company,  Berlin,  Ont.,  report  that 
the  outing  shoe  trade  has  doubled  during  the  last  year  and 
they  expect  a  heavy  sorting  demand.  Their  new  catalogue 
and  price  list  is  being  mailed  and  travellers  are  starting- 
out  on  the  road. 

It  is  stated  that  in  Paraguay  leather  is  so  cheap  that 
leather  substitutes  for  Any  part  of  shoes  are  in  no  demand. 
Just  think  of  it! 

The  Home  Shoe  Company,  Montreal,  have  registered. 

In  Los  Angeles,  Cal.,  there  are  a  number  of  open  front 
shoe  repair  shops — the  weather  permitting  workmen  to  work 
in  the  open  air  the  year  round.  At  night  an  iron  gate  is  put 
across  the  fronts  of  the  stores. 

Mr.  Mulhall,  manager  of  the  Ryan-Devlin  Shoe  Com- 
pany, Winnipeg,  was  married  recently. 

John  Affleck,  of  the  Yale  Shoe  Store,  Winnipeg,  has  taken 
a  lease  of  the  old  Ryan-Devlin  stand  on  Main  Street  in  that 
city  and  will  conduct  a  popular  price  shoe  store.  Wm.  C. 
Allen,  formerly  of  the  Queliec  Shoe  Store,  will  be  the  man- 
ager. 

G.  J.  Trudeau,  Limited,  Montreal,  dealers  in  shoe  find- 
ings, have  been  granted  a  charter;  capital  stock  $49,000. 

The  Canadian  Consolidated  Rubber  Company  are  re- 
opening their  Granby  factory. 

The  Listowel  Shoe  Company,  Limited,  Listowel,  Ont., 
has  been  formed  to  manufacture  a  line  of  boys',  youth's, 
misses'  and  girls'  McKay  and  loose  nailed  shoes.  F.  Nolin- 
sky,  of  the  Ideal  Shoe  Company,  Limited,  Elmira,  will  be 
managing  director,  and  W.  VV.  Matz  will  be  sales  manager. 
The  new  factory  will  shortly  l)e  under  way  and  should  be 
ready  for  the  machinery  about  May  1.  The  firm  is  capital- 
ized at  $40,000. 


General  Store  News  Throughout  Canada 

Where  the  Shoe  Manufacturer  or  Jobber  May  Find  a  Customer 


Ontario 

The  general  stores  of  John  A.  Halliday  and  A.  F.  John- 
ston, Merlin,  Ont.,  were  damaged  by  fire  a  couple  of  weeks 
ago. 

Geo.  H.  Brigham,  Louise,  Ont.,  has  purchased  the  gen- 
eral store  of  A.  R.  Evans. 

The  general  store  of  Frank  Heasman,  New  Liskeard, 
Ont.,  sufYered  loss  by  smoke  and  water  in  a  recent  fire. 

The  general  store  of  E.  I.  Adams  &  Son,  McGregor,  Ont., 
has  been  sold  to  Geo.  Langis  &  Son. 

Everett  McDowell  has  purchased  the  general  store  of 
J.  B.  Climo,  Springbank,  Ont. 

G.  Armstrong  has  purchased  the  general  store  of  Robert 
Maltas,  Little  Current,  Ont. 

A.  J.  Smith,  Orton,  Out.,  has  succeeded  to  the  general 
store  of  P.  L.  Campbell. 

Fred  Fernley  has  purchased  the  general  store  of  John 
Cartwright,  StralDane,  Ont. 

Quebec 

J.  A.  Menard  &  Company,  general  storekeepers,  Farn- 
ham.  Que.,  have  registered. 

Simon  Gnaedinger  has  registered  to  conduct  a  general 
store  business  in  Montreal,  Que.,  under  the  name  of  the 
St.  Henry  Clothing  Store. 

Manitoba 

A.  Krog  has  purchased  the  general  store  of  T.  F.  Camp- 
bell, Erickson,  Man. 

J.  M.  Beckitt,  general  storekeeper,  Lyleton,  Man.,  has 
sold  out  to  F.  S.  Burge. 

Panar  &  Company,  general  storekeepers,  Yonda,  Man., 
have  dissolved,  S.  Panar  continuing. 

A.  Nitikman,  general  storekeeper,  Winkler.  Man.,  has 
taken  his  brother  into  partnership. 


John  Fergus,  general  storekeeper,  Cartwright,  Man.,  has 
sold  his  stock  to  William  Gemmill. 

Stewart  &  Palmer  have  purchased  the  general  store  of 
W.  Stark,  Terence,  Man. 

James  Riddell,  general  stnrekeei)er,  McCreary,  Man.,  suf- 
fered loss'by  fire  recently. 

C.  Rosenfeld,  Carroll.  Man.,  has  removed  his  stock  to 
Winnipeg. 

Saskatchewan 

B.  Bruser  has  purchased  the  general  store  of  J.  Feinstein, 
Lanigan,  Sask. 

F.  E.  Hatnsdal,  general  storekeeper,  Wadene,  Sask.,  was 
burnt  out  recently. 

A.  Anderson,  Penzance,  .Sask.,  has  purchased  the  gen- 
eral store  of  Lane  Brothers  &  Company. 

C.  C.  Helm,  Prelate,  Sask.,  has  succeeded  to  the  business 
of  C-  A.  McCorkell,  general  storekeeper. 

The  Craik  Mercantile  Company  (Geo.  B.  Caldwell,  pro- 
prietor), Craik,  Sask.,  have  registered. 

Lear  &  Janzen,  general  storekeepers,  Lucky  Lake,  Sask., 
have  purchased  the  stock  of  King  &  Isted. 

J.  M.  Beckett,  Lyleton.  has  purchased  the  general  store 
of  R.  A.  Laing. 


STORE  AND  FIXTURES  FOR  SALE 

Situated  on  the  l)est  part  of  St.  Lawrence  Street,  Mont- 
real. This  business  has  been  established  2.5  years.  C^wner 
giving  up  owing  to  other  responsibilities.  Stock  consists  of 
medium  men's,  boys'  and  women's  shoes.  Premises  under 
lease  at  $85.  Small  amount  of  cash  to  good  reliable  buyer. 
Apply  D.  Mendelsohn,  230  St.  Catherine  Street  West,  Mont- 
real. 3-4 
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Guay  Counters 


All  l,o;itlicr  l''air  Stitchinif. 


Outwear  the  Shoe 

That's  our  claim  for  Guay  All- 
Leather  Counters.  We  will 
pay  cash  for  every  pair  of  shoes  in 
which  our  counters  are  used,  and 
which  they  fail  to  outwear. 

ALL  LEATHER  INSOLING 

a  large  stock  of  all  kinds  always 
on  hand. 


Prices  and  Samples  on  Application 

230  St.  Margurite  Street 
MONTREAL 


EUGENE  GUAY/ 


We  also  make  Union,  Standard  and  Leather  Board  Counters 


THE 

"HAPPY  MEDIUM'' 

SHOE 

There  are  shoes  and  shoes.  In  the  con- 
struction of  one  class  of  shoe,  the  comfort 
idea  predominates  to  the  exclusion  of  style 
and  smart  appearance.  Other  shoes  are 
manufactured  on  narrow,  tight-fitting  lasts 
— in  this  case  the  foot  has  to  mould  itself  to 
the  shoe,  end  not  the  shoe  to  the  foot- 

Oberholtzer  Shoes  embody  the  comfort 
of  the  one  and  neat  appearance  of  the  other. 
The  result  is  an  ideal  shoe  that  pleases  the 
eye  as  well  as  the  foot. 


G.V.  Oberholtzer  Co. 
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WOODWARD'S 
CORKING  SHOE  FILLER 

Made  in  Canada  by  Canadian  workmen  under  Canadian  patents. 

Why   not  use  Canadian   made  goods  that  have  stood  the  test? 

Why  go  out  of  the  countrx  for  material  for  filling  shoes  when  you 
can  buy  as  good  made  in  Canada? 

We  are  the  original  makers  of  Shoe  Bottom  Filler  in  Canada.  We 
sell  the  Woodward's  Filler  under  our  own  name.  Beware  of  imita- 
tions offered  under  various  names  as  made  in  Canada,  etc.  We  are 
independent  of  any  trust.       the  mark 


Ask  for  "Woodward's 
It    has    the    brand  and 


Corking  Shoe 
is  gfuaranteed. 


Filler. 


OF  QUALITY 

It  is  made  under  our  patents  and  we  will  protect  our  patent  rights, 


Top  Facings 

(All  kinds) 

Brocades 
Pasted 
Insoles 


Oldest  Backers  of  Cloth  in  Canada 

F.  E.  Woodward  &  Sons 

Lachine,  Quebec 


Oil  Paper 
Box-Toe-Lac 
Fisk  Glue 
Shellac 
Etc.,  Etc. 
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Made  in  Canada 

One  Set  Edge  Blackings 
Two  Set  Edge  Blackings 

We  make  these  Blackings  for  any  kind 
of  leather  and  any  factory  conditions. 

Heel  Blackings 

that  will  fill,  that  are  jet  black,  and  that 
will  produce  a  hard,  bright  permanent 
finish. 

A  good  edge  and  heel  helps  the 
appearance  of  any  shoe. 

Service   and   quality   is    what  we 
have  to  sell. 


Boston    Blacking  Company 

152  McGill  Street 
MONTREAL,  CANADA 
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Shoe  Soling  Machines 


o 
o 


•M 

3 

o 


PRICE  AND  TERMS 
LANDIS  NO.  12  STITCHER 
Weight.  crated-About  750  lbs. 
Head  only,  crated— About  ,500  lbs. 

Price- Complete  with  Stand,  power  only,  $500.00,  F.  ().  B.  St.  Louis. 

Head  only,  $475.00,  F  O.  B.  St.  Louis. 
Terms— 15''  discount  for  cash. 

Time  Payments- $.50.00  cash  and  $15.00  per  month. 
Deferred  payments  to  be  closed  by  notes  without  interest. 


PRICE  AND  TERMS 
LANDIS  NO.  10  STITCHER 
Weight,  crated— About  700  lbs. 
Head  only,  crated-About  300  lbs. 

Price— Complete,  with  Stand,  foot-power  or  power,  $400.00,  F.O.B. 
St.  Louis. 

Complete,  with  Stand,  combination  foot-power  and  power, 
$410.00.  F.  O.  B.  St.  Louis. 
Head  only -$375.00,  F.O.B.  St.  Louis. 
Terms— 15;f  discount  for  cash. 

Time  Payments— $25.00  cash  and  $10.00  per  month. 
Deferred  Payments  to  be  closed  by  notes  without  interest. 


Model  22  Landis  Shoe  Repair  Outfit,  Left  Hand 
Manufactured  by  LANDIS  MACHINE  CO.,  St.  Louis,  Mo. 

Landis  Machine  Company 

St.  Louis,  Missouri,  U.  S.  A. 

WE  ALSO  MAKE  THE  LANDIS  HARNESS  MACHINES.   ASK  YOUR  HARNESS  MAKER  ABOUT  US. 
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A  Satisfied 
Customer  is  a 

repeater 

Repeating  may  not  be  good  in  politics 
-but  it's  mighty  good  in  business. 

Satisfaction  begets  Confidence,  and 
Confidence  is  what  brings  the  customer 
back  to  you. 

Selling 
More  Lace  Shoes 

means  more  than  simply  making  sales; 
it  means  securing  your  customers'  con- 
fidence because  of  the  satisfaction  re- 
ceived in  the  permanent  fit  which  is 
always  assured. 

No  alterations  are  necessaiy  to  make  lace  shoes 
adjustable. 

Alterations  that  oftentimes  have  to  be  re- 
peated— which  mar  the  otherwise  attractive 
shoes — cause  annoyance  and  create  dissatis- 
faction of  which  you  never  learn,  because, 
unfortunately,  next  time  the  customer  trades 
elsewhere. 

Increase  your  sales  of  lace  shoes.  '  Twill 
add  to  the  permanency  of  your  custojners 
and  your  profits. 

There  is  indeed  a  wealth  of  distinc 
tive  styles  in  Lace  Shoes — styles 
for  your  every  need. 

United  Shoe  Machinery 
Co.  of  Canada, 

Limited 
Toronto,  Montreal 
Quehec 
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Fall  Footwear  Fashions 

in  Women's  McKays 

We  have  surpassed  all  previous 
efforts  in  our  creations  for  Fall 
19I6  in  Gun  Metal,  Patent  and 
Dongolas.  We  are  shownig  the 
very  latest  in  Military  Bals,  Cloth 
Tops,  Piped  and  Patent  Eyelet  Lac- 
mgs,  etc.  Don't  fail  to  see  our  hne 
before  making  your  fall  selections. 

S.  H.  PARKER.  Prestotif  Ontario 

Manager  Solid  Leather  Shoe  Company,  Limited 


SOME  OF  OUR 
LINES  ARE  . 

Shoe  Felts 
Sewing  Wax 
Dry  Paste 
Fish  Glue 
Patent  I.eather 

Repairer 
Polishing  Wax 
Rubber  Cement 

and  a 
Complete  Line  of 
Shoe  Findings 


Order  Now 

With  shipments  of  raw  material  so  uncertain,  you 
would  be  well  advised  to  order  your  supplies  of 

SHOE 
FELTS 

in  advance,  and  in  sufficient  quantities  to  obviate 
delays  through  shortages. 

We  are  sole  selling  agents  for  the  Perth  Felt  Co.'s 
Shoe  Felts,  and  are  in  an  excellent  position  to 
quote  you  on  all  lines  for  the  manufacturing  trade. 


We  are  Canadian 
agents  for  Herman 
Behr  &  Co.  of  New 
York,  the  world  fam- 
ous makers  of  Brook- 
lyn Carborundum, 
Carbicon  and  Ruby 
Paper.  Also  we  are 
proprietors  of 
"Waxol"  the  sole 
waterproofing  used  by 
most  shoe  manufac- 
turers on  army  boots. 


A  complete  range  carried  in  stock.      Prices  and   samples  supplied 

upon  request. 

We  are  the  proprietors  of  "WAXOL"   Sole  Waterproofing. 
Used  by  most  shoe  manufacturers  on  army  shoes. 

PARKER,   IRWIN,  LIMITED 

Leading  Shoe  Manufacturers'  Supply  House  in  Canada 

MONTREAL 
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"Yes-I  Am  the  Man" 

who  bought  a  complete  Champion  Shoe  Repair  Outfit.  Bought  it  for 
cash.  No  royalty  attached  to  it,  and  no  installation  fees.  Did  not 
have  to  sign  a  lease  a  mile  long  with  a  thousand  and  one  conditions 
attached  to  it.  Just  made  up  my  mind  that  Canadian  freedom  applied 
to  things  as  well  as  men.  To  business  as  well  as  to  persons,  and  that 
I'd  feel  more  like  a  Canadian  Freeman  if  what  I  laid  out  money  for 
would  be  mine  and  not  the  other  fellow's. 

Many  things  were  told  me  about  Royalty  Machines — Superior  Work- 
manship— Millions  invested  and  all  that  sort  of  stuff.  But  I  said  to  my- 
self—"Old  Boy,  if  that  is  so  who  is  paying  for  it  all,  for  all  that  heavy 
investment  of  capital,  those  big  executive  salaries,  those  big  attorney 
fees,  and  reserve  funds.  Who  would  be  helping  to  boost  the  market 
value  of  the  Common  and  Preferred  Stock  ?    You  would  My  Boy." 

I  had  heard  of  Shoe  Repair  Machinery  that  could  be  bought  outright 
for  cash  or  on  time.  I  heard  so  much  of  Champion  Shoe  Repair  Mach- 
inery, and  I  investigated.  I  was  surprised  to  find  that  thousands  of 
Shoe  Repair  Men  and  Harness  Makers  were  using  Champion  Shoe 
Repair  Machinery.  I  found  that  for  $435  00  Cash,  or  $510.00  on  Time, 
I  could  equip  myself  with  a  Champion  Outfit  consisting  of  an  Ideal 
Curved  Needle  and  Awl  Stitcher  and  Finisher.  Figuring  money  as 
being  worth  six  per  cent,  per  annum  and  Wear  and  Tear  at  ten  per 
cent,  per  annum  for  ten  years  an  Outfit  would  cost  me  $5.16  per  month, 
if  I  bought  an  outfit  for  cash.  The  upkeep  of  course  is  extra.  It's  also 
extra  on  any  Royalty  Machine.  But  hold  on — I'm  saving  the  installa- 
tion fee,  and  that  amounts  to  about  $400.00.  I'm  keeping  some  of  that 
milk  in  the  cocoanut. 

A  Royalty  Machine  I  can  never  own,  but  must  pay  a  perpetual  royalty. 
A  Champion  Machine  is  mine  when  I  pay  the  purchase  price,  then  the 
machine  is  mine — nothing  more  to  pay.  It  didn't  take  me  long  to  order 
a  Champion  and  am  more  than  pleased.  In  the  words  of  that  Canadian 
— "I  am  deelighted,"    I  cannot  realize  now  why  I  hesitated  at  all. 

Royalty  Machines  and  perpetual  payments,  or  a  Champion  Machine 
that  is  yours  when  you  have  paid  for  it  — Which  does  a  "Canadian  " 
Citizen  prefer? 

Write  us  for  our  latest  Catalogy  prices  and  terms. 

Champion  Shoe  Machinery  Co. 

3723-3741  Forest  Park  Boulevard 

St.  Louis       -       -       -  Missouri 


BRANCH  OFFICES: 
Boston,  Mass.— 65  High  Street 
San  Francisco  Calif.— 65  McAllister  St.  New  York,  N.Y.— 209  Centre  St. 
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PEERLESS 
MACHINES 


Universal  Skiver 

Acknowledged  by  the  shoe  manufacturers  every- 
where as  the  most  reliable  Skiver  made.  Gives 
greater  production  at  minimum  cost. 


Peerless  Folder 

No  matter  what  the  shape  of  the  upper  this  machine 
will  fold  the  edge  over  perfectly.  Turns  over  seams 
and  back  stays.  For  rapid  clean  work  this  machine 
is  without  a  rival. 


Automatic  Perforator 

Spaces  evenly  on  any  curve  without  the  use  of  knee 
or  any  other  attachment.  30  to  50  per  cent,  more 
output  at  a  minimum  cost. 

The  Peerless  Machinery  Co. 

44  Binford  St.  BOSTON,  Mass. 


Perfect  Heel  Breasts 

On  all  styles  of  vertically 
breasted  heels,  regardless  of 
shape  of  shank  or  height  of 
heels,  are  assured  to  users  of 
the 

Universal  Heel 
Breast  Scourer 

It  improves  the  quality  and  in- 
creases the  quantity  of  work  at 
less  cost  for  abrasives. 

Manufactured  by 

The  Louis  G.  Freeman  Co. 

Cincinnati,  Ohio,  U.  S.  A. 

Kasfern  Representatives 
Markem  Machine  Co.,  Boston,  Mass. 
Western  Representatives 
Manufacturers  Supply  Co.,  St.  Louis,  Mo. 
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We  Can 
Supply  Anything 
From  a  Tack 
To  a  Full  Factory 
Equipment 

If  there  is  anything  _ 
you  want,  write  us 

United  Shoe  Machinery  Company  of  Canada,  Limited 

MONTREAL,  QUE. 
Toronto  Quebec 
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Arrowsmith  Bunion  Shields 

Comfort  Crippled  Customers 


You  have  a  golden  opportunity  Mr.  Dealer  to  earn  the  undying  gratitude 
of  those  of  your  customers  who  suffer  from  any  foot  complaint.  Whether 
it's  a  bunion  or  any  other  kind  of  foot  malformation,  it  can  be  speedily 
adjusted  with  one  of  the  well-known 

Arrowsmith  Foot  Specialties 

The  goodwill  of  your  customers  is  one  of  your  most  valuable  assets.  You 
can  develop  it  by  recommending  Arrowsmith  foot  specialties,  and  at  the  same 
time  hand  yourself  a  handsome  profit. 

A  Cure  for  Every  Common  Foot  Complaint 

Canadian-Arrowsmith  Mfg,  Co.^  Limited 

Niagara  Falls,  Ontario,  Can. 


How  is  Your  "Male"  Order  Department  ? 

Is  it  paying  you  well  ?  Is  your  stock  turn- 
ing over  quickly  and  profitably?  It  will 
when  you  begin  to  handle  that  famous 
"made  for  the  male"  line  of  staple  sellers 

J.  A.  &  M.  Cote  McKays 

for  Men,  Youths,  Boys  and  Little  Gents 

Every  pair  is  solid  leather,  and  the  work- 
manship is  absolutely  of  the  highest  grade. 

Six  up-to-date  lasts — sure  sellers  all. 


La  Compagnie 


Montreal  Sample  Rooms, 
502  St.  Catherine  St.  East, 

Mr.  Henry  Martineau  Representative 


J.A.&M.  Cote, 


St.  Hyacinthe, 
Quebec 
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Stick  ^  to  it  iveness 

a  coined  word,  but  aptly  descriptive 
of  the  great  adhesive  strength  of 

Brodie's  Patent 
Flour  Paste 

This  deservedly  famous  paste  never 
dries  out  or  relaxes  its  hold.  It 
spreads  evenly  and  is  perfumed. 

Put  up  in  kegs,  half-barrels  and  barrels. 
Let  us  quote  you  on  a  trial  shipment. 

Brodie  &  Harvie 

LIMITED 
14  Bleury  St.  Montreal 


Dominion 


Di 


les 


stand 
Hard 

Service 


"Dominion"  Dies  have  both 
essential  qualities  that  cutting 
rooms  desire.  They  are  the  best 
quality  steel  and  they  are  exact 
in  pattern. 

Dominion  Dies  cut  leather,  rub- 
ber, paper  and  cloth  and  they  do 
it  right.  Let  us  figure  on  your 
requirements. 

Dominion   Die  Co. 

36a  St.  George  Street 
MONTREAL 


Montreal  Box  Toes 

have  substance 

They  outlast 
the  shoe 


Few  box  toes  will  outlast  the  shoes  that  stand  the  hardest 
wear,  yet  Montreal  Box  Toes  do  it.    When  you 
want  toes  that  wear  write  us.    We  make 
them  for  Goodyear  and  combination 
work.    Also  Men's,  Boys' 
and  Women's  heels 
in  all  grades. 

The  Montreal  Box  Toe  &  Heel  Co. 

321  Aird  Ave.,  Montreal 


Middle  and  Western  Canada 
Demands  the  Best 
in  Footwear 


To  successfully  introduce  your  lines  and  maintain 
a    satisfactory    business    you    must    interest  the 

General  Merchants  in  the  Prairie  Prov- 
inces and  British  Columbia. 

The  General  Merchants  are  Departmental  Stores — in  miniature — 
found  in  every  hamlet,  village,  town,  and  city  in  the  Great  Western 
Provinces  of  Canada.  Every  General  Merchant  sells  boots  and  shoes 
— there  are  no  exceptions.  No  exclusive  shoe  paper  can  interest  this 
trade,  because  the  General  Merchant  is  not  an  exclusive  shoe  dealer. 


rjfmwum  riHANUu,.cotfuuu:iAi  &. 

Over  33  years  in  its  field 

''CANADA'S    GREA  TEST  TRA  DE    PA  PER. ' ' 

Issued  twice  a  month  at  WINNIPEG,  Canada. 

Is  the  ONLY  PAPER  reaching  the  General 
Merchants  in  all  points.  Port  Artliur  and  West 
to  the  Pacific  Ocean. 

Get  a  sample  and  advertising  rates,  of  "That 
Western  Paper  that  brings  results." — "THE 
COMMERCIAL." 

Branches  at 

Vancouver,  Toronto,  Montreal,  Chicago,  New  York,  London,  Eng. 


00 
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New  Samples  Now 

Ready 

A  full  line  of '  INDEPENDENT  RUBBERS" 
are  now  bein(>  shown.  Fhe  new  Lasts  added  to 
oLH*  Light  Lmes  and  our  Process  of  Vulcanization 
assure  you  of  both    Style   and    Wearing  Quality. 

Wait  for  the  Representative  of  any  of  the  following  Jobbers : 


The  Amherst  Boot  &  Shoe  Company,  Limited  Amherst,  N.S. 

The  Amherst  Central  Shoe  Company,  Limited  Regina,  Sask. 

The  A.  W.  Ault  Company,  Limited  Ottawa,  Ont. 

White  Shoe  Company  Toronto,  Ont. 

Kilgour,  Rimer  Company,  Limited  Winnipeg,  Man. 

The  J.  Leckie  Company,  Limited  Vancouver,  B.C. 

The  London  Shoe  Company,  Limited  London,  Ont. 

McLaren  &  Dallas  Toronto,  Ont. 

James  Robinson  Montreal,  Que. 

Brown,  Rochette,  Limited  Quebec,  Que. 

McFarland  Shoe  Company  Calgary,  Alta. 

T.  Long  &  Brother  Collingwood,  Ont. 


The 

INDEPENDENT  RUBBER  CO.,  LIMITED 


MERRITTON,  ONT. 
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Rubbers 


for 


Fall 


In  addition  to  our  well  known  lines  of 
KANT  KRACK,  DAINTY  MODE, 
ROYAL  and  BULL  DOG  we  wish  to  call 
your  attention  to  our  All  Red  Line  DREAD- 
NAUGHT  and  Pure  Gum  VERIBEST. 
These  lines  have  now  been  on  the  Market  for 
the  past  two  years,  and  the  ever  increasing 
sales  prove  their  unequalled  wearing  cjuahties. 
There  are  many  lines  similar  in  appearance, 
but  when   placing  your   order  make   sure  of 

Quality  and  specify  DREAD- 
NAUGHT  and  VERIBEST. 


The 


Manufactured  Only  by 


INDEPENDENT  RUBBER  CO. 


LIMITED 


MERRITTON,  ONT. 
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^WORKERS  UNION, 


UNIO^gSTAMP 

Factory  j 


\W0RKERS  UNION 


UNIO^gSTAMP 

J^ctory 


.WORKERS  UNION, 


Factory 


One  Stamp  Alone  Marks 
the  Union  Shoe 


Union  men  throughout  the  country  have  been 
educated  to  the  value  of  the  Union  labeL 

They  know  that  the  mark  of  the  Boot  and 
Shoe  Workers'  Union  is  the  one  and  only  seal 
of  a  Union-made  shoe, 

Millions  of  Union  men  demand  such  a  shoe 
from  the  retailers  of  this  country. 

The  Union  stamp  appeals  to  a  buying  power 
of  over  ten  million  people  in  this  country. 

Is  it  not  natural  that  the  retailer  should  in- 
sist on  this  stamp  which  is  the  one  and  only 
brand  of  Union  labor? 

A  list  of  manufacturers  making  Union  stamp 
footwear  will  be  sent,  on  request,  as  a  guide  in 
the  selection  of  shoes  for  the  coming  year. 

INTERNATIONAL  HEADQUARTERS 

Boot   &   Shoe  Workers^  Union 


Affiliated  with  the  American  Federation  of  Labor 


BOSTON 


246  Summer  Street 

MASSACHUSETTS 


JOHN  F.  TOBIN 

General  President 


CHAS.  L.  BAINE 

Gen.  Sec.  Treasurer 
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S    ESSEX  RUBBER -LEATHER 

(CALLED  "SHED-WET".) 

Why  search  for  a  choice  piece  of  sole  leather  with  which  to  repair  your  cus- 
tomer's shoes!  Give  him  the  best  at  once  —  and  the  best  is  beyond  question 
Essex  Rubber-Leather.  Why  is  it  the  best?  First — Because  it  lasts  longer.  It 
is  guaranteed  to  last  twice  as  long.  Second — It  is  more  flexible  and  easier 
on  the  feet.  It  gives  a  new  hfe  to  the  step.  Third — It  is  absolutely  water- 
proof. Not  a  particle  of  dampness  can  come  through  a  "Shed-Wet"  sole. 
Made  by  the  makers  of  Essex  heels.    Write  today  for  particulars  and  price?. 

ESSEX  RUBBER  CO,  Inc.,  ?rrS^N  i! 


<)-A-l5 


Makers  of  most  of  the  rubber  soles  used  in  America. 


ESSEX 
Blue  List  Cobbler 


Glazed 
or 
Mat 


Black 

or 
Colors 


Uniform  Substance 
Superior  Cutting  Qualities 
Fine  Grain 
Great  Strength 

and  as  Low  in  Price  as  its 
High  Quality  Permits 

Write  or  wire  for  samples. 

New  Castle  Leather  Co. 

NEW  YORK 

Canadian  Branch:— 335  Craig  St.  W.,  Montreal 
Factory:— Wilmington,  Del.,  U.S.A. 


V.D.tVRMSTR,ON(j 

ENGRAVERoF  FINE  STEELSTAMPS  &DIES 
230,c»^.\NES^MONTREALV>Ho/y^  675 

CR^^^C>'^fP)    Q  QUE,  t)   C^l^'^  ^AIN 

MY  STAMPS  ARE'UPTO  date"  IN  DESIGN 
&  ADD  AN  ARTISTIC  FINISH  TO  VOUR  SHOES<i|» 
•  WHICH  WILL  INCREASE  YOUR  SALES  • 


Fortuna  Skiving  Machine 


For  Manufacturers  who  Skive  Leather,  Felt, 
Cork,  Rubber  or  Paper 

Used  e.Ktensively  by  Manufacturers  of 
Shoes,  Box  Toes,  Trimmings,  Insoles,  Ankle 
Supporters,  Welting,  Arch  Supporters 

Sole  Agents  for  Canada 

Fortune   Machine  Co. 

127  Duane  Street       -      NEW  YORK 


HEELS 

That  will 
not  check 


All  grades,  denomin- 
ations and  heights— a 
full  line. 

BOX  TOES  THAT 

COME  ALIKE 

made  in  leather,  split 
I-  mitiination  leather, 
canvas  and  felt. 


INDEPENDENT  BOX  TOE  CO. 

102  Christophe  Colomb  Street,  Montreal 


Ill 
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ALPHABETICAL  LIST  OF  ADVERTISERS 


Aird  &  Son   

Ames-  H  old  c  II-  M  cL'rcady 
Annstroii.u.  W.  1)  


Hlacliford  Slu)c  Company   

lihuli ford- 1 )avii'S  Company  ... 
ijooi  and  Slioc  Workers'  Union 
Pioslon    I51ackin,£i'  C'ompany  ... 

Brockton  Heel  Comjiany   

Brodie  8i  Harvic  

Brownin.L;  Company   


10 

(•>:; 
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Canadian  Arrowsniith  Mi'tj.  ( 'o.  ... 
Canadian  Con.solidated   Rnhhi-r  Co. 

Canadian  l*"ool\vcar  Limited  

Cliani])ic  ill  .Shoe  Machinery  ( 'o.  ... 

Cote,  j.  .\.  &  M  

Commercial  


5W 
-'.'A 
(is 


58 
59 


Doniinion  Die  Company   59 

Doyle.   Re.Ljd.,  Tho.s.  C:   IT 

l)nfre.sne  &  (ialipeau   19 

I  )nnlop  'Vivv       Rnldier  (ioods  Li>...  II 


I'.lmira  Felt  ('omjiany   14 

I'.s.^ex   Rnhlier  Compan>-   


l''(jruina  Machine  (_  omjjany 
Freeman  Company,  Louis  G. 


o:; 

5() 


(inay,  lMig<?ne 


1  I  nndierstone  Shoe  (  Ompany 


Kanfnian  Ruhhei'  Co  

Kimmel  Fell  Comijany  ... 


Landis  Machine  (  ompany 


(Hi 


Independent  Box  Toe  (Jonipany  ...  63 
independent  J^uhher  Company  ...  i>0-61 


.  8-9 
:J0 


Minisler-Myles  Shoe  Co   7 

Mf)ntreal  Box  Toe  Company    5'.) 

Mayer.  Theo   (Ki 

Murra\'  Shoe  (.'ompany    21 

McLaren  &  Dallas   1 


Xarrcnv  Fai)ric  (.  ompany  .  .  . 
New  Castle  Leather  Coni]>any 
Nugget  J'olish  Company  ...  . 
North    Brili-h  |.'nl,l,-r 

(  )iierholtzci .  ( \  


(i(i 


i 'anther  Rubber  Company  ... 
Peerless  Ruhhcr  Company  ...  . 

['arker.  Irwin.  Limited  

Parker.  S,  II  


Ralston,  Robt  

Regal  Shoe  Company  . 

Robin  Bros  

Rice  &  Hutchins  

Robinson.  J  as  

Sisman  Shoe  Company 
.Slater  Shoe  Company  . 


Tebbutt  Shoe  ^-  Leather  Co  

L'nited  Shoe  Machinery  Co..  Ltd.  5:(-57 

\  alley  (  ily  Seating  Co  

W  (lodward  &  .Sons.  I"".  I",  


5(i 
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Ralston's  Shoe  Polishes 


Black  Beauty 

A  preserver  and  polish 
of  well-known  excell- 
ence. Abso'utely  free 
from  injurious  acids. 

White  Beauty 

For  whitening  canvas 
or  buckskin  shoes. 


Tan  Beauty 

Cleans  and  polishes 
tan  and  russet  boots 
and  shoes.  Removes 
stains  without  injuring 
the  leather.  A  sure, 
easy  seller  with  a  good 
profit. 


You  CanH  Go  Wrong 

when  you  begin  to  handle  our  lines.  They  are  all  tried,  tested  and  true.  The 
buying  public  ask  for  them,  and  will  take  no  substitutes.  Why  not  start  to  handle 
them  at  once  ? 


Robt.  Ralston  &  Co., 


Hamilton, 
Ontario 


A  dressing  for  every  shoe 


March.  H)IC. 


FOOTWEAR    IN  CANADA 


CHANDLER'S    SHOE  SPECIALTIES 

Write  for  New  Illustrated  Folders 


COLONIAL  COMBINATION 

Number  C-124 
Patent  Leather  Keystone  Tongue 
High  Grade  Colonial  Nickle  Finish  Buckle 
Also  in  Gun  Metal,  White  Kid  and  Nubuck  Leathers  and  Canvas 
Buckles  Also  in  Gold  and  Gun  Metal 
Prices  $3.00  to  $3.50  Dozen  Pairs 
Buckle  With  Filler  $1.50  to  $2.00  Dozen  Pairs 
Tongues  alone,  no  fillers,  $1.25  to  $1.50  Dozen  Pairs 

C.  A.  Browning  Co.,  Boston,  Mass. 
30  Franklin  Street 


WHETHER  it's  for  Fall  placing  or  present  buying, 
there  is  no  staple  shoe  on  the  market  that  will 
give  your  customers  such  good  value,  and  you 
such  liberal  profits  as 

The  EVERYDAY  Shoe 

Made  for  Men,  Boys,  Youths,  Women,  Misses  and 
Children  in  Elk,  Box  Calf,  Storm  Calf,  and  all  kinds  of 
side  leathers. 

The  T.  Sisman  Shoe  Co. 

Limited 


Aurora 


Ontario 


C6 
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quality  shoe  laces 
for  every  requirement 

In  bulk  for  the  factory  trade. 

Single  paired  for  the  fine  job- 
bing trade. 

Finished  with  Nufashond 
Fabric  Tips  (patent  applied  for). 
Part  of  the  braid  itself.  Rustless, 
waterproof,  won't  pull  off. 

Samples  and  prices  upon  request. 

Narrow  Fabric  Company 

Reading  Pa. 


Made  in  Canada 

Non  Rip 
SANDALS 


Now  is  the  time  to  place  your 
orders  for  sandals  for  the  com- 
ing season— 1916 -if  you  expect 
present  prices  and  prompt  de- 
liveries. 

Write  us  for  samples. 


Humberstone  Shoe  Co, 

HUMBERSTONE,  ONT. 


Aird  Shoes  for  Fall 


Several  new  ideas  capably  expressed,  and  backed  up 
with  the  workmanship  and  materials  that  have  made 
Aird  shoes  so  popular  with  the  great  buying  public. 

McKays  and  Turns  for  men,  boys,  youths  and 
women. 


JOBBERS!    WRITE  OR  CALL 


AIRD  &  SON, 


MONTREAL 


Store  Management 

An  illustrated  book  of  212 
pages,  by  Frank  Harrington 

Price  50  cents. 


Footwear  in  Canada 


347  Adelaide  St,  W. 
TORONTO 


Made  in  Canada 

You  can  now  buy  your  Sandals  di- 
rect from  a  Canadian  manufacturer. 


Trade  Mark 

These  specialties  are  as  important  as  any  shoes  you 
cany.     Tliey  are  Goodyear  stitched. 

Do  not  place  your  order  for  sand.ils  before  writinc 
It*.     W'e  want  to  tell  you  more. 


Th.  Mayer, 


734-736  St.  Paul  St., 
MONTREAL 


March.  liil(3 
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GUARANTEE 
FOR  QUAUTY 


United  Shoe  Machinery  Company  of  Canada,  Limited 

Toronto  Montreal,  Que.  Quebec 
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We  Cannot  Be  Denied 


Our  sales  keep  on  increasing.  We  are  grow- 
ing, expanding,  and  we  owe  it  all  to  the  ever  in- 
creasing popularity  of  our  McKay  Shoes  for 
Women,  Misses  and  Children. 

Every  pair  is  full  of  snap  and  saleabilit)'.  Built 
on  modern  lines,  in  an  up-to-date  plant  and  guar- 
anteed to  give  excellent  wearing  service. 

Venus  Brand  Carmen  Brand 

Our    first    grade    women's  A  popular  seller  at  a  popu- 

McKays  to  retail  at  v$3.5o  to  lar  price.  Retails  at  S2.50  to 
$4.00.    No  better    value  any- 


where. 


Have  our  salesmen  call  with 
a    full   range   of  samples, 

Canadian  Footwear  Co. 

Sales  Office  Limited  Factory 

MONTREAL  Pointe-aux-Irembles 
44  St.  Antoine  St.  Quebec 


F  O  O  T  W  E  A  H    ]  X    C  A  X  A  D  A 
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Panther  Rubber 


Rubber  Soles  and  Heels  are  growing  in  popularity.  Each  seas- 
on sees  the  leading  shoe  firms  marketing  a  greater  number  of 
rubber  soled  models. 

When  you  come  to  order  your  Rubber  heels  and  soles  for  next 
season  think  of  "PANTHER"  and  what  they  mean. 

The  PANTHER  Soles  and  Heels  are  made  of  fibre  rubber 
which  is  tested  and  guaranteed  by  the  makers.  They  are  light  in 
weight  and  tough  in  quality,  will  not  "pull  out"  and  are  made  in 
all  colors.    They  are  the  best  Rubber  Soles  and  Heels. 

Put  PANTHER  Soles  and  Heels  on  Your  Footwear 

Panther  Rubber  Co, 

Sherbrooke,  Que. 


\pril.  101(1 
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From  VICTORIA 

To  HALIFAX 


Wherever  you  are-NORTH-EAST 
SOUTH-WEST-there  IS  a  com- 
pletely stocked  branch  of  the  Dominion 
Rubber  System  able  to  deliver  your 
Rubber  Footwear  orders  within  twenty- 
four  hours. 

That  means  a-nighUand-a- 

day      service  at  the  most — anywhere 
in  Canada. 

CANADIAN  CONSOLIDATED  RUBBER  CO. 

MONTREAL,  P.  Q.  LIMITED 
28  "  Service  "  Branches  Throughout  Canada 
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IN  a  small  town  in  Western  Pennsylvania  there  is  a  small 
blacksmith  shop.    Quite  as  large  as  the  shop  is  a  sign 
which  announces  the  following  to  the  howling  mob  pass- 
ing the  place. 

"I  shoe  everything  that  passes — 
Horses,  mules  and  Jack  asses." 

Covering  every  requirement  for  metal,  celluloid,  jet  or  vege- 
table ivory  ornamentation  for  shoes  is  our  mission  to  you. 

We  initiated,  developed  and  perfected  the  Prong  Button 
Idea  and  with  our  special  pliers  one  girl  can  mount  from  three 
to  five  cases  per  hour. 

With  this  saving  and  the  low  cost  of  prong  buttons  for  orna- 
mentation (from  i]4  to  4c  the  pair)  the  manufacturer  of  Grow- 
ing Girls',  Misses'  and  Children's  Shoes  may  use  them  in  con- 
junction with  or  without  bows,  thereby  introducing  some  life 
and  special  attraction  to  their  lines. 

Sample  cards  of  these  have  been  sent  free  recently  to  all 
those  whose  names  are  on  our  records. 

If  you  didn't  rece'we  yours  it's  because  your  name  is  not  in  the 
""Good  Book"  in  our  office. 

We  will  gladly  put  it  in  if  you  ask  the  sample  dept. 


The  Metal  Products  Corporation 

200  Thurbers  Ave.  PROVIDENCE,  R.I.,  U.S.A. 


April,  19l(i 
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WHITE  REIGNSKIN  CLOTH 
COLONIAL 


Timely 
Suggestions 

for 

Early  Summer 


WHITE  NUBUCK  GLADYS 
PUMP 


r 


If 


WHITE  REIGNSKIN  CLOTH 

HIGH  CUT 
BUTTON  AND  LACE  BOOTS 


PATENT  CUPID  PUMP 


PATENT  COLONIAL 


Blachford  Shoe  Mfg.  Co.,  Limited 

Toronto 


liiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiii^ 
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ALL  AMERICA 

Shoes  for  Men 


■|"raiU'  Mark  Rci;  Canada 


Refinement  m  shoe-making  finds  expression  m 
the  ALL  AMERICA.  Material,  work- 
manship, style  and  wear  all  contribute  to  the 
distinctiveness  of  ALL  AMERICA  Shoes. 

Fiftieth  Anniversary 

RICE.  &  HUTCHINS,  INC 

1  A  ft  ft  SHOE  MANUFACTURERS   1  Q  1  ft 

mxjkjkj  for  half  a  century  Av7XV/ 

Canadian  Distributors : 

RICE  &  HUTCHINS  CHICAGO  CO. 

231  We.t  Munroe  Street,  CHICAGO,  ILL. 


RICE  &  HUTCHINS,  INC. 

Twenty-Four  High  St.,  BOSTON 


April,  HMCi 
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For  Men 


SERVICE 

The  kind  of  Service  that 
Gives  Retailers 
What  They  Want  When  They  Want  It 


For  Women 


CARLTON-No.  5595 

Cordo-Tan  Top  and  Vamp,  12  Iron 
Sole.  Sisses  A  A,  A  6-11,  B,  C,  D, 
5-11. 


VVINSOR-No.  1535 

Notan  Quarter  and  Vamp,  Single  Sole. 
Sizes  AA,  6-11,  A,  B,  C,  D,  5-11. 


Walk-Over 
Shoes 
were 
awarded 
Grand 
Prize 
Panama-Pacific 
Exposition 


READY  TO  SHIP 
AT  ONCE 

Shipping  Points 
at  Campello  or 
St.  Louis  as  you 
prefer. 


SOLACE— No.  2250 

Black  Kid  Vamp,  Mat  Calf  Top,  Single 
Sole.  Sizes  AA  Si-S,  A  3-8,  B,  C 
2^8,  D,  E  2'.-9. 


MINUET- No.  2220 

Black  Kid  Single  Sole  Blue  Bird 
Pump.  Sizes  AA,  A  4-7,  B,  C,  D 
3-7. 


Write  us  for  Catalog^  Prices  and  Terms, 

Geo.  E.  Keith  Company 


CAMPELLO  (BROCKTON), 


MASS.  U.S.A. 
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Derby 


Murray-Made 


The  Murray  Shoe  Co.,  Ltd. 


Popular  Last  for  Young  Men 


Murray's  Torpedo 


In  Stock.    53F  Men's  Gun  Metal  Gf.  Bal. 
on  Torpedo  Last,  D  width,  sizes  5-10 

In  Stock.    54F  Men's  Nut  Brown  Gf.  Bal. 
on  Torpedo  Last,  D  width,  sizes  5-10 

HAVE  YOU  RECEIVED  OUR  IN-STOCK  SHEET? 
IF  NOT,  WRITE  1  FOR  IT 


London 


Ontario 


London  Lad^/ 


Mayflower 


April,  1916 
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W  IN  5H0P  OR^M^MC 

Offers  to  Canadian  shoe  manufacturers  the  most  complete  and  artistic  Hne  of  Shoe 
ornaments  in  the  world. 

To  make  our  service  more  complete  we  have  made  arrangements  with 

Mr.  G.  J.  TRUDEAU 

365  Ontario  St.  East,  MONTREAL 

to  represent  us  in  Canada.  Mr.  Trudeau  will  have  our  exclusive  selling  agency,  and  by 
direct  co-operation  with  us,  he  will  be  in  a  position  to  give  the  shoe  manufacturers  of  Canada 
the  best  of  service — at  any  and  all  times. 


The  last  word  in 
style,  the  highest 
grade  quality  in  ma- 
terials and  finish, 
coupled  with  low 
prices,  are  the  rea- 
sons why  Coultas 
ornaments  are  sold 
to  shoe  manufactur- 
ers in  every  part  of 
the  world. 

AVe  cordially  invite 
your  careful  inspec- 
tion of  our  line  as  it 
will  be  shown  you 
bv  Mr.  I'rudeau. 


Some  of  the  latest 
designs  in  large  ton- 
gue Colonials. 


D.  W.  COULTAS  CO. 


292  Eddy  Street 


PROVIDENCE,  R.L,  U.S.A. 
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A  Great  National 
Public  Utility 

That  concerns  all  merchants 
and  all  people 

npHE  original  Cash  Register   rang   a  bell,    indicated  and  re- 
corded  the  amount  of  the  purchase.    It  benefited  the  mer- 
chant only. 

In  a  third  of  a  century  this  old  model  has  developed  into 
a  Cash  Register  that  directly  benefits  every  man,  woman,  and 
child  who  spends  money  in  a  store. 

This  new  Cash  Register  equally  concerns  every  merchant 
and  clerk,  every  banker  and  wholesaler  in  this  land. 

It  furnishes  every  customer  with  a  receipt  or  sales-slip. 
It  prints  on  this  the  amount  paid  or  charged. 
On  this    is   also  printed   the  date   ot  the  sale  and  who 
made  it. 

It  forces  a  duplicate,  printed  record  for  the  merchant. 
It  prevents  disputes  over  charges  and  bills  paid. 
It  saves  shoppers'  time. 

It  gives  tha  merchant  all  his  profits.    It  gives  him  more 

money  for  his  family. 

It  promotes  more  and  quicker  sales. 

It  protects  each  clerk  against  making  errors  and  against  the 
mistakes  of  others. 

It  rewards  the  diligent  clerk  by  telling  his  employer  which 
one  makes  the  largest  number  of  sales  and  v/hich  one  gets 
the  greatest  amount  of  business, 

//  assures  the  banker  additional  security  for  the  money  he 
loans  the  merchant. 

It  gives  the  wholesaler  additional  assurance  that  the  mer- 
chant  will  have  money  to  pay  his  bills. 

It  furnishes  the  banker  and  the  wholesaler  mechanical  evi- 
dence that  the  merchant's  itatement  of  bis  business  is  correct. 


It  is  a  business 
necessity 


LOOK  FOR  THIS  SIGN 
JN    THE  WINDOW 


Merchants! 

We  have  new  1916 
models  that  give  this  per- 
fect leivice. 
Write  us  today  or  see  our 
agent  in  your  city  and  learn 
how  you  can  secure  one  of  these 
public  service  machines. 
Liberal  allowances  will  be  made  for 
old  National  Cash  Registers  that  were 
good  in  their  day,  but  do  not  so  com- 
pletely protect  you  or  sive  the  valuable 
service  our  191 6  models  do.    Address  Drpt  R4 

J  National  Cash  Register  Company 

TORONTO.  CANADA 


Ain-il,  unii 
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SPRING 


AND 


SUMMER 


SORTING  ORDERS 


Our  Popular  Brands  of 
Stylish  and  Staple 
Footwear 

The  "IMPERIAL"  Shoe 

Made  in  all  fine  lealhers—  Goodyear 
Welts  and  McKay  Sewn. 

The  "BEAVER"  Brand 

An  extra  fine  line  Men's  Goodyear  Welts. 

The  "MAPLE  LEAF"  Brand 

Solid  leather  working  shoes,  every 
pair  guaranteed. 

The  "VARSITY"  Brand 

Men's,  Boys',  Youths'  Medium  fine  shoes, 
McKay  Sewn. 

The  "LITTLE  CANADIAN" 

An  extra  fine  line  of  Misses'  and 
Children's  Shoes, 

The  "SPORTSMAN'S"  Boot 

Made  in  Chocolate  Calf,  Pearl,  Black 
and  Smoked  Elk. 

"WITCH-ELK" 

Prospectors'  and  Hunters'  Boot. 


Y^y^E  have  the  stock  and  the  organ- 
ization to  ship  the  most  varied 
of  sorting  orders  the  day  they  are 
received.  When  we  sell  you  a  con- 
signment of  goods  it  is  this  service 
that  backs  up  our  salesman  when  he 
tells  you  he  will  have  the  goods 
shipped  immediatel)-  or  on  any  date 
you  may  mention. 

Go  over  your  stock  and  check  up 
the  lines  you  are  short  on.  Send  us 
your  order.  It  will  receive  the  care- 
ful and  individual  attention  of  one  of 
our  expert  stockmen,  insuring  you  as 
painstaking  assortment  as  though 
you  were  here  to  pick  them  out 
yourself. 


1916  -  FALL  and  WINTER  -  1916 

One  of  our  salesmen  will  be  around  your  way  in  good  time  with  samples  of  our  new 
lines  for  the  Fall  and  Winter  season.     Wait  for  the  "McLaren  &  Dallas"  man 
before  placing  your  order.     It  will  be  worth  your  while. 

McLaren  &  Dallas 

TORONTO  30  Front  St  w.  ONTARIO 
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Amherst 

Solid  Shoes 


From  East  to  West  there  is  but  one  word  said  of 
them  :  "  Trade  Winners,  '  "  Best  wearers  in 
Canada,"  "  All  ask  for  Amhersts,"  "  Customers 
satisfied.  " 

There's  something  domg  at  the  stores  where  these 
reliable  hues  are  on  sale. 

A    satisfied    patronage   n^eans  good-will,    but  it 
means  more.    It  is  a  Business  Asset. 

You  may  have  both  by  stockmg  these  hues.  We 
are  always  glad  to  welcome  new  customers  and 
will  arrange  for  you  to  see  our  lines  if  you  say  so. 

Fifty  Years'  Experience 

Our  fifty  years'  experience  in  the  staple  shoe  game  is  at  your  ser- 
vice, Mr.  Retailer.  The  shoes  made  by  the  Amherst  Boot  &  Shoe 
Co.,  Ltd..  are  solid  leather  shoes,  and  satisfy  the  wearers.  They 
are  comfortable  and  staple.  The  LOOKS  and  WEAR  are 
THERE — once  used  al\va)  S  asked  for.    QUALITY  is  our  watchword. 

Amherst  Boot  &  Shoe  Co. 

Limited 

Amherst  Halifax  Regina 


April,  I'JIG 
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New  Brunswick^s 

Greatest  Shoe  House 


We  have  an  immense  warehouse  constant- 
ly stocked  with  all  the  leading  staples,  and 
on  the  very  day  of  the  receipt  of  an  order, 
the  goods  are  shipped.  In  addition  to  this, 
we  handle  all  the  fashionable  styles  of  the 
day  as  they  appear  upon  the  market,  so  that 
a  dealer  in  need  of  a  pair  or  two  for  a  special 
customer  can  have  them  by  return  mail  or 
express. 

This  season  we  are  placing  upon  the  mar- 
ket a  range  of  women's  popular  priced  shoes 
to  be  known  as  "Winnie  Walkers,"  and  a 
line  of  Misses'.  Children's  and  Infants'  un- 
der the  name  of  "Rompers."  Through  our 
extensive  advertising  campaign  we  intend 
creating  a  demand  for  these  goods  and  deal- 
ers should  see  that  they  are  provided  when 
the  people  begin  asking  for  them. 

We  shall  be  glad  to  supply  you  with  prices. 


Waterbury  &  Rising 

Limited 


St.  John,  N.  B. 
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0  DUNLOP  LINE  0 

Held  in  Favor  from  Coast  to  Coast 

DUNLOP  RUBBER  HEELS 

"  Peerless,"  "  Comfort,"  Outing  (cup-shaped) 
Whole  Heel 

Black,  White  and  Tan 

LIVE  RUBBER  WEAR  LONGER 

NO  JARRING  NO  SLIPPING 

Folder  tells  all  about  special  proposition  to  dealers 

DUNLOP  RUBBER  SOLES 

Men's  and  Women's  Full  Length,  ^4  Length  and 
Cut-Out  Toe 

Also  Taps  and  Soling  Rubber  in  sheets 

Black,  White  and  Tan 

Wear  indefinitely  and  give  maximum  resiliency 

Will  not  crack  nor  dry  out 

DUNLOP  RUBBER  CEMENTS 

For  Boot  and  Shoe  Manufacturers  and  Dealers  : 

"Channel,"   "Gem,"  "Sole-Laying," 
"Chrome-Folding  " 

Maximum  Adhesion  and  Speedy  Drying  qualities 

Special  Prices  on  Large  Quantities  , 

Put  up  under  special  label,  if  required 

DUNLOP  TIRE  &  RUBBER  GOODS  CO. 

LIMITED 

Head  Office  and  Factories:  TORONTO 

Branche.:  VICTORIA.  VANCOUVER,  EDMONTON,  CALGARY.  SASKATOON,  REGINA,  WINNIPEG,  LONDON, 
HAMILTON,  TORONTO,  OTTAWA,  MONTREAL,  ST.  JOHN,  HALIFAX 


April,  IDKi 
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Everything  For  The  Shoe  Store 


Little  Falls  Felt  Shoes  and  Slippers     ,>>,  cTnnv      f\  J  j  • 

Selling  Agents  on  Little  Falls  Kelt  Shoes  and  0 1 ULR.—  Ufdcr    DOW   and  IDCreaSC 

Slippers,  Moccasins  and  Juliets.  y^^^  jy^j^g  Novchiber  and  De- 

cember, also  your  profits. 

We  are  covered  at  quotations  below  all  fig- 
ured at  last  year's  prices. 

We  will  ship  any  time  you  want  them,  and 
date  Felts  and  Fall  and  Winter  Lines  Nov.  1st, 
1916  ;  Sandals  and  Spring  Lines  June  1st,  1916. 
Send  for  Samples  and  get  covered. 

Prices  not  guaranteed  after  April  30th. 

Picture  Felts 


Hand  Made  Indian  Moccasins 


Stock  No.  HO 


No.  110 — Ladies'  Black  Fur  Trinimeil  Juliet. 
Sizes  2'/2  to  S,  Low  Heel,  Leather  Sole.  Per 

pair  $0.67'/^ 

No.   0830 — Misses'   Fur  Trimmed   Red  Juliet. 
Sizes  11^  to  2,  Low  Heel.    Per  pair.. $0.65 
No.   0830— Child's   Fur  Trimmed    Red  Juliet. 
Sizes  ^y,  to  11,  Low  Heel.    Per  pair  ..$0.60 
No.  0830 — Infants'  Fur  Trimmed   Red  luliet. 
Sizes  5  to  8,  Spring-  Heel.    Per  pair  .  .  .$0.55 

Puss  in  Boots 


Child's  Run. 

on  culT. 
Misses'  Run, 
Made  with  Fa 

Child's  Sizes, 
Misses'  Sizes. 


market  design 


.Voah's  Ark  design  on  cuflf. 
ncy  Cuff  and  Carrying  Elk  Soles. 
Red  and  Blue. 

C  to  11.     Per  pair   $0.80 

Per  pair   $0.85 


Your  Profit  is  100  Per  Cent.    Our  Price  to  V^u 

Men's  Sizes  Syi  to  10     Per  dozen  pairs.  $12.00 

Women's  Sizes  21/2  to  7.    Per  doz.  pairs  10.00 

P.oys'  Sizes  2'/z  to  5.    Per  dozen  pairs  10.00 

Misses'  Sizes  11  to  2.    Per  dozen  pairs  8.00 

Child's  Sizes  (>  to  10.     Per  dozen  pairs  7.00 

Infants'  Sizes  1  to  5.      Per  dozen  pairs  6.00 

Tlie  Avondale— Mrs.  King's  Shoe 


Misses'  and  Children's  Picture  Felts 

In  Christmas  Holly  Boxes.     Three  Attractive 
Designs 

Children's  Sizes  0  to  10.     Per  pair    $0  40 

Misses'  Sizes,  11  to  2.     Per  pair    45 


Felt  Slippers 


Our  Mary  Jane 
One  Strap  Patent  Colt  Turn 

The  most  popular  low  shoe  sold. 

Per  pair 

No.  900 — Ankle  strap,  2  to  5,  no  heel  $0  75 
No.  905 — Angle  strap,  5  to  8,  wedge  heel  95 
No.  910— Ankle  strap,  S'A  to  11,  spring 

heel   I  25 

No.  915— .Ankle  strap,  11"^  to  2,  regular 

heel    1  50 

Same  in  White  Canvas 

5      to  S  Child's    $0  55 

S'A  to  2  Child's    65 

1154   to  2  Misses'    /5 

12      to  (i  Women's    1  00 


Dongola  Gymnasium  Shoe 


No.  564 — Women's  and  Men's  Felt  Toilet  Slipper 

Fine  Grade  of  Felt  L'ppers  and  Heavy  Felt  Soles. 

Exceptional  values  at   these  prices. 
Men's  Sizes  6  to  12.  Black  only.  Per  pair  $0.42'/^ 
Women's  Sizes  f!  to  8.  lilack  and  Cray. 

Per  pair   31\i 

.Misses'  Sizes  12  lo  2.   Red  and  Ciiay.  Per 

|)air   3254 

Child's  Sizes  0  to  11.    Red  only.    Per  iiair  .27"4 

Our  Best  Sellers  in  Men's  Felt  Slippers 

Ko.  "^00 — Men's,  with  lleuvy  Steel  Shank. 
.Same  stvles  as  cut  No.  ."i54  ahove.  I'er 
pair     .  .'.   $0,471/2 


The  Winner -Our  Clover  Leaf 
Guaranteed  Sandal 

Made  of  Willow  Calf,  heavy  douhle  sole, 
leather  insole  and  counters,  douhle  Cioodyear 
stitched.  .\  hrst-class  sandal  in  every  respect. 
Every  pair  is  guaranteed  HOT  TO  RIP. 

Don'l  ai'.gue  with  your  custoniei  s  ;  give  them 
;i  new  pair  ami  we  will  make  it  good  to  you. 

Price  Per  I'air 

Infants',      sizes    :?  to    8   $0  65 

Child's,       sizes    !)  to  11   75 

.Vlisses',       sizes  12  to    2   85 

Women's,    sizes    3  to    7   1  15 

Men's,         sizes    fi  to  11   1  60 

Send  for  full   samide  line  12  nund)ers 

Samples  of  any  of  the  above  will  be  sent  on  request. 
Write  for  NEW  PRICE  LIST  of  Profitable  Fall  Staples,  and  Holiday  Fancy  Goods. 

THE  RUPP  &  WITTGENFELD  CO.,        Cincinnati,  Ohio 


Leather  Sole  Turns 
Carried  in  Women's  and  Misses'  Sizes  onlv. 
Women's  Sizes  3  to  8.    Price  per  pair.$0  85 
.Misses'  Sizes  12  to  2.    Price  per  pair  ...  80 
.\l)Ove  are  all  we  stock  in  leather  soles. 


1(5 


t'OOTWEAk    IN  CANADA 


April,  1916 


Make  More  Money 

with 

Muir  -  Made  Shoes 


Cater  to  the  demand  of  the  masses 
and  turn  yoiu"  stock  over  more 
quickly  by  handling"  these  popular 
priced  lines : 

Boys'  |'^°:nL™  $3.00  to  $4.00 
^Mfe^^    Men's  tTJ^  to^  $4.00  to  $6.00 

And  they  are  every  bit  as  snappy, 


li.'lll'W^  up-to-date,  well-finished  and  service- 


able    as     lines    you     haxe  l)een 

accustomed  to  payino"  more  for. 

Muir-Made  Shoes  will  work  up 

a    profitable,    ever-increasing  and 

permanent  trade  for  you. 

New   Fall   Styles   are   now   being   shown — 

See  our  salesman's  samples 

Ihe  James  Muir  Co. 

Montreal 

April,  1916 
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Keep  Your  Salesmen 
Busy  the  Year  'Round 


by  handling  a  hne  of  men's  and  boys' 
shoes  that  are  made  to  meet  the  popular 
demand  in  style,  fit,  wearmg  qualities  and 
low  price. 


THE 


The  Muir-Made  Shoe 

will  enable  you  to  do  this  ;  it  has  all  the 
style  of  the  more  expensive  shoe ;  the 
serviceability  of  the  staple  line,  and  sells 
at  a  price  which  your  customers  will 
willingly  pay. 


Boys'  f:'Ato^  $3.00  to  $4.00 
Men's  I'eun  tom  $4.00  to  $6.00 


See  the  New,  Snappy,  Fall  Styles 
when  our  salesman  calls 


THE 


pAlHflEli 


•ShmjE- 

MADE  IN  CANADA 


The  James  Muir  Co. 

Montreal 
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April.  l!>ir, 


Tebbutt 


Made  in  Canada 


Canadian  Shoes 

Made  of 

Canadian  Leather 

In  a 

Canadian  Factory 

.  For 

Canadian  People 


Is  your  patriotism  a  boast,  a  habit  or  a  reality  ?    Are  you  selling  "Made-in- 
Canada"  Footwear  ? 

The  real  loyal  Canadian  is  placing  Fall  orders  for  Canadian  shoes,  thereby 
keeping  Canadian  workmen  busy,  Canadian  factories  running  and  shortening  the  time 
when  Canadian  conditions  will  once  more  be  normal. 

Buy  Tebbutt  "Doctor"  and  "Professor"  shoes.  They  embody  special  antisep- 
tic features  that  win  for  them  a  place  in  every  modern  shoe  store. 

Carried  in  stock  by  all  the  leading  Canadian  jobbers. 

Order  a  shipment  to-day 


Tebbutt  Shoe  and  Leather 


Company,  Limited 


Three  Rivers, 
Que. 


April,  1916 
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R 


The  House  that  Service  Built 


R 


James 


Robinson 


My  Fall  Styles  Announcement 


Now  that  you  are  about  to  place  your  Fall  orders,  you  would 
be  wise  to  base  your  selections  on  merit  alone.  That's  the  principle 
I  work  on  myself,  and  it  has  never  failed  me. 

The  Canadian  market  offers  a  wide  range  for  selection  both  in 
rubber  and  leather  footwear,  and  there  are  some  mighty  attractive 
lines  being  shown  to  the  trade.  However,  after  a  thorough  investiga- 
tion into  the  respective  merits  of  the  various  lines,  I  have  come  to  the 
conclusion  that  those  brands  I  have  been  handling  in  the  past  are 
still  to  the  fore.  Their  places  at  the  heads  of  their  respective  classes 
cannot  be  denied.  I  refer  to  the  renowned  Bostonian  shoe,  and  those 
four  famous  brands  of  rubber  footwear:  KANT  KRACK,  DAINTY 
MODE,  ROYAL  and  BULL  DOG. 

Your  selections  from  these  lines  make  a  big,  profitable  Fall 
business  an  absolute  certainty. 


JAMES  ROBINSON 

MONTREAL 


I'  ()  O'r  W  V.  .\K    IN    C  A  N  A  D  A 


April.  UHf, 


R 


The  House  That  Service  Built 


R 


Bostonians  for  Better 
Business 


You  are  once  again  confronted  with  the  question  "How 
can  I  do  a  better  business  next  Fall  ?"  In  the  matter  of 
men's  and  women's  shoes,  there  should  be  absolutely  no  hesi- 
tation on  your  part.  The  past  reputation  of  the  Bostonian 
shoe  is  its  best  recommendation.  It  is  known  as  a  leader 
wherever  good  shoes  have  been  introduced  ;  it  is  asked  for 
wherever  becoming,  up-to-date  styles,  good  fit,  excellent  finish 
and  sound  wearing  qualities  are  appreciated. 

It  comes  in  many  new,  modish  styles  for  Fall. 

Let  the  Bostonian  show  you  the  way  to  increased  busi- 
ness and  bigger  profits. 


JAMES  ROBINSON 

MONTREAL 


April,  1916 


FOOTWEAR    IN  CANADA 


21 


R 

The  House  that  Service  Built 

R 

poYAL. 


Established 
Leadership 

If  there  has  ever  been  any  doubt  as  to 
the  supremacy  of  Kant  Krack,  Dainty 
Mode,  Royal  and  Bull  Dog  Rubbers, 
that  must  be  dispelled  with  the  intro- 
duction of  these  four  well-known  brands 
in  their  new  fall  styles. 

There  is  a  size  and  shape  and  style  for 
every  kind  of  shoe  and  a  quality  and 
workmanship  that  is  inimitable. 

The  heavier  lines  of  high  grade  boots 
and  lumbermens  are  known  as  "Dread- 
naught"  and  "Veribest."  High 
quality  and  serviceability  are  their  chief 
characteristics. 

Your  orders  will  be  well  placed  if  you 
choose  these  Hnes. 


JAMES  ROBINSON 

MONTREAL 
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FOOTWEAR    IN    CANADA  April.  loio 


A  Word  in  Passing 

Don't  forget,  that,  if  at  any  time  you  want 
your  orders  filled  in  a  hurry,  the  unexcelled 
facilities  of  the  House  of  Robinson  are  en- 
tirely at  your  disposal. 

Your  sorting  orders  will  be  carefully 
filled  and  rapidly  dispatched. 


JAMES  ROBINSON 

MONTREAL 


Aiin'l.  I '.in; 
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The  Best  Everyday  Shoes 


The  great  beauty  of 
handling  the  Everyday 
shoe  is  its  splendid  adapt- 
ability to  all  seasons  and 
conditions.  Whether  it  is 
Spring,  Summer,  Fall  or 
Winter  The  Best  Every- 
day Shoe  is  "  in  season." 
And  no  matter  whether  it 
is  required  for  city  or 
country  wear.  The  Every- 
day Shoe  has  the  fine  ap- 
pearance, the  comfortable 
feeling-  and  superb  wearing 
qualities  that  make  it  most 
desirable  for  any  and  all 
occasions. 


There  is  a  good  profit  and  a  sure  one  the  )'ear  round  for  the 
retailer  who  handles  this  well-known  line. 

All  leading  jobbers  sell  the  EVERYDAY  SHOE 

The  T.  Sisman  Shoe  Co.,  Limited 

AURORA,  H  ONT. 


I<( )( )'r  \V  I'".  A  \<    I  N    CA  N  ADA  Apr, I.  i-mi; 


HONOR-MADE  SHOES 


Mr.  F.  S.  Scott  Mr.  Wm.  Chamberlain 


Getting  Ready  For  a 
Big  Fall  Business 

\\  licther  you  are  to  do  a  1)1.1;'  business  next  Men's  (ioodyear  W  cits  is  concerned;  i:4'overn 

Fall  or  not  is  to  be  determined  ri^ht  now.  yourself  on  the  past  performances  and  the 

lUit  you  needn't  hesitate  the  fraction  of  a  respective  merits  of  the  \arious  lines  you 

second  where  the  selection  of  your  stock  of  are  now  considering,  and  the  logical  clioice  is 

"Astoria"  and  "Liberty" 

Men's  Goodyear  Welts 

(  io  where  \'ou  will,  south  or  north  of  the  international  bdundarx-  line,  you  cannot  hnd 
shoes  with  such  distinctix cness,  snai)pv  styles,  superb  linishcs  and  uiaichlcss  shoemakins^  as 
are  t}'pical  ol  these  well-known  lines. 

i)on't  lail  to  see  the  new  hall  st\des.  Thev  are  the  latest  out;  their  i)o])ularit\"  is 
assured. 

SCOTT -CHAMBERLAIN,  Ltd. 

LONDON         «         «  ONTARIO 


April, 
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Superior 
Quality 


"Life-Buoy" 
Rubbers 


Mr.  Retailer  :  — 

Fall  Placing  —  If  a  '"Life-Buoy"  salesman  has  not 
already  called  on  you  showing  a  full  range  of  Samples  of 
our  line  for  Fall' Placing,  drop  a  card  to  our  nearest 
Branch.     One  of  them  will  he  glad  to  tell  you  why 
"Life-Buoys"  are  your  Lest  purchase   for  next   season.  Our 
styles  of  lasts  show  sufficient  selection  to  properly  care 
for  all  the  different  shapes  of  Leather  shoes  without 
unduly  loading  your  shelves  with  too  many  corresponding 
styles  and  tying  up  too  much  capital  unnecessarily. 

Spring  Sorting -Why  not  let  us  send  you  a  sample 
shipment  of  "Life  Buoys"  now  to  test?     Get  acquainted  with 
our  lines,  note  their  superiority^ in  wearing  quality  and 
fit  and  other  hrands '  virill,   in  .future,  he  un.ahle  to  satisfy 
your  requirements 

Outing  Shoes — Have  you.  made  ample  provision  for  the 
first  demand  you  will  receive?     Your  requirements  in  these 
lines  will  undouhtedly  he  much  heavier  than  usual,  owing 
to  their  increasing  popularity  and  the  ever  increasing 
cost  of  Leather  footwear.     Let  us  have  your  order  now, 
so  the  goods  will  ,he  on  your  shelves  when  you  need  them. 

The  Kaufman  Rubber  Company,  Limited 


BERLIN 


ONTARIO 


LONDON 

342A  Richmond  St. 


TORONTO 

76  York  Street 


OTTAWA 

282  Wellington  St.  E. 


MONTREAL 

310  Craig  St.  W. 


Vancouver 
Edmonton 


Quebec 
St.  John 
Truro 

Charlottetown 
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Slater  Shoes  IN  STOCK 


Every  feature  that  tends  to  make  a  success  of  our  In-Stock 
department  we  place  at  your  disposal.  Carefulness  and  the 
good  reputation  of  Slater  Shoes  make  the  Slater  in-stock 
department  one  that  you  can  rely  upon  to  give  you  the  very 
best  service. 

Write  us  and  we  will  have  one  of  our  Salesmen  call  with  full  range  of  Fall  Samples 

Slater  Shoe  Co.,  Limited 


i 


Established  1869 


^Q^'PJ^p^^L      Men'.,  and  Boy.'  Welt.  Exclu.ively 


April,  iyi6 
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In  Stock  for 
Immediate 
Shipment 


No.  714 


Russia  Calf  City  Blucher 


No.  798 


Winter  Calf  Service  Blucher 


T 
SI 
S 


Military  Shoes 

for 

Soldier  or  Civilian 

Besides  these  IN  STOCK  Lines  we  are 
also  showing  many  new  styles,  patterns 
and  lasts  for  Fall  1916. 

See  the  Slater  Salesman's  samples. 

Orders  shipped  the  same  day  they  are 
received. 

Write  for  a  copy  of  the  New  Slater 
In-stock  Catalog  and  Price  List 


Slater  Shoe  Co.,  Limited 


Established  1869 

MONTREAL 


Men's  and  Boys'  Welts  Exclusively 


No.  7 

Officer's  Willow  Calf  Field  Boot 


2S 


!•■(  )(  )T  W  I'.A  R    I\  CANADA 


April.  I'.iu; 


THE 
PERFECT 
BUTTON- 
HOLE 
MACHINE 


Makes  a 
Perfect 
Barred 
Hole  in  One 
Operation 


IF--- 


A 

PROVEN 
TIME  AND 
MONEY 
SAVER 


Runs  Equally 
Well  With 
Silk,  Cotton 
or  Mercerized 
Thread 


you  want  to  save  time,  material  and  money  on  your  button-holing 
operations  you  should  use 

The  World-Beating 

"REECE  RAPID" 

No  other  machine  made  operates  so  speedily,  economically  and  effici- 
ently.    Eliminates    a  separate  barring"  motion.     An  operator  on  a 
"Reece  Rapid"  recentl)  made  12,800  button-holes  in  one  day,  ^Sstiches 
to  the  button-hole. 
Very  rarely  gets  out  of  adjustment. 

Write  for  samples  of  work  and  terms 


Thos.  C.  Doyle  (Reg.) 

Sole  Distributor  for  Canada 

71«73  St.  Alexander  St. 


Montreal 


FOOTWEAR    IN  CANADA 


29 


Dupont  &  Frere  Shoes 

Well  Made  —  Moderately 
Priced 


WANTED  — A  NAME 

We  want  a  new  name  for  our 
shoes.  We  will  give  a  pair  of 
our  best  grade  for  the  most 
suituble  name  submitted. 


THEY  are  reliable,  comfort  fitting,  durable  and  neat, 
and  sell  at  a  price  that  interests  every  man  and  every 
purse.   Our  1916  samples  are  made  in  all  new  models 
and  new  lasts  of  the  latest  New  York  designs.     Every  pair 
of  D  &  F  shoes  are  guaranteed,  and  the  counters  should 
outwear  the  uppers  otherwise  a  new  pair  is  given. 

Look  for  our  new  box  toe  in  our  new  welt  shoe.  We 
use  only  Beckwith  felt  boxes,  the  new  idea  in  boxes  to 
stand,  and  without  increasing  the  cost. 


DUPONT  &  FRERE 

MONTREAL 
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April.  1016 


Canadian 

Made 

for 

Canadian 
Trade 


LAST 


that 


IS 


FIRST 

in  regard  of  most  Canadian 
manufacturers  is  undoubtedly 

The 

Robin  LAST 


Robin  lasts  are  made  with  a  new  hinge  device  with  interlocking  wood  lips  which  insure 
strength,  simplicity  and  efficiency.     They  will  save  you  15%  on  your  last  bills. 

ROBIN  FILLERS  are  the  very  acme  of  simplicity.  They  never  fail  to  give  satisfac- 
tion and  are  moderately  priced. 

Write  for  price  list  of  last  and  fillers.  It  will  be 
the  means  of  saving  you  15 V  on  your  last  bills. 


Robin  Bros. 


131-143  Carriere  St. 

Montreal 


Tel.  No.  St.  Louis  1609 


April,  IDIC) 
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Canada's— 

Largest  Producers 
Largest  Stocks 
Most  Complete  Lines 
Most  Efficient  Service 

50  travelers  are  leaving  our  branch  distribut- 
ing houses  to  serve  our  customers  in  relation 
to   Spring  Sorting   and   Fall   Placing  Orders. 

AMES 
HOLDEN 
McCREADY 

LIMITED 

ST.  JOHN  —  MONTREAL  —  TORONTO  —  WINNIPEG  —  EDMONTON  —  VANCOUVER 


H2 
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Shoe  Manufacturers : 


Our  Log  Heeling  Method 

gives  you  a  solid  leather  heel 
at  a  price  lower  than  what  you 
pay  for  ordinary  leather  lifts 


rhc  log"  heel  has  come  to  stay.  It  is  in  general 
use  among  manufacturers  in  the  United  States. 
Canadian  shoe  manufacturers  are  also  realizinL?' 
the  advantages  of  using  our  product.  Our  log- 
heeling  and  slicing  machines  are  ready  to  take 
care  of  your  rerjuirements. 

Sizes  2  8   to  7/(S    by  sixteenths,  all  ready  to  be 
put  into  the  heel  and  pressed. 

Let  us  show  you  how  to  cut  your  heel 
costs.     Write  for  samples  and  prices 

The  Montreal  Box  Toe  &  Heel  Co. 

MONTREAL 

anada"  J-  E-  DUPRE 

in  Canada  c  ,  n 

Sole  rroptietor 


April,  1916 
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The  Plant  that 

Stands  by  the  Shoe^^ 


The  Backbone  of 
Your  Stock 


Ultra-modish  st}les  and  freak  finishes  are  good  enough  for 
spasmodic  sales,  but  the  lines  that  keep  your  cash  register  ringing 
and  salesmen  hustling  the  year  round  are  the  staple  sellers.  And 
pre-eminent  among  staples  are 

J.  A.  &  M.  Cote  McKays 

for  Men,  Youths,  Boys  and  Little  Gents 

We  don't  mean  to  say  that  the  J.  A.  &  M.  Cote  shoe  is  not 
built  upon  up-to-date  lines.  It  has  all  the  style  that's  needed  to 
make  it  popular,  without  being  extreme.  It  appeals  to  the  con- 
servative buyer,  the  average  individual  and  that's  undoubtedly  the 
type  upon  whom  you  depend  for  the  bulk  of  your  business. 

Six  Modern  Lasts— with  Saleahitity  in  Every  Pair 


La  Compagnie 


Montreal  Sample  Room», 

120  St.  Catherine  St.  East 

"  La  Patrie  Building." 

Mr.  Henry  Martineau  Representative 


J.  A.  &  M.  Cote, 


St.  Hyacinthe, 
Quebec 
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Better  than  leather 


/ 


April, 


(Front) 


SOLED  WITH 


n 


Better  than  Leather 


This  tag  on  all  shoes 
sold  with  Neohn  tells 
the  buyer  what  Neolin 
is. 


Emrybody  Wants  it- 
Nobody  had  it— 


but 


TETRAUJ.T 


first  as  ustwl^^ 


ieojrn 

HAS 
IT 
NOW 


TETRAULT 

SHOE  MFG.  CO. 

Largest  Men's  Goodyear  Welt 
Manufacturers  in  Canada 
—  Bar  None. 

331  Demontigny  Street  East 

Montreal 


April,  idk; 
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YOU 

Get 
It  I 


X 
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(Back) 


lleol 


in 


is  StroT^  JDiuaUe  and 
soluteVWaterproof 

It  is  Lighter 
hismorerlexible 

Better  than  f 
Leather 


This  tag  does  the  ex- 
plaining about  the  new 
sole  material— Neolin. 


Ymir  Customers  are 
after  it. 

dive  them  what  they 
want 


We  will  see  that  yo 
\get  a  little  of  it  f6r 

\lSpring. 

\  Tleolin 

i^on^t  delay  one  day— 
^iwitt  be  too  late. 


Order  no 


r-' 


TETRAULT 

SHOE  MFG.  CO. 

Largest  Men's  Goodyear  Welt 
Manufacturers  in  Canada 
— Bar  None. 

331  Demontigny  Street  East 

Montreal 


I' ( )01- W  Fv\  R     I  X    (AX  ADA 


Ai.ril.  \u\(; 


They're 
Off  I 

''Daisy''  Salesmen  are  Now  Showing 
Our  New  Fall  Samples 

o  ne  of  them  is  going  to  pa}'  )  oli  a 
visit  soon  ;  you'll  he  pleasantly  surprised 
at  the  completeness  and  splendid  assort- 
ment of  the  new  "Daisy"  styles  he  has 
to  show  you. 

And  not  only  are  the  styles  in  keep- 
ing with  fashion's  latest  decree,  hut  the 
workmanship  represents  the  very  last 
word  in  expert  shoe-making. 

More  about  the  ^^Daisy^^ 
on  the  next  page 


Dufresne  &  Galipeau 

Limited 

MONTREAL 


April,  lyifj 
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Here  It  Is  I 


The  Shoe 
that  Sells 


And 
Excels 


The  DAISY 

A  Goodyear  Welt  for  men — ^that  has  the  character  and  style 
of  a  first  class  seller. 


Retails  at 
$4.00  to  $6.00 


The  "Daisy"  has  already  proven  itself  to 
be  a  remarkably  quick  seller.  You  will 
make  no  mistake  when  you  include  it  in 
your  fall  stock. 


STAPLE  LINES  IN  STOCK 

We  carry  a  complete  line  of  men's,  youths'  and  boys'  stan- 
dard screw-pegged  McKays  ready  to  cater  to  your  immediate 
requirements. 

Dufresne  &  Galipeau 

Limited 

MONTREAL 


.iS 


)0'|\\-  I'-.  A  K     I  \    (    \  \  \  I)  \ 


\i.rll,  I'lli, 


I 


April,  T.IK) 
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FRANK  W. 

SLATER 
STRIDER  SHOE 


From  toe  to  top  one  of  the  really  good  shoes 
offered  in  Canada.    It  surely  is  a  MAN'S  SHOE 

Due  to  making  every  pair  up  to  a  standard,  the 
STRIDER  shoe,  without  much  noise,  has  found 
a  permanent  place  with  many  Canadian  shoe 
dealers. 

If  you  have  not  seen  it,  let  us  show  it  you  this 
year. 


LA  LORAINE 

For  Women 

You  can  offer  your  customers  the  very  best 
value  and  most  serviceable  footwear  if  you  sell  the 
reliable  LA  LORAINE  shoe.  Made  in  McKays 
only,  in  all  heights,  in  all  the  latest  effects. 

In  this  time  of  high  prices  you  should  see 
LA  LORAINE. 


The  EAGLE 
and  STRIDER 

in  Women's  Welts 
will  suit  your  very 
best  trade. 


Our  Fall  1916  samples 
are  now  being 
shown. 

Drop  a  line  and  a 
salesman  will  call. 


The  Eagle  Shoe  Co.,  Limited 

Montreal,  Que. 


4(t 
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NOUNC-^^ENT 


The  Regal  plan  of  SIIOKS  I'Ll'S  .^I'.K\"ICI-:  presents  unusual  pos- 
sibilities and  genuine  <  ippi  irtunit\-  f' ir  I'rofit  and  Prestige  in  selling 
Regal  Shoes. 

It  provides  for  actually  niaknig  some  li\e  merchant  in  e\ery  good 
town  who  believes  in  the  advantages  of  co-operation — a  ])artner  in 
Regal  progress. 

It  throws  open  to  him  the  lessons  learned  in  25  years  of  successful 
retailing — the  comjdete  experience  of  the  world's  greatest  chain  of 
retail  shoe  stores — the  experience  of  an  organization  that  has  grown 
from  a  $1,500  capital  to  a  $5,000,000  cor])oration — adherence  to 
an  ideal  and  an  idea. 

It  links  lip  the  local  merchant  with  Regal  I'restige  based  on  past 
performance,  and  the  accunnilatix  e  effect  of  years  of  national  ad- 
vertising and  service. 

It  points  out  the  way  to  reap  the  benehts  of  a  great  national 
campaign  in  news])aj)ers  and  magazines,  which  will  start  with  this 
announcement. 

Write  for  the  list  of  national  publications,  and  actual  proofs  of  the 
advertisements  to  be  inserted  in  magazines  and  the  metropolitan 
dailies — this  Spring — next  Fall. 

It  places  our  advertising  de|)artment  at  }dur  disposal, 
to  help  solve  your  ])articular  ])rol)lems.    Try  it. 

It  submits  a  co-oi)erati\ e  window  display  service  that 
has  caused  comment  e\en  on  blase  Broadwav.  Ask  us 
to  explain  it. 

It  reveals  merchandising  secrets  which  are  the  outgrowth 
of  Regal  experience. 

Ask  us  to  submit  one  or  two  illustrations  to  show  how  they  can  be  adopted  and  adapted  to  ad- 
vantage in  your  particular  business. 

It  offers  the  service  of  the  Regal  Architectural  Deiiartment  to  give  you  the  benefit  of  our  experi- 
ence in  the  installation  of  store  fronts  and  interior  arrangements,  which  cover  a  series  of  ex- 
perinient>  in  more  than  a  hundred  stores  from  Boston  to  San  I-rancisco. 

Give  us  an  opportunity  to  demonstrate  its  advantages  to  you. 

embodies  every  form  of  co-operative  selling  helps — catalogues,   announcement   cards,  insert 
moving  picture  slides,  jwsters,  etc.,  etc.    Ask  us  to  show  you. 


It 


THE  REGAL  SHOE  COMPANY 


102  Atlantic  Avenue,  Toronto 

Executive  Offices,  Regal  BIdg.,  Boston,  Mass. 


April,  ifiie 
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MERC 


I  n 


The  Regal  Plan  of  shoes  plus  service  provides  for  a  system  of  zone  distribution  that  is  the  most 
advanced  step  ever  taken  by  any  shoe  manufacturer  to  bring  his  product  and  policy  nearer  to 
the  merchant. 

It  carries  the  privilege  of  conference  and  sales  council  with  Regal  Zone  Managers. 

Consider  this  your  invitation  to  ask  any  Zone  Manager  to  demonstrate   the   benefits  of  thi^ 

service. 

It  gives,  in  practical,  common  sense  form,  a  course  in  salesmanship  for  retail  shoe  salesmen  an.o  . 
women,  that  will  give  impetus  to  any  store,  and  tells  how  Regal  salesmen  have  been  trained. 
Ask  to  see  a  synopsis  and  a  chapter  of  this  book. 

It  anticipates  sending  our  trained  salesmen  to  your  store,  when  you  need  them — and  training 
your  salesmen  in  our  store  if  you  wish  to  avail  yourself  of  this  service. 

It  contemplates  an  opportunity  to  have  your  window  trimmer  occasionally  work  with  the  New 
York  Window  Trimming  Department — if  you  so  desire — and  having  one  of  our  window  trim- 
ming staff,  upon  request,  visit  your  store. 

It  gives  the  local  merchant  the  benefit  of  a  scientific  method  of  retail  shoe  accounting,  combining 
our  experience  with  an  investigation  of  the  Harvard  Research  Bureau,  and  studying  the  meth- 
ods adopted  by  more  than  a  thousand  representative  shoe  retailers  in  this  country. 

Ask  to  see  some  of  the  practical  forms  we  have  had  worked  out  by  some  of  the  most  expert  effici- 
ency engineers — to  show  investment  and  turn-over  in  comparative  form  each  montli.  Ask  to 
see  a  suggestion  of  a  budget  as  a  "bogie" — a  comparative  analysis  of  sales  by  grades,  indicat- 
ing revenue  in  each  class  of  merchandise  sold — daily  cash  reports — expense  analysis — profit  and 
loss  statements,  etc. 

This  is  what  we  mean  by  "SHOES  PLUS  SERVICE"  and  it  is  going  to  give  the  word  "co- 
operation" new  life  and  new  meaning — and  take  it  out  of  the  realm  of  fiction  and  make  it  a  real 
fact. 

The  Regal  Plan  in  its  scope — in  its  interpretation  and  anticipation  of  the  merchant's  require- 
ments, and  the  possibilities  it  oft'ers  for  profit  and  prestige — in  the  value  it  places  on  the  retail- 
er's position  in  his  town — this  plan  sets  a  new  standard  in  American  manufacturing  and  retailing 
history. 

No  merchant  should  stop  short  of  the  fullest  investigation  because  the  REGAL  PLANT  is  be- 
hind the  REGAL  PRODUCT  and  the  SHOES  back  up  the  PLAN. 

THE  REGAL  SHOE  COMPANY 

102  Atlantic  Avenue,  Toronto 

Executive  Offices,  Regal  Bldg.,  Boston,  Mass. 
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MADE  IN  CANADA 


What  They  Are 

Ventiplex  Insoles  are  not  felt.  They  are  made  from 
a  specially  constructed,  five  ply,  porous  fabric, 
consisting  of  wool,  hair  and  India  Fibre,  interlaced 
in  such  a  manner  as  to  form  thousands  of  wicks 
in  the  countless  pores  with  which  the  fabric  abounds. 
It  is  a  firm,  strong,  yet  soft  absorbent  material, 
especially  adapted  to  the  manufacture  of  Insoles. 


ASK  YOUR  DEALER  FOR  A  SAMPLE  OF  THEW  OR  WRITE  DIRECT  TO 

BEARDMORE  &  CO. 


TORONTO 


SELLING  AGENTS 


MONTREAL 


QUEBEC 


April,  1916 
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The  Extensive  Line  of 

LAWRENCE 
LEATHERS 


CALFSKIN 

Gun  Metal  Calf,  Black  and  10  Colors. 
Gun  Metal  Veals,  Tan  and  Black. 
Dure  Calf,  Black. 
Weilda  Calf,  Black  and  27  Colors. 
Pencil  Grain  Gun  Metal. 

SHEEP  LEATHER 

Colored  (Grain  Finish). 

Mole    (Flesh    Finish),    Black,    White,  and 
Colors. 

White  Alum,  Grain  and  Flesh  Finish. 
Chrome  White,  Grain  and  Flesh  Finish. 
Dull  Blacks.    Glazed  Blacks. 
Norip  Fly  Lining. 

Chrome  Chevrita,  Matt  and  Glazed. 
Jacket  Leather. 

Belt  Leather,  Black  and  Colored. 
Shearlings  (Woolskins). 

GLOVE  LEATHER 


Aclosuede 
Aclotan 

A.  C.  L.  Chrome, 
Grains  and 

Suedes 


j  Domestic 

Lambs 
I  Chrome  Tannage. 
I  For 
'  Work 
t  Gloves. 


A.  C.  L.  Dips,  for  Automobile  Garments, 
Driving  Gloves  and  Sporting  Goods. 


SIDE  SPLITS 


Flexible. 
Natural. 

Cropped  Goodyear. 


Black  Wax. 

Pebbled. 

Pocket-Book. 


SIDE  LEATHER 

Juniper  Sole  Leather. 

Black  Diamond  Chrome  Patent. 

Black  Diamond  Lastwell  Tipping. 

Nubuck,  White  and  Colors. 

Lawrence  Grain,  Russet  and  Black,  for  Storm 

Boots  and  Army  Shoes. 
Accoutrement. 

Pocket-book  Grain,  Black  and  Colors. 
Black  Bag  Grain. 

WELTING 

Side  Welting,  Black,  Brovi'n,  Union  Grain  and 
Buff. 

Hub  (Pigskin)  Welting,  Black  and  Natural, 
Goodyear  and  McKay. 

HUB  PIGSKIN  SOLE  LEATHER 


CUT  STOCK 

Juniper  Soles,  Women's  and  Men's. 
Women's  Pigskin  Taps. 
Women's  Flexible  Split  Taps. 
Women's  Flexible  Insoles. 

Women's  Hub  Counters  for  Turns,  Goodyears 
and  McKays. 

MISCELLANEOUS 

Black  Diamond  Finishes,  for  finishing  Black 
Diamond  Lastwell  Tipping  and  repairing 
damaged  Patent  Leather  Tips. 

Nubuck  Dressing,  a  cleaning  powder  made  es- 
pecially for  Nubuck,  in  White  and  Colors 
to  match  each  shade  of  leather. 


A.  C.  Lawrence  Leather  Company 


ANDERSEN  JUN.  &  CO..  Copenhagen. 

JUAN    BALAGUER,  Barcelona. 
J.  BARTELOUS  &  FILS.  Brussels. 
E.  CONSTANTINO  &  L.  BIRCH, 
Ale.xandria. 


Boston,  Mass.,  U.S.A. 

FOREIGN  AGENTS: 

PEDRO   GOMEZ  CUETO   CO.,  Havana. 
G,  H.  DUNN,  LTD.,  Capetown. 
KOUSSO  &  DANON,  Athens. 
A.  M.  SCHIFF,  G.  m.  b.  H., 
Frankfort,  A/M. 


A.  J.  STRAUSS,  Paris. 
TOMAS  &  CIA,  Buenos  Aires. 

WARREN  &  STRANG, 
Sydney  and  Melbourne. 
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J.  P.  Belanger 


Men's  (am  McUil  Calf  Straislit  l!al.  Mai 
Calf  Top,  Heavy  Single  .SoTe,  i'Mange  Keel  <iii 
Kool  form  l.asl. 


Drummond  Shoes 


rill'  1  )riininii  iiul  line  uIIcts  lnil\'  rciiiarkahlc  \  alnc'  in  mcirs  lii.s^h 
class  (loodycar  W  elts  to  retail  at  $4..^()  and  $5.30.  \\  c  take  a  par- 
ticular ])ri(le  in  maintaining;-  the  hi,!:;h  standard  of  these  two  |)()i)ular 
priced  shoes.  I  hout^h  these  retail  prices  do  seem  low  for  a  first 
class  shoe  still  we  i)ro\ide  an  attractixe  mar^^in  of  profit  for  \(iu. 

Let  us  send  vmi  samples  and  jiriccs.  W'e  want  you  to  examine 
the  shoes. 

Drummond  Shoe  Limited 

DRUMWONDVILLE,  QUE. 


r 


Men's  Velours  Calf,  Fancy  Vox.  Circular 
X'anip,  Mai,  Ileavv  Sinele  Sole  on  lonR  Kng- 
lish   olTect  last. 


G.  A.  Senez 


P.  M.  Goff 


1,  191G 
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V.  A.  Cordeau 


Jas.  Adair 


VV.  H.  Budreo 


The  Latest  for  Fall 

The  models  illustrated  sliow  some  of  our  most  attracti\'e  models 
for  Fall  trade. 

With  the  daily  preaehings  of  or.r  statesmen  for  thrift  and 
economy,  price  and  serviceability  will  he  the  watchwords  in  Fall  buy- 
ing. Nowhere  will  you  find  better  value  than  is  offered  in  the  Drum- 
mond  shoes  that  sell  at  $4.50  and  $5.50. 

You  had  better  write  us  about  these  |)opular  shoes. 

Drummond  Shoe  Limited 

DRUMWONDVILLE,  QUE. 


Men's  (lull  iMeUil  Calf  1!utton,  Whole  Fox. 
^fal    Calf    'rc,|>.    Slip    Sole,    ..n    Mclium  liiiili 


E.  A.  Chalk 


Thos.  Adair 
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WHITE  SHOES  IN  STOCK 

White  Shoes  are  the  vogue  this  season  and  these  numbers  are  Dame  Fashion's 
favorites.    Besides  they  embody  the  SELBY  excellence  in  fit,  comfort  and  quality. 


No.  F  170  Welt 

Wiiite  Canvas,  S'/j   inch  Welt,  No. 

■MS  Last,  2  inch  Heel. 

No.   F  171 — Same  in  Hutton. 

AA,  4  to  8,  A  and  E,  .'!  to  7,  C  and 

D  2 'A  to  7. 

Price  $2.65 


No.  F  340  Welt 

White  Canvas,  7-incli  Welt,  Xn.  "Jl.'i 
Last,  2-inch  Heel. 
No.  F  341 — Same  in  Lace. 
A  and  B  3  to  8,  C  and  D  2^  to  8. 
Price  $2.40 


No.  F  50  Welt 
White  Niihuck  Tuxedo  liiitton, 
White  Canvas  Top,  8  inches  high. 
No.  258  Last,  2-inch  White  Fibre 
Heel.  AA  4  to  8,  A  and  B  3  to  7, 
C.  and  D  2'/z  to  7. 

Price  $3.25 


No.  F  51  Welt 

White  Nubuck  English  Walking 
Boot,  No.  222  I.^st,  I'A  inch  Heel. 
AA  4  to  8,  A  and  B  3  to  7,  C  and 

I)  2;/;  to  7. 

Price  $3.25 


No.   F  1720  McKay 

White  Canvas  Pump,  No.  256  Last, 
2-inch  Heel.  A  4  to  8,  B  and  C  3 
to  8,   I)  and  E.  2>4  to  8. 

Price  $2.35 


No.   F  622  Turn 

Semi- Bright  Dongola,  Whole  Vamp, 
7Vj-incli  Button,  No.  2tiS  Last,  2- 
inch  Heel. 

No.  021 — Same  in  I,ace. 

AA  4  to  8.  A  and  I!  3  to  .8.  C  and 

D  2%  to  8. 

Price  $3.10 


Ask  for  our  New-in-stock  Catalog — ^just  off  the  press. 
We  carry  over  One  Hundred  and  Eighty  live  st}  les  on  the  floor. 

The  SELBY  SHOE  CO.,  Portsmouth,  Ohio,  U.S.A. 


April,  lOlfi 
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Introducing  ''Lady  White^^ 

to  Jobbers,  to  Depart- 
ment Stores  and  to 
Multiple  Shoe  Stores 


1%  1% 


1^  4 


WHITE 

is  Vogue 
for  1916 

White  for  1916!  White  for 
everything  and  everybody; 
white  boots  for  skating,  so- 
ciety's newest  sport;  white 
shoes  for  walking;  white 
shoes  for  sports;  white 
shoes  for  nurses  and  old 
folks;  white  shoes  for  the 
summer  vacation;  white  for 
Easter,  May  Day  festivities, 
June  brides  and  Dominion 
Day. 

To  be  perfectly  candid,  if 
we  were  asked  the  question 
"Why  white?"  we  couldn't 
exactly  answer  it.  All  things 
considered,  however,  the 
reason  seems  to  be  divided 
about  fifty-fifty  between 
fashion  and  necessity.  Con- 
flicting ideas  are  ever  pre- 
sent on  matters  of  this  kind 
but  there  is  hardly  any 
doubt  that  the  war  is  in- 
directly (or  directly)  respon- 
sible. 

(Reprinted    from  Footwear 
for  March.) 


\ ; 

Lady  \i- 

1 

White  \u 

1  i  @ 

! 

j 

j 

^^^^^^^^^ 

j 

/ 

/ 

i 

riiis  is  an  exact  reinoduction  of  tlie  boot  we  are  offeiing 
Wos.  S  inch — square  top — laced  Bal — (Canvas)  good  quality — 
Ijointed    toe — imitation    turn — white    heel — white  laces. 


Made  to  order  for  Import 
in  Canada  in  D  width  only. 


all  widtlis  A  to  E.    In  stock 


WHITE 
is  Cheerful  and 
Sanitary 

And,  after  all,  it  is  a  sane 
and  practicable  color.  It  is 
cheerful.  It  is  sanitary,  be- 
cause to  look  well  it  must  be 
clean.  The  cleaning  itself  is 
a  more  simple  matter  than 
with  almost  any  other  kind 
of  shoe.  Most  of  the  white 
kidskin  boots  now  being 
made  are  cleaned  merely 
with  soap  and  water — others 
made  of  fabrics  are  cleaned 
easily  and  quickly  by  some 
compound,  of  which  there 
are  a  number  of  kinds  made. 
Then,  too,  white  shoes  are 
lighter;  if  made  of  fabric  they 
are  to  a  certain  extent  por- 
ous and  admit  ventilation. 
For  the  summer  time  they 
are  cooler,  both  to  wear  and 
to  look  at.  Nearly  everybody 
wears  white  clothing  in  the 
summer  time  as  much  as  pos- 
sible, so  why  not  white 
shoes?  White  is  a  color 
which  does  not  conflict  with 
any  other  color — it  is  per- 
haps one  of  the  most  com- 
con  colors  we  use  but  we 
just  haven't  been  accustomed 
to  wearing  it  on  our  feet  al- 
though there  seems  no  rea- 
son on  earth  why  we 
shouldn't. 

(Reprinted    from  Footwear 
for  March.) 


About  White  Boots 

Note  these  and  write  me  quick 


Wos.  8  inch  White  Canvas 
Lace  Boot — white  heel — 
white  laces.  Of  these  I 
have  the  control  of  a  few 
hundred  cases,  on  which  I 
can  quote  for  import  direct 
from  factory,  or  shipment 
in  Canada  duty  paid. 
(Case  lots,  36  pairs,  only). 


Chas.  E. 
Slater 

491  St.  Valier  Street,  Quebec 
132  Lincoln  Street,  Boston 


Wos.  White  Canvas  Oxford 
—Rubber  heel  and  rubber 
sole  that  won't  crack. 

This  is  a  satisfactory  shoe 
at  a  low  price.  Quick 
action  is  advisable  on  both 
these. 
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Established  1857 


Established  1857 


DEPENDABLE 
SOLE  LEATHER 


OAK 


''Trent  Valley" 
and 
''Lion'' 


HEMLOCK 

"  Penetang  " 
and 
"Eagle'' 


OAK  


TRENT  VALLEY"  OAK 

"  Trt'iit  X'allcy"  Oak  (iood- 
ycar  I  nnersoling  Backs,  (in 
the  rc(|uired  jjauge).  A  good 
proposition  for  army,  as  well 
as  rej^nlar  work.  Mellow, 
Non-Acid,  "Tests  Uj)." 


"  LION  "  OAK 

"l.idii"  ( )ak  army  backs 
and  bends.  Special  vat  tan- 
ned stock  fur  army  purposes, 
lias  been  tin  in  luglily  tested 
and  found  to  be  eminently 
satisfactory. 


ALSO  OUR  WELL-KNOWN  HEMLOCK  TANNAGES 

"EAGLE  '   AND   '  PENETANG" 

Both  noted  for  profitable  cutting  and   reliable  wearing  qualities 
Grades  and  weights  to  meet  all  requirements 

CUT  SOLES,  SHOE  FINDINGS,  &c. 

The  Breithaupt  Leather  Co., 

Tanners  limited 
BERLIN,         -  ONTARIO 


April,  1016 
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Certainly  do 

beat  learner 

for  every  occasion. 


LIGHT  STYLISH 
FLEXIBLE  DURABLE 
COMFORTABLE 

THEY  MAKE  THE  BEST  SHOE 
BETTER. 

"SHED-WET"  SOLES  IN  PLACE 
OF  LEATHER. 

"FIBERTZED-RUBBER"  FOR 
OUTING  SHOES. 

"THEY  CERTAINLY  DO  BEAT 
LEATHER." 


RETAILERS 


WE  WILL  GLADLY  FURNISH  YOU— 
WITH  OUR  COMPLIMENTS— A  PAIR  OF 
ESSEX  SOLES  FOR  YOUR  OWN  PER- 
SONAL USE. 

FOR  EVERY  DAY  USE  "SHED-WET." 

FOR  OUTING  SHOES  USE  "FIBERIZED- 
RUBBER." 

SEND  YOUR  SIZE,  COLOR  AND  KIND 
DESIRED. 

YOU  WILL  ENJOY  THEM. 


MAKERS  OF  ESSEX 

"SHED. WET"  SOLES 
"FIBERIZED-RUBBER" 
SOLES  and  ESSEX  HEELS 
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\l>ril.  \'i\r, 


Fall 

1916 


SOLID  LEATHER 


WILLIAMS  SHOE 

LIMITED 
Manufacturers  of 

HIGH  GRADE  STAPLES 

BRAMPTON,  ONT. 


Our  travellers  are  now  on 
the  road  with  many  new 
lines  and  new  lasts  for  Fall. 
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Griffin  Glace  Kid  Cream 

For  Every  Colored  Leather 
BLUE,  BLACK,  GRAY,  BROWN,  GREEN,  RED  and  WHITE 

Unquestionably  the  Most  Satisfactory  Polish  on  the  Market 

GRIFFIN  SHOE  POLISHES  are  made  in  New  York 
City  and  set  the  standard  for  excellence  in  Shoe  Polishes  in 
the  United  States.  They  are  used  exclusively  in  first-class 
homes,  and  shoe  and  cleaning"  establishments  all  over 
America  and  exactly  suit  the  requirements  of  the  people  of 
this  continent.  Dealers  who  wish  to  please  their  customers 
and  build  up  a  trade  founded  on  reliability  and  honest  ser- 
vice will  handle  GRIFFIN'S  POLISHES  in  preference  to 
all  others.  The  demand  for  these  excellent  polishes  in 
Canada  is  growing  by  leaps  and  bounds. 

CLEANS-COLORS  POLISHES 

is  to  the  Leather  What  Cold  Cream  is  to  the  Skin 
3-oz.  Bottle  in  Beautiful  Lithographed  Carton 

GRIFFIN'S  SHOE  BRONZE 

The  Finest  and  Most  Natural  Bronze  Polish  on  the 
market. 

THE  PERFECT  BLACK  DYE  FOR 
LIGHT  CLOTH  TOPS 
Also  Good  for  satin  Slippers 

Will  Not  Rub  Off— Will  Not  Fade— Will  Not  Pene- 
trate Inner  Lining  —  Positively  Leaves  No  Odor. 
What   the   Trade   Has   Always    Been   Looking  For. 

SAMPLES  and  PRICES  ON  REQUEST 


Nufashond 
Quality 
Shoe  Laces 

in  all  leading 
colors  and  in 
proper  lengths 
for  high  top 
shoes.  Strong, 
durable,  fine 
weave,  in  Grey, 
Dark  and  Light, 
Bronze,  Brown 
and  Black. 

Prices  Right 


Why  We  Are  Getting  a 
Big  Share  of  the  Business 
in  Shoe  Findings  To-day. 

1.  Wc  guarantee,  Mr.  Retailer, 
that  our  prices  cannot  be  equalle<l, 
nor  tlie  quality  of  our  goods. 

2.  Our  prices  are  right  because 
we  have  less  overhead  expenses 
than  any  jobber  in  Canada. 

o.  Our  system  is  perfect  in  every 
detail.  You  are  looked  after 
])roperly. 

4.  Prompt  service  means  keeping 
customers. 

Prices  or  samples  on  request. 

Remember  we  have  no  success- 
ful competitors  regarding  prices  or 
in  ((uality  of  our  own  agencies. 


LADIES' 
SPATS 

We  are  distributur.s  fur 
tlie  best  line,  of  American 
S]^at,s  shown  in  all  new 
colors. 

WE  ALSO  HANDLE 

I'luckies,  I'lain  and  Fancy 
Ijnftons,  Foot  Appliances, 
in  fact  everything  needed 
to  pro])erly  ht  ont  shoe 
store  or  shoe  shine  jiarlor. 

Prices  furnished  on 
request 


Canadian  Shoe  Findings  Novelty  Co. 


2  TRINITY  SQUARE 
TORONTO 


L.  Levy,  Mgr. 


I' oo'j" vv R  IN  c;anada 


April, 


MILITARY  BOOTS 


This  is  one  of  our  popular  lines  with 

Military  Officers. 


VALCARTIER 

Light  weight  Mihtary 
Boot,  in  Sohd  Tan. 

SALISBURY 

Light  weight  Mihtary 
Boot,  in  Black. 

Sizes  5  to  12. 


Our  Rubber  Footwear  Catalogue  ^  March  "FOOT 
PRINTS"    shows  many  other  Specialties  for  1916. 

CANADIAN  CONSOLIDATED  RUBBER  CO. 


MONTREAL,  P.  Q. 
28     Service  "  Branches  Throughout  Canada 


LIMITED 
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The  Proper  Stimux    Are  you  dissatisfied  with  your  lot? 
lant  for  a         Do  you  sometimes  growl  about 
Shoeman  hard  times  and  what  little  chance 

there  is  of  your  ever  doing  any  Ijetter.  Do  you  lack 
enthusiasm  in  your  work?  Are  you  a  pessimist?  If 
you  are  that  kind  of  a  man  (and  there  are  many  in  the 
shoe  trade)  you  are  doing  yourself  a  great  deal  of  harm 
in  allnwing  this  attitude  to  take  hold  of  you  so  com- 
pletely. 

In  the  course  of  a  conversation  with  a  really  suc- 
cessful shoe  man  recently  I  was  struck  vvitji  his  state- 
ment that  as  a  \oung  man  he  well  remembered  that 
just  to  tin-n  the  key  in  his  door  and  enter  the  leather- 
laden  atmosi:)here  of  his  store  used  to  be  a  stimulant — 
a  bracer  for  tlie  day's  work.  "Po  him  the  peculiar  odor 
of  the  different  leathers  was  a  sul)tle  aroma  redolent 
of  great.  i)ossibilities — lie  lo\-ed  it.  When  the  door 
shut  l)eliind  him  at  night  it  was  as  though  he  had  shut 
something  out  of  his  life.  !  le  got  iiappiness  out  of  his 
work  and,  after  all.  if  wc  are  not  hapi)\'  in  our  work  w  e 
do  not  know  real  happiness.      We  hax  en't  time. 

Too  many  men  arc  plugging  along  because  the\  "\  e 
got  to.      Thev  don't  like  work,  but  regard  it  as  a 


necessary  evil  that  they've  got  to  put  up  with  if  they 
want  to  exist  at  all.  They  are  the  kind  that  receive 
their  stimulant  when  the  door  is  locked  at  night ;  the 
clock-watchers. 

How  long  will  it  take  them  to  find  themselves 
and  to  look  up  the  ladder  and  realize  that  their  place 
is  away  up  there  at  the  top  where  the  big  fellows  are? 
And  when  they  do  realize  it  how  are  they  going  to 
get  up"  there?  By  grumbling  about  their  work?  By 
pessimism?  By  lack  of  enthusiasm ?  No  !  by  hustling 
and  whistling  about  their  work  and  by  deriving  from 
their  business  the  stimulus  to  carry  them  on  to  better 
and  bigger  things. 


Beware  the  Fake 
Advertiser 


Tn  thirty-two  states  across  the 
Ijorder  fraudulent  or  misleading 
advertising  is  punishable  by  fine 
or  imprisonment  or  both.  The  most  recent  "true  ad- 
vertising" bill  was  passed  in  the  state  of  Kentucky-- 
the  amount  of  the  first  fine  being  fixed  at  $100.  .\n(l  it 
is  interesting  to  note  that  this  bill  passed  the  House 
without  a  dissenting  vote;  every  honest  merchant  in 
the  State  was  strongly  in  favor  of  it. 

The  city  of  San  Francisco,  Cal.,  passed  a  local  or- 
dinance prohibiting  "fake"  advertising  in  l'U3  and 
two  years  later  a  similar  measure  was  passed  in  tiie 
State.  In  that  cit}',  a  short  time  ago,  a  man  pur- 
chased a  retail  stock  for  $2,000,  advertised  in  the  daily 
papers  that  he  had  purchased  the  $10,000  stock  of  so- 
and-so  and  would  offer  it  out  at  sweeping  reductions. 
It  was  'discovered  by  the  police  that  he  had  padded 
out  the  $2,000  stock  with  a  lot  of  trash  smuggled  in 
under  cover  of  darkness  and  he  was  immediately  pro- 
secuted and  fined.  This  is  only  an  instance  of  the 
way  this  law  works. 

A  "true  advertising"  bill  is  now  before  the  legisla- 
ture of  the  District  of  Columbia  and  the  merchants  of 
Washington  are  elated  over  the  favorable  reception 
the  measure  has  received  in  the  House.  It  has  every 
indication  of  passing.  This  bill  provides  penalties  of 
$500  fine  and  six  months'  imprisonment  for  the  viola- 
tion of  commercial  ethics  and  its  sponsor  claims  it  will 
■'do  much  toward  the  banishment  of  fake  bankrupt 
sales  and  fake  fire  sales  and  its  force  will  be  felt  parti- 
cularly with  respect  to  the  many  assertions  that  $6.00 
shoes  are  to  be  had  for  $1.59  and  so  on." 

It  is  possible  that  Canadian  retailers  do  not  err  so 
much  in  this  respect  as  our  neighbors,  and  that  "fake" 
advertising  is  not  as  common  in  the  boot  and  shoe 
trade  as  it  is  in  many  other  lines,  but,  at  the  same 
time,  there  are  countless  numbers  of  oft'ender.s — more 
than  one  we  know  of  are  getting  away  with  it,  but  that 
is  the  exception  and  not  the  rule.  All  the  more  rea- 
son then  why  it  should  be  possible  to  stamp  this  evil 
out.  The  retail  shoe  merchant,  who  has  the  ultimate 
welfare  of  his  business,  and  of  the  community  in 
which  he  lives,  at  heart,  will  hesitate  to  stoop  to  so 
{)ernicious  a  method  of  doing  business.  Legitimate 
sales  are  good  when  occasion  requires — to  advertise 
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is  to  make  tlicni  iK'ltci"  -hut  vvlicii  vvc  sec  the  (Hs- 
honest,  misleading  and  trickish  advertising  of  ahsohite 
ini])()ssihihtics  we  1)ehcve  it  is  time  for  our  govern- 
ments 1(1  take  artifin. 

*      *  * 


Let  Them  See 
What  You've 
Got. 


Wduidn't  it  he  a  i^ood  i(K-a  if  shoe 
retailers  disi)laye(l  tlieir  merch- 
andise more  freely  around  the 
store?  In  almost  every  shoe  store  the  only  display 
made  is  in  the  windows.  In  other  lines  of  husiness, 
drygocjds,  clothing,  groceries,  drugs  and  so  on,  a 
customer  ha\ing  to  wait  a  few  minutes  can  always 
look  around  and  lill  in  the  time — often  seeing  same- 
tiiing  else  to  purcliase  in  addition  to  the  article  lie 
'originally  wanted. 

W  e  lieard  of  a  man  not  long  ago  who  installed 
showcases  the  entire  length  of  his  store  on  hoth  sides 
in  which  he  placed  one  of  ev  ery  style  he  carried.  His 
customers  could  point  out  exactly  what  tlicy  wanted. 
i'eol)le  having  to  wait,  he  said,  were  three-quarters 
sold  before  the  salesman  could  get  around  to  them. 

Whv  hide  away  in  darkness  the  stock  you  want  to 
sell?  Customers  are  not  always  able  to  convey  to 
the  salesman  just  tlie  kind  of  shoe  they  want.  Result 
— loss  of  time,  irritalnlity  and  ])ossiI)Ie  (lisapi)ointment. 

Every  retailer  must  admit  that  Iiis  window  dis- 
])lays  sell  shoes. 

Would  any  retailer  think  of  tilling  his  window 
with  shoes  in  cartons?  Certainly  not — they  would 
cause  no  more  inspiration  to  buy  shoes  than  a  pile  of 
cordwood  in  the  back  yard. 

Then  why  not  carry  this  silent  salesmanship  a  lit- 
tle farther  into  the  store?  What  would  you  think 
of  the  dorist  who  hid  his  Howers — or  the  milliner  wlio 
hid  hei'  hats ? 

.Sup])osing  the  ru--touier  could  come  into  your 
store,  glance  over  your  styles  and  say  dehnitely  : 
"'Jdiat's  what  I  want  !"  Wouldn't  it  make  salesman- 
ship a  whole  lot  (|uicker  and  easier.'' 


ticle  in  the  morning  that  she  can  get  more  leisurely  in 
the  afternoon.  Statistics  tell  us  that  the  heaviest 
trade  occurs  between  the  hours  of  11  a.m.  and  3  p.m. 
Very  little  has  been  done  to  overcome  this  condition. 
The  department  stores  are  very  strong  on  the  "shop 
early"  talk  at  Christmas  time,  but  drop  it  almost  en- 
tirely during  the  balance  of  the  year.  Shoe  retailers, 
perhai)s,  believe  it  is  an  irremedial  state  of  affairs. 

Why  not  make  some  effort  to  pick  up  a  little  more 
trade  in  the  slack  hours?  What  about  using  these 
hours  for  your  sales?  The  average  merchant  who  ])uts 
on  a  sale  runs  it  from  morning  to  night,  to  the  inter- 
ference of  his  regular  trade.  How  would  it  do  to  ad- 
vertise, for  instance,  that  between  the  hours  of  8.30 
and  11  a.m.  you  will  have  a  special  sale  of  some  par- 
ticular line?  Make  the  ])rices  tempting  and  keep  the 
sale  genuine — don't  make  a  single  sale  at  bargain 
prices  after  the  allotted  time,  cHherwise  you  will  never 
be  able  to  "come  back"  with  another  sale.  As  already 
noted,  it  is  a  difficult  matter  to  induce  women  to  leave 
their  homes  in  the  morning,  except  for  some  very  spe- 
cial reason,  but  more  often  than  not  the  lure  of  a 
'"bargain"  is  an  irresistible  magnet.  It  is  worth  trying, 
anyway. 


The  irregularitv  of  the  trade  flow 
Wake  Use  of  Your     .^^  .^^^^^^^^^  ^^^^  y^^^^       business  is 

Idle  Hours  source  of  continual  annoyance 

to  the  retailer,  l-'or  instance,  in  the  mornings,  some- 
times, customers  are  as  scarce  as  snowballs  in  summer 
time.  Your  clerks  do  a  little  of  ev9rything  and  not 
much  of  anything  in  an  endeavor  to  kill  time.  Then 
in  the  lunch  hoiu",  when  you're  generally  short-handed, 
several  customers  will  drop  in  within  a  few  minutes 
of  each  other,  and  it  keeps  you  jumping  to  give  them 
all  attention.  Perhaps  some  walk  out  without  wait- 
ing to  purchase.  Same  thing  in  the  afternoon — all  the 
customers  in  a  bunch.  It  seems  to  be  one  of  the  un- 
accountal)le  mysteries  in  tlie  business  world,  but  it 
happens,  nevertheless,  whether  it  be  morning,  noon  or 
night. 

With  regard  to  the  morning  trade,  it  is,  of  course, 
quite  apparent  that  the  average  housewife  will  not 
forsake  her  regular  duties  just  to  purchase  some  ar- 


If  I  Were  a  Shoe  Dealer 

I WOULD  instruct  my  salesmen  to  pay  particular 
attention  to  the  physical  condition  of  the  feet  of 
the  peoi)le  whom  I  tried  to  lit  and  sell  shoes  to, 
|)articularly  those  of  middle  age  or  past.      This  is 
why  I  should  do  so : 

h'or  two  years  I  had  su])posed  that  the  suffering  I 
was  ha\ ing  from  my  feet  was  caused  by  gout — my 
])hysician  had  told  me  so.  IJnt  chancing  to  pass  in 
New  ^'ork  the  headcpiarters  store  of  the  concern  from 
which  I  buy  my  shoes  in  Chicago,  and  knowing  that 
the  old  Chicago  manager  had  been  promoted  to  gen- 
eral charge  u\  all  tlieir  stores  and  was  located  at  that 
particular  one  in  New  York,  1  went  in  to  call  upon 
him.      .\s  r  turned  to  go,  1  laughingly  remarked: 

"  J  iiey  don't  ht  me  as  well  in  your  Chicago  store 
as  when  you  were  there." 

He  was  all  concern  at  once,  and  made  an  appoint- 
ment with  me  for  the  next  time  he  came  to  Chicago. 
(  )n  that  occasion  he  examined  my  feet  carefully  anil 
luially  said:  ''^'ou  have  no  gout.  Your  trouble  is 
with  broken  down  arches.  Bring  me  in  a  couple  of 
pairs  of  your  shoes  and  let  me  fix  them  for  you.  and 
see  whether  we  don't  solve  this  difficulty." 

To  make  a  long  story  short,  1  gained,  as  he  said  I 
would,  almost  instant  relief  from  the  two  pairs  that  he 
rebuilt.  My  gratitude  to  them  leads  me  to  send  cus- 
tomers to  that  store  whenever  1  can. — Svstem. 


When  a  man  gets  to  the  point  where  he  thinks  his 
own  business  methods  are  ideal  he  is  ready  to  retire, 
and  the  sooner  he  does  it  the  better  it  will  be  for  the 
business, 
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What  Are  We  Going  to  Wear  This  Fall  ? 

This  is  the  public's  question,  and  the  retailer  has  to  answer  it    At  no  time  in  the 
history  of  the  trade  has  there  been  more  need  for  caution  and  sound  judgment 


FOOTWEAR  to-day,  generally  speaking,  may  be 
classed  under  three  heads — staples,  semi- 
staples  and  novelties.  Staples  are  good  year 
in  and  year  out  without  any  material  change 
in  pattern  or  last.  As  the  art  of  shoe  manufacturing 
advances  staples  change  only  in  that  they  combine 
more  intimately  the  prime  factors  of  c|uality,  comfort 
and  good  appearance. 

The  term  "semi-staples"  may  be  applied  to  those 
really  smart  styles  which  at  present  are  so  much  in 
demand  by  many  good  dressers — such  as  eight  or  ten- 
inch  kid  boots,  necessary  chiefly  on  account  of  the  san- 
itary high-cut  skirts.  This  class  includes  many  who 
are  influenced  by  their  ideas  of  making  their  shoes 
conform  to  the  rest  of  their  wearing  apparel  rather 
than  by  any  special  desire  to  become  conspicuous  or 
look  stylish. 

And,  lastly,  there  is  the  novelty  footwear  class  that 
is  also  pretty  well  defined.    The  women  of  this  class 


that  our  armies  are  largely  made  up  of  young  men, 
more  especially  from  the  sporting  classes — the  type  to 
which  the  novelty  shoe  more  particularly  appeals. 
These  are  now  eliminated  from  the  retail  field,  both 
as  to  their  own  purchases  and  as  to  their  influence 
on  others.    On  the  whole,  then,  it  looks  as  if  the  per- 


New  high-cut  lace  model— Blachford  Shoe  Mfg.  Co.,  Toronto. 


centage  of  staples  among  male  customers  would  be 
greater.  i  »  ^ 

In  the  ladies'  trade  the  same  arguments  scarcely 
hold.  The  staple  shoe,  as  we  have  known  it  in  the 
past  few  years,  does  not  fit  in  with  the  present  fashion 
of  short  skirts — which  seem  to  be  an  established  fact 
for  another  season  at  least.    .Shorter  skirts  have  given 


Men'  Velours  Calf,  Kancv  Fox.  Circular  Vamp,  Bal,  Heavy  Single  Sole 
on  Long  English  Effect  Last— Drummond  Shoe,  Limited. 


wear  fancy  footwear  for  the  same  reason  that  our 
young  men  recently  wore  flaming  waistcoats — they 
appeal  to  their  eye  as  being  classy.  They  are  not  in 
general  considered  as  a  part  of  the  costume  but  as  a 
special  feature  of  it,  upon  which,  for  the  moment,  their 
attention  is  specially  fixed. 

The  same  classification  applies,  in  different  pro- 
portions, of  course,  to  men. 

Any  forecast  of  what  will  be  worn  next  autumn, 
therefore,  resolves  itself  into  a  proper  subdivision  of 
any  store's  customers  into  these  three  classes:  (1) 
staple,  (2)  semi-staple  and,  (3)  novelty.  And  this  sub- 
division can  only  be  made  by  the  retailer  himself  who 
has  accurate  knowledge  and  experience  of  his  "clien- 
tele." 

Little  need  be,  or  can  be,  said  of  the  first  class — 
staples.  A  large  percentage  of  people  will  never  wear 
anything  else,  this  percentage  being  much  greater,  no 
doubt,  among  men.  In  our  opinion  the  demand  for 
sta])les  will  be  rather  greater  in  the  near  future.  As 
the  war  continues  its  sobering  eft'ects  are  constantly 
becoming  more  noticeable.    Added  to  this  is  the  fact 


High  Cut  Button  designed  by  the  Canadian  Footwear  Co.,  Montreal, 
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proportionate  prominence  to  footwear  and  even  the 
most  careless  female  dresser  cannot  entirely  ifjnore 
the  call  for  a  little  extra  attention  to  her  lower  ex- 
tremities. This  is  goin<?  to  throw  a  lot  of  the  staple 
trade  into  the  semi-staple  class,  where  comfortable, 
well-made,  j^ood  (juality,  hut  withal  well-pro])ortioned 
and  artistically  desifjned  shoes  will  just  ahmit  meet  the- 


White  Nubuck  FCnglish  walkinfi  boot    Selby  Shoe  Co.,  forlsmnulh.  Ohio 


demand.  This  argument  [joints  to  an  increasing  per- 
centage of  semi-staples  at  the  expense  of  the  staples, 
and  ])ossihly,  also,  to  some  extent  at  least,  at  llie  ex- 
])ense  of  the  novelties. 

As  far  as  can  be  noted  tliere  will  be  no  radical 
change  from  ])resent  fashions,  but  there  are  some  fea- 
tures well  worth  noting.  There  is  a  general  tendency 
towards  lower  tops — sev^n  to  eight  inches  rather  than 
9  and  10  inches.  This  is  partly  due  to  a  slight  length- 
ening of  skirts.  Lasts  will  l)e  longer  and  show  more 
pointed  toe  effects.    There  will  lie  almost  a  total  elim- 


Women's  welt  button,  patent  vamp,  kid  top,  slashed  pattern  with  old  rose 
silk  top  facing— Ames-Holden  McCready  Limited. 


ination  of  short  vamjjs  in  high-grade  styles.  Kid  stock 
is  almost  certain  to  be  the  most  po])ular  leather  for  wo- 
iiKn's  shoes  on  the  market. 

In  the  cheai)er  grades  an  increased  use  of  cloth  and 
vestings  in  uppers  will  likely  be  necessary  in  order  to 
supply  the  demand  f(ir  a  fairh  li  iw-priced  shoe.  Sub- 
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stitute  soles  are  becoming  more  extensively  used  in 
C'anada  although  an  opinion  expressed  among  manu- 
facturers is  that  this  word  "substitute"  is  something 
of  a  misnomer,  the  projjer  term  being  "improvement." 
'I  he  use  fjf  fiberized  rubber  soles  or  "improvements," 
if  \  on  like,  does  not  at  present  seem  to  be  lowering 
the  price  of  fcjotwear  to  the  extent  that  was  expected 
in  some  (piarters.  Men's  shoes  displayed  in  the  larger 
cities  and  manufactured  with  these  soles  are  selling 
for  just  as  much  as  all-leather  shoes.  Whether  or  not 
they  will  j)rove  equally  as  successful  as,  or  more  so 
than,  leather  is  still  a  matter  of  conjecture. 

The  all-important  ])oint  to  remember  in  fall  buying 
is  that  any  style  bordering  on  the  novelty  order  will 
dro])  just  about  as  (juick  as  it  rises  to  popularity. 
The  gipsy  is  an  example.  1 'radically  none  of  the  trav- 
ellers last  s])ring  included  the  gipsy  in  their  samjjles 
and  yet  by  mid-sunmier  it  had  taken  the  country  by 
storm.  Retailers  fell  over  themselves  trying  to  get 
stocks  to  sup])ly  the  demand,  the  style  had  an  enor- 
mous run  for  a  >liorl  time  and  then  fell  oft  practically 
over  night,  lea\  ing  many  retailers  with  large  stocks 
to  clear  out  at  sale  prices.    So  it  is  with  everv  novelty 


Carlton -Cordotan  lop  and  vamp -Geo.  E.  Keith  Company, 
Campello  (BrocktonI,  Mass. 


shoe  placed  on  the  market  and  the  merchant  must  not 
let  his  enthusiasm  overcome  his  better  judgment.  Buy 
novelties  and  colored  boots  in  proportion  to  the  num- 
ber past  experience  has  told  you  you  can  sell.  Also 
sell  them  at  a  good  profit — every  woman  who  wants 
a  novelty  shoe  expects  to  pay  a  good  deal  more  for  it 
and  you  have  a  right  to  expect  her  to  pay  more  for  it 
as  insurance  on  the  risk  you  take  in  order  to  supply 
a  possible  demand.  And  remember — don't  yield  to  the 
temptation  to  re-stock  the  same  novelty. 

It  is  not,  of  course,  advisable  for  the  retailer  to 
overlook  the  novelty  business  altogether  because  it 
has  its  attractive  features.  The  woman  who  has  a  pair 
of  white,  or  some  other  color,  kid  shoes  must  almost 
necessarily  have  a  pair  of  black  or  tan  boots  of  a  more 
serviceable  order  for  wear  in  stormy  weather  or  on 
occasions  where  colored  footwear  would  be  out  of 
jdace.  Mowe\er,  the  extent  to  which  you  ])lunge  must 
de])en(l  on  y(iur  locality  and  the  class  of  customer  \  ou 
serve.  Better  under-do  than  over-do.  It  is  generallv 
conceded  that  no  novelty  styles  should  be  included  in 
early  orders  for  fall. 

Sta])les  are  always  safe  buying  and  the  wise  retailer 
will  place  his  entire  order  as  soon  as  possible.  .\ll 
present  indications  ])oint  to  continued  advances  in  the 
price  of  leather  (we  refer  our  reader  to  an  article  on 
the  subject  of  ])rices  elsewhere  in  this  issue)  and  re- 
tailers who  delay  i)lacing  fall  orders  in  the  hope  that 
there  will  be  decreases  will,  in  all  probability,  have  to 
l)ear  the  burden  of  still  further  increases.  It  is  esti- 
mated that  since  the  beginning  of  the  war  $136,000,000 
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worth  of  leather  has  been  shipped  from  this  continent 
to  the  belhgerents,  and  it  is  destroyed  quickly.  Im- 
portations have  decreased ;  exports  have  increased ; 
ocean  freight  rates  have  soared  sky-high,  as  has  also 
the  cost  of  tanning  materials.  So,  conseciuently  and  in- 
evitably, we  are  face  to  face  with  higher  prices,  and 
the  retailer  must  not  blind  himself  to  actual  conditions 


A  military  style  for  Fall  by  Williams  Shoe  Limited,  Brampton. 


in  placing  fall  orders.  There  are  stores  that  sell  75 
per  cent,  novelties  and  25  per  cent,  staples  ;  others  sell 
90  per  cent,  staples  and  10  per  cent,  novelties.  How 
your  buying  should  be  regulated,  therefore,  depends 
entirely  upon  your  location  and  class  of  trade. 

The  styles  committee  of  the  National  Slioe  Re- 
tailers' Association  are  of  the  opinion  that  the  distri- 
bution of  materials  in  women's  shoes  will  not  be  great- 


ly different  than  in  the  present  season  ;  that  is,  black 
shoes  will  run  70  per  cent,  in  sales,  distributed  in  the 
following  proportions;  kids  25  per  cent.,  dull  leathers 
25  per  cent.,  patent  leathers  20  per  cent.  Fancy  nov- 
elty boots,  they  believe,  will  fill  out  the  remaining  30 
per  cent. 

In  men's  shoes  conservatism  will  be  reflected  very 
strongly,  military  effects  being  strongly  in  evidence. 
The  general  tendency  is  towards  plain  patterns.  Some 
fancy  stitchings  and  perforations  will  be  seen,  but  they 
will  be  more  on  the  novelty  order.  The  familiar  Eng- 
lish last  will  be  the  basic  feature  of  fall  styles  and,  as 
in  women's,  vamps  will  be  long  and  narrow.  Lacing- 
direct  to  the  top  and  blind  eyelets  will  be  shown  on 
nearly  all  of  these  models.  Bluchers  will  be  shown 
in  heavier  shoes,  but  the  straight  lace  bal  will  be  the 
leading  pattern. 

In  leathers  for  men's  shoes  the  preference  will 
likely  run  as  follows:  vici,  gun  metal,  patent  and  Rtis- 
sia.  Fibre  or  combination  fibre  and  rubber  sfiles  will 
be  a  greater  feature  than  ever  in  fall  styles.  Fancy 
tops  will  be  shown  in  small  ciuantities.  The  ranks  of 
young  fellows  accustomed  to  wearing  this  style  of 
shoe  have  been  considerably  depleted  on  account  of 
the  war  and  manufacturers  are  wary  of  over-produc- 
tion. 

The  National  Association  Styles  Committee  esti- 
mate the  distribution  of  leather  for  men's  shoes  as  fol- 
lows:  black  dull  leather  50  per  cent.,  tan  30  per  cent., 
kid  15  per  cent.,  and  patent  leather  5  per  cent. 


Lady  shopper:  "These  boots  ])inch  terribly. 
Haven't  you  anything  larger?" 

Salesman:  "You  asked  for  number  two's,  Ma'am. 
I  can  give  yoh  number  three's  or  number  four's  or — " 

Lady  shopper :  "The  idea,  I  want  something  lar- 
ger in  number  two's." 


i 


Interior  of  New  Society  Shoe  Store,  Winnipeg. 
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The  Travellers  Are  Coming,  Ho!  Ho! 

How  are  you  going  to  meet  them,  with  suspicion  or  confidence  ;  with  the  extended  hand 
or  the  cold  shoulder  ?    Don't  forget  that  in  this  world  you  get  what  you  give.  It's 
to  your  own  interests  to  meet  the  travelling  salesman  at  least  half  way. 


LI  K  I''  tile  idbiiis,  the  song'  s])an()w.s,  the  vviiisoine 
l)luel)ir(ls  ami  the  welcome  flowers  the  shoe 
traveller  celebrates  the  close  of  the  long  winter 
by  setting"  his  winter  home  in  order,  saying 
good  bye  to  his  winter  friends  and  hiking  himself  away 
to  fresh  fields  and  friends.  Like  the  birds,  these  men 
])nng  with  them  the  news  from  another  world.  I'liey 
l)ring  an  atmosphere  of  life  and  freshness  and  ho])e. 

Like  the  l)irds  too,  everything  depends  nu  the  re- 
ception you  give  these  traveller.s — whether  yon  throw 
crumbs  to  them  or  sticks  at  them.  If  you  don't  en- 
courage the  liirds,  do  your  best  to  allay  their  sus])i- 
cions,  show  an  ai)preciation  of  their  presence,  they 
won't  stay  with  you,  won't  sing  for  you  and  so  won't 
bring  joy  to  your  heart.  So  with  the  traveller.  If 
you  don't  act  towards  him  as  one  man  owes  it  to  an- 
other man  to  act,  you  get  just  aliout  what  you  give — 
iU)thing. 

Be  Broad-minded 

1  think  the  average  retailer  overlooks  the  fact  that 
tile  average  travelling  salesman  is  human  like  him- 
self— or  like  he  thinks  himself  to  be.  I'"urther  than 
that,  the  salesman  is  decidedly  inclined  io  be  friendly 
— openly  and  honestly  so.  I'ut  just  as  it  takes  two 
to  make  a  bargain,  so  it  takes  two  to  make  a  friendship 
and  if  you  want  to  l\el  that  the  trax  elling  salesman  has 
a  friendly  feeling  for  _\iiu  you  must  show  jiim  that  you 
feel  that  way  yourself. 

A  man  who  is  noted  among  his  Iriends  lor  his 
shrewd  comiuoiisense  way  of  sizing  u|)  any  gi\'en  sit- 
uation said  to  iiie  the  other  (la\  aneiit  this  \  ery  sub- 
ject: "If  I  were  a  shoe  dealer  I  would  make  it  my  hrst 
commandment  to  sec  as  much  as  I  possibh-  could  of 
every  traveller  that  came  to  town.  just  think  of  the 
(juantity  of  \aluable  information  the  traveller  must 
have  stored  u]>  in  his  anatomy,  going  around  year 
after  year  from  town  to  town  and  from  retailer  to  re- 
tailer. I  would  try  to  sipieeze  some  of  that  informa- 
tion out  of  him  so  1  could  use  it  in  my  own  business. 
^^es  indeed,  I  believe  the  travelling  salesman  is  the 
nearest  approach  to  a  practical  encyclopedia  you  will 
ever  get — as  valuable  to  the  shoe  trade  as  water  is  to 
:i  hydro-electric  plant." 

The  Traveller  Knows  All  About  You 

\  et  there  are  sIkjc  dealers  to-day — possiljly  you 
know  one — who  will  hardly  see  the  traveller  when  he 
comes,  treat  him  gruffly,  make  excuses  for  not  seeing 
his  samples — freeze  him  out.  It's  a  big  mistake,  one 
of  the  biggest  the  retailer  can  make.  It  is  not  human 
nature  that  any  man,  so  treated,  will  have  a  cordial 
feeling  towards  you,  or  that  he  will  talk  to  you  freely 
or  give  you  useful  pointers  about  your  business.  \"et 
this  is  just  what  men  with  the  experience  of  tra\  elling 
salesmen  are  in  a  ])osition  to  do.  They  know  much 
better  than  yon  do,  why  so  and  so  down  in  the  next 
block  failed  or  why  he  is  succeeding  better  than  you 
are.  They  know  your  weaknesses  too  and,  if  you  are 
not  too  stubborn,  too  set  in  your  ways,  too  sensitive  or 
what  not,  you  may  profit  tremendously  by  a  heart-to- 
heart  talk  with  }dur  salesman  friend. 


And  don't  overlook  the  further  fact  that  it  is  to 
the  salesman's  interest  to  see  every  retailer  doing  a 
successful  business.  lie  is  no  more  anxious  than  you 
are  to  be  carrying  doubtful  accounts.  It  is  decidedly  to 
his  interests  to  advise  you  wisely  because  the  success 
of  his  next  trip  will  depend  largely  on  the  seed  he 
sowed  the  last  trip.  So  you  have  him  coming  and  go- 
ing, he  is  the  man  who  has  the  information  and  it  is  to 
bis  interest  to  see  that  you  get  it. 

Then  don't,  as  you  consider  yourself  a  business 
man,  place  anything  in  the  way  of  cordial  relations  be- 
tween yourself  and  the  traveller.  Help  him  along 
all  you  can.  Don't  ask  him  to  waste  all  his  energies  in 
bringing  you  around  to  a  half-decent,  receptive  mood. 
Meet  him  half-way  at  least.  It  might  even  be  wcjrth 
while  offering  him  a  good  cigar — though  he'll  probablv 
refuse  from  sheer  surprise. 

The  retailer  who  looks  upon  the  salesman  wiio 
comes  into  his  store,  as  a  guest  rather  than  an  enemy, 
as  conferring  a  faviM"  rather  than  demanding  one,  as 
bringing  you  help  rather  than  asking  it — he  is  the  re- 
tailer who  is  going-  to  get  ahead,  make  a  success  of  his 
business,  make  a  little  money,  and,  more  than  all,  he 
will  get  the  reputation  of  being  ready  to  help  along  the 
shoe  business,  of  which  he  is,  or  ought  to  be.  a  part. 

In  this  issue  we  have  made  something  of  a  feature 
of  the  shoe  salesmen  of  the  Dominion.  In  the  follow- 
ing pages  will  be  found  many  well-known  faces  but 
als<i  not  a  few  new  ones.  Look  them  over.  Don't 
they  impress  you  as  a  line  lot  of  men  to  number 
among  your  "friends"?  I)on't  tlie\  look  as  if  thev 
could  give  you  some  \  alual)le  pointers  on  the  footwear 
business?  (live  them,  every  one,  a  fair  chance.  \i>r 
vour  own  benefit  a>  well  as  theirs. 


Travelling  staff  of  the  Ptrlli  Shoe  Co.,  Ltd..  t'urth.  Onf.   At  the  left  is  \V.  S. 
Pettes.  who  covers  Ottawa  and  Kastern  Canada.    In  the  foreground  is  G. 
H.  Ansley.  manager  of  the  Company.   The  four  gentlemen  in  the 
back  row,  left  to  ri«ht,  are  Robert  Wall.  Port  Arthur  to  the  Coast; 
Geo.  E.  Boulter.  Toronto;  John  Glossop.  Eastern  Ontario  and 
N.  E.  Ingram.  Western  Ontario. 
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The  Immediate  Future  of  Footwear  Prices 

The  value  of  a  shoe  is  regulated  by  the  price  of  leather— Evidence  points  to  shortage 
and  increased  cost  of  production— The  shoe  manufacturer  helpless 


FROM  time  to  time  since  the  outbreak  of  the  war 
we  have  drawn  the  attention  of  shoe  retailers 
to  the  prol)abihties  of  greatly  increased  prices. 
Latterly,  however,  the  price  situation  has  been 
growing  acute,  and  it  is  now  apparent  that  big  ad- 
vances must  be  made,  over  the  old  prices,  in  the  im- 
mediate future.  In  our  last  issue  we  asked  the  atten- 
tion of  our  readers  to  some  isolated  cases  of  very  re- 
markable advances,  and  also  made  certain  suggestions 
along-  the  line  of  preparing  the  consumer  for  the  in- 
evitable advance.  During  the  past  month  we  have 
been  able  to  gather  further  information  regarding  this 
matter  of  prices,  and  though,  like  everyone  else,  we 
iiate  to  be  the  bearer  of  ill  news,  we  feel  it  is  only  in 
the  interest  of  the  shoe  retailer  that  we  pass  this  in- 
formation along  in  the  hope  that  being  forewarned 
will,  in,  some  measure  at  least,  also  mean  being  fore- 
armed. 

Briefly  stated,  this  continent  is  suffering  from  a 
shortage  of  leather  and  the  auxiliary  supplies  used  in 
the  manufacture  of  footwear.  This  being  the  case, 
there  is  little  prospect  of  relief  until  the  war  is  over, 
the  demand  again  becomes  normal,  and  the  original 
sources  of  supply  can  again  be  made  available.  One 
manufacturer  writes : — 

"If  we  could  get  them,  we  could  easily  use  a  million^ 
skins  per  year  in  our  plant.  Previous  to  the  war  our 
purchases  were  made  almost  entirely  in  Russia,  Ger- 
many, Austria,  Belgium,  Holland  and  France,  as  it  is 
from  these  countries  that  the  bulk  of  the  high-class 
skins  of  the  world  is  taken  oft".  With  the  exception 
of  getting  a  few  from  France,  we  have  not  been  al^le  to 
obtain  any  from  the  countries  above  mentioned,  and 
when  you  do  get  a  small  shipment  the  freight  is  four 
or  five  times  as  large  as  it  was  before  the  war,  and  the 
war  risk  is  so  much  greater  that  it  all  adds  consider- 
ably to  the  cost  of  the  goods." 

Not  All  Due  to  The  War 

The  situation  is  quite  as  bad  in  the  United  States 
as  it  is  in  Canada — and,  indeed,  the  two  countries  are 
so  closely  associated  that  conditions  are  almost  certain 
to  be  practically  the  same  in  this,  as  in  many  other 
lines  of  trade.  To  show  the  shortage  in  the  United 
States  the  Shoe  Retailer  published  some  very  strik- 
ing figures  recently  showing  that  with  regard  to  beef 
hides  the  percentage  of  cattle  to  population  has  been 
very  rapidly  decreasing  during  the  last  fifteen  years. 
In  1901  there  were  59  per  cent,  as  many  cattle  in  the 
United  States  as  people,  and  in  1916  there  were  only 
38  per  cent.  This,  too,  was  a  condition  not  brought 
about  at  all  by  the  war,  so  that  it  has  to  be  considered 
in  addition  to  the  shortage  produced  by  the  abnormal 
demand  in  Europe.  We  reproduce  the  figures  in 
Table  I : 

In  the  same  article  the  Shoe  Retailer  points  to  the 
new  uses  to  which  leather  is  now  put,  which,  of 
course,  further  aggravates  the  increasing  shortage.  It 
is  noted  that  in  the  development  of  transcontinental 
railways  and  other  modern  transportation  methods 
we  have  become  a  nation  of  travellers  and  almost 
every  inhabitant  owns  a  travelling  bag,  leather  trunk, 
or  a  leather  suitcase.  Also  automobiles  require  a  tre- 
mendous amoiuit  of  leather. 


TABLE  I. 

Per  cent 
of  Cattle  to 

Year                         Beef  Cattle       Population  Population 

1901                                45,500,213           77,613,569  .59 

1903                                44,659,206           80,848,557  .54 

1905                                43,669,443           84,084,545  .51 

1907                                51,565,731           87,320,539  .59 

1909                                49,379,000           90,556,521  .55 

1911                                39,679,000           93,793,509  .43 

1914                                35,855,000           97,000,000  .37 

1915                                .37,067,000          100,500,000  .37 

1916                                  39,453,000          103,000,000  .38 


Cost  of  Various  Leathers 

Some  actual  figures  on  the  cost  of  the  various 
kinds  of  leather  in  the  United  States,  which  apply  to 
Canada  pretty  accurately  with  the  fixed  addition  of 
duty,  are  also  published  by  the  Shoe  Retailer  in  its 
issue  of  March  11.      These  are  reproduced  below: 

Tan  calf — Russia  calfskins  for  men's  shoes  to  re- 
tail at  $5.00— in  March  1915,  31c  per  foot,  now  42c. 

Black  dull  calf — for  men's  shoes  to  retail  at  $5.00 


Growing  Girls'  Button  Stioe— Canadian  Footwear  Company. 


which  in  March  1915,  was  quoted  at  v^Oc  per  foot  is 
now  37c. 

White  calf — for  women's  shoes;  in  March  1915  28c, 
now  50c — an  increase  of  nearly  100  per  cent,  in  the 
3' ear. 

Men's  glazed  kid — for  shoes  to  retail  at  $4.00 ;  in- 
creased from  17c  to  23c. 

Women's  glazed  kid — for  shoes  to  retail  at  $3.00; 
in  March  1915  13c  per  foot,  now  19c. 

Full  grain  side  leather — for  men's  shoes  to  retail 
at  $3.50;  increased  from  26c  to  31c  per  foot. 

I'atent  side  leathers — for  women's  shoes  to  retail 
at  $4.00;  increased  from  29c  to  35c  during  the  3''ear. 

Black  shee])  skins — for  lining  men's  and  women's 
shoes  to  retail  at  $4.00;  was  9c  in  March  1915.  now  11c. 

Colored  sheep — for  lining  shoes  to  retail  at  $4.00 ; 
shows  advance  from  10c  to  12c. 

White  grain  sheep — for  lining  men's  or  women's 
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shoes  to  retail  at  $4.00;  increased  from  10c  to  14c. 

Union  Sole  leather — tanned  from  packer  hides ;  ad- 
vanced from  42c  per  pound  to  58c. 

Light  oak  sole  leather — tanned  from  packer  hides , 
from  48c  to  59c. 

Women's  cut  soles — 6  iron  weight  for  shoes  to  re- 
tail at  $4  00;  in  March  1915  18c,  now  30c. 

Men's  cut  soles — 9  iron  weight  for  shoes  to  retail 
at  $4.50;  increased  from  38c  to  48c. 

Duck  lining — for  men's  shoes  to  retail  at  $4.00  to 
$4.50;  in  March  1915  12c,  now  16c. 

Twill  lining — for  women's  shoes  to  retail  at  $4.00; 
advanced  from  10>4c  to  14c. 

Men's  laces — from  50c  a  gross  to  $1.25. 

Women's  laces — from  50c  a  gross  to  $1.25. 

Shoe  buttons — increased  from  37c  a  gross  to  50c. 

Right  along  the  same  line  are  the  figures  just  re- 
ceived from  one  of  our  largest  Canadian  leather  com- 
panies: "The  price  of  hemlock  sole  leather  in  August 
1914  run  about  No.  1  30c,  No.  2  29c,  No.  3  28c,  the 
prices  for  oak  sole  leather  running  about  33c  for  No. 
1,  32c  for  No.  2  and  30c  for  No.  3.  To-day's  prices 
are  as  follows:  No.  1  hemlock  37c,  No.  2  36c,  No.  3 
34c;  oak  No.  1  42c,  No.  2  40c  and  No.  3  38c.  Bends 
which  sold  in  1914  No.  1  42c,  No.  2  40c,  and  No.  3  38c 
or  in  oak  No.  1  45c,  No.  2  43c  and  No.  3  40c,  are  now 
quoted  at  hemlock  No.  1  52c,  No.  2  50c,  No.  3  46c ;  oak 
No.  1  58c,  No.  2  54c  and  No.  3  50c. 

vSoles,  counters,  heels  and  toplifts,  all  made  from 
sole  leather  have  increased  correspondingly,  as  have 
also  tap  soles  and  heels  for  the  repair  trade.  The 
prices  on  this  list  are  at  the  present  time  about  23^^ 
per  cent,  higher  than  in  1914." 

No  Relief  in  Sight 

Another  large  leather  company  wrote  under  date 
February  16:  "The  writer  spent  the  week  before  last 
in  New  York  and  Boston  trying  to  size  up  the  situa- 
tion as  to  whether  there  was  any  possible  relief  in 
sight  for  raw  material  and  dyes  and  the  conclusion 
reached  by  the  best  experts  in  the  United  States  agrees 
with  our  own  views  in  that  matter,  that  until  the  w^ar 
closes  conditions  will  become  worse  instead  of  better. 

"Now  as  to  the  question  of  increased  cost  since  the 
war  was  declared  I  went  into  that  fully  in  Boston  with 
one  of  the  best  expert  tanners  in  the  United  States,  a 
personal  friend  of  mine.  I  figured  out  that  the  in- 
creased cost  on  raw  skins  alone  would  mean  6  cents 
per  foot  on  the  finished  leather.  He  did  not  agree 
with  me.  He  stated  it  would  mean  at  least  7  cents  per 
foot  on  the  finished  leather.  Then  as  to  the  additional 
cost  added  on  to  that  for  the  price  of  dyes,  chemicals, 
etc.,  1  figured  2  cents  per  foot  and  lie  said  it  would  be 
nearer  3  cents.  Now,  if  you  take  my  view  of  the 
figures  it  would  mean  that,  since  war  was  declared,  the 
cost  of  finished  calfskins  on  to-day's  basis  of  prices  for 
raw  material,  dyes,  chemicals,  etc.  would  I)e  8  cents 
per  foot.  If  you  take  the  United  States  tanner's  view 
it  would  be  10  cents  per  foot,  but  so  far  as  Canadian 
business  is  concerned  we  have  an  additional  tax,  as 
you  know,  of  lYi  per  cent.,  a  special  war  tax.  'J'his 
on  the  high  price  of  raw  goods  imported  to-day  will 
mean  from  1^  to  2  cents  per  foot  additional  cost  for 
that  alone  and  this  added  on  to  the  8  cents  per  foot 
would  make  9]/2  to  10  cents  per  foot  more  cost  to  the 
tanner  to  produce  calfskins  to-day  than  when  war 
was  declared. 

No  Accumulation  of  Skins 

"As  to  whether  there  are  any  skins  acciunulating 
in  any  of  the  countries  above  mentioned  where  we 
made  our  main  purchases  before  the  war  we  have 


made  as  accurate  and  full  inquiry  as  it  is  possible  to 
make  and  the  result  is  that  we  are  satisfied  there  is 
no  country  where  there  are  any  accumulations  of 
green  calfskins,  excepting  some  light  skins  in  Russia, 
where  there  may  be  some  considerable  accumulation 
of  dry  light  skins." 

In  a  later  letter  under  date  March  31  the  same 
company  write:  "Since  our  letter  of  February  16,  raw 
skins,  dyes,  chemicals,  etc.,  have  advanced  enough  to 
add  about  4  cents  per  foot  to  the  cost  of  calfskins  to- 
day." The  same  letter  adds  that  "it  was  unanimous 
among  the  trade  in  all  its  branches  that  so  long  as  the 
war  continued  there  would  be  a  gradual  increase  in 
cost  of  skins  and  material." 

The  market  with  regard  to  tanning  materials  is 
discussed  by  another  company  who  write  us : — 

"The  last  hides  purchased  by  us  before  the  com- 
mencement of  the  war  were  in  January  of  1914,  at 
which  time  our  hides  cost  us  15%  cents  to  XlYi  cents 
per  pound.  This  year  the  price  has  reached  from  22 j/^ 
to  2334  cents,  to  which  must  be  added  a  war  tax  duty 
of  per  cent,  on  our  hides  purchased  in  the  United 
States  which  previously  came  in  free. 

"Quebracho  extract  was  purchased  previous  to 
the  war  at  2^^  cents  per  pound  and  is  now  7  cents 
per  pound,  on  which  we  have  to  pay  the  additional 
war  tax  duty  of  7^^  cents. 

"Sumac  before  the  war  was  purchased  for  $59.50 
and  $()0  per  ton  and  at  the  present  time  we  find  great 
difficulty  in  being  able  to  obtain  it  at  $84  per  ton.  The 
former  price  represented  the  cost  to  us  in  Toronto, 
whereas  the  latter  is  the  price  f.o.b.  warehouse,  New 
York,  all  charges  for  cartage  in  New  York,  freight,  and 
duty  of  lYz  per  cent.,  being  paid  by  us. 

"Dyes  which  were  formerly  purchased  at  40  and 
50  cents  per  pound  are  very  hard  to  obtain  at  $3.50  and 
$4  per  pound  to-day.  The  quality  at  this  latter  price 
being  exceptionally  poor. 

"We  might  also  state  that  in  buying  supplies  in 
the  United  States  during  the  last  few  months  the  sel- 
lers there  insist  on  being  paid  in  New  York  funds  and 
as  we  have  had  to  pay  anywhere  from  ^  to  %  plus 
1/20  of  1  per  cent,  premium  for  these  funds,  this  item 
alone  represents  quite  a  large  sum  of  money  for  the 
past  few  months." 

Look  for  Higher  Prices 

Another  (  )ntario  Leather  Compan\-  writes;  "Our 
prices  have  advanced  during  the  past  year  from  twent)' 
to  twenty-five  per  cent.,  and  we  expect  to  be  forced 
to  advance  prices  still  higher.  Tanning  materials 
average  ninety-seven  per  cent,  advance,  and  this, 
coupled  with  the  advance  in  Ocean  freight  rates.  War 
Risk  Insurance  on  both  hides  and  tanning  materials, 
is  forcing  our  costs  up.  We  look  for  highor  prices 
in  all  kinds  of  Leathers,  Shoes,  etc." 

h'inally,  here  is  the  opinion  of  one  of  the  largest 
leather  companies  in  Boston  : 

"^The  world's  supply  of  calfskins  comes  principally 
from  I'.urope,  the  reason  for  this  being  that  tliis  is  in 
general  a  strictly  dairy  country,  and  cows  being  kept 
for  milk  results  in  a  large  production  of  calfskins. 
Russia  is  the  biggest  single  exporting  country  of  calf- 
skins, and  over  all  the  rest  of  Europe  there  is  a  large 
production  which,  except  in  Scandinavia  and  Holland, 
is  pretty  well  taken  care  of  in  tanneries  of  the  same 
countr}'.  German}'  and  the  United  States  have  al- 
ways been  the  chief  competitors  in  buying  in  the  Rus- 
sian market.  There  is,  owing  to  the  size  of  the  coun- 
try, a  large  volume  of  calfskins  produced  in  the  United 
States,  and  it  is  all  consumed  in  the  tanneries  in  the 
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States.     Of  the  calfskins  tanned  in  the  United  States, 
only  about  40  per  cent,  are  native  calfskins. 

"The  world's  supply  of  sheepskins  comes  from  all 
over  the  world.  Sheepskins  vary  from  coarse,  ribby, 
thin-grained  skins  taken  from  fine-wool,  merino  sheep, 
to  the  smooth,  fine  and  thick-grained  skins  taken  from 
coarse-wool  sheep  such  as  Russian  Kasans,  Spanish 
and  Cape  coarse-wool  breeds.  Sheepskins  are  ex- 
ported largely  from  the  Argentine,  Cape  Colony,  Aus- 
tralia, New  Zealand,  China,  India,  Balkan  States,  Rus- 
sia, No.  Africa,  Turkey  and  Asia. 

"The  war,  of  course,  has  almost  entirely  prevented 
exports  from  sections  of  Europe  and  Turkey,  has  hind- 
ered exports  from  British  Colonies  owing  to  embar- 
goes, and  has  hindered  exports  from  all  parts  of  the 
world  on  account  of  lack  of  freight  facilities. 

"As  to  calfskins,  it  is  probably  true  that  consider- 
able quantities  are  now  in  Russia ;  opinions  difl:er  very 
greatly,  however,  as  to  the  volume  which  still  remains 
there,  on  account  of  the  necessity  for  tanning  even 
light  skins  for  war  purposes  under  present  conditions, 
and  also  on  account  of  loss  of  skins  taken  ofif  through 
lack  of  care ;  it  is  certain  that  there  are  no  accumula- 
tions of  calf  leather  anywhere  else  in  the  world. 

"As  to  sheepskins,  we  do  not  believe  there  are  any 
accumulations  anywhere.  The  South  American  kill 
has  been  about  cut  in  halves  since  the  war  began,  and 
what  skins  have  been  taken  off  have  been  shipped. 
The  British  Colonies  have  either  forwarded  their 
skins  to  the  States  under  license,  or  else  to  London. 
Consumption  in  the  warring  nations  has,  we  believe, 
required  all  the  sheepskins  taken  oft',  not  only  for 
leather  but  for  fur  purposes. 

"Increased  cost  of  calf  leather  since  the  war  started 
has  been  30  to  35  per  cent. ;  of  sheep  leather  from  35  to 
40  per  cent.    This  is  our  best  estimate  of  the  average 
,       increase;  different  grades  and  dift'erent  finishes  will 

I       vary  both  ways  from  this. 

i 

Light  Colors  Cheapest 

"It  is  impossible  to  state  in  any  general  way  to 
what  extent  dye  materials  have  entered  into  the  in- 
creased cost,  inasmuch  as  the  dye-stuff  situation  on 
dift'erent  colors  varies  considerably.  For  instance,  we 
have  had  to  give  up  making  some  lines  where  the  cost 
of  the  dyes  alone  amounted  to  double  the  former  cost 
of  the  entire  finishing,  all  the  material,  labor  and  over- 
head together.  These  were  such  dark  colors  on  sheep- 
skins as  purple,  blue  and  green.  Light  shades,  in 
which  the  quantity  of  dye  is  small,  would  represent  a 
great  deal  smaller  increased  cost. 

"As  to  the  future,  we  cannot  see  anything  but  in- 
I       creasing  difficulties  along  the  tendencies  we  have  seen 
I       in  the  last  year  and  a  half.     Leather  is  being  used  up 
at  a  tremendous  rate  by  the  belligerents,  business  in 
llic  United  States  has  been  extremely  good  since  the 
middle  of  last  year,  and  with  continuing  full  employ- 
ment and  high  wages,  consumption  cannot  fail  to  con- 
tinue at  a  high  rate  for  months  to  come.     It  is  more 
'      a[)parent  than  ever  that  the  whole  leather  line  holds 
tugcther,  and  that  you  cannot  increase  abnormally  the 
I      consumption  of  hide  leather  without  increasing  the 
i      demand  and  prices  for  sheepskins.     Each  kind  will  al- 
ways be  substituted  for  the  next  l)etter  class  in  condi- 
tions like  the  present." 

We  particularly  call  the  attention  of  our  readers  to 
the  fact  that  these  figures  refer  to  materials  the  shoe 
manufacturers  have  to  buy  before  they  can  manufac- 
lurc  shoes.  We  refer  to  this  matter  because  it  is  fre- 
quently stated  by  retailers  that  "this  high-price  cry  is 


more  or  less  a  manufacturers'  game."  We  hold  no 
1)rief  for  any  manufacturer,  but  it  is  plain  to  us  that  as 
the  price  of  leather  and  the  little  things  that  enter  into 
the  making  of  a  shoe  have  increased  in  price  from  25 
to  35  per  cent,  the  price  of  that  shoe  leaving  the  manu- 
facturer's hands  must  be  advanced  to  the  retailer — 
otherwise  the  manufacturer  goes  to  the  wall.  We 
believe  the  future  months  are  going  to  be  very  tryirtg 
ones  for  the  shoe  manufactvu^er.  He  will  naturally  try 
to  put  just  as  good  a  face  on  the  increases  as  he  pos- 
sibly can,  and  it  is  conceivable  that  he  will  be  forced, 
by  public  opinion,  to  try  to  maintain  both  his  standard 
and  his  low  price  beyond  the  point  of  safety  for  his 
financial  standing.  Looked  at  in  the  most  favourable 
light,  we  see  nothing  for  it  but  that  the  manufacturer 
is  being'  forced,  unwillingly,  into  doing  something  he 
would  much  rather  not  do. 

Does  Shortage  Actually  Exist 

Whether  or  not  the  manufacturer  is  himself  being 
"held  up"  a  stage  further  back,  whether  skins  are  be- 
ing hoarded  at  this  point  or  that  and  whether  the 
shortage  reported  actually  exists,  we  have  no  means  of 
knowing  beyond  the  statements  of  men  conversant 
with  the  trade  such  as  quoted  above.  These  men 
state  emphatically  there  is  a  shortage.  There  are 
those,  we  are  aware,  who  do  not  agree.  We  sincerely 
wish  they  could  produce  the  evidence.  These  are 
matters,  however,  which  go  beyond  the  control  either 
of  the  retailer  or  the  manufacturer. 

We  have  written  this  article  largely  because  we 
have  reason  to  believe  that  the  average  retailer  is  not 
conversant  with  the  leather  markets  as  they  actually 
exist.  We  sincerely  hope  the  pressure  on  the  retailer 
and  the  consumer  will  be  less  than,  at  the  moment, 
seems  inevitable.  As  we  see  the  situation,  however, 
there  is  nothing  for  it  but  that  the  manufacturer  un- 
dertake the  unpleasant  task  of  demanding  from  the  re- 
tailer a  higher  price  for  his  fall  goods ;  nothing  for  it 
but  that  the  retailer  carry  along  the  unpleasant  task  of 
naming  a  correspondingly  higher  price  to  the  con- 
sumer ;  nothing  for  it  but  that  the  consumer  submit  to 
the  inevitable  with  the  best  grace  possible,  trusting  to 
an  earl}^  termination  of  the  war  and  a  return  to  normal 
trade  conditions  to  graduall}^  work  prices  back  again 
in  his  favor. 

Buy  Staples  Early 

And  one  word  more.  If  the  shortage  is  as  stated, 
there  is  a  very  real  possibility  that  there  may  not  be 
leather  enough  to  go  round — at  least,  without  delay. 
There  is  also  a  very  real  probability  of  prices  advanc- 
ing sharply  during  the  summer.  These  at  least  are 
contingencies  worth  considering.  Every  retailer  must 
use  his  own  judgment,  and  if  he  feels  that  the  facts 
|)oint  to  either  or  both  of  these  contingencies  he  will 
do  well  to  make  sure  of  his  staples  early  in  the  sea- 
son. The  average  retailer  will  probably  be  safe  in  fig- 
uring that  with  increased  prices  all  round  the  "millin- 
ery" shoe  will  be  at  something  of  a  disadvantage,  as  it 
will  be  pushed  further  than  ever  into  the  class  of  luxur- 
ies. It  will  follow,  then,  that  the  percentage  of  staples 
sold  should  considerably  increase.  We  believe  the 
average  retailer  might  do  well  to  keep  this  in  mind 
when  the  travellers  call  on  him  with  their  fall  samples. 


"Footwear  in  Canada"  is  printed  for  the  shoe 
retailer  who  wants  to  do  a  better,  bigger  busi- 
ness— a  dollar  a  year  brings  it. 
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Oh,  I  Have  No  Demand  for  Findings !— Why  ? 


A (  AS I*',  came  to  our  attention  recently  vvhicli 
liapi)ened  in  one  of  the  largest  shoe  stores  in 
I'oronto.  The  customer  had  just  purchased  a 
pair  of  black  glazed  kid  shoes  with  white 
stitching  and,  (jiiite  naturally,  asked  for  tiie  proper 
cleaner  so  that  the  stitching  would  retain  its  original 
C(jlor.  The  clerk  said  they  didn't  have  it — he  didn't 
know  anything  about  it  and,  in  fact  was  quite  positive 
it  wasn't  to  l)e  had.  Now  consider  the  state  of  that 
customer's  feelings  when,  upon  entering  another  sIkjc 
store  a  few  doors  up  the  street,  she  found  tliey  had 
loads  of  it.  Isn't  tiiis  a  poor  way  of  doing  business? 
Where  will  this  customer  liUely  go  f(ir  her  next  i)air 
of  shoes? 

lliTc's  another  case  vvc  iia\c  in  mind.  '\'\\v  sales- 
man had  just  clinched  the  sale  ol  an  e.\i)ensivc  pair  of 
fancy  shoes  and  the  customer  asked  the  salesman  to 
wrap  up  the  proper  polish  for  them.  The  store  didn't 
have  it.  "Well  then,"  she 
said,  "what  is  the  use  of 
my  buying  these  shoes  if 
I  can't  clean  them?"  The 
sale  was  lost  and,  likely 
enough,  a  good  customer. 

We  heard  a  retailer,  not 
so  long  ago,  say  that  he 
wouldn't  let  his  clerks 
waste  their  time  trying  to 
sell  anvthing  so  cheap  as 
])olish  or  any  of  the  other 
little  things  in  the  shoe 
hndings  line.  Said  he 
wasn't  running  a  five  and 
ten  cent  store.  Couldn't 
be  bothered  with  the 
truck. 

.•\nd  it  wasn't  much  of 
a  surprise  when  a  little 
later  on  lie  commenced 
talking  hard  times.  A 
good  hndings  department, 
in  many  cases,  will  pay 
the  rent — perhaps  a  little 
more. 

Almost  every  person 
has  foot  trouble  of  some  sort  but  they're  not  going  to 
wear  a  placard  to  inform  you  of  the  fact.  It  can  be 
readily  ascertained  by  a  tactful  cpiestion.  Half  of 
the  customers  you  wait  on  to-day  may  be  troul)led 
with  corns,  bunions,  crowded  toes,  weak  ankles,  fallen 
arches,  tired  feet  and  so  on.  There  is  relief  for  all 
these  troubles  within  the  iTach  of  every  shoe  store 
and  the  price  is  not  j^rohibiti vc.  The  ambitious  re- 
tailer acquaints  himself  with  these  different  articles 
and  their  uses  and  knows  how  to  suggest  the  proper 
article  in  a  manner  that  will  impress  the  customer  of 
his  earnestness.  People,  as  a  rule,  ])ay  too  little  at- 
tention to  their  feet  and,  in  consequence,  sufTer  the 
l)enalty.      Why  not  turn  this  neglect  into  money? 

A  hndings  department  will  pay  according  to  the 
intelligence  and  "punch"  yon  put  behind  it.  If  you 
carry  your  findings  stock  in  the  back  room  or  in 
drawers  where  it  can't  be  seen  and  takes  too  long  to 
find  the  customer  loses  his  good  opinion  of  your  store 
service.      If  you  wind  up  a  perfectly  good  shoe  sale 


Have  you  got  them  in  Stock? 

Laces 

Holder  for  Cleaning 

Rubber  Heels 

Heel  Plates 

Heel  Cushions 

Sole  Plates 

Heel  Grips 

Ankle  Supports 

Arches 

Bows 

Foot  Soap 

Buckles 

Foot  Powder 

Insoles 

Foot  Balm 

White  Cleaning  Kits 

Bunion  Protectors 

Hosiery 

Corn  Cures 

Instep  Raisers 

Toe  Straighteners 

Men's  Garters 

Polishes 

Spats 

Shoe  Trees 

Dubbin 

Shoe  Brushes 

Buttons 

Polishing  Pads 

Patent  Leather  Restorer 

Colored  Kid  Cleaner 

Travelling  Kits 

liy  Inmgling  the  sale  of  laces  or  i)oiish  or  anything  else 
you've  wasted  the  good  impression  created  in  the  first 
instance.  If  a  customer  is  able  to  see  just  what  he 
wants  and  can  point  to  it,  a  great  deal  <->f  the  respon- 
sibility is  taken  oti'  your  shoulders  in  trying  to  find 
what  he  wants.  There  are  dozens  of  little  articles 
and  remedies  in  a  shoe  findings  stock  that  sell  on 
sight — we  know  that  by  our  experience  as  customers. 

Possibly  you  say  in  reply  "1  have  no  demand  for 
findings."  Do  you  bear  in  mind  that  this  demand 
can  l)e  created?  One  of  the  largest  retailers  in  Tor- 
onto includes  cleaners,  polishes  and  ornaments  in 
every  window  dis])lay.  His  stock  is  in  a  prominent 
place  and  well  filled.  In  this  store  the  sale  of  find- 
ings is  scarcely  less  important  than  the  sale  of  shoes. 

It  has  been  foimd  in  some  cases  good  business  to 
stir  uj)  competition  among  the  clerks  by  ofTering 
monthly  prizes  to  those  selling  the  largest  amount  of 

these  small  articles.  The 
P.  M.  system  has  its  ad- 
\antages  and  disadvan- 
tages. .Some  merchants 
do  not  believe  in  it  for 
the  reason  that  salesmen 
might  occasionally  try  to 
force  sales.  Ikit,  at  the 
same,  time,  if  you  have  a 
trustworthy  s  t  a  fif  in 
whom  you  can  place  the 
utmost  confidence,  there 
is  nothing  better  than  of- 
fering a  little  inducement 
of  this  kind,  in  connection 
with  the  findings  depart- 
ment. \\  hy,  just  re- 
cently we  heard  of  a 
salesman  who  was  so  in- 
terested in  his  firm's  find- 
ings department  that  he 
carried  difTerent  samples 
in  his  coat  pockets  and 
just  as  soon  as  the  sale 
was  completed  he  pro- 
duced the  polish  and  in 
almost  every  case  made 

a  sale. 

And  in  all  this  bear  in  mind  that  there  is  no  sug- 
gestion of  not  giving  value  to  the  customer  when  you 
sell  him  one  or  other  of  these  little  footwear  auxiliar- 
ies. These  things  merely  represent  maintenance 
charges  and  every  wise  man  or  woman  knows  nowa- 
days the  value  of  maintaining  all  their  "plant"  in  a 
good  state  of  etificiency.  ]t  is,  if  you  like,  merely  what 
insurance  is  to  the  owner  of  a  home  or  factory.  No 
business  man  who  pays  you  a  large  sum  for  a  building 
woidd  think  you  insistent  if  you  suggest  insuring  it. 
Findings  in  general  either  represent  money  spent  on 
ui)kcep,  as  in  the  case  of  polish,  laces,  etc.,  or  on  in- 
creased ef¥icienc\'  as  in  the  case  of  arches,  supjiorts. 
resters,  etc.  In  either  case  you  have  recourse  to  good 
I)usiness  arguments.      l)on't  fail  to  use  them. 


The  man  who  spends  much  time  in  wondering  why 
he  doesn't  get  a  "raise"  might  better  be  using  the  time 
in  makiu"-  himself  worth  a  raise. 
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How  Do  You  Keep  Track  of  Your  Stock  ? 

Do  you  "guess"  you  "ought  to"  have  a  "few"  pairs  of  so  and  so  or  do  you  "know"  ?— The 
difference  between  guessing  and  knowing  in  business  to-day  is  just 
the  difference  between  failure  and  success 


DI-:i'ARTMENT  stores  and  fairly  lar-c  shoe 
stores,  as  a  rule,  have  systems  for  keeping- 
track  of  their  stock.  A  considerable  percent- 
age of  the  systems  however  are  scarcely 
worthy  of  the  name.  Smaller  stores  appear  to  be  in 
an  even  worse  position,  many  believing  that  the  size 
of  their  business  is  not  sufficiently  large  to  justify  a 
system.  Some  have  makeshift  systems,  inefficient  be- 
cause they  do  not  show  exactly  the  sizes  on  hand,  the 
styles  that  are  selling-,  what  lines  to  re-purchase,  and 
so  on.  A  system  that  only  shows  the  retailer  that 
he  has  $39,723  worth  of  stock  on  hand  is  of  no  use 
when  it  comes  to  re-ordering-. 

During-  the  past  few  weeks  we  have  been  in  touch 
with  a  large  number  of  shoe  retailers  on  the  question 
of  stock-keeping,  both  through  correspondence  and 
personal  conversation,  and  we  have  yet  to  hear  of  a 
man  who  does  not  believe  in  it.  Where  we  have 
foinid  a  good  system  installed  we  have  invariably 
found  enthusiastic  recognition  of  its  value.  Where 
we  have  found  no  system  we  have  invarial)ly  heard 
the  opinion  expressed  by  the  retailer  that  he  wants 
and  needs  one.  The  net  result  is  that  we,  ourselves, 
are  more  firmly  convinced  than"  ever  that  a  good  sys- 


at  a  point  which  will  allow  of  the  maximum  turnover 
with  a  minimum  amount  of  capital  expenditure.  Can 
this  be  done  accurately  by  memory?  Would  you 
trust  your  bank  balance  month  after  month  to  memory 
alone?  If  a  dealer  keeps  track  of  his  stock  in  this 
way  and  buys  even  one  or  two  pairs  more  than  is 
needed  on  a  number  of  styles  it  will  soon  cause  an 
overload  and  eat  into  his  profits. 

The  system  we  are  describing  this  month  is  based 
on  a  principle  used  by  a  number  of  retailers.  Differ- 
ent retailers  vary  the  details  to  suit  their  individual 
taste  or  requirements  but  the  basic  idea  is  practically 
the  same — that  is  the  manner  in  which  the  stock  is 
entered  on  the  stock  sheet  and  marked  ofif  when  sold. 
In  the  case  of  this  store  (situated  in  Montreal)  which 
does  a  large  business,  the  various  lines  are  arranged 
in  the  cartons  on  the  shelves  in  this  order :  calf  shoes, 
kids,  patents,  tans  and  finally  low  shoes.  The  nar- 
rowest widths  are  placed  first,  thus  enabling  the  clerk 
to  more  rapidly  find  the  shoe  he  wants. 

Each  style  has  a  separate  number  and  its  descrip- 
tion is  written  on  a  pag-e  corresponding-  in  number  to 
the  stock  book,  the  number  and  size  being  also  placed 
on  the  carton.     AVhen  a  sale  has  been  made  the  sales 
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Fig.  1.— Each  style  has  a  separate  sheet  in  this  stock  book. 


tcm  of  keeping  track  of  stock  ranks  in  importance  with 
the  stock  itself.  A  good  stock  system  means,  gener- 
ally s])eaking-,  "buying-  right"  and  buying  right  is  as 
ini|)()rtant  an  element  in  the  success  of  the  retailer  as 
"selling  right." 

The  stock  system  gixes  an  acciu-ate  rei)ort  of  the 
exact  condition  of  the  stock  and  it  is  manifest  that  if 
the  system  has  been  properly  handled  it  will  be  no- 
body's fault  but  the  dealer's  if  he  accumulates  a  biuich 
of  "dead  ones."  The  system  will  keep  him  in  touch 
with  these  slow  t-i-iovers  and  if  he  is  a  wide-awake 
business  man  he  loses  no  time  in  getting  rid  of  them. 
It  should  be  the  aim  of  every  retailer  to  keep  his  stock 


slip,  containing-  all  particulars,  is  placed  on  file,  and 
each  day  the  sales  are  marked  off  in  the  stock  book. 

Each  style  has  a  separate  sheet  in  this  book,  one 
of  which  we  reproduce,  Fig-.  1.  The  figures  at  the 
top  represent  the  sizes,  while  on  the  rig-ht  hand  side 
space  is  provided  for  a  description  of  the  shoe  and 
the  data  showing;  the  daily  sales  of  each  style.  Sup- 
pose there  were  sold  two  of  No.  3  size  in  B  width,  four 
of  No.  4  size  in  C  width,  and  three  of  No.  3^  size  in 
1)  width,  in  one  day  these  would  all  be  added  to- 
gether and  entered  as  11  pairs.  (In  smaller  stores 
these  could  be  counted  up  only  weekly  or  monthly.) 
Every  three  months  an  inventory  is  taken  of  the  en- 
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tire  stock,  a  comparison  being  made  of  the  goods  on 
the  shelves  and  in  reserve,  Avith  the  stock  hook.  When 
exchanges  are  made  the  exciiangc  shp  is  tiled  in  the 
same  manner  as  the  sales  slip  and  the  stock  sheet  cor- 
rected from  this. 

The  firm  using  this  system  also  takes  the  name  and 
address  of  each  customer  and  the  style  and  width  of 
the  shoes  ])tu-chased.  This  information  is  placed  on  a 
card,  indexed  and  filed,  thus  enabling  ready  reference 
in  case  of  repeat  orders  by  telephone  or  from  out-of- 
town  customers. 

As  a  part  of  the  system  and  in  order  to  facilitate 
the  ordering  of  fresh  "oods,  another  sheet,  ruled  ofif  in 


l5utton  shoes  carry  even  numbers,  and  lace  styles 
are  given  odd  numbers,  so  that  by  glancing  at  the 
number  we  can  instantly  tell  what  style  and  price  the 
shoe  is. 

Daily  Sales  Record 

\\'hen  the  shoes  are  received  they  are  checked  and 
entered  in  the  proper  space — when  received,  and  how- 
many,  slKjwing  if  there  are  any  shoes  outstanding  or 
due  from  the  factory. 

All  shoes  are  then  tagged  with  a  string  ticket.  One 
side  of  this  ticket  bears  the  stock  number,  size  and 
width,  while  the  reverse  side  contains  the  season  num- 
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much  the  same  manner  as  the  stock  sheet,  is  used. 
(Fig.  2).  The  clerk  responsible  for  each  department 
periodically  consults  his  stock  book  and  Finding  that 
he  is  short  of  certain  styles  or  widths  enters  them  on 
this  sheet  for  the  guidance  of  the  buyer.  When  the 
goods  ordered  are  received  they  are  checked  with  the 
invoice  and  also  with  this  sheet,  then  entered  in  the 
stock  book. 

We  are  informed  that  if  there  is  any  objectionable 
feature  to  this  system  it  is  that  clerks  sometimes  are 
careless  in  checking  ofT  the  sales  but  if  this  were  at- 
tended to  by  one  responsible  person  alone  that  diffi- 
culty would  be  reduced  to  the  minimum.  In  any  case 
if  the  entries  in  the  stock  book  do  not  tally  with  the 
stock  at  each  quarterly  inventory  tlic  trouble  is 
promptly  rectified. 

Another  stock  form  is  shown  in  Fig.  3.  This  is 
a  system  used  by  a  retailer  in  New  Orleans  and  de- 
scribed in  a  recent  issue  of  Shoe  Retailer.  Mere  is 
the  way  the  retailer  himself  describes  his  plan  : 

The  order  sheet,  Fig.  3,  is  suitable  for  every  run  of 
sizes,  from  infants'  shoes  to  men's  shoes.  The  sheets 
are  used  in  a  loose-leaf  ledger,  and  can  be  replaced  or 
taken  out  whenever  a  style  is  dropped.  Each  sheet 
represents  a  style  of  shoe  in  stock.  When  the  shoes 
are  bought  they  are  entered  on  the  "In's"  column,  ac- 
cording to  the  sizes  and  widths,  and  given  a  stock 
number  according  to  the  price  and  style. 

Stock  Numbering 

b'or  instance,  my  stock  book  starts  at  100  and  ends 
at  999  for  all  high  shoes.  This  includes  all  shoes  from 
infants'  1  to  Sj^,  children's  6  to  8,  8^  to  11,  misses' 
llyl  to  2,  and  big  girls'  2>^  to  6;  then  we  start  wom- 
en's shoes  retailing-  at  $2.50  with  No.  250  and  run  theiu 
to  299;  women's  $3  shoes  at  300  and  run  them  to  34'*; 
women's  $3.50  shoes  start  at  350  and  run  to  399,  etc. 

For  low  shoes,  we  start  at  1,000  and  continue  the 
dilYerent  runs,  as  described  above,  ending  at  1,999.  The 
manufacturers  stamp  our  stock  numbers  on  the  linings 
of  all  shoes,  and  also  on  the  front  of  the  cartons. 


ber,  in\()ice  number,  cost  (in  code)  and  retail  >elling 
price  in  plain  figures. 

Shows  What  Styles  Are  Selling 

When  the  shoes  are  sold,  this  ticket  is  pulled  ofif  by 
the  inspector  at  the  wrapping  desk,  who  compares  the 
price  on  the  tag  with  the  sale  as  recorded  on  the  sales 
check,  and  then  drops  the  tag  in  a  box.  At  the  end  of 
each  day's  business  the  tags  are  collected,  as.sorted. 
and  checked  against  the  "In's"  and  "Out"  columns. 
This  method  of  keeping  track  of  sales  enables  us  to 
know  at  the  end  of  each  day's  business  just  what 
styles  are  in  demand,  and  the  retail  prices  of  the  shoes 
we  are  selling.  It  also  gives  us  a  better  chance  to 
keep  the  free  selling  styles  coming  along,  so  that  we 
won't  run  out  of  sizes. 

The  system  also  shows  each  day  how  many  slow 
moving  lines  we  have,  and  al.so  keeps  before  us  those 
lines  that  are  in  great  demand,  so  that  a  shoe  never 
gets  a  chance  to  die  before  the  season  is  too  far  ad- 
vanced. In  this  way  we  at  all  times  have  every  style 
before  us  and  none  can  be  overlooked. 

Serves  as  Check  on  Over-Stocking 

At  the  end  of  each  season's  business,  and  before  re- 
ordering for  the  next  sea.son,  we  always  consult  this 
book  to  know  what  staple  shoes  are  to  be  reordered, 
and  what  lines  are  to  be  dropped.  By  close  observa- 
tion we  can  tell  just  how  many  pairs,  at  any  price,  or 
just  what  sizes  and  widths  were  sold  during  any  sea- 
son, 'i^his  information  is  very  valuable  in  buying 
salable  sizes,  because  it  helps  to  jirevent  tying  up 
money  in  sizes  and  widths  for  which  there  is  a  small 
demand.  It  also  shows  just  what  percentage  of  shoes 
are  sold  of  any  one  manufacturer,  and  whether  his 
lines  are  i>rontable  in  our  stock. 

The  Purpose  of  the  "Remarks"  Column 

The  blank  space  at  the  bottom  of  the  sheet,  where 
a  space  is  left  for  "Remarks,"  is  used  for  the  following 
l)urpose:  If  at  any  time  after  we  receive  a  shoe,  and 
after  it  is  put  on  sale,  I  discover  that  it  should  have 
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been  made  with  a  different  tip,  or  a  different  heel,  etc., 
the  "Remarks"  column  is  used  to  record  this  fact  to 
prevent  the  mistake  occurring  a  second  time. 

Moving  the  Slow  Stock 

Before  starting  a  new  season  all  the  sheets  are 
pulled  from  the  ledger  on  shoes  that  were  not  re- 
ordered, and  those  shoes  are  pulled  from  their  regular 
places  on  the  shelves  and  grouped  together  in  one  sec- 


ventories  taken  on  January  1  and  July  1,  so  that  by 
this  plan  I  have  one  month  after  the  contest  ends  to 
clean  up  in  a  cut-price  sale  before  inventory  any  shoes 
that  may  remain,  and  which  should  be  sold  at  once. 

Summary  of  Advantages  of  This  System 

By  a  contest,  I  mean  that  the  clerks  are  paid  their 
"1^.  M's"  weekly,  as  they  sell  these  shoes.  In  addition 
to  the  "P.  M."  1  usually  give  three  cash. prizes  to  the 
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Fig.  3.— Another  sheet  suitable  for  every  run  of  sizes. 


tion,  and  then  pushed  out  via  the  "P.  M."  route  at 
regular  prices.  I  find  that  starting  a  contest  on  low 
shoes  among  the  salesmen  about  February  1  and  end- 
ing June  1,  and  another  contest  on  high  shoes  starting- 
September  1  and  ending  December  1,  is  a  good  way  to 
clean  up  stock.     These  shoes  do  not  appear  in  my  in- 


clerks  who  get  rid  of  the  largest  amount  of  stock  dur- 
ing the  period  of  contest.  The  sales  of  all  clerks 
participating  in  the  contest  are  kept  track  of  by  the 
tags  taken  from  the  shoes,  and  these,  in  turn,  are 
checked  with  the  clerk's  number,  which  is  put  on  his 
sales  slip  when  he  sells  a  "P.  M."  shoe. 


Ohio  Shoe  Retail  Dealers  Association 


The  annual  meeting  of  the  Ohio  Retail  Shoe  Deal- 
ers' Association  was  held  in  Cleveland  on  March  7th 
at  which  there  was  an  attendance  of  over  six  hundred 
shoe  merchants.  At  the  conclusion  of  the  officers' 
and  committees'  reports  some  interesting  talks  were 
given  on  various  timel}^  subjects.  Harry  McLaugh- 
lin, of  the  Potter  Shoe  Co.,  Cincinnati,  addressed  the 
convention  on  the  subject  "Hoav  to  Handle  Novel- 
ties."   He  said  in  part : 

"If  you  think  that  a  shoe  is  good  style  and  will  sell, 
i)uy  it  at  once.  Don't  wait  for  the  next  man  to  come 
and  talk  you  into  buying  it,  because  you  have  lost 
time  and  by  the  day  3'ou  receive  your  shoes  some  other 
fellow  has  cleaned  up.  He  by  this  time  has  found 
the  next  pattern  that  is  new  and  is  in  a  position  to  buy 
something  different.  You  can  see  by  this  that  the 
fellow  first  to  buy  is  always  a  few  weeks  in  the  lead. 

"The  money  is  made  on  the  first  sales  only.  Don't 
be  afraid  to  make  a  big  profit  on  the  new  things,  and 
don't  be  afraid  to  take  a  big  loss  on  what  you  have 
to  clean  up. 

"Don't  size  up  novelties.  You  are  siu-e  to  lose  if 
you  do.  Buy  sizes  and  widths  you  think  you  can 
use.     When  you  see  you  will  need  something  to  re- 


place them,  you  will  find  today  that,  without  your 
help,  the  manufacturers  have  another  good  bet  with 
which  to  do  so. 

"When  you  put  a  price  on  a  shoe  to-day  do  not 
base  your  margin  of  profit  on  what  you  paid  for  it, 
but  on  what  you  would  have  to  pay  for  it  were  you 
buying  it  now.  We  know  of  shoes  that  were  bought 
sixty  days  ago  that,  were  we  buying  them  to-day 
would  cost  at  least  $1  more.  Then  why  should  we 
discount  that  shoe  $1  because  we  placed  our  order 
early?  AVhen  you  have  a  shoe  with  one  or  more  good 
style  features,  don't  be  afraid  to  say  $10  or  $12.  Don't 
advertise  that  your  $6  gray  shoe  is  as  good  as  the 
other  fellow's  $8  or  $9  shoe.  You  know  it  is  not,  nor 
does  this  get  you  anything.  Get  as  much  as  he  does. 
You  will  both  make  money  and  after  it  is  all  said  and 
done,  that  is  what  you  are  in  business  for.  Every 
city  in  the  United  States  to-day  can  support  all  the 
good  shoe  departments  it  has. 

Value  of  the  Trade  Journal 

"Get  new  business  by  having  the  new  things.  Keep 
well  informed.  Read  the  trade  papers.  Buy  the 
out-of-town  newspapers  and  see  what  the  other  fellow 
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is  doin^'.  \Vc  can  all  profit  by  cacli  ntluM's  exper- 
ience and  no  matter  how  much  we  think  we  know  we 
can  all  profit  by  an  exchan<Te  of  ideas. 

"Put  tlie  new  thinj^s  in  the  window.  Make  each 
one  slioc  look  like  your  entire  business  depended  on 
that  one  shoe.  If  yoiu"  store  location  is  i^ood,  your 
windows  should  be  \our  best  salesman. 

"But  wc  must  not  lose  our  heads  and  think  all  our 
business  is  done  on  new  things.  We  must  know  that 
a  f^reat  many  women  wear  staples  and  vvalkinjj^  boots. 
There  is  always  a  bi.^"  demand  for  a  soft  shoe  with 
medium  toe  and  heel,  a  tip  of  the  same  material  and 
black  cloth  top. 

"We  should  all  carry  corrective  footwear.  Rij^id, 
flexible  and  re-inforced  shanks  are  a  consideration  in 
these  days,  and  you  find  you  ^et  a  fjood  ad  every  time 
you  make  someone's  feet  comfortable. 

"fn  conclusion  let  me  ofifer  one  sujT^'^'estion.  I>uy 
what    shoes   you    think   you  will  need  for  T'"all  just 
as  soon  as  you  can.     T  have  covered  on  all  shoes  sell- 
up  to  $5.00  for  h^ill  and  ha\'c  made  arranq'ements 
to  buy  early." 

Promotion  of  Men's  Shoe  Business 

C.  K.  Chishohn,  second  vice-president  of  the  As- 
sociation made  a  com])arison  of  the  men's  and  wom- 
en's business  as  it  had  been  handled  durin^^  recent 
months.      He  said  in  part: 

"Women's  shoes  have  had  our  serious  attention 
during'  recent  years  almost  to  the  exclusion  of  the 
men's  shoe  business,  with  the  result  that  the  men's  shoe 
game  has  been  pushed  into  the  background  compar- 
atively. Now,  the  men's  shoe  trade  needs  special  at- 
tention. Styles  in  women's  shoes  have  been  a  good 
thing  and  women  have  come  to  want  not  one  pair  of 
shoes,  but  several  pairs.  Now  I  believe  that  men  are 
as  easy  to  approach  and  sell  more  than  one  pair  of 
shoes  to  as  are  the  women.  Tans  and  gun  metals 
get  nearly  all  the  call  to-day  from  the  men.  But  with 
special  lasts  and  styles  the  men  would  buy  more  than 
one  pair.  I  have  found  from  experience  that  a  man 
appreciates  the  small,  extra  attentions  paid  him  in  the 
store,  and  when  so  treated  he  goes  out  of  his  way  to 
tell  others  about  it. 

Arguments  for  Selling  Extra  Shoes 

"As  arguments  for  selling  an  extra  pair  of  shoes  we 
tell  them  that  it  is  economical  to  buy  more  than  one 
pair,  that  an  extra  pair  is  needed  for  dress 
occasions,  or  for  sports,  and  suggest  the  |)ur- 
chase  of  a  pair  of  slippers.  Christmas  is  not  the  only 
time  that  men  buy  slippers.  Nor  is  it  the  only  time 
to  try  and  sell  them.  Thev  are  good  sellers  all  the 
time.  Then  again,  to  get  the  come  back  customers. 
Tlaxe  the  lasts  in  the  various  grades  you  are  selling, 
run  them  up  through  the  entire  line  you  carry,  $4,  $5, 
$6  and  $8  grades.  Plenty  of  men  want  a  staple,  com- 
fortable shoe  and  they  want  them  all  grades.  An- 
other point,  advertise  a  last,  call  attention  to  its  com- 
fortable features,  don't  advertise  just  shoes.  I  think 
that  on  the  whole  that  by  sticking  to  good  lasts  we  do 
better  than  by  frequently  changing  lasts.  New  lasts 
should  go  into  novelties  to  make  their  first  appearance. 
This  season  we  shall  feature  a  style  of  a  shoe. 

Report  System  for  Salesmen 

".Another  point  T  think  we  shoe  dealers  should  con- 
.->ider  is  the  use  of  a  report  card  system  for  our  sales- 
men, much  the  same  way  that  report  cards  are  used 
in  the  schools  for  keeping  a  record  on  tlie  student's 
work  and  for  showing  the  parents  the  progress  being 
made.     Such  a  system  in  use  in  the  shoe  stores  would 


show  the  salesmen  what  he  was  doing  in  being  promf)t. 
in  being  generally  efficient,  and  in  his  work  generally. 
This  card  plan  would  also  be  a  fine  recommendation  to 
the  salesman's  next  em])loyer  and  woidd  show  the 
kind  of  salesman  he  had  been  with  his  previous  cm- 
lycrs. 

Selling  Shoes  by  Appointment 

".\o\\  .  one  other  ])oint,  and  that  is  the  men  w  Iio 
do  not  have  much  time  for  buying  shoes.  I  believe  wc 
can  get  new  busi'ness  by  selling  shoes  to  the  busy  men 
by  appointment.  .Motify  them  that  a  clerk  will  be  al 
his  disposal  at  a  certain  time,  and  that  he  will  not 
ha\e  to  waste  one  minute  in  being  waited  ui)on  and 
in  getting  the  right  kind  of  attention  and  fitting. 

"To  the  salesmen  for  the  wholesalers  and  manufac- 
turers:— Cut  out  the  arguments  you  are  using  over- 
time to  the  ef¥ect  that  leather  is  costing  more  and  that 
all  i)arts  of  the  shoe  are  costing  more  as  your  reason 
for  the  ]irices  on    yoiu'    shoes.      Simply    state  vour 
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price,  and  leave  it  to  us  shrie  dealers  to  get  the  re- 
tail prices." 

The  President's  Address 

Mr.  A.       ."^loauc.    president    of    the  Association, 
spoke  in  a  general  way  on  business  conditions  and  efti 
cient  retailing. 

"The  honest,  efficient  shoe  seller  of  today,"  he 
said,  "siiould  realize  as  never  before  that  he  represents 
one  of  the  most  responsible  departments  of  retail  ser- 
vice in  the  commercial  world.  The  man  in  the  shoe 
game  who  "is  without  conscience  today  should  get  out 
of  it.  We  are  almost  a  nation  of  'foot-cripples.'  If 
anyone  doubts  this  let  him  get  in  close  touch  with  the 
shoe  business  in  a  college  town.  The  fittings  that 
come  from  some  of  the  larger,  busy  stores  in  Ohio  are 
almost  a  crime.  The  remedy  lies  at  the  door  of  the 
shoe  store  and  the  men  within.  The  trade  is  rapidly 
coming  to  demand  better  fittings,  and  a  $2.00  shoe 
rightly  fitted  to  the  foot  is  more  to  be  desired  than  an 
$8.00  shoe  fitted  to  the  head.  Here  again  is  another 
jxjtent  reason  for  the  small  dealer  holding  his  own 
against  the  mail  order  and  large  city  stores  with  their 
vicious  I'M  systems. 

The  Contact  With  the  Customer 

"'I  here  is  much  to  encourage  the  small  dealer  when 
one  closely  scans  the  retail  conditions  at  the  present 
time.     Only  a  few  years  ago  it  looked  to  the  student 
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of  commercial  economics  as  if  big-  business,  mail  order 
houses  with  the  aid  of  rural  free  delivery  and  parcels 
post,  would  work  an  injury  to  the  small  dealer  in 
rural  districts,  if  not  utterly  annihilate  him.  Today, 
instead  of  this  being-  the  case,  "little  business,"  has 
been  growing  as  never  before.  This  is  largely  due  to 
the  personal  contact  with  his  trade  and  a  service  rend- 
ered which  the  foreign  houses  cannot  give.  Organ- 
ization, too,  is  entitled  to  some  credit  for  this.  We 
are  passing  out  of  the  age  of  com])etition  into  the  age 
of  co-operation,  and  associations  like  ours  and  kindred 
character  are  the  principal  agents  working  this  evolu- 
tion. The  day  of  business  secrets  is  passed.  The  re- 
tail merchant  of  today  should  not  be  afraid  that  the 
other  fellow  is  going  to  get  on  to  the  secrets  of  his 
business.  He  shouldn't  have  any.  His  business 
should  be  run  so  openly  and  aboveboard  that  no  one 
will  be  looking-  for  secrets  in  it. 

"To  the  small  dealer  in  the  small  towns  I  wish  to 
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say :  'You  have  as  much  chance  of  success  as  the 
dealer  in  large  cities,  provided,  you  know  your  game, 
your  trade,  your  commimity,  your  limitations  and  your 
cost  of  doing-  business.'  A  shoeman  must  know  all 
the  laws  that  govern  his  business,  and  knowing  these 
laws  he  must  work  hard.  To  expect  to  derive  from  a 
business  more  than  we  put  into  it,  is  a  delusion. 

"There  has  been  a  prevailing  rule  in  vogue  to  get 
as  much  as  possible  for  as  little  as  possible.  I  have 
known  of  claims  made  against  manufacturers  and 
wliolesalers  that  never  would  have  been  made  had  the 
golden  rule  been  more  than  an  irridescent  dream  in  the 
minds  and  consciences  of  these  particular  retailers. 
Unjust  claims  and  demands  with  concomitant  ex- 
pense, whether  practised  by  retailers  or  labor  organiz- 
ations, and  sundry  "hold-ups,"  all  add  to  the  expense 
of  conducting  a  commercial  venture.  We  pay  for  all 
in  the  end. 

Samuel  H.  Davis,  speaking  on  the  subject  "The 
Merchant  as  an  Executive"  said  in  part : 

"The  three  C's  at  the  basis  of  business  are  the  Cus- 
tomer, the  Cash  and  the  Clerk. 

"The  growth  of  your  trade  depends  upon  knowing 
vour  business  rather  than  upon  competition.  Business 
men  must  analyze  and  dependence  on  statistics  will  re- 
sult in  better  buying  and  less  sighing.  Men  who 
analyze  know — they  don't  guess.  Statistics  and  com- 
parisons give  the  merchants  a  progress  chart  and  show 
what  way  the  business  is  going.      Intelligent  mer- 


chandizing depends  upon  analysis;  to  find  what  por- 
tion of  the  stock  turns  oftenest,  and  what  the  sales  are 
costing. 

How  to  Increase  Turnover 

"Stock  siiould  be  imentoried  oftener  than  once  a 
year.  There  should  be  a  monthly  average  inventory 
to  find  the  turn-o\  er.  Rapidity  of  tunxjver  is  the 
basis  of  success.  Buying  little  and  often  means  you 
sell  at  a  profit  and  are  not  loaded  with  deadwood  ;  that 
you  do  ])usiness  practically  on  manufacturers'  capital 
with  liabilities  extended  over  the  months. 

"Know  3'our  turn-over  and  your  over-head.  Under 
estimate  your  overhead  and  you  undermine  your  busi- 
ness. The  profit  made  on  a  dollar  taken  in  is  not  on 
a  dollar  paid  out.  Profits  should  be  figured  on  the 
selling  price  and  not  on  cost.  The  real  meat  on  the 
bone  of  business  is  profit.  Get  the  facts  about  your 
lousiness.  Do  more  planning.  Do  detail  work 
through  others." 

Service  in  a  Shoe  Store 

Mr.  Austin  P.  Herman  sjjoke  as  follows : 

Service,  is  a  little  word,  but  there  are  few  in  any 
language  that  mean  more. 

To  be  a  success,  a  young  man  entering  the  shoe 
business  today  should  have  the  following  attributes; 
|)leasing  personality,  tidy  appearance,  and  should  be 
patient  and  of  even  temperament. 

The  salesman  has  several  duties  to  perform  before 
he  makes  a  sale.  Please  the  eye,  fit  the  foot  com- 
fortably, and  sell  something  that  will  give  the  cus- 
tomer service  in  accordance  with  price  and  kind 
wanted,  sending  the  inirchaser  away  in  a  pleasant 
frame  of  mind. 

The  salesman  should  know  something  of  footology 
also,  especially  in  the  case  of  the  middle-aged,  and  be 
able  to  put  on  a  shape  that  will  suit  the  particular  need. 

The  first  duty  of  the  salesman,  is  to  greet  the  cus- 
tomer, seat  her,  remove  shoe  and  measure  the  foot.  It 
is  very  seldom  that  the  subject  of  size  is  discussed ;  his 
object  is  to  fit  the  foot  as  near  correctly  as  possible. 
Our  aim  is  invariably  to  give  plenty  of  length.  Few 
come-backs  are  caused  by  fitting  them  long.  There 
are  of  course  cases,  where  the  customer  insists  on 
short  shoes.  In  these  instances,  we  tell  them  they 
are  short,  and  if  shoes  are  not  satisfactor)^  it  is  their 
fault. 

Good  service  should  be  implanted  in  the  mind  of 
every  one  connected  with  the  establishment,  be  it  large 
or  small. 

Your  store  must  look  inxiting  from  the  windows 
to  the  repair  department.  About  windows.  They 
occupy  the  highest  priced  part  of  your  store.  Why 
don't  you  use  them,  and  use  them  right,  no  matter  how 
much  advertising  you  do..  If  your  windows  are  un- 
kempt and  unattractive,  you  are  making  a  bad  start, 
for  first  impressions  are  lasting  ones. 

If  you  do  not  employ  a  window  dresser,  have  the 
clerk  who  shows  the  most  aptitude  for  this  part  of 
your  work,  do  the  decorating'.  You  should  give  him 
encouragement,  and  will  iind  it  one  of  the  biggest  as- 
sets of  your  business. 

A  proprietor  of  a  store  in  the  smaller  cities  should 
try  and  greet  as  many  of  his  customers  as  possible.  T 
do  not  mean  that  he  should  wait  on  all  the  trade,  not 
b}'  any  t-neans,  he  has  his  salesmen  for  that  purpose; 
but  he  should  make  himself  agreeable.  A  word  here 
and  there  counts  for  much. 

The  store  should  subscribe  for  the  l)est  trade 
journals,  keeping  posted  on  what  is  going  on  in  the 
shoe-world. 
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New  Walk-Over  Shop    Vancouver's  De  Luxe  Shoe  Store 


Since  the  openiiij^  of  jVIc Robbie's  new  Walk-Over 
I'oot  Shop  at  786  Granville  street,  Vancouver  may 
justly  claim  that  it  possesses  one  of  the  handsomest 
shoe  stores  to  be  found  on  the  Pacific  Coast,  and  one 
that  probably  is  equalled  by  few  on  the  entire  Ameri- 
can continent.  It's  a  beauty — there's  no  jL^ainsayint; 
the  fact. 

When  Mr.  McRobbie  made  up  his  mind  to  remove 
from  his  old  premises  at  301  Hastings  street,  west,  and 
locate  uptown  close  to  the  stately  $3,000,000  Hotel 
Vancouver,  the  towerinja;-  Rirks  Buildinj.^'.  Vancouver 
Block,  and  the  magnificent  new  home  of  the  Hudson's 
Bay  Company,  he  then  and  there  decided  that  his  new 
jircmises  would  be  worthy  of  its  location  and  beconu' 


line  to  the  right  and  left  doorways.  .\lthough  a  very 
liberal  amount  of  space  has  been  utilized  in  the  carry- 
ing out  of  this  very  striking  avenue  of  approach  to 
the  good  things  inside,  there  is  still  ample  room  for 
three  spacious  and  admirably  arranged  display  win- 
dows. The  interior  is  especially  bright  owing  to  the 
volume  of  light  admitted  from  the  front  entrance,  the 
effect  being  enhanced  by  the  ivory  finish  of  the  wall~ 
and  the  full-length  mirrors  set  therein  at  intervals. 
The  business  and  private  ofifices  are  located  on  a  mez- 
zanine floor  in  the  rear,  tlie  entrance  being  cut  off  b}- 
an  oak  partition. 

At  the  formal  opening  the  new  st(jre  was  visited  by 
thousands  of  people,  many  coming  from  New  W'est- 


a  source  of  delight  to  lovers  of  aesthetic  entities,  lie-  minster  and  Fraser  Valley  points  for  the  event.  A 
fore  calling  in  the  contractors  Mr.  McRobbie  visited  a  splendid  program  of  music  was  given  on  a  X'^ictrola. 
number  of  tlie  finest  shoe  stores  in  the  large  Eastern  and  a  pretty  souvenir  was  presented  to  each  visitor.  To 
cities  to  gather  new  ideas ;  by  the  time  of  his  return  to  the  representative  of  Footwear  in  Canada  Mr.  Mc- 
Vancouver  he  knew  exactly  what  he  wanted  and  a  con-  Robbie  said  his  aim  was  to  make  his  new  store  an  ex- 
tract for  the  remodelling  of  the  premises  was  immedi-  elusive  "Walk-Over"  shop,  and  that  he  had  a  standing 
ately  placed.  The  work  was  carried  out  in  exact  acccjrd-  order  with  the  Walk-Over  firm  to  supply  him  with  all 
ance  with  his  design,  and  the  finished  result  does  him  tlie  new  styles  in  footwear  for  both  men  and  women 
infinite  credit  as  a  creator  of  subdued  yet  really  artis-  as  soon  as  they  are  ready  to  be  marketed.  Through 
tic  efYects.  The  scheme  of  decoration,  furnishing  and  tliis  arrangement,  he  said,  it  will  be  possible  for  Van- 
layout  is  essentially  harmonious  and  pleasing,  a  parti-  couver  people  to  secure  the  new  styles  at  the  same 
cularly  attractive  and  well  executed  featiu-e  being  the  time  as  they  make  their  appearance  in  the  leading 
rece^is  entrance  witli  Inftv  ciu'ved  arcli  from  the  street  fashion  centres  of  the  American  continent. 


April,  1916 


FOOTWEAR    IN  CANADA 


77 


Service  — A  Havelock  Dealer  Knows  the  Secret 


The  providing'  of  conveniences  of  various  sorts  is 
an  important  factor  in  attracting-  and  holding  trade  in 
these  modern  days.  It  is  this  fact  that  prompts  the 
larger  stores  to  provide  restrooms,  toilet  facilities  and 
other  conveniences  for  shoppers.  Dealers  in  smaller 
centres  can  also  follow  their  example  in  a  smaller  way 
to  advantage,  though  the  most  appreciated  conven- 
ience in  the  smaller  centre  may  be  somewhat  dififerent 
from  that  in  larger  places.  For  instance,  J.  W.  Bry- 
ans,  a  dealer  in  Havelock,  Ont.,  belieA^es  that  from  the 
standpoint  of  a  real  business-puller  a  drive  shed  where 
farmer  customers  can  stand  their  horses  when  they 
come  to  town  is  one  of  the  best  provisions  the  dealer 
in  the  small  town  can  provide. 

It  was  about  three  years  ago  that  Mr.  Bryans  was 
impressed  with  the  idea  and  erected  a  drive  shed  at 
the  rear  of  his  store  for  the  convenience  of  farmers- 
That  it  has  proved  a  good  business-getter  is  indicated 
by  the  fact  that  he  has  since  added  another  shed  for 
the  same  purpose.  The  first  shed  erected  cost  $65.00. 
It  Avas  28  ft.  long  and  14  ft.  deep  and  accomodated  four 
teams.  It  proved  so  valuable  in  attracting  custom- 
ers and  became  overcroAvded  so  often  that  another 
shed  of  the  same  size  Avas  put  up.  The  cost  of  the 
last  shed  figured  out  at  $71.  The  cost  in  detail  is  as 
follows : 

Timber  for  framework  .  .  .•   $12.00 

Lumber   18.00 

Roofing   20.00 

Cost  of  erection    20.00 

Nails   ^   1.00 

Total  cost   .  $71.00 

Although  the  two  sheds  cost  $136.00  altogether, 
Mr.  Bryans  considers  it  a  good  investment  in  the  fact 
that  it  brings  customers  to  the  store.     That  patrons 


appreciate  it  is  shown  by  their  frequent  comments  to 
that  effect.  It  has  been  the  means  of  attracting  many 
new  customers  to  the  store.  For  instance  there  was 
one  man  who  made  use  of  this  shed  and  bought  his 
goods  elsewhere.  The  inevitable  came  at  last  hoAv- 
ever — he  dropped  in  one  day  and  made  a  purchase  and 
has  since  become  a  regular  patron.  Customers  have 
got  in  the  habit  of  tying  up  their  horses  and  coming 
into  the  store  through  the  back  door — making  them- 
seh'es  right  at  home,  and,  of  course,  that  is  a  good 
thing  in  binding  them  closer  to  the  store. 

Mr.  Bryans  conducts  a  general  store  but  makes  a 
big  feature  of  shoes.  Fie  has  made  a  big  study  of 
how  to  handle  maximum  business  on  minimum  amount 
of  stock  and  this  is  the  big  problem  of  most  shoe  deal- 
ers of  today.  The  featuring"  of  standard  lines  assists 
materially  Avhile  the  policy  is  folloAved  of  ordering  fre- 
quently and  in  small  quantities.  By  limiting  purch- 
ases to  a  few  lines  he  is  able  to  fill  up  stock  by  a  ship- 
ment with  single  express  charges,  whereas  if  lines 
were  purchased  from  many  firms,  it  Avould  require  a 
shipment  with  separate  carriage  charges  from  each  to 
sort  up-  By  buying  often  and  in  smaller  quantities, 
stock  is  kept  within  reasonable  bounds  and  the  danger 
of  stocking  up  Avith  unsaleable  sizes  or  lines  is  greatly 
reduced. 

Mr.  Bryans  reports  that  advertising  of  shoes  in  tlic 
local  paper  is  productive  of  good  results.  Just  pre- 
AHous  to  his  talk  with  the  Avriter  a  farmer  has  been  in 
to  get  a  pair  of  felt  shoes  for  his  Avife  that  he  had  seen 
advertised.  "So  3^ou  read  our  ads?"  Mr.  Bryans 
asked  him.  "We  sure  do,"  was  the  reply,  "especially 
during  the  winter,  Ave  have  plenty  of  time  and  read  the 
advertisements  in  the  paper  A^ery  closely."  The  state- 
ment of  this  farmer  should  be  a  ctie  to  shoe  dealers  in 
smaller  centres  to  give  more  attention  to  their  ad- 
vertising. 


Retail  Shoe  Selling  a  Specialized  Business 


THAT  shoe  selling  is  becoming  a  much  more 
specialized  business  is  the  opinion  of  many 
successfuF  men  in  the  trade  toda}'.  This 
tendency  will  doubtless  increase  rather  than 
diminish.  Shoe  salesmanship  is  now  well  on  the 
way  to  becoming  a  science.  The  classes  of  custom- 
ers are  becoming  more  clearly  defined.  It  follows 
that  the  trade  will  be  divided  up  into  sections,  each 
catering  to  the  demands  of  a  certain  different  type  of 
customer.  Mr.  Julius  Goldberg,  Chicago,  recently 
touched  on  this  point  in  a  paper  before  the  National 
Shoe  Retailers'  Convention.  Fie  also  gave  some  good 
advice  on  a  number  of  other  interesting  phases  of  the 
retail  business.  The  folloAving  extracts  taken  from 
this  paper  have  an  interesting  bearing  for  the  shoe  re- 
tailer : 

"I  believe  that  the  reason  so  many  retailers,  and,  I 
might  say,  shoe  departments  in  departmental  stores 
arc  making-  successes  in  their  respective  departments 
is  due  to  the  fact  that  they  are  specializing  a  great  deal 
more  than  they  have  in  the  past.  What  I  mean  by 
this  is  that  those  who  are  catering  to  a  more  sedate  and 
conservative  class  of  trade  supply  that  class  of  people 


with  the  merchandise  they  most  desire,  and  those  re- 
tailers catering  to  the  prevailing  footwear  seekers, 
such  as  we  might  call  "novelty  shoes"  are  specializing, 
which  I  believe  should  be  encouraged  a  great  deal. 

"This  divides  the  ladies'  shoe  business  into  two  di- 
visions, one  of  the  more  conservative,  the  other  the 
more  extreme.  The  latter,  I  believe,  requires  a  great 
deal  of  nerve  and  backbone.  You  have  to  anticipate 
a  customer's  Avants  before  they  Avant  them,  and  this,  I 
believe,  is  the  entire  secret  of  novelty  footwear.  To 
my  knoAvledge  it  is  entirely  too  late  to  place  orders 
Avhen  customers  demand  certain  shoes,  as  by  the  time 
the  shoes  come  into  the  house.  )'our  trade  wants  some- 
thing entirely  different,  and  quite  a  few  mistakes  are 
made  by  buyers  placing  such  orders  at  that  time.  Also 
remember  that  it  Avould  be  serious  on  the  part  of  any 
retailer  or  manufacturer  to  discourage  the  present  and 
future  demand  for  these  pretty  prevailing  novelty 
shoes. 

A  Pair  For  Every  Gown 

"You  must  also  realize  that  if  black  shoes  Avere  in 
demand,  all  you  Avould  have  to  do  is  sell  them  one  pair 
of  shoes,  Avhich  they  could  Avear  Avith  any  costume. 
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VVitli  tlic  i)i-c-stMit  styles,  liowcver,  they  almost  have 
to  have  a  pair  of  shoes  for  every  suit  or  gown  they 
wear  and  furthermore,  I  do  not  believe  that  women 
are  si)cn(lin;4  any  more  money  on  their  personal  wear- 
inj^;  ap|)arel  than  they  did  a  few  years  aj^o.  They  did 
at  one  time  spend  qnite  a  little  money  on  millinery, 
whieh  no  doid)t  has  been  (jnoted  to  you  before,  but 
I  hey  do  not  do  that  today.  For  instance,  women  used 
to  spend  from  $15  to  $30  for  a  hat,  and  from  $3  to  $5 
for  a  pair  of  shoes.  Now  it  is  entirely  different,  they 
are  easily  satishcd  with  a  hat  at  $.S  or  $10,  and  if  they 
pay  a  s^reat  deal,  maybe,  $20;  while  shoes  are  sold 
at  $5,  $10  and  as  high  as  $15,  without  a  murmur  from 
the  customer,  so  you  can  see  it  is  not  a  question  of 
price  but  of  what  they  want  at  the  time  they  want  it, 
which  is  an  important  item  for  the  a\cra,ge  retail  buv- 
ers  to  know. 

Real  Novelties  Will  Continue 

"I  am  safe  in  saying  that  fancy,  dignified  and  con- 
ser\  ati\  e  novelties  will  remain  for  a  long  time  to  come 
and  tliat  better  grades  of  shoes  will  be  sold  than  we 


Women's  Welt  Lace  Bal.    Pat.  Vamp,  Kid  Top.    Perforations.  Designed 
by  Ames  Holden  McCready  Limited. 


ever  sold  before,  and  in  larger  (juantities.  Cheaper 
merchandise  will  not  be  in  demand  for  a  great  many 
reasons,  and  one  in  particular  is  that  1  believe  the 
trade  has  been  educated  to  wear  a  higher  class  of  mer- 
chandise in  some  materials,  and  more  flexible,  and  they 
know  the  difference  between  good  and  poorer  shoes. 
1  iowcver,  these  novelty  shoes  can  easily  be  overplayed 
by  making  them  too  fancy,  that  is,  in  horrible  and 
tasteless  combinations,  which  1  believed  caused  the 
lalling  off  of  novelty  footwear  last  spring  and  sinnmer, 
bringing  the  l)]ack  shoes  into  i)rominence-  We  are 
in  style  today,  that  is,  pretty  shoes  are  in  fashion,  and 
it  is  u])  to  vou  to  realize  this  and  keep  us  in  fashion, 
the  same  as  gowns  and  hats  are  in  fashion  for  women 
all  the  time,  the  same  shall  be  continued  in  women's 
shoes,  and  I  emphatically  prevail  upon  you  and  en- 
courage you  to  keep  this  thing  agoing,  because  we 
have  waited  a  number  of  years  for  such  an  opportun- 
ity, and  here  it  is,  and  it  is  up  to  us  to  make  pretty 
shoes  a  necessity,  in  fact,  the  first  necessity  in  a  wom- 
an's costume. 
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Real  Salesmanship  Most  Important 
".Selling  shoes  tfjday  is,  to  my  knowledge,  the  most 
important  thing  we  have  to  face  us  in  the  shoe  situa- 
tion. In  the  past  it  only  required  a  man  or  w(jman 
to  sell  a  pair  of  shoes,  and  it  was  a  question  of  how 
many  pairs  they  cf)u]fl  di■^ll  f)Ut  a  day,  regardless  of 
color,  height,  weight  of  sole  or  kind  or  height  of  heel. 
The  average  purchaser  did  not  care  as  long  as  it  was  a 
pair  of  shoes  that  Fit  fairly  decently  and  comfortable. 
l'"or  such  services  the  average  shoe  clerk  received  a 
salary  of  $12  or  $14,  and  some  as  high  as  $16  per  week 
and  that  was  not  over  a  few  years  ago.  Today  it  is  an 
entirely  different  proposition.  .\  salesman  (^taking 
them  out  of  the  clerk's  class)  must  know  how  to  sell, 
and  must  be  an  expert  fitter.  He  must  also  have 
knowledge  with  the  ])ower  tf)  suggest.  .Ml  three  to- 
gether mean  entirely  difi'erent  kind  of  selling  than  the 
ordinary  shoe  clerk  had  in  the  past,  and  I  think  that 
quite  a  few  of  you  here  have  i)erhaps  not  realized  the 
importance  of  such  kind  of  salesmanship. 

Prices  of  Merchandise 

■"The  onl}  way  all  of  the  above  can  be  accomplished 
is  to  price  your  merchandise  accordingly,  and  further- 
more, keep  in  mind  when  pricing  such  merchandise, 
that  at  the  end  of  your  season,  or  should  certain  styles 
become  inactive,  that  a  certain  margin  should  be  set 
aside  to  take  care  of  this.  The  latter  is  very  import- 
ant to  know  when  selling  fancv  footwear.  While  on 
this  subject  1  would  like  to  state  that  our  personal  suc- 
cess in  handling  novelty  shoes  for  the  past  twelve 
years  has  been  that  we  never  dui)licate  a  novelty,  no 
matter  how  successful  or  how  luuch  in  demand  they 
are  and  the  minute  we  df).  and  break  away  from  this 
rule,  inv  ariably  we  get  stuck.  So  again  I  will  have  to 
mention  to  be  very  careful  if  you  expect  to  continue 
selling  the  prevailing  shoes,  that  they  are  priced  sufifi- 
ciently  tf)  take  care  of  the  odds  and  ends  at  the  end  of 
the  sea.son,  so  that  if  they  cannot  be  sold  at  a  reduced 
price,  they  can  be  put  on  the  table  or  sold  to  job  lot 
buyers.  I  would  like  to  talk  on  the  margin  of  profit 
that  novelty  shoes  should  bring,  but  that  is  rather  a 
delicate  subject,  for  the  reason  that  each  store  and 
department  may  be  entirely  different,  so  leave  this  to 
A'oiu'  own  good  judgment- 

Men's  Shoes  75  Per  Cent.  Staple 

'Tn  conclusion.  I  might  say  a  few  words  from  my 
personal  observation  of  men's  shoes,  that  T  believe 
that  the  men's  stock  should  consist  of  75  per  cent, 
staple,  conservative  and  high  class  styles,  and  keep 
such  sized  up  continuallv  from  week  to  week,  and  not 
make  too  many  changes.  When  men  buy  shoes,  vou 
will  find  a  gicat  many  of  them  like  to  have  a  pair  of 
the  same  shoes  they  had  before,  perhaps  changing 
them  from  button  to  lace  or  blucher,  or  perhaps  a 
change  of  leathers.  Twenty-five  per  cent,  of  their 
styles  should  consist  of  creative  novelties  which  T  be- 
lieve is  lacking  amongst  men  shoe  buyers.  T  will  ad- 
mit that  men  do  not  switch  in  styles,  in  any  proportion 
to  the  women,  but  new  ideas  can  be  put  into  men's 
styles  to  create  a  desire  for  them  to  make  changes, 
particularly  the  ones  who  are  looking  for  novelties." 


The  diiterence  between  a  wise  man  and  a  fool  is 
tli.it  a  fool's  mistakes  never  teach  him  anything. 

lU'c.iiiNe  :i  m.in  wears  sqneakv  l)oots  is  no  sign  that 
he  has  music  in  his  soul.  Neither  is  the  inan  who 
talks  o\er  much  always  gifted  with  great  knowledge. 
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Successful  Retailers  Say  Blotters  are  Valuable 


Good  advertisinn-  requires,  among  other  things,  that 
you  keep  your  name  so  constantly  before  the  pubUc 
that  just  to  think  of  shoes  is  to  think  of  your  store. 
'Jlie  shoe  retailer  can  do  in  his  own  town  or  city  what 
some  of  the  big  companies  are  doing  throughout  the 
entire  English  speaking  world — making  their  product 
synonymous  with  their  name  or  slogan.  There  are 
dozens  of  slogans  we  hear  daily  that  we  immediately 
associate  with  the  articles  they  advertise.  That  is 
good  advertising. 

Blotters,  as  a  means  of  keeping  a  name  constantly 
before  the  housewife  and  business  man,  are  one  of  the 
retailer's  most  effective  agents.  The  process  of  drying 
a  letter  in  the  average  household  is  usually  accomp- 
lished by  waving  it  in  the  air  or  by  holding  it  over 
the  lieat — an  inc<  )n\  enient,  unsatisfactory  and  time- 


SHOES 


Real  Shoe  Comfort  is  something  unknown  to  the  man 
who  has  still  to  wear  Walk-Overs,  fitted  by  the 
accurate  footograph.  ^'ou  no  longer  need  travel  for 
style;  our  slyles  are  just  twelve  hours  from  New  York. 

WALK-OVER  BOOT  SHOP 

290  Yonge  Street.  Toronto 
■"Stop  £jt  Willon  and  Walk-Over"" 

*Fig.  1— Actual  size  of  blotter,  4  ins.  by  8  ins. 


wasting  method.  Yet,  strangely  enough,  how  few 
women  would  think  of  adding  blotters  to  their  shop- 
ping list?  Outside  of  the  commercial  world  blotters 
are  rarely  purchased. 

A  blotter  nevertheless  is  always  in  demand — al- 
ways used  and,  necessarily,  always  looked  at.  The 
thrifty  housewife  never  throws  away  anything  of 
value.  A  dodger,  booklet,  or  even  a  calendar,  will 
often  get  side-tracked  as  soon  as  it  enters  the  house, 
but  a  blotter  never — it  is  always  given  a  place  among 
the  writing  materials. 

In  the  office  of  the  business  man,  who  is  writing 
more  or  less  constantly  all  day,  he's  reaching  for  a 
blotter  every  few  minutes — just  as  often  as  he  writes 
— and  if  your  name  is  right  there  staring  him  in  the 
face  that  many  times  it's  bound  to  impress  him 
sooner  or  later. 

Herewith  we  are  reproducing,  in  reduced  size,  two 
blotters  used  by  well  known  retailers  in  Toronto.  The 
Walk-Over  people  distributed  these  blotters  around 
the  downtown  district  and  the  writer  has  frequently 
seen  them  in  use  on  desks  in  dift'erent  offices  and 
stores. 

Mr.  Warren  T.  Fegan,  proprietor  of  the  Big  88  Shoe 
Store  considers  them  one  of  the  best  advertising  med- 
iums he  has  ever  used.  One  or  two  blotters  are  en- 
closed in  every  parcel. 

We  know  that  the  value  of  this  form  of  advertising- 
is  not  universally  admitted.  One  dealer  told  us  the 
other  day  that  he  considered  it  a  waste  of  money, 
'l  liat  was  his  own  personal  opinion — he  did  not  know 
what  success  otiicr  retailers  might  liave  had  along- 
similar  lines. 

Of  course  every  man  has  a  right  to  his  own  opin- 
ions and  one  of  the  hardest  things  to  do  is  to  learn  by 
the  experience  of  others.      It  must  l)c  remembered. 


however,  that  advertising  of  any  kind  must  l)e  persis- 
tent and  that  dift'erent  types  of  customers  must  be 
lured  by  different  bait.  A  happening  of  sufficient 
importance  to  warrant  a  front  page,  three  column, 
heading  in  the  daily  newspaper  is  forgotten  on  the 
morrow,  but  if  a  subject  is  followed  up  quietly  and 
regularly  and  given  the  same  degree  of  importance 
day  after  day  and  month  after  month  the  impression 
is  much  more  lasting. 

This  blotter  idea  is  not  expensive,  even  when  used' 
liberally.  The  types  we  illustrate  on  this  page  cost 
from  $1.00  to  $1.50  a  thousand,  depending  on  the  num- 
ber of  colors  used  and  quality  of  stock.  (Poor  qual- 
ity does  not  pay  in  this  any  more  than  it  does  in  shoes). 
.Supposing,  for  example,  you  distributed  five  hundred 
of  these  blotters  each  week.  A  good  reliable  boy 
could  be  secured  to  do  this  for  about  fifty  cents ;  the 
blotters  would  cost  from  fifty  to  seventy-five  cents — 
total  cost  a  little  over  a  dollar  and  you  would  be  plac- 
ing your  name  regularly  in  O'v'er  one  hundred  and  fifty 
homes  each  week  on  the  basis  of  three  blotters  to  each 
house.      That's  pretty  cheap  advertising. 

Perhaps  when  you've  worked  the  blotter  idea  for 
some  little  time  you  might  switch  over  to  something 
else  for  a  while — keep  the  ball  rolling.  You  could 
use  advertising  pencils.  They  are  not  expensive — 
the  cost  is  in  the  neighborhood  of  $8.00  per  thousand. 
They  are,  of  course,  more  expensive  than  blotters  and 
it  might  be  well  to  confine  them  to  customers  rather 
than  prospects.  Penknives  with  each  purchase  al- 
ways please  a  certain  class  of  customers.  Good  ser- 
viceable knives  with  the  dealer's  name  and  advertis- 
ing on  each  side  can  be  purchased  for  $150.00  a  thou- 
sand. Paper  covered  notebooks  are  always  useful 
and  appreciated.      Their   cost   is   roughly   $35.00  a 


BLOT  OUT  YOUR  SHOE  TROUBLES 
 GO  TO  THE  

BIG-88-BIG 

THE  SIGN  OF  THE  OLD  RELIABLE 

SHOE  STORE 

Serviceable  and  Smart  Shoes  for  Men  Women  and  Children 
AT 

88  QUEEN  STREET  WEST 

TELEPHONE  MAIN  88  WAf?REN  T.  FEGAN  PROP. 


Fig.  2— Actual  size  3' -  ins.  by  6  ins. 

thousand  and  an  advertising  message  can  be  placed 
at  the  top  of  every  page. 

There  is  always  a  new  idea  when  you  have  done 
with  the  old  one — inexpensive  and  beneficial — but 
vvhatever  the  means  used  you  must  keep  your  name 
perpetually  before  the  consumer.  If  you  don't,  some- 
body else  will.  It's  merely  a  matter  of  the  best  re- 
sults for  the  least  expenditure  of  money  and  we  be- 
lieve there  is  nothing  that  pays  bigger  and  quicker 
profits  for  a  small  outlay  than  an  attractive  useful 
blotter.  Don't  distribute  the  kind  that  won't  blot 
though. 


so 


)•  r)r)^r\v  i<:a  R  IN  c  a  Is' At)  A 
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If  You  Were  Advertising  Wheelbarrows 

would  you  picture  a  lawnmower?    Have  you  ever  paid  good 
money  out  for  ads.  like  those  shown  below  ? 


Advertising'  is  sini|)ly  (jiic  (iI  mam-  forms  ol  sales- 
iiianshi]). 

Literally  your  advertising;  apjjrcjpriation  is  a  pari 
ui  your  sales  stall".  ^  uur  advertising  is  one  of  your 
salesmen. 

W  hat  vv(jul(l  you  sa\'  if  one  of  your  salesmen  came 
down  to  the  store  some  t\nv  luornini;  wcarinj^,  we'll 
say,  his  business  C(jat  and  a  i)air  of  overalls  or  a  pair 
of  white  ducks  and  a  frock  coat?  Suppose  he  came 
down  with  his  face  so  dirty  you  couldn't  tell  whether 
he  was  a  salesman  or  a  coal  heaver?  You'd  he  in- 
clined to  j^ive  him  the  ''sack"  wouldn't  you? 

Did  you  ever  think  of  these  similar  incongruities 
in  your  advertising  salesman — your  newspaper  adver- 
tisements? /\re  yt)u  careful  enough  of  their  appear- 
ance? Do  you  set  to  it  that  they  express  accurately, 
tersely  and  courteously  what  you  want  said?  Are 
tiiev  in  keeping  with  your  neat  looking  store,  your 
trim  employees  or  your  well-dressed  windows? 

W'e  rei)roduct'  herewith  a  few  ne\vspa])er  "sales- 


men" taken  at  random  from  daily  papers  in  ditterent 
parts  of  the  Dominion  and  typical  of  dozens  of  others 
we  have  noticed  from  time  to  time.  We  consider 
these  are  a  disgrace  to  our  pages  and  cuir  only  reason 
for  using  them  is  in  the  hope  that  we  may  rouse  the 
careless  advertiser  out  of  his  apparent  indifference  and 
wasteful  expenditure. 

Just  look  them  over.  iMg.  1  advertises  a  girl'.-^ 
vici  kid  blucher,  sizes  8  to  10^2.  The  cut 
illustrates  a  woman's  plain  lace  bal.  obviously 
t>i  a  much  larger  size  than  anything  Ijetween  a  child's 
8  to  lOyi.  Further  the  printing  is  muddy  and  the  cut 
is  not  attractive. 

Fig.  2  is  evidently  intended  to  represent  a  child's 
boot  but  it's  a  pretty  dirty  looking  specimen,  giving 
no  idea  of  the  actual  details  of  the  style,  as  far  from 
inspiring  admiration  as  the  earth  is  from  the  sun — 
simply  wasting  good  advertising  space. 

Fig.  3  is  another  smudge  of  an  ill-proportioned 
shoe.      <)ur  eyes  are  not  sufficiently  keen  to  detei-l 


r 


G  rls  Vici  Kid  Blucher,  pat- 
ent  toe  cap    sizes  8   to  10'. 
Regularly  $2.23.  Grand 
Finale  P.  ice  


1.75 


Women's  Shoes 


A  Women's  Patent  B  acher, 
wi  h  mat  kid  top,  welted  sole. 
A  quality  shoe.  Regu  ar  $3.00. 
Grand  F  nale  QC 
Prce     O  ifOj 


New  Cut  Rate  Special 


MEN'S  HARD  WEAR- 
ING WORKING  BOOTS 


Regular  to  $4.75 


New  Cut  RAte  Special 

$2.95 


Women's  Laeed 
Shoes 

LADIES'  PATENT 
BLUCHER  BOOTS 
Regular  to  S6.00.  Broken 

S>Z€S 

New  Cut  Rate 


Men's  Shoes 

Men's  Tan  Winter  Calf  Blu- 
cher, heavy  viscol  sed  sole, 
Goodyear  we  ted  Sold  regu- 
ar  y  at  $7.00.    Grand  r  AT 

Finale  Price  O.^O 

<-  ■ 
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whether  it's  a  lace,  button  or  elastic  gore  upper.  It 
looks  as  if  made  for  a  deformed  limb. 

Fig.  4  sets  forth  a  woman's  patent  blucher.  The 
cut  is  not  only  the  wrong  kind  for  newspaper  work 
but  represents  a  button  shoe.  To  make  matters  worse 
the  printer  has  dropped  out  various  letters  in  the  de- 
scription and  the  price  is  so  badly  printed  as  to  be 
quite  indistinguishable. 

Fig.  5  appeals  to  our  sense  of  humor.  We  arc 
shown  a  light  dress  boot  and  are  told  it  is  a  man's 
hard-wearing  working  boot. 

The  absurdity  of  Figs.  6,  7,  8  and  9  is  also  at  once 
apparent.  Fig.  6 — blucher  or  button  boots,  illustrated 
by  a  plain  lace  bal.  Fig.  7 — winter  calf  blucher,  heavy 
viscolized  sole,  illustrated  ])y  a  light-weight  plain  lace 
bal.  Fig.  8  woman's  laced  boots  illustrated  by  a  but- 
ton boot  and  a  rotten  cut  at  that.  Fig.  9 — patent 
blucher  boot  illustrated  by  a  button  boot,  possibl}'  a 
gipsy. 

Say,  if  3'ou  were  advertising  wheelbarrows,  would 
you  think  of  running  the  picture  of  a  lawnniower?  Or 
if  )^ou  were  advertising  $3,000  motor  cars,  would  you 
illustrate  it  with  a  $470  flivver?  The  efifect  in  either 
case  would  not  be  more  unfavorable  than  these  illus- 
trations. Why  advertise  a  lace  blucher  and  run  an 
illustration  of  a  button  boot  ?  Why  advertise  a  blucher 
heavy  viscolized  winter  boot  and  reproduce  a  medium 
weight  lace  boot?  And  why — rbut  we've  said  enough 
surely  to  emphasize  the  utter  ridiculousness  and 
wastefulness  shown  by  these  examples. 

This  indilTerent,  unthinking  and  careless  method  of 
advertising  is  simply  shovelling  your  money  into  a  hole 
and  pitching  the  spade  in  after  it.  The  people  you 
desire  to  reach — the  people  you  must  reach  if  your  ad- 


vertising is  to  be  of  any  use  whatever — have  neither 
time  nor  inclination  to  puzzle  out  the  connection  be- 
tween the  cut  of  one  shoe  and  the  description  of  an- 
other. Perhaps  the  reader  is  expected  to  use  his  im- 
agination— as  the  Irishman  said,  "It  is  but  it'ain't." 
Toleration  of  guesswork,  however,  should  not  exist  in 
modern-day  advertising. 

Four  of  the  cuts  used  are  fine  screen  half-tones — 
an};-  one  of  them  misplaced  in  a  newspaper  ad. — no 
matter  how  well  written.  It  is  true  that  half-tones 
can  be,  and  are,  used  in  newspaper  work  for  portraits 
and  illustrations,  but  bear  in  mind  that  they  are  of  a 
much  coarser  screen  than  these  examples.  Five  min- 
utes in  the  office  of  your  local  newspaper  will  put  you 
right  on  the  dififerent  kinds  of  cuts.  Get  away  from 
the  idea  that  "cuts  is  cuts."  There's  a  vast  dilTerence. 
Use  only  line-cuts  in  newspaper  advertising.  Look 
at  these  miserable  samples  and  put  yourself  in  the 
customer's  place — would  they  attract  you?  We  don't 
think  so. 

No  matter  how  well  your  copy  is  written  it  won't 
be  more  than  half  effective  if  your  cuts  are  not  right. 
If  you  want  to  throw  away  your  money  there  are  mucli 
easier  ways  of  doing  it. 

There  is  absolutely  no  need  for  the  shoe  retailer 
to  be  satisfied  with  such  press  work  as  that  illustrated 
herewith.  Compare  it  with  other  cuts  in  our  issue. 
Of  course  the  local  printer  may  tell  you  he  can't  get 
l)etter  results  on  his  paper,  but  don't  believe  quite  all 
he  tells  you.  He  can  at  least  correct  the  proof,  put 
in  the  proper  cuts  and  see  that  none  of  the  letters  are 
dropped  out.  Stop  up  this  leak.  It  may  be  the  very 
reason  your  business  is  not  as  prosperous  as  you 
hoped.  Watch  your  ads  carefully  and  systematically. 


Does  Your  Repair  Department  Pay  Your  Rent? 


THF  dealers  tell  us  coal  will  be  higher.  We 
arc  already  sifting  our  ashes  a  little  more 
carefull}'- ! 

Haven't  we,  right  here,  one  of  the  wisest 
characteristics  of  the  human  race.  We  see  things 
coming  and  we  begin  beforehand  to  adjust  ourselves. 
Life  is  a  process  of  continual  adjustment.  In  busi- 
ness it  is  the  successful  man  who  adjusts  himself  to 
new  trade  conditions  most  readily.  In  private  life  it 
is  the  happiest  man  who  does  so. 

What  has  this  to  do  with  shoe  repairing  you  ask? 

Just  this.  The  price  of  footwear  is  going  up. 
Rightly  or  not,  permanently  or  not,  we  shall  all  have 
to  pay  more  this  year  for  our  shoes  than  we  did  for 
the  same  quality  last  year  and  the  question  with  the 
average  consumer  is  not  so  much  why  as — how?  The 
average  citizen  has  no  more  money  than  he  had  a  year 
ago — many  liax  e  less.  AVhat  recourse  has  he  but  to 
sift  his  coal  a  little  finer  and  wear  his  boots  a  little 
longer? 

How  can  lie  wear  tlieni  longer?  Ilave  them  re- 
paired. 

So  there  you  have  the  whole  argument.  Is  it  not 
a  sound  one?  The  higher  the  price  of  shoes  the  more 
repairing  will  be  resorted  to.  Does  not  the  rise  in 
every  other  commodity  bear  this  out.  You  cannot 
get  away  from  the  fact  that  big"  consumption  and  lovV 
prices  go  toi^cther  and  vice-versa.  Just  consider,  for 
example,  the  tremendous  increase  in  the  use  of  elec- 
tricity as  the  result  of  gradually  lowering  prices. 

There  are  one  or  two  other  reasons  just  at  the 


present  moment  why  the  shoe  repairing  business 
should  look  up.  There  is  the  general  tendency  to 
economise,  which  is  evident  in  the  private  lives  of  so 
many  of  our  good  citizens.  There  are  many  people 
today  who,  even  though  they  can  afford  it,  do  not 
consider  it  either  good  taste  or  good  policy  to  purchase 
new  wearing  apparel  beyond  the  limits  of  actual  ne- 
cessity. With  these  people  then  shoe  repairing  be- 
comes a  virtue. 

And,  finally,  shoe  repairing  should  look  up  because 
it  can  be  made  more  profitable.  Prices  for  repair  work, 
alwa)'s  so  low  in  the  past  as  to  leave  the  retailer  too 
small  a  profit,  can  now  be  placed  upon  a  profitable 
basis.  This  will  be  possible  on  account  of  the  com- 
parativel}'-  higher  price  of  footwear.  This  will  also 
enal)le  the  repairman  to  spend  a  little  more  on  each 
job  which  will  result  in  greater  satisfaction.  Thus 
we  should  have  a  cumulative  effect  which,  if  properl}- 
managed,  ought  to  place  the  repairing  industry  in  a 
much  more  favorable  position  than  it  has  been  in  the 
past. 

So  we  believe  there  will  be  a  radical  and  ever-in- 
creasing" change  in  favor  of  shoe  repairing  as  a  relief 
from  an  otherwise  difficult  situation. 

The  business  of  shoe  retailing  occupies  rather  a 
strange  position  inasmuch  as  many  stores  have  no  fa- 
cilities on  the  premises  for  repairing  or  maintaining 
the  articles  they  sell.  It's  hard  to  recall  more  than 
one  or  two  other  businesses  of  which  this  may  also  be 
said. 

What  is  the  reason?    Isn't  a  shoe  store  the  j^roper 
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|)l;u-c  to  to  have  shoes  repaired.  I'erhaps  it  is 
that  the  eoiisunier  has  become  so  accustomed  to  l)ein;4' 
forced  to  to  shoe  repair  shofis  that  they  never 
tliiiik  of  tlie  shoe  retailer  in  this  connection.  Quite 
true,  tlierc  are  a  numl)er  of  stores  conductinji^  repair 
departments  i)ut  not  in  sufficient  quantities  to  rid  the 
public  of  the  impression  that  shoe  repairin<>-  is  a  busi- 
ness ai)art  from  shoe  retailinj^.  Very  few  retailers 
make  any  cITective  bid  for  the  business.  C )rcasionallv 
we  notice  a  little  si^n  in  the  window  of  a  shoe  store 
somethin.y-  like  this:  "Yes,  we  do  l-epairinj^."  Modest, 
unassumint^  and  unfruitful!  Rather  conveys  the  idea 
that  that  part  of  the  business  is  more  of  a  ]:iastime  to 
fill  in  the  spare  moments  and  that  we  might  j^et  a 
fairly  j^ood  job  but  more  likely  a  very  indifferent  one. 

The  shoe  retailer  has  a  dozen  chances  for  business 
to  the  repairer's  one.  Every  customer  for  a  new  pair 
■of  shoes  is  a  prospect  for  a  repair  job.  How  many 
purchasers  of  new  shoes  think  of  leaving;  their  old  ones 
in  the  same  store  to  have  tliem  re-soled  and  heeled? 

The  shoe  salesman  or  the  shoe  retailer  has  one  of 
the  stron<:;est  arg-uments  in  the  world  behind  a  shoe 
repair  department — that  i.-.,  the  increased  i)ricc  of  foot- 
wear. .And  he's  sellin}.^-  tlie  customer  hi^iier  ])rice(l 
shoes  to  back  up  the  argument.  .Ai^ain,  repair  sho])s, 
as  a  rule,  are  not  attracti\  e.     They  arc  ni  many  cases 


Women's  patent  strap  piimp-Gourlay  &  Fo(felberg,  Berlin,  Ont. 


luitidy  and  dirty  and  oiler  no  ])r(>i)er  lacilities  loi- 
chan^iuf^"  shoes  or  having  slioes  repaired  while  cus- 
tomers wait.  On  the  other  iTand  tiie  average  retail 
shoe  store  has  an  equipment  admiral)ly  suited  for  this 
very  purpose  and  the  atmospiicre  and  surroundings 
are  very  much  more  agreeable  to  the  fastidious  i)er- 
son. 

Shoe  re])airing  is  not  an  innovation.  It  is  an  old 
established  business,  dating  from  the  time  shoes  were 
first  made.  Peoi:)le  have  always  had  their  shoes  re- 
])aired  and  now  there  is  every  reason  to  believe  that 
the  repair  business  will  profit  as  it  has  never  done  be- 
fore. And  who,  l)ut  the  shoe  retailer,  is  most  entitled 
to  a  share  of  it?  If  his  business  is  going  to  sulTer  by 
the  increased  cost  of  leather  shouldn't  he  make  every 
effort  to  counter-balance  the  loss  in  some  other  way? 

l'erhai)s  some  of  you  retailers  have  had  experience 
witli  repair  departments — perhaps  you  didn't  get  the 
success  with  them  you  thought  you  should,  lint  have 
\ou  ever  stopped  to  go  back  over  all  the  facts  and  try 
to  find  out  why  your  repair  department  did  not  pay? 
in  nine  cases  out  of  ten  it  is  because  it  was  not  suffi- 
ciently impressed  on  the  customer  that  you  did  repair 
shoes.  A  suggestion  on  the  part  of  a  salesman  to  the 
customer  that  he  just  leave  his  old  shoes  to  be  fixed  up 
practically  good  as  new,  for  half  or  third  the  cost,  is 
the  kind  of  talk  that  usually  gets  business. 

Tlicn  too  the  rei)air  department  must  be  run  with 


just  as  much  system  and  careful  thought  as  the  shoe 
store  itself.  If  a  repair  job  is  promised  for  a  certain 
day  at  a  certain  hour  it's  got  to  be  ready  at  the  exact 
mimite.  Nothing  displeases  a  customer  so  much  as 
having  to  return  a  second  time  for  something  which 
ha^  been  i)iomised  for  the  first  time. 

I  o  (!a\  liie  old-fashioned  cobbler  has  no  place  in 
the  shoe  repair  business.  'I'lie  old  chap  who  used  to 
write  his  instructions  on  the  soles  of  the  shoes  and 
then  chuck  them  in  the  i)ile  at  the  side  of  the  bench 
lias  been  crowded  into  the  background.  Sometime^ 
your  instructions  were  carried  out  properly  but  often 
they  were  not.  .\nd  an  eye  beyond  his  instructions 
was  out  of  the  (|tu-stion.  i.ittle  things  like  sewing  on 
a  button  or  two,  putting  in  a  stitch  or  two  where  seams 
had  jjarted  or  shining  up  the  shoes  a  little  were  things 
that  did  not  enter  his  head.  The  ap()earance  of  the 
work  got  little  consideration,  too.  i'Lven  now  in  our 
more  modern  repair  slio])>  these  seemingly  little  things 
are  sadly  neglected.  .\  customer  wants  a  good  job  of 
lialf-soling  or  heeling  done — he  expects  it  and  i)ays  for 
it.  l!ut  suppose  he  gets  some  little  thing  done  that 
he  hasn't  exjjccted  it's  .going  to  stick  in  liis  memor\ 
e\en  longer  than  the  fact  tliat  he  got  tirst-class  work- 
manship on  the  soling  and  iieeling.     That's  service. 

l*".\  ery  finished  job  of  shoe  repairing  should  be  in- 
sltected  before  being  returned  to  the  customer.  Per- 
liai)s  it  will  l)e  found  that  there  is  a  little  job  that 
siiould  be  done  that  you  can't  profitably  do  for  noth- 
ing. It's  often  good  business  to  do  it  anyway  and  if 
the  customer  is  not  reasonable  enough  to  see  the  ad- 
vantage of  paying  the  ten  or  fifteen  cents  additional 
\\h\  you're  not  out  much  anyway. 

Lack  of  system,  courtesy  and  attention  to  details 
are  decidedly  contributory  causes  of  failure  in  the  shoe 
repair  department.  There  is  very  little  reason  why  a 
shoe  repair  department  cannot  be  made  a  paying  pro- 
l)ositi()n,  especially,  as  we  have  already  noted,  owing 
to  the  increased  cost  of  shoe  making  materials  and  the 
conse(pient  increased  cost  of  footwear.  It  will  never 
])ay  if  shoved  away  in  a  dark  corner  and  left  to  speak 
for  itself.  It's  got  to  be  advertised.  And  here  again 
tiie  shoe  store  has  the  advantage  over  the  repair  sho]). 
.\  ))riiited  notice  can  be  inserted  in  every  package 
telling  about  the  class  of  work  you  do,  your  prompt 
ser\  ice,  giving  your  prices  and  so  on.  You  also  have 
your  delivery  for  calling  for  work  and  delivering  it. 

Doesn't  this  look  like  a  pretty  good  opportunity 
for  the  shoe  retailer?  Wouldn't  it  be  good  policy  to 
consider  the  proposition  very  seriously  as  a  means  of 
offsetting  increased  prices? 


Their  Golden  Anniversary 

The  .\mherst  iioot  Shoe  Co.  will  he  out  with 
their  new  fall  sami)les  about  the  middle  of  April.  To 
their  already  large  and  varied  line  of  staples  will  be 
added  several  new  lasts  and  styles.  This  old  and 
reliable  com])any  may  always  be  de])ended  on  to  be 
•abreast  of  the  times.  They  si)eciali/.e  on  the  '".solid 
leather"  variety,  and  have  an  enviable  reputation 
from  ocean  to  ocean.  This  coming  summer  they 
celebrate  their  .-"Oth  Aiiui versar\-  of  continuous  shoe 
inanufacturiug. 


Don't  exi)ect  people  to  trade  with  you  simply  be- 
cause you  have  been  in  business  at  the  same  stand  for 
a  long  while.  Give  them  more  satisfactory  reasons 
than  that. 
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Variety  is  Better  Than  Quantity 

A MERCHANT  who  believes  in  getting  a  rapid 
rate  of  turnover  and  who  prefers  variety  to 
quantity,  sends  System  the  following  letter  ex- 
jjlaining  why  he  supports  these  two  policies : 
'"Consider  the  merchant  who  buys  a  gross  because 
he  gets  a  better  price — say  as  much  as  ten  per  cent, 
lower  than  he  would  if  he  bought  less.  Now,  say 
that  he  puts  the  same  money  into  twelve  different 
items  at  ten  per  cent,  over  the  cost  per  gross.  Then 
he  turns  his  money  nearly  twelve  times  as  fast. 

"Here  is  the  increase  in  net  profit:  $112  invested  in 
one  item,  which  is  sold  out  in  one  year's  time,  at  thirty 
per  cent,  gross  proht  on  the  cost,  brings  in  exactly 
$145-60,  or  $33.60  gross  profit.  If  the  cost  of  doing 
business  averages  fifteen  per  cent.,  this  is  a  net  profit 
of  $16.80,  or  fifteen  per  cent,  on  the  money  invested. 

"On  the  other  hand,  if  the  same  sum  is  invested  in 
twelve  items  which  sell,  on  the  average,  just  as  fast  as 
does  the  "gross  item,"  they  are  sold  out  twelve  times 
during  the  year,  and  the  total  annual  income  is  on  the 
$112,  thus  the  investment  is  $1,747.20,  with  a  gross  pro- 
fit of  $403.20.  _  At  the  same  cost  of  doing  business,  this 
is  a  net  profit  of  $201.60,  or  one  hundred  and  eighty  per 
cent  on  the  investment.  Subtract  twelve  dollars,  or 
the  ten  per  cent,  'saved'  on  the  cost  of  the  'gross'  order, 
and  the  difference  in  net  profit  is  $178.80 — more  than 
ten  times  the  earnings  of  the  same  amount  invested  in 
one  item  at  ten  per  cent,  discount  on  the  cost.  These 
figures  are  the  result  of  actual  experiment  in  my  own 
store- 
But  that  is  not  all  variety  will  do.  The  fact  that 
twelve  items  instead  of  one  are  on  show  in  the  store 
increases  the  rate  of  sale  of  each  one  of  the  twelve 
items.  Customers  go  where  they  are  likely  to  find 
what  they  want,  other  things  considered ;  and  the  store 
with  twelve  items  instead  of  one  increases  the  chance 
that  customers  will  find  what  they  want  just  twelve 
times. 

"Therefore,  the  statement  that  each  of  twelve  items 
should  sell  at  least  as  fast  as  one  item  is  true ;  and  the 
estimate  above,  though  apparently  theoretical,  is  a 
practical  illustration  of  the  value  of  keeping  the  in- 
vestment in  goods  that  move  fast  and  furnish  custom- 
ers with  the  variety  that  means  extra  sales." 

Margin  of  Profit  Too  Low 

Some  retailers  complain  that  their  margin  of  profit 
is  too  low,  considering  the  amount  of  stock  which  has 
to  be  carried,  the  capital  which  is  locked  up,  and  the 
risks  which  are  involved  owing  to  dead  stock.  On 
this  subject  a  prominent  Montreal  retailer  declared: 
"The  trouble  is,  proprietors  of  stores  are  afraid  of  their 
customers.  Too  often  it  is  their  own  fault  that  the 
profits  are  so  slender ;  they  do  not  ask  enough  for 
their  goods,  being  fearful  of  losing  trade  in  conse- 
(juence  of  competition.  They  have  not  sufficient  nerve 
to  demand  prices  which  will  allow  a  good  profit — a 
profit  which  is  only  fair,  having  regard  to  the  risks 
of  the  business.  We  must  handle  our  customers  in  a 
way  that  will  inspire  confidence,  and  not  create  any 
doubt  in  tlieir  minds  as  to  the  value  which  is  being 
offered.  1  have  seen  a  clerk,  who  was  showing  a  high 
l)riced  article  to  a  customer,  act  in  such  a  manner  as 
to  create  this  doubt;  he  was  apparently  afraid  of  fright- 
ening the  customer  with  the  price,  and  instead  of  bold- 
ly stating  the  price  dilated  on  the  good  points  of  the 
shoe  in  a  hesitating  fashion.    We  cannot  live  on  the 


low  percentage  obtained  by  retailers  in  other  lines  who 
turn  their  goods  over  many  more  times  than  is  pos- 
sible in  a  shoe  store.  We  must  therefore  obtain  a 
higher  ratio  of  profit,  and  I  am  convinced  that  we  can 
secure  it  if  we  will  handle  customers  in  the  right  way." 


Should  We  Stop  Recruiting  in  Ontario? 

To  the  Britisher,  to  the  Canadian,  there  is  some- 
thing repulsive  about  the  word  "conscription."  Vol- 
untary service  has  been  so  long  recognized  through- 
out the  British  Empire  as  the  ideal  form  of  military 
law  that  we  do  not  take  kindly  to  the  thought  of  being 
compelled  to  shoulder  arms.  But  in  the  face  of  what 
is  happening  in  Canada,  if  we  look  right  at  the  facts 
we  cannot  but  feel  that  there  is  much  to  be  said  in 
favor  of  conscription. 

What  is  the  situation  in  Ontario?  Recruiting  has 
l)een  carried  on  to  such  an  extent  and  in  such  a  hap- 
hazard manner  that  our  industries  are  crippled,  pro- 
duction is  at  low  ebb,  labor  for  the  factory  is  unobtain- 
able, and  contracts  which  rightly  belong  to  us  are 
going  to  the  United  States.  Ontario  is  sulTering  as 
the  result  of  her  activity  in  recruiting,  a  statement 
which  cannot  be  made  of  certain  other  provinces  of  the 
Dominion.  Conscription  would  remedy  this  in- 
equality. 

This  war  is  a  business  and  should  be  conducted  in 
a  businesslike  way.  Have  we  not  recruited  beyond 
the  requirements?  If  we  have  not,  why  are  battal- 
ions which  were  in  camp  at  Niagara  last  year  prepar- 
ing to  return  there  this  summer?  The  time  necessary 
to  train  a  soldier  is  surely  not  a  satisfactory  answer — 
and  all  the  time  our  industries  crying  for  men. 

Sir  Robert  Borden  offered  to  send  500,000  men  if 
required,  but  it  would  seem  that  the  Minister  of  Mili- 
tia's call  for  the  second  250,000  has  not  yet  been  justi- 
fied. 

If  we  are  recruiting  more  men  than  are  required,  it 
means  a  loss  to  the  country  and  to  the  Empire.  Every 
man's  time  should,  in  this  crisis,  be  employed  where  it 
will  be  most  effective. 

The  scarcity  of  labor  is  serious.  The  suggestion 
has  been  made  that  women  take  the  place  of  men  in 
the  banks  and  offices  and  other  business  places,  and 
that  the  men  thus  replaced  who  do  not  join  the  colors 
go  to  the  farms.  Yet  in  the  face  of  this  situation  we 
find  the  Government  appropriating  $100,000  for  a  cam- 
paign in  the  daily  newspapers  to  encourage  increased 
production  and  thrift  on  the  farm,  where  the  supply  of 
labor  is  already  totally  inadequate.  There  are  grave 
economic  problems  before  us.  Can  they  be  satisfac- 
torily worked  out  under  the  present  system  of  recruit- 
ing?   What  are  the  opinions  of  our  readers? 


Feet  Are  of  Three  Types 

The  American  Posture  League,  which  was  formed 
for  the  purpose  of  determining  correct  articles  of 
wearing  apparel,  footwear,  etc.,  held  a  meeting  in  the 
Hotel  Astor,  New  York,  recently,  at  which  Dr.  H.  L. 
Taylor,  who  has  studied  all  sorts,  classes,  kinds,  sizes 
and  sexes  of  feet  for  two  years  and  has  over  1,000 
tracings  of  human  feet,  told  the  members  his  research 
work  proved  that  there  are  three  classes  of  feet,  in- 
flared,  outflared,  and  straight.  Shoes  made  to  con- 
form to  these  requirements  will  soon  be  placed  on  sale 
bearing  the  endorsement  of  the  American  Posture 
League. 
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Running  a  Shoe  Business  Successfully  on  $10,000  Capital 


TilK  experience  of  tlie  successful  retailer  is  the 
best  guidance  for  less  successful  or  less  exper- 
ienced men.  The  following-  extracts  are  taken 
from  an  article  recently  appearing  in  Boot 
and  Shoe  Recorder  written  by  Mr.  E.  W.  Burt  in  reply 
to  the  question  "I low  can  1  make  a  success  of  a  retail 
shoe  store  on  $10,000  rai)ital?"  Many  of  the  points 
brought  out  are  ecjually  ai)plicable,  we  believe,  to  a 
business  of  any  size- 

Here  is  your  greatest  problem,  9  out  of  10  merch- 
ants fail  by  over])uying   and   purchasing   the  wrong 


White  Niibuck,  Tuxedo  Button  witli  Canvas  Top~Selby  Shoe  Company, 
Portsmouth,  Ohio. 


kmd  of  shoes  whether  the  capital  is  $10,000  or  $100,000. 
Over  buying  takes  all  your  capital,  wrong  buying  puts 
your  merchandise  at  a  mark-down  sale  with  loss  of 
your  profit.  Carrying  unsalable  shoes  on  your  shelves 
at  six  per  cent,  interest  on  your  investment  is  a  loss, 
which  must  be  considered  seriously.  Decide  what 
trade  you  will  cater  to  and  buy  accordingly.  The 
fewer  lines,  lasts,  and  patterns  you  select  on  your  first 
investment  the  better ;  add  other  lines  as  you  go  along. 
One  pair  on  a  size  on  2j/2  to  3^/2  and  7  to  3  on  medium 
widths,  two  pairs  on  a  size  on  the  middle  sizes  are 
sufficient,  and  do  not  re-order  until  after  you  have'  sold 
what  you  originally  bought.  Depend  all  you  can  upon 
lines  of  shoes  carried  in  stock  by  the  manufacturers, 
purchasing  your  staple  lines  from  the  stock  depart- 
ment. Seventy-five  per  cent,  of  your  business  can  be 
done  on  sensible  sane  shoes  which  are  salable  all  the 
seasons  of  the  year,  the  other  25  per  cent,  should  be  on 
the  fancy,  fly-by-night  styles,  upon  which  you  must 
make  a  long  profit,  and  when  the  sale  begins,  clean  up 
these  fancy  shoes  as  quickly  as-possible. 

Do  not  invest  over  $6,000  to  stock  your  store,  and 
fill  the  rest  of  the  shelves  with  empty  cartons.  ^"ou 
must  purchase  lines  of  shoes  which  give  yon  35  and 
40  per  cent-  gross  profit,  and  establish  your  business 
on  medium  and  high  priced  shoes.  Specialize  on  one 
or  more  brands  of  widely  advertised  shoes,  on  which 
there  is  already  an  established  trade  through  the  ad- 
vertising of  the  shoe.  One  man  in  a  large  city  runs 
his  store  entirely  upon  advertised  shoes,  using  as  his 


trade-name  "Stcjre  oi  I'ainou.',  Shrjc.^,  "  his  business  ha> 
grown  rapidly  and  there  arc  large  profits. 

Do  not  attempt  to  buy  all  styles  of  shoes  demanded 
by  women,  it  it  unwise  for  you  to  invest  money  in  a 
line  of  shoes  for  which  you  have  only  a  very  few 
calls  a  week.  Let  this  business  go  to  another  retailer, 
at  least  for  the  first  year,  while  you  get  on  a  good,  safe 
basis. 

Do  nf)t  give  discounts  to  schools,  colleges,  or  pro- 
fessional men,  it  is  not  necessary  and  you  can  build  up 
your  business  without  it.  Charge  your  customers  for 
wear  on  shoes,  the  customary  amount  is  $1.00  per 
month,  you  cannot  afTord  to  give  free  wear  on  foot- 
wear. 

Salesmanship 

Service  to  \-our  customer  is  the  first  requirement 
l(ir  success  in  the  retail  shoe  business.  hMucate  your 
clerk  to  l)ecome  courteous,  attentive  and  patient  'with 
customers.  I'ay  good  wages  to  your  clerks,  a  man  at 
$18  a  week  is  worth  two  at  $9.00  a  week.  A  poor 
salesman  would  dissatisfy  a  customer  and  drive  awav 
trade.  Remember  that  if  a  salesman  loses  a  sale  of 
one  pair  of  shoes  a  day,  you  will  lose  from  $1.50  to 
$2.50  gross  profit  on  the  pair  which  he  loses.  If  he  is 
a  com]:)etent  salesman,  he  should  make  nearly  every 
sale  which  he  handles. 

Make  the  salesman  realize  that  your  success  de- 
pends u])on  him,  and  give  him  a  chance  for  advance- 
ment if  the  business  increases.  Be  very  strict  with 
yf)in-  salesmen  to  have  them  fit  the  shoes  properly.  Do 
not  allow  any  shoes  to  go  out  of  your  store  misfitted, 
too  short  or  too  narrow.  For  the  first  vear  you  can 
get  along  with  two  extra  men  besides  the  proprietor, 
and  with  extra  clerks  on  Saturdays  and  before  holidays 
if  necessary.  The  .salesman  expense  should  not  be 
more  than  5  per  cent,  of  your  sales. 

Advertising 

In  advertising  yoin-  business,  use  careful  judgment 
in  .selecting  your  method  of  publicity.      Eliminate  all 


Patent  C.ladys  Pump  for  Karly  Summt-r.  shown  by  Blachford  Shoe  Mfs. 
Co.,  Toronto. 


programme.-,  and  "lioating"  advertising,  select  the  lead- 
ing newspaper  and  give  them  a  fairly  good  sized  ad- 
vertisement twice  a  week  for  the  first  year.  Use  at- 
tractive cuts,  illustrations  and  clear  copies,  and  have 
them  original-  Study  how  to  advertise  your  partic- 
ular business  and  rim  your  advertising  voiirself.  De- 
pend chiefly  upon  personal  solicitation  and  letters  to 
l)rospective  customers  in  yoiu"  location.     Send  them  a 
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printed  notice  from  time  to  time  in  a  sealed  envelope, 
describing-  your  goods.  Advertising  is  very  broad  in 
its  scope  and  the  merchant  can  throw  away  a  great 
deal  of  money  unless  the  lines  are  carefully  laid,  and 
the  ones  which  pay  the  best  are  taken  out.  Your  ad- 
vertising should  be  2  per  cent,  of  vour  gross  sales, 
whether  you  do  $25,000  or  $100,000  a  year. 

Your  window  is  your  best  advertisement,  it  is  worth 
the  entire  rent  of  your  store.  Keep  it  neat  and  at- 
tractive and  well  arranged,  changing  the  shoes  week- 
ly, with  display  cards,  and  attractive  arrangements  of 
the  shoes.  Do  not  allow  any  dust  to  accumulate  in 
the  window  or  tan  shoes  to  fade.  If  they  do  so,  re- 
move them  and  put  in  fresh  ones.  Have  your  store 
arranged  well  inside,  with  the  cartons  always  fresh  in 
appearance,  not  damaged  or  broken.  Keep  the  paint 
in  the  store  fresh  and  everything  looking  up  to  date. 
A  customer  is  always  impressed  immediately  upon  en- 
tering the  store,  as  to  the  ability  of  the  merchant  to 
run  his  business- 
Stock  Turn  Over 

On  a  capital  of  $10,000  with  a  stock  investment  of 
$6,000,  your  sales  should  be  at  least  $20,000  to  $25,000 
yearly  at  a  gross  profit  of  35  per  cent,  to  40  per  cent, 
on  staple  shoes  and  higher  on  fancy  shoes  with  the 
quickest  turn  over  on  the  latter  kind.  Clean  up  twice 
a  year,  all  odd  and  end  sizes  and  widths.  Draw  ofif 
composite  sheets  of  all  different  leathers,  tans,  patent, 
etc.,  regardless  of  lasts  and  dispose  of  all  surplus  sizes 
that  have  accumulated  instead  of  buying  new  lines  on 
these  leathers,  the  merchant  who  turns  his  stock  only 
once  a  year  has  over-bought  or  has  the  wrong  styles 
and  he  will  in  the  end  fail. 

Stock  System 

Every  shoe  retailer  should  keep  a  stock  system 
in  a  book  ruled  ofif  in  squares,  containing  the  styles, 
sizes  and  widths  of  every  line  in  the  store,  putting 
down  one  line  for  every  pair  on  hand  and  crossing 
ofif  each  pair  when  sold,  adding  new  pairs  as  re- 
ceived, so  that  every  night  you  can  look  at  the  stock 
system  and  know  exactly  what  there  is  in  the  store.  I 
have  worked  out  a  stock  system  for  my  own  stores 
and  perfected  it  to  such  a  point  that  the  stock  was 
short  only  3  pairs  in  one  year  in  our  Pittsburgh  store. 
The  shoes  can  be  crossed  ofif  the  stock  sheet  when 
sold  every  day,  from  the  day's  business  taken  from 
the  cash  or  charge  sales  slips  made  out  by  the  clerk 
when  the  sales  are  made.  These  slips  should  be  in 
duplicate,  one  can  be  kept  in  the  store  and  the  other 
given  to  the  customer.  Exchanging  sizes  or  shoes 
returned  can  be  taken  off  the  stock  sheets  as  if  they 
were  sold,  adding  on  the  pairs  returned,  crossing  off 
the  pair  given  in  exchange. 

Lastly 

Remember,  you  are  in  the  shoe  business  to  stay, 
making  satisfied  customers  is  the  best  advertisement 
yon  can  find-  Do  not  waste  any  time  worrying  about 
the  other  fellow  getting  your  business,  be  original, 
progressive  and  fearless,  do  your  business  on  prin- 
ciple, not  habit-  Honesty  must  be  your  strongest 
card  and  give  all  your  time  strictly  to  business;  never 
be  satisfied  with  what  you  have  accomplished,  but  look 
ahead  for  larger  fields,  your  business  is  what  you  make 
it;  vou  are  the  gaKanic  battery  which  puts  life,  act- 
and  success  iiilo  it. 

join  your  shoe  retail  association;  you  cannot  suc- 
ceed without  co-operation  with  other  shoe  merchants; 
it  is  worth  himdreds  of  dollars  to  yon. 


Twenty-seven  Years  With  Same  Firm 

Mr.  C.  S.  Sutherland,  general  manager  of  the  Am- 
herst Boot  and  Shoe  Company,  Limited,  has  been  con- 
nected with  the  firm  for  twenty-seven  years,  entering 
their  employ  as  a  junior  clerk  in  the  office.  After 
acquiring  a  thorough  knowledge  of  the  footwear  busi- 
ness he  was  promoted  to  the  travelling  staff  and  cov- 
ered Nova  Scotia  and  Newfoundland  for  several  years. 
'Seven  years  ago  he  was  made  general  manager  of  the 
entire  business.  Mr.  Sutherland  is  also  a  director  of 
the  Independent  Rubber  Company  and  president  of 
the  Amherst  Central  Shoe  Company,  Limited,  of  Re- 
gina,  a  separate  company,  handling  the  Amherst  Boot 
&  Shoe  Company's  lines  in  the  central  prairie  provinces 


Mr.  C.  S.  Sutherland. 


from  Lake  Superior  to  British  Columbia.  The  man- 
ager of  this  company  is  Mr.  Geo.  H.  Anderson,  and  the 
travelling  staff  is  composed  of  Messrs.  Paddock,  Stone, 
Reynolds,  Dennis  and  Mclntyre.  The  Amherst  Boot 
and  Shoe  Company  are  represented  on  the  road  by  D. 
F.  MacDonald  in  Cape  Breton ;  J.  F.  Sears,  eastern 
Nova  Scotia;  R.  H.  McCuUough,  western  Nova  Scotia; 
A.  A.  Alley,  Prince  Edward  Island ;  James  McLeod, 
n(irthern  Nova  Scotia;  A.  F.  Hire  and  B.  B.  Black, 
New  Brunswick ;  Stewart  N.  Scott,  Quebec  and  north- 
ern Ontario ;  Charles  Mills,  eastern  townships,  and  F. 
A.  Rice,  British  Columbia.  The  present  daily  capa- 
city of  the  plant  at  Amherst  is  1,500  pairs  a  day. 


Compliment  to  Dunlop  Ads 

Word  has  just  come  from  New' York,  which  would 
indicate  that  a  remarkable  compliment  has  been  paid 
to  the  Dunlop  Tire  &  Rubber  Goods  Co.  A  large 
agencv,  who  keep  a  portfolio  of  the  world's  best  ad- 
vertising matter  gathered  together  from  every  part 
of  the  map — include  in  that  portfolio  the  Dunlop 
"Famous  Picture"  series  which  appeared  in  Canadian 
newspapers  last  September.  The  "Famous  Pictures" 
Avere  the  first  ads.  of  the  type  ever  run  in  America,  or 
any  other  part  of  the  world  so  far  as  can  be  traced, 
and  that  is  probably  the  reason  why  the  agency  in 
(|uestion  selected  the  series  for  their  portfolio,  as  their 
big  endeavor  is  to  get  new  treatment  on  any  subject 
or,  in  other  words,  originality  all  along  the  line. 
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The  Stores  of  "  Service  " 

Mr.  C.  F.  Rannard,  the  well-known  shoe  retailer,  of 
Winnipeg,  has  just  completed  a  trip  to  eastern  cities, 
including  Chicago,  Detroit,  Rochester,  'i'oronto,  Mont- 
real and  Ouehec.  In  making  this  extended  tour  of  shoe 
centres  Mr.  Rannard  indicates  the  spirit  of  present-day 
retailing — to  gain  as  much  knowledge  as  possible  so 
as  to  be  able  to  retail  shoes  better  and  give  customers 
a  better  service.  Mr.  Rannard  is  president  of  the 
Manitoba  Retailers'  Association  and  a  staunch  be- 
liever in  the  "get  together"  idea  as  a  solution  of  many 
of  the  retailers'  problems. 

The  success  of  this  big  Manitoba  shoe  man  is  evi- 
dence of  the  fact  that  the  right  way  to  make  your  busi- 
ness develop  is  to  develop  your  own  ideas  first.  By 
careful  attention  to  his  job,  systematic  organization  of 
his  whole  plant,  discriminating  selection  of  his  assist- 
ants and,  above  all,  absolute  insistence  that  everyone 
al)out  his  three  establishments  should  keej)  that  word 
"service"  u])])ermost  in  his  mind,  Mr.  Rannard  has 
accom])lislu"d  in  a  few  years  what  most  of  us,  unless 
we  change  (jur  ways,  won't  do  in  a  lifetime.  In  a 
word,  the  modern  way  of  doing  business  is  better  than 
the  ancient,  and  Mr.  Rannard  has  grasped  the  fact. 


A  Prominent  Shoe  Man 

Mr.  L.  (iauthier,  i)resi(lent  of  the  Canadian  Foot- 
wear Company,  Limited,  and  of  the  Slater  Shoe  Com- 
pany, Limited,  Montreal,  has  had  a  long  experience  in 
the  leather  and  shoe  trades.  For  many  years  he  was 
connected  with  M.  C.  Galarneau  and  Company,  Mont- 
real, tanners  of  sole  leather  and  sheep  skins,  and  lat- 
terly has  become  interested  in  the  Canadian  Footwear 


Mr.  I..  E.  Gauthier. 

Company  and  the  Slater  .Shoe  Com))an_\-,  the  former 
making  women's  lines  and  the  latter  men's  shoes.  He 
takes  a  very  active  ])art  in  the  direction  of  both  con- 
cerns, and  has  an  office  at  the  show  rooms  of  the 
Canadian  I<"ootwear  Company.  This  concern,  a  com- 
paratively new  comer  in  the  shoe  business,  is  more 
than  fulfilling  the  expectations  of  its  founders ;  the 
orders  received  are  so  large  that  the  factory  at  Pointe- 
aux-Trembles  is  running  day  and  night.  The  Slater 
Shoe  Com])any  also  reports  a  very  large  business  ;  the 
company  manufacture  high  grade  goods,  and  has  niadi' 


a  specialty  of  military  shoes.  Mr.  (iauthier's  experi- 
ence in  the  leather  trade  is  of  great  value  to  both  the 
companies.  Outside  of  the  manufacturing  business, 
he  takes  an  interest  in  municipal  affairs,  being  a  mem- 
ber of  the  f  )utremont  City  Council. 


"  Billy  "  Allan's  Shoe  Store 

\V.  C.  Allan,  of  W  innipeg,  Man-.,  is  now  the  de- 
serving possessor  of  a  store  of  his  own,  having  re- 
cently taken  over  the  premises  at  494  Main  Street,  oc- 
cupied by  the  Ryan-Devlin  Company,  who  have 
moved  to  Portage  Avenue.  Mr.  Allan  .spent  ten 
years  in  this  same  store  during  the  time  it  was  con- 
ducted by  George  Ryan.  Afterwards  he  was  man- 
ager of  the  Quebec  Shoe  Store  and  for  the  past 
eighteen  months  has  been  in  charge  of  the  men's  de- 


Mr.  W.  C.  Allan. 


partment  of  the  Yale  Shoe  Store  on  Portage  Avenue. 
He  is  a  genial,  and  experienced  shoeman,  known  to  his 
hundreds  of  friends  and  customers  as  "Billy"  Allan. 
Jiis  stock  will  consist  of  popular-priced  footwear  for 
men,  women  and  children  and  is  very  complete  in  as- 
sortment. No.  494  Main  Street  has  been  a  shoe  store 
for  so  many  years  and  Mr.  Allan  has  had  such  wide 
experience  that  there  can  be  little  doidit  of  his  suc- 
cess. 


Organizing  a  New  Company 

We  understand  that  Mr.  Charles  E.  Slater  is  work- 
ing on  the  organization  of  a  new  Companj'-  to  manufac- 
ture exclusively,  in  Quebec,  women's  cushion  sole  turn 
boots,  a  duplicate  of  lines  which  have  been  largely  im- 
ported from  the  Cnited  States.  Mr.  Slater  also  has 
plans  under  consideration  for  establishing  other  fac- 
t(»ries  for  the  manufacture  of  specialtv  lines. 


Boston  Last  Co.'s  Publications 

The  Boston  Last  Company,  44  Binford  Street,  Bos- 
ton, have  issued  a  couple  of  pamphlets  dealing  with  in- 
teresting topics.  One  describes  the  value  of  a  shoe- 
lining  treatment  called  "Stize."  of  which  this  com- 
pany will  send  samples  on  request.  The  other 
l)amphlet  describes  the  Stewart  Rapid  Folder  which 
is  a  labor-saving  device  for  folding  shoe  fabrics  of  all 
kinds. 
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"Coultas"  Shoe  Ornaments 

Mi-._  G.  J.  Trudeau's  service  to  the  shoe  manufac- 
turers in  Canada  is  made  more  complete  by  his  secur- 
ing- the  exclusive  representation  of  one  of  the  largest 
and  most  successful  manufacturers  of  shoe  ornaments 
in  the  United  States.  "Coultas"  shoe  ornaments 
have  built  for  themselves  during  the  past  five  years  a 
phenomenal  success,  due  to  the  quality  and  style  of 
the  ornaments,  coupled  with  a  personal  service  to  the 
shoe  manufacturer.  Mr.  Coultas  is,  we  understand, 
considered  by  the  largest  and  most  exclusive  manufac- 


turers of  women's  shoes  in  the  United  States  as  a 
style  authority  for  shoe  "ornaments  and  his  advice  in 
regard  to  the  enhancing  by  ornaments  of  a  beautiful 
shoe  for  women  is  very  frequently  asked.  Mr.  Tru- 
deau  this  coming  season  will  show  the  shoe  manufac- 
turers of  Canada  one  of  the  most  complete  and  com- 
prehensive lines  of  shoe  ornaments  ever  seen.  He 
has  made  arrangements  whereby  prompt  shipments  of 
the  latest  styles  can  be  readily  secured  and  manufac- 
turers kept  posted  as  to  the  latest  dictates  in  shoe 
ornaments  from  fashion  centres  of  the  world. 


What  is  Money? 

In  a  contest  held  by  a  British  weekly  for  the  best 
definition  of  money  the  following  took  first  prize : — 
"An  article  which  may  be  used  as  a  universal  pass- 
port to  everywhere  except  heaven,  and  as  a  universal 
provider  of  everything"  except  happiness." 


Mr.  W.  W.  Lindsley,  Travelling  Salesman— covers  Maritime 
Provinces  for  E.  T.  Wright  &  Co.,  St.  Thomas. 


Big  Week  in  Boston,  July  12-19 

Many  important  meetings  of  the  trade  are  sched- 
uled for  the  week  of  July  12  to  19  in  Boston.  The 
National  Shoe  Travelers'  Association  will  hold  their 
annual  outing  on  Thursday,  July  13  and  there  will  be 
large  gatherings  of  trade  organizations  at  the  Shoe 
and  Leather  Fair  in  Mechanics  Building.  Saturday, 
July  15,  will  be  Superintendents'  and  Foremen's  Day 
for  the  men  who  superintend  the  making  of  shoes,  and 
invitations  will  be  extended  to  all  members  of  the  local 
and  national  associations.  The  Massachusetts  Shoe 
Retailers'  Association  has  passed  a  resolution  to  hold 
a  meeting  at  the  Fair  and  invite  all  New  England  shoe 
retailers  to  attend.    Invitations  will  also  be  sent  out 


Mechanics  Building,  Boston— Headquarter-;  of  Shoemen's  Convention,  July  1219. 

to  all  members  of  the  National  Shoe  Retailers'  Associ- 
ation to  meet  the  New  England  Association  at  the  Fair. 
The  Fair  management  has  sent  out  letters  in  Spanish 
and  Portuguese  to  shoe  and  leather  buyers  in  Central 
and  South  America,  the  West  Indies,  etc.,  and  letters 
in  English  have  been  sent  out  to  all  English-speaking 
countries  inviting  all  members  of  the  trade  to  visit 
Boston  next  July.  A  large  attendance  from  foreign 
countries  and  from  all  parts  of  the  United  States  is 
expected  by  the  Fair  management. 

The  Canadian  shoe  and  leather  trade  is  cordially  in- 
vited to  attend  and  make  their  headquarters  in  the 
booth  of  "Footwear  in  Canada." 


Landers  Bros.  Rapid  Development 

The  Landers  Brothers  Company  of  Toledo,  Ohio, 
started  in  a  small  way  in  1886  and  the  business  has 
been  growing  gradually  until  they  were  obliged  a  few 
months  ago  to  erect  the  large  substantial  plant  shown 
herewith,  made  of  steel,  brick  and  concrete,  heavy  mill 
construction,  with  all  the  advantages  of  light,  air  and 
comfort  for  their  employes.  The  Landers  Company 
manufacture  canvas  innersoling,  box  toe  canvas,  com- 
bined felts  and  camas,  h'airy  innersoling  for  lining 
and  facing  light  weight  leather,  and  other  materials 
now  used  largely  hy  the  shoe  trade.     There  is  a  big 


The  Landers  Bros.'  Factory. 

and  growing  demand  for  these  materials.  Being  cen- 
trally located  and  giving  prompt  shipment  this  com- 
pany serve  the  trade  to  best  advantage.  Now  that 
leather  is  so  high  in  price  and  also  since  these  goods 
can  be  used  without  waste,  the  larger  trade  particul- 
arly are  re-ordering  in  quantities. 
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Profitable  Retailing   The  Correct  Way  to  Figure  Profits 

[?y  A.  H.  Geuting  ' 


PR()|'I  rABIJ'".  retailing  has  two  sides  to  it.  I 
would  ])Ut  first  the  ])rofil  there  is  in  the  esteem 
and  respect  in  which  the  business  fraternity  and 
your  fellow  retailers  hold  you,  which  is  of  the 
greatest  value,  and  second,  the  actual  cash  that  you 
can  clean  un  in  your  business  to  support  this  posi- 
tion, for  unfortunately,  our  civilization  is  still  based, 
in  a  large  measure  at  least,  on  that  which  we  have. 

We,  in  the  shoe  business,  have  been  more  or  less 
poets  and  dreamers  from  St.  Crispen's  time  to  the 
present.  St.  Crisi)en,  you  know  is  our  Patron  Saint. 
He  it  was  who  was  politically  banished  from  Rome, 
and  in  his  zeal  for  the  poor  people,  went  so  far  as  to 
steal  leather  in  order  to  make  and  cobble  shoes  for 
the  poor  at  a  very  small  price.  His  example,  unfor- 
tunately, has  been  followed  too  long  for  the  good  of 
the  craft  in  the  United  States.  Everybody  in  America 
is  well  able  to  pay,  and  few  are  in  the  want  in  which 
St.  Crispcn  found  his  people.  Americans  usually  hold 
those  in  low  esteem  who  do  not  succeed  in  securing  a 
profit.  The  shoe  retailers  and  the  shoe  trade  gener- 
ally, have  thought  too  little  of  their  own  advancement, 
and  as  a  result  the  public  looks  upon  us  with  low  es- 
teem, while  other  trades,  less  dignified,  carry  their 
heads  high  with  lofty  airs  and  are  respected,  when  their 
calling  is  really  second  or  third-rate,  as  compared  with 
the  shoe  trade. 

Stand  for  the  Dignity  of  Merchandising 
Now,  let  me  make  a  strong  plea  for  all  shoe  re- 
tailers in  this  state  of  Pennsylvania  to  turn  over  a  new 
leaf;  to  hold  your  heads  high;  to  stand  for  the  dignity 
of  your  craft;  and  to  get  returns  for  your  time  and 
money  invested,  for  it  is  high  time  that  we  put  shoe 
retailing  on  the  le\  el  w  ith  the  best  trades  in  existence. 
Yoin-  state  association  will  help  you  accomplish  this. 

But,  all  this  is  general,  and  you  perhaps  want  to 
know  something  to  bring  about  this  standard,  and  to 
start  with  I  am  going  to  advise  you  and  urge  upon 
you  to  forget  the  past  and  no  longer  remember  the 
useful  margins  upon  which  shoes  were  sold.  $2.25 
for  $3— $2.50  for  $3.50— and  $3  for  $4,  and  do  what  the 
common-sense  peddler  does  that  makes  trade  pay  a 
profit.  A  ])eddler  never  makes  a  trade  unless  there 
is  a  profit,  for  he  knows  each  day  what  it  costs  him 
to  peddle,  and  when  the  day  is  over  he  knows  the 
profit  he  made  <»n  the  merchandise  sold. 

Wrong  Point  of  Profit  View 

The  trouble  with  us  has  been  that  we  usually  look 
upon  the  gross  profit  as  the  net  profit,  and  nine  times 
out  of  ten,  this  gross  profit  is  used  up  in  overhead,  and 
then  we  wonder  at  the  end  of  the  year  why  there  is 
nothing  left  in  the  shape  of  real  profit.  The  only  way, 
therefore,  for  you  to  get  real  profit  out  of  your  busi- 
ness is  to  know  what  that  overhead  is — what  it  costs 
you  to  do  business,  and  how  much  that  cost  means 
oij  every  pair  of  shoes,  or  what  i)er  cent  it  eats  u])  of 
your  sales.  When  you  have  gotten  these  facts,  then 
you  have  the  fiuulamental  i)rinciples  upon  which  you 
can  proceed,  and  not  before. 

If  you  do  $40,000  worth  of  business  and  it  costs 
you  $10,000  to  conduct  your  store,  which  should  in- 
clude the  interest  on  your  money,  the  rent  of  the  store, 

♦  Before  Pennsylvania  Shoe  Retailers'  Convention  at  Pittsburgh. 


whether  you  own  it  or  not,  and  the  salary  for  your  own 
services,  then  you  kncnv  that  it  costs  you  25  per  cent,  on 
your  sales  to  ])ay  expenses,  and  25  per  cent,  on  yom 
sales  means  aflding  one-third  on  the  cost  of  your  goods. 
If  you  traded  on  that  basis  you  would  break  even  and 
not  make  a  dollar,  in  fact  you  would  lose  money,  since 
shrinkage  and  waste  and  the  broken  lines  that  you 
must  clean  up,  at  least  consume  another  five  per  cent, 
expense,  and  so  at  the  end  of  the  year  a  man  that  so 
marks  his  goods  would  be  out  five  per  cent,  rather 
than  show  a  net  profit.  Mr.  McCiowin  made  this  state- 
ment at  the  N.  S.  R.  A.  meeting  in  New  York,  that 
everybody  that  cannot  make  a  10  per  cent,  net  profit 
out  of  his  business,  ought  to  get  out  of  it.  We  will 
take  this  as  a  good  authority,  for  I  do  not  think  there 
is  a  better  authority  on  this  (juestion  than  President 
McGowin. 

How  to  Figure  Profits 

And,  now  what  are  our  results:  First,  25  per  cent, 
for  exi)enses,  5  per  cent,  for  mark-downs — 10  per  cent, 
for  net  profit — total  40  per  cent,  aiul  40  j)er  cent,  on  the 


Men's  Gun  Metal  Calf  Button.  Whole  Fox,  Mat  Calf 
Top.  Slip  Sole  on  Medium  high  toe— 
Drummond  Shoe,  Limited. 


selling  ])rice  of  a  shoe  means  marking  the  shoe  up 
66  2/3  per  cent,  on  the  cost.  Now  those  of  you  who 
are  not  mathematicians,  ])lease  remember  that  40  per 
cent,  on  the  sale  i)rice  of  a  shoe  is  identical  with  66  2/3 
per  cent,  marked  to  the  cost  of  the  shoe,  and  to  give 
a  ])ractical  examj)le,  1  will  illustrate  this: 

A  shoe  that  costs  you  $3  should  be  marked  u]) 
66  2/3  ])er  cent.,  or  2/3  more.  1/3  of  $3  is  $1 — 2/3 
would  be  $2,  therefore,  a  $3  shoe  would  sell  for  $5. 
Now,  let  us  apply  the  40  per  cent.  rule.  40  ])er  cent, 
on  $5  is  $2,  deduct  $2  from  $5  and  you  again  have  the 
original  cost — $3,  thereftire,  you  can  i)lainly  see  that 
40  per  cent,  on  the  selling  price  of  a  $5  shoe  is  $2,  and 
66  2/3  on  the  cost  of  that  shoe,  which  is  $3,  makes  $5. 
If  you  will  carefully  consider  this  simple  mathematical 
])robleni,  which  any  boy  in  the  grammar  school  can 
understand,  and  will  ai)i)ly  it  to  your  business,  you 
may  rest  assured  that  when  the  year  is  around  you 
will  have  a  net  profit  in  your  store. 

Those  of  vou  who  live  in  smaller  towns  or  have 
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neighborhood  stores,  may  l)e  able  to  do  your  business 
at  a  cost  of  15  to  20  ])er  cent,  on  the  selling  price  of 
your  shoe.  If  so,  you  can  sell  your  shoes  less.  In 
short,  if  it  costs  a  neighborhood  or  country  store  20 
per  cent.,  it  is  obvious  that  you  can  afford  to  sell  yoitr 
shoes  for  10  per  cent.  less.    That  is  entirely  up  to  you. 

The  principle,  however,  cannot  be  changed.  It  is 
as  immutable  as  the  laws  of  the  universe,  and  let  no 
one  preach  a  different  doctrine  to  you,  for  there  is 
nothing  that  will  c\  er  make  a  pri)Ht  for  3'ou  excepting 
the  mark-up  on  your  shoes  alcove  your  expenses,  and 
if  you  compute  this  matter  by  percentage,  you  must 
divide  the  volume  of  your  business  into  the  expense 
of  your  store,  which  will  give  you  the  cost  ])ercentage 
of  doing  business,  using  this  percentage  as  a  basis, 
allowing  5  per  cent,  for  mark-down  and  10  per  cent, 
for  profit,  is  bound  to  give  you  the  result. 

Flexibility  of  Price  Standards 

Carrying  out  this  proposition  brings  you  to  the  re- 
tail price  of  your  shoes,  which  I  fear  very  few  will  have 
the  courage  to  carry  out.  There  is  always  a  give  and 
take  in  a  store.  Some  shoes  will  carry  a  ]irofit  while 
others  will  not,  so  you  must  carefully  consider  this 
proposition,  but  by  all  means  do  away  with  fixed  prices. 
Fixed  prices  are  not  scientific — they  are  the  tethers 
that  bind  your  system  into  incompetency.  AVhen  a 
shoe  is  well  made  by  a  good  manufacturer  and  giving 
you  good  results,  do  not  disturb  this  quality ;  pay  the 
legitimate,  advanced  price,  but  mark  them  accordingly. 
In  that  way  you  do  not  lie  or  fool  your  customer,  and 
let  your  shoes  be  figured  at  $4.2,S,' $4.35,  $4.65,  $4.75, 
or  any  old  price  as  long-  as  it  is  legitimate  and  honest 
as  to  the  value  you  deliver. 

Turnover  and  Volume 

-Now  we  come  to  the  ])ro])osition  of  turnover.  This, 
too,  is  a  very  important  subject,  even  quite  as  import- 
ant as  the  first,  that  of  making  a  profit,  for  if  you  learn 
how  to  mark  your  shoes,  you  still  must  know  how  to 
merchandise  them.  Unless  you  knoAv  how  to  merchan- 
dise them,  you  will  lose  the  profit  that  you  show  on 
the  mark-up.  The  fallacy  of  turnover  and  volume  has 
created  more  trouble  and  busted  more  shoe  retailers 
than  anything  I  know  of,  simply  because  its  real  value 
was  not  ])roperly  understood.  Merchandising  by  itself 
never  makes  a  profit,  but  it  ])reserves  profit.  Please 
bear  this  in  mind,  that  the  first  element  in  business  is 
to  make  profit,  and  the  second  element  is  to  preserve 
that  profit. 

Now  follow  me  closely,  and  do  not  get  the  idea  in 
\our  nn'nd  that  1  am  opi)osed  to  volume,  or  what  is 
known  as  turno\er,  for  they  are  as  important  to  your 
business  as  the  profit  itself,  but  please  note  that  turn- 
over does  not  make  a  profit.  It  never  did  and  never 
will  in  itself  i)roduce  nmncy.  Neither  will  vohmic 
nird<c  ])rofit.  Vou  ma}'  turn  your  stock  ten  times  a 
year  and  you  ma}'  do  a  million  dollar  business,  and  yet 
fail  to  make  a  ])rofit  if  your  mark-u])  is  wrong. 

Now  you  will  naturally  say',  what  does  volume  and 
turno\-er  flo  if  the}'  don't  make  profit?  and  I  will  ,ins- 
\\ei-  this  in  the  second  part  of  my  address: 

h^irst,  we  will  take  up  \'olume.  Volume  is  imjxirt- 
ant  in  that  it  holds  down  }-our  overhead.  To  make  this 
plain  let  me  say  that  you  run  a  store — stock  it  antl 
man  it,  and  we  will  say  it  costs  you  $10,000  a  year  to 
run  this  store.  If  you  only  did  $10,000  worth  (')f  busi- 
ness it  wotild  cost  you  100  per  cent,  and  }()U  ccrtaiid\' 
cannf)t  mark  your  shoes  u])  on  such  a  basis  and  com- 
l)ete,  for  nobody  would  come  and  buy  your  shoes.  In 
short,  you  would  be  retailing  on  too  extravagant  a 


basis,  but  if  you  can  get  your  sales  up  to  $40,000  with 
a  $10,000  expense,  you  get  your  expenses  down  to  a 
25  per  cent,  basis,  "which  will  enable  you  to  compete 
with  the  shoe  business  as  it  stands  today.  I  trust  this 
is  clear  to  you  anl  you  will  understand  the  importance 
of  the  necessary  volume  in  proportion  to  your  expense. 

How  Do  You  Buy? 

In  order  to  preserve  profit  you  must  make  a  pro- 
per turnover,  which  means  to  buy  your  shoes  sanely, 
with  good  judgment  as  to  quantity,  and  as  to  style, 
for  remember,  your  stock  gets  out  of  style  very  quickly, 
and  that  when  the  season  is  over  you  must  be  rid  of 
your  goods,  for  if  you  do  not,  the  loss  on  your  stock 
will  counterbalance  the  profit,  and  all  the  nice  mark- 
ups that  you  took  in  the  beginning  of  the  season  will 
be  lost  in  the  mark-downs.  Therefore,  the  turnover 
is  an  important  element,  and  I  will  lay  down  as  a  good 
rule  that  is  conservative  and  that  everybody  should 
carrv  out,  which  is  : 

At  inventory  time  let  your  stock  be  no  larger  than 
one-quarter  of  your  entire  sales.  Some  people  can  do 
better  than  this  and  others  find  it  quite  satisfactory 
to  have  one-third  of  their  entire  sales  in  stock  at  in- 
ventorv  time,  but  I  Avould  scarcely  recommend  any- 
thing less  than  three  times,  and  I  believe  there  is 
such  a  thing"  as  turning  your  stock  over  too  often,  for 
vou  may  be  playing  the  game  too  close  and  lose  out 
in  not  having  the  shoes  when  people  want  them. 
A  Profit  Above  Expenses 

Now  please  get  this  into  your  mind,  and  get  it  there 
good  and  solid,  that  no  one  ever  made  any  money  in 
business  imless  he  made  a  profit  above  his  expenses, 
no  matter  how  large  his  volume  or  how  often  he 
turned  his  stock  or  how  Avell  he  kept  his  store.  There 
must  be  a  margin  above  your  expenses,  without  which 
nobody  ever  made  a  cent  in  the  world,  but  that  volume 
is  necessary  to  reduce  your  expenses,  and  that  turn- 
over is  an  important  element  in  preserving  the  profit 
3'^ou  have  marked  on  your  shoes. 

In  closing,  I  want  to  discuss  one  last  and  important 
question  for  the  shoe  trade  to  consider,  and  that  is,  you 
cannot  ask  the  public  to  pay  for  your  stupidity  and 
your  mistakes.  You  must  go  into  business  with  clean 
and  efficient  hands.  It  is  not  fair  to  the  public  to  pay 
the  cost  of  a  fool  proposition  in  business.  On  the 
other  hand,  if  you  are  efficient  and  conduct  your  busi- 
ness in  a  clean,  straightforward  way,  the  public  must 
and  will  pay  you  a  handsome  profit.  Every  law  in 
the  land  and  every  person  in  the  world  will  uphold 
you  in  this  position,  and  "with  each  day's  work  done 
conscientiously  and  with  efficiency  along  the  lines  in- 
dicated, you  will  stand  before  men  conscious  and 
strong  of  having  done  your  very  best,  and  as  they  say 
in  the  West,  angels  can  do  no  more. 

Do  not  mind  what  your  neighbor  does,  let  him  play 
his  game  his  way;  and  pay  little  attention  to  the  tricky 
merchant,  let  him  work  his  game  his  way.  Just  attend 
to  your  own  business,  and  if  you  conduct  it  on  the  lines 
indicated  in  my  address,  you  will  win.  You  will  have 
the  store  of  your  town,  you  will  have  the  respect  of 
your  community,  you  will  uphold  the  dignity  of  your 
craft,  and  you  Avill  enjoy  all  those  good  things  that 
go  with  a  profitable  life. 


That  the  evils  of  fraudulent  advertisuig  are  be- 
coming more  widely  recognized  is  evidenced  by  the 
fact  that  a  business  n"ian  in  Providence  was  sentenced 
to  ninety  days  in  jail  and  to  pay  a  fine  of  $100  and 
costs  on  a  charge  of  inserting  a  false  advertisement 
in  a  daily  newspaper  with  fraudulent  intent. 
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FOOTWEAR  FINDINGS 

Happenings  in  the  Shoe  and  Leather  Trade 


.\  l)y-law  was  carried  recently  in  Brampton,  Ont.,  grant- 
ing certain  concessions  to  the  Acme  Rubber  Company,  who 
have  plans  under  way  for  a  $.'!0,000  rubber  factory  at  that 
place.    Equipment  will  cost  $70,000. 

Bedard  Brothers.  Tilbury,  Ont..  have  purchased  ))ro- 
perty  and  arc  jjreparing  plans  for  a  $5,000  shoe  store. 

Tenders  are  being  called  for  the  erection  of  a  $2.5.000 
shoe  factory  at  Hull.  Que.,  for  the  Hull  Shoe  Manufacturing 
Comnany. 

Rol^ert  T.  Hayes,  president  and  manager  of  J.  M.  Hum- 
phrey &  Company,  wholesale  boot  and  shoe  dealers.  St.  Tohn. 
N.  B..  will  be  a  candidate  for  mayor  in  opposition  to  Mayor 
Frink  in  the  coming  election. 

H.  D.  Lewis,  of  Picton.  N.  S..  is  now  reuresenting 
("harles  A.  Ahrens.  Limited.  Berlin,  and  the  T^ady  Belle  Shoe 
Company,  of  Berlin,  in  the  Maritime  Provinces.  He  also 
handles  a  line  for  the  Nursery  Shoe  Co..  f)f  St.  Thomas. 

H.  C.  Lecky,  who  for  some  time  has  been  covering 
Western  Canada  for  Getty-Scott,  Limited,  rias  resigned  his 
position  to  become  sales  manager  for  the  Ford  Motor  Car 
Company,  at  London,  Ont.  L.  S.  Walden.  who  has  a  good 
connection  in  the  western  territory,  is  Mr.  Lecky's  successor. 

W.  D.  Hobson,  shoe  retailer,  Woodstock,  Ont..  has  been 
elected  president  of  the  Woodstock  Board  of  Trade.  Mr. 
Hobson  is  a  former  mayor  of  the  city  and  has  a  deep-rooted 
interest  in  public  affairs. 

Travellers  who  will  carry  the  new  samples  of  the  Lady 
Belle  Shoe  Companv,  Berlin.  Ont..  are  Frank  Smitli.  who 
will  cover  Niaeara  Falls  to  Windsor;  D.  C.  Hardie  in  To- 
ronto; T.  M.  Redmond,  territory  east  of  Toronto;  H.  D. 
T^ewis.  Maritime  Provinces;  J.  Lauffer.  Fort  William  to  Re- 
gina  and  C.  H.  Himburg  from  Regina  west.  The  Ladv  Belle 
Shoe  Company  is  a  new  concern  at  the  head  of  which  is 
,'\.  A.  .'^rmbrust  and  .-Mexander  Inrig. 

M.  L.  Diamond,  125  Bank  Street.  Ottawa,  lias  just  com- 
pleted extensive  alterations  to  his  premises,  which  will  allow 
of  greater  facility  in  ))roviding  for  his  customers. 

C.  F.  Schuszler.  formerly  representing  the  Nursery  .Shot 
Company,  St.  Thomas,  Ont..  in  Toronto,  has  resigned  that 
position  to  go  with  the  Regal  Shoe  Company,  Toronto.  The 
Nursery  Shoe  Company  will  be  represented  in  Toronto  by 
W.  Edwards,  who  has  an  extensive  connection  in  this  city, 
having  been  with  Charles  Tillev  &  Son  for  some  fourteen 
years,  and  has  lately  been  with  McLaren  &  Dallas.  Mr. 
Edwards  is  calling  on  the  Toronto  trade  with  a  full  range 
of  Nursery  Shoes  and  looks  for  a  busy  season. 

The  holder  of  the  luckv  number  for  the  automobile  given 
away  by  Johnston's  Big  Shoe  Store,  Vancouver,  B.  C,  was 
Leonard  Tillman,  a  six-year-old  bov.  The  drawing  of  the 
winning  coupon  was  performed  by  W.  C.  Russell,  of  the  Van- 
couver Daily  Province,  from  a  barrel  containing  over  twenty 
thousand  coupons. 

H.  T.  ,\mberman.  shoe  retailer,  .Vnnapolis  Royal,  N.  S.. 
has  enlisted  with  the  219th  battalion.  He  is  endeavoring  to 
make  arrangements  to  have  his  business  conducted  for  him 
during  his  absence. 

A  fire,  the  cause  of  which  is  unknown,  broke  out  on  the 
night  of  March  31  in  the  shoe  store  of  Alfred  Saunders,  4«7 
Bloor  Street  West.  The  stock,  valued  at  $7,000.  and  fully 
covered  by  insurance,  was  damaged  to  the  extent  of  $4,000. 
Mr.  Saunders  is  also  owner  of  the  building,  the  loss  on  which 
is  estimated  at  $1,000. 

At  the  annual  meeting  of  the  Canadian  Consolidated 
Rubber  Company,  the  report  showed  an  increase  in  sales  of 
over  20  per  cent,  and  net  profits  of  21  per  cent. 

Some  instructive  pointers  were  brought  forth  at  the  last 
monthly  meeting  of  the  Toronto  Shoe  Retailers'  Association 
on  the  subject  of  profits.  At  the  next  regular  monthly  meet- 
ing on  April  20,  1916,  an  address  will  be  delivered  on  proper 
methods  of  figuring  profits.  An  interesting  discussion  will 
take  place  hereafter  at  each  meeting. 

Mr.  Graham,  formerly  with  Getty  &  Scott.  Limited,  has 
taken  charge  of  the  fitting  room  in  the  Ames-Holden-Mc- 
Crcady  No.  1  factory. 

Giles  McCabe,  who  has  been  with  F.  J.  Weston  &  Sons, 
wholesale  shoes,  Toronto,  for  several  years,  latterly  as  citv 
traveller,  has  joined  the  Medical  Corps  attached  to  the  198th 


Battalion.  .\s  a  mark  of  esteem  Mr.  McCabe  was  presented 
with  a  handsome  wrist  watch  by  the  staflf. 

Knechtel  &  Company,  shoe  retailers,  Stratford,  Ont..  have 
leased  the  store  in  (he  Gordon  Block,  fronting  on  Downey 
Street,  formerly  occupied  by  F.  G.  McTavish  &  Company. 
The  new  store  is  being  remodelled  and  fitted  up  with  modern 
equipment. 

W.  J.  Nelson,  shoe  retailer,  Lethbridge.  .\lta,.  has  com- 
pleted a  three  months'  course  at  Kingston,  Ont.,  for  a  lieu- 
tenancy in  the  artillery  and  has  returned  to  his  home  city. 

T.  G.  McDiarmid.  Western  Canada  representative  for  the 
Murray  Shoe  Company,  of  London,  Ont.,  has  left  on  an  ex- 
tended trip  throughout  the  west. 

Wm.  G.  Olton.  sample  room  salesman  for  T).  D.  Haw- 
thorne &  Companv.  wholesale  boots.  Toronto,  was  married 
on  March  15  to  Miss  V.dhh  Tibbs.  of  Toronto.  The  em- 
ployees of  the  comjjany  presented  him  with  a  handsome  ma- 
hogany chiffonier. 

W.  A.  English  has  joined  the  selling  staff  of  the  Hartt 
Root  and  S'loe  Company,  of  Fredericton.  X.  B..  succeeding 
Geor'^e  H.  Ferguson. 

W.  T.  Detweiler,  shoe  retailer.  Sault  Ste.  Marie,  has 
])inchased  the  shoe  stock  of  the  late  T.  B.  Kerr,  of  that  city. 

R.  Johnston,  until  recently  with  the  firm  of  Johnston 
aiul  Murray,  shoe  retailers,  f.ondon  and  St.  Thomas,  has 
taken  a  positifin  on  the  travelling  staff  of  .Scntt-Chamherlain. 
Limited.  London.  Ont. 

\'.  L.  Holmes,  of  Toronto,  formerly  with  the  Western 
Shoe  Company,  of  Berlin,  has  taken  a  position  on  the  travel- 
ling staff  of  the  Star  Shoe  Company.  Montreal,  and  will 
cover  the  territory  in  Eastern  Ontario.  John  Scott,  cover- 
ing the  main  line  towns  and  J.  .\.  McLean  branch  line  towns 
in  the  Prairie  Provinces  for  the  same  comjjany  are  already 
on  the  road. 


A  dead  fish  can  easily  move  with  the  tide  but  it 
takes  a  live  one  to  swim  against  it. 


J.  .\.  (.  ameron.  formerly  with  the  T.  Eaton  .Company, 
and  latterly  on  the  travelling  staff  of  the  .\dams  Shoe  Com- 
l)any.  Toronto,  has  taken  a  position  on  the  travelling  staff 
of  the  Minister-Myles  Company,  Toronto,  and  will  cover 
Western  Canada. 

The  Canadian  Consolidated  Rubber  Company  are  dis- 
tributing a  folder  entitled  "Too  bad — haven't  another  pair  in 
stock."  setting  forth  the  advantages  nf  their  service  facilities 
for  sizing  up  orders. 

R.  1).  Douglas  has  purchased  the  shoe  business  of  W.  B. 
Holden,  Vernon.  B.  C.  Mr.  Douglas  for  some  years  was  on 
the  travelling  staff  of  J.  Leckie  &  Company,  shoe  manufac- 
turers, Vancouver. 

J.  T.  Chipman,  proprietor  of  the  .Amherst  Cash  Shoe 
Store,  has  joined  the  IQ.'Jrd  Battalion,  now  being  formed. 
A  company  is  to  be  raised  in  Amherst  and  Mr.  Chipman  has 
been  offered  the  position  of  second  in  command,  with  the 
rank  of  captain.  Walter  B.  Calhoun,  of  .\mlierst.  has  pur- 
chased Mr.  Chipman's  business. 

L.  S.  McKindsev.  Western  Canada  representative  for  the 
W.  B.  Hamilton  Shoe  Company,  left  recently  for  a  Iriji 
through  the  Maritime  Provinces. 

J.  E.  Fawkes.  Western  Ontario  representative  of  the 
Minister-Myles  Shoe  Company,  has  been  appointed  sales 
manager  for  northern  and  western  Ontario  for  Briscoe  auto- 
mobiles, headquarters  in  T.ondon. 

F.  .'\.  Sexton  will  henceforth  look  after  the  business  of 
the  S.  &  F.  Blacking  Company  in  Montreal.  J.  h.  Higgins, 
former  representative,  having  returned  to  headquarters  in 
Boston. 

L.  C.  \'an  Geel.  sales  manager  of  the  Tillsonburg  Shoe 
Company.  Tillsonburg,  Ont..  is  now  in  the  west  on  an  ex- 
tended selling  trip. 

R.  J.  Trethewey,  Western  Ontario  representative  for  the 
Blachford  Shoe  Manufacturing  Company.  Toronto,  has  ser- 
ved the  shoe  trade  for  some  twenty  years.  He  was  several 
years  head  salesman  of  the  Marshall-Field  Company,  at  Chic- 


April,  1916 


FOOTWEAR 


IN  CANADA 


91 


ago,  which  position  he  occupied  after  disposing  of  his  interest 
in  the  retail  shoe  business  at  Owen  Sound.  On  returning  to 
Canada  he  became  a  partner  of  the  firm  of  Trethewey-Karn 
&  Company,  of  London,  Ont.,  doing  a  large  jobbing  business 
throughout  Ontario.  He  disposed  of  his  interest  in  this  firm 
to  take  up  his  present  position  with  the  Blachford  Shoe 
Manufacturing  Company.  Mr.  Trethewey  resides  in  London, 
Ont..  and  is  an  enthusiastic  bowler,  having  been  a  member 
of  the  Thistle  Lawn  Bowling  Club  for  a  number  of  years. 

John  Harness,  lately  with  the  Yale  Shoe  Store  in  Winni- 
peg has  taken  an  office  position  with  the  Great  West  Sad- 
dlery Company  in  that  city. 

James  Ross,  representing  the  John  McPherson  Company, 
Hamilton,  in  the  prairie  provinces,  has  left  with  a  full  range 
of  fall  samples. 

Mr.  Bender,  assistant  manager  of  the  men's  shoe  de- 
partment of  the  T.  Eaton  Company,  Winnipeg,  together  with 
his  brother,  who  was  connected  with  the  Ryan-Devlin  store, 
have  joined  the  overseas  forces. 

S.  J.  Edmondson  will  represent  John  Lennox  &  Com- 
l^any  of  Hamilton  in  the  territory  east  of  Hamilton.  His 
headquarters  will  be  in  Ottawa. 

J.  A.  Ingraham,  Sydney,  N.  S.,  is  now  representing 
James  Robinson,  of  Montreal,  in  Nova  Scotia.  Mr,  Ingra- 
ham is  a  son  of  Mr.  A.  D.  Ingraham,  shoe  retailer,  Sydney, 
N.  S.,  and  has  been  connected  with  his  father's  company  for 
over  fifteen  years. 

John  McEntyre,  Limited,  manufacturers  of  rubber  ce- 
ment, and  agents  for  leathers,  have  removed  from  46  St. 
Alexander  Street  to  28  St.  Alexander  Street,  Montreal. 

Harry  Adams,  who  represents  the  Slater  Shoe  Company 
in  Manitoba  and  Saskatchewan.  ;ind  whose  portrait  is  re- 
produced in  this  issue,  fractured  his  arm  while  ascending  a 
ladder,  which  broke  and  caused  him  to  fall.  He  was  making 
preparations  in  Montreal  for  his  western  trip. 

R.  E.  Jamieson,  sales  manager  of  the  Canadian  Con- 
solidated Rubber  Company,  has  just  returned  from  a  trip  to 
the  West. 

The  Montreal  Shoe  Repair  Shop  (Joseph  Vincberg,  pro- 
prietor), has  registered. 

^V.  S.  Ludbrook  has  purchased  the  hoot  and  shoe  busi- 
ness of  L.  F.  Morrice,  Madoc,  Ont. 

The  B.  C.  Shoe  Company,  Limited,  with  a  capital  stock 
of  $49,000,  has  been  formed  to  carry  on  a  manufacturing 
business  in  Quebec,  Que.  The  promoters  are  Benjamin  Cre- 
peault,  Jos.  Antoinc  Plamondon,  Louis  Crepcau.  and  Legcr 
Robitaille. 

A  boot  which  is  known  as  the  "election  boot,"  is  finding 
.great  favor  with  nurses  and  other  women  workers  in  the 
war  centres  of  Europe.  These  boots  reach  to  the  knee  and 
derive  their  name  from  being  used  by  women  canvassers  who 
spent  long  and  continuous  hours  on  their  feet  during  election 
time.  Their  cost  is  around  $8. .50  and  they  are  made  in  l)lack 
and  brown  calfskin. 

Charles  K.  Hitchinson  has  been  appointed  superintendent 
of  the  Granby  Rubber  factory  of  the  Canadian  Consolidated 
Rubber  Company,  which  has  been  re-opened.  Mr.  Hutchin- 
son is  a  former  superintendent  of  the  same  plant,  and  has 
been  with  the  Consolidated  Company  since  1907  in  various 
capacities.  He  is  succeeded  as  superintendent  of  labor  and 
efficiency  at  the  Canadian  Rubl)er  factory  liy  A.  J.  Todd,  of 
the  transportation  department. 

C.  H.  Himburg,  of  Edmonton,  Alta.,  will  cover  all  the 
branch  lines  in  Manitoba,  Alberta  and  Saskatchewan  this 
season  for  Charles  A.  .\hrens,  Limited,  of  Berlin.  He  also 
rejjresents  the  Lady  Belle  Shoe  Company,  of  Berlin.  The 
large  centres  on  the  main  line  in  the  west  will  l)e  looked 
after  as  usual  by  H.  E.  Wettlaufer,  sales  manager  for  Charles 
.\.  Ahrens. 

D.  A.  Leonard,  who  is  on  the  travelling  staff  of  the 
.'\merican-British-Canadian  Distributors,  Toronto,  has  left 
fur  the  prairie  provinces. 

.\  total  of  170  employees  of  the  Canadian  Consolidated 
Rubber  Company  have  enlisted,  the  Maple  Leaf  Rubber  fac- 
t(jry  heading  the  list  with  47. 

Harvey  Lintott,  St.  Thomas,  Ont.,  has  taken  a  position 
nn  the  staff  of  Johnson  &  Murray,  shoe  retailers  in  that  city. 
He  was  previously  with  Fred  Sutherland.  .St.  Thomas. 

Demers  &  Roberge,  St.  Joseph  de  Beauce,  Que.,  have 
purchased  the  stock  of  Alf.  Boivin,  Quebec,  whose  store 
was  damaged  by  fire  some  weeks  ago. 

Jos.  Tanguay  has  purchased  the  machinery  of  the  Rock 
Shoe  Company,  Quebec,  for  $400,  and  will  open  a  factory 
for  himself.  This  company  went  into  liquidation  following 
a  fire  which  destroyed  their  factory  on  January  1. 

As  one  result  of  covering  more  thorou.ghly  a  wider  ter- 


ritory the  trade  of  the  Miner  Rubber  Company,  Montreal,  is 
showing  an  appreciable  increase.  W.  G.  Simpson,  of  the 
Montreal  office  staff,  has  just  been  on  the  road  in  Central 
Ontario  for  the  company,  and  reports  some  substantial  orders. 

Fire  recently  destroyed  the  shoe  repair  shop  of  J. 
Swartz  at  Tillsonburg,  Ont. 

Ames-Holden-McCready  have  secured  another  govern- 
ment order  for  80,000  pairs  of  canvas  rest  shoes  and  200,000 
pairs  of  regular  soldiers'  walking  boots.  This  order  repre- 
sents close  on  to  a  million  dollars.  N.  R.  Feltes,  general 
manager  of  the  comoany,  states  they  are  turning  out  about 
ten  thousand  pairs  of  shoes  a  day. 

F.  Duchesne,  Limitee,  Montreal.  Que.,  have  been  granted 
letters  patent  to  carry  on  generally  a  wholesale  and  retail 
business  in  boots  and  shoes. 

T.  L.  Marshall,  shoe  retailer,  982  Queen  Street  West,  has 
moved  to  1026  Bloor  Street  West. 

Honeyford  8i  Vernon,  Ltd.,  boot  and  shoe  retailers,  Col- 
lingwood,  Ont.,  have  dissolved,  W.  J.  Honeyford,  contintiing. 

The  shoe  lace  situation  grows  worse.  Several  manufac- 
turers are  taking  orders  only  on  the  understanding  that  they 
have  the  right  to  cancel  them  should  the  dye  supply  become 
more  scarce. 

Percy  J.  Steele,  of  St.  Tohn,  N.  B.,  has  comnleted  a 
course  in  the  Royal  Military  Training  School  at  Halifax  and 
has  returned  to  attend  to  several  important  business  afTairs. 
He  expects  shortly  to  join  one  of  the  battalions  being 
recruited. 

Tames  Long,  on  the  sales  staff  of  J.  E.  A.  Snider,  shoe 
retailer,  1474  Yonge  Street,  Toronto,  has  joined  the  Sports- 
men's battalion. 

A.  D.  Weber,  general  manager  of  the  Canadian  Con- 
solidated Felt  Company,  Limited,  was  recently  confined  to 
his  home  at  Berlin  for  three  weeks. 

Alfred  Clark,  of  the  Independent  Rubber  Company, 
Merritton.  Ont.,  has  joined  the  49th  battery  for  overseas 
service.  His  fellow  workmen  presented  him  with  a  gold 
ring  and  a  flattering  address. 

Major  W.  G.  Pink,  shoe  retailer,  278  College  Street, 
Toronto,  recentlv  distributed  a  circular  stating  that  as  his 
duties  in  the  military  required  all  his  time  and  energy,  he 
has  turned  over  the  management  of  his  business  to  Wm. 
Howarth,  a  thoroughly  experienced  shoeman.  Major  Pink 
states  that  until  the  Empire  has  concluded  a  victorious  peace 
he  will  give  himself  up  entirely  to  serving  his  King  and 
country. 

A  cheque  for  $3.")  was  recently  forwarded  I>v  the  girl 
employees  of  the  Weston  Shoe  Company,  Campbellford,  Out., 
to  be  used  for  sup])lying  a  cot  in  (he  Queen's  Base  Hospital, 
Cairo.  Egypt. 

H.  S.  Campbell,  shoe  retailer.  Queen  Street,  Frederic- 
ton,  N.  B.,  is  moving  to  the  premises  occupied  by  Parent, 
Bird  &  Company,  of  that  city. 


Your  salesmen  are  just  as  much  entitled  to 
courtesy  as  your  customers. 


Waterbury  &  Ri  sing.  Limited,  of  St.  John,  N.  B.,  an- 
nounce that  thev  are  now  olacing  on  the  market  their  new 
"Winnie  Walker"  line.  A  short  time  ago  a  prize  was  offered 
for  a  name  for  this  line  and  it  was  selected  from  a  couple  of 
thousand  replies. 

J.  Marcoux  has  been  appointed  suoerintendent  of  No.  1 
factory  of  Ames-Holden-McCready,  Montreal,  and  B.  Mul- 
larky  has  taken  the  position  of  styles  service  man  for  the 
three  plants  of  this  company. 

West  Toronto  shoe  men  have  united  in  the  Wednesday 
afternoon  closing  movement.  It  is  expected  all  of  the 
retailers  will  fall  in  line  shortly. 

William  Villeneuve  has  taken  charge  of  the  shoe  depart- 
ment of  Marceau  &  Company,  Quebec.  He  has  been  in  the 
shoe  business  in  Quebec  for  sixteen  years. 

Sergeant  Joseph  B.  Patchell  and  Private  Joseph  P. 
O'Brien,  two  former  members  of  the  staff  of  Waterbury  & 
Rising,  Limited,  St.  John,  were  entertained  by  their  asso- 
ciates on  the  staff  by  a  banquet  in  the  Manor  House,  Glen 
Falls,  recently. 

A  shoe  repair  department  has  been  opened  in  Wallace- 
burg,  Ont.,  in  the  store  of  John  Coutts. 

The  Williams  Shoe  Factory,  Brampton,  Ont.,  had  a  nar- 
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row  escape  from  tlestruction  by  fire  on  March  2)i.  A  (gaso- 
line tank  in  connection  witli  one  of  the  machines  took  fire. 
An  ex()losion  followed,  hut  hefore  the  flames  gained  head- 
way Thomas  Fletcher  threw  the  tank  out  of  the  window. 
Mr.  Fletcher  was  somewhat  severely  burned,  but  his  tlK)Ut,'ht^ 
fill  and  nroinpt  action  no  doubt  prevented  serious  loss. 

f'.  F.  Packard,  sales  manager  of  I^.  H.  Packard  &  C'oni- 
pan^-,  IJmited,  Montreal,  has  returned  from  a  Western  trip. 

J.  A.  1-avoie,  of  Fa  I'arisienne  Shoe  C"ompany,  Limited. 
Maisonncuve,  has  just  returned  from  visits  to  the  jjrincipal 
shoe  centres  of  the  United  States. 

The  Strand  Shoe  Store,  Montreal,  [Juv..  has  rej^istered. 

The  stock  of  Henry  Gruber,  boots  and  shoes,  Montreal, 
was  damagred  hy  fire  recently;  loss  insured. 

There  is  continued  activity  in  the  shoe  factories  of  Mont- 
real and  Maisonncuve;  some  are  working  overtime  in  an  effort 
to  catch  up  with  the  heavv  orders  received.  Owinfj;  to  the 
scarcity  and  rise  in  value  of  leather  and  findin.Lfs,  some  mami- 
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facturers  will  not  quote  or  take  inisiness  unless  they  liavc 
stock  in  hand;  the  markets  for  .raw  commodities  arc  in  such 
an  uncertain  condition  that  some  makers  prefer  to  lose  trade 
rather  than  run  undue  risks  in  the  matter  of  obtaininj^  the 
necessary  materials. 

E.  Y.  Jones,  mana^jer  of  tiie  Retina  l^ranch  of  the  (  an- 
adian  Consolidated  Rubber  Company,  has  asked  for  leave 
of  absence  to  enlist  for  overseas  service, 

Owen  Brookes,  si)ccial  asent  for  shoe-repairin!,^  outfits 
ol  the  LInite<l  Shoe  Machinery  Company  of  (  anada.  is  on  a 
business  visit  tf)  the  principal  cities  and  towns,  from  Mont- 
real to  the  Pacific  (^oast. 

John  I>.  Tebl)utt,  president  of  the  Tebbutt  Shoe  &  Lea- 
ther Company.  Limited,  Three  Rivers,  has  been  elected  a 
member  of  the  Montreal  Board  of  Trade. 

Georj^e  Wm.  Charles  has  i)een  appointed  assislant-nian- 
atjer  of  the  Canadian  Consolidated  Felt  Company,  Limited, 
I'.crlin,  Out. 


General  Store  News  Throughout  Canada 

Where  the  Shoe  Manufacturer  or  Jobber  May  Find  a  Customer 


Ontario 

VV.  T.  Canning,  McKellar,  has  ]nirchasi'(l  the  i;eneral 
store  of  P.  1).  Fletcher. 

Andrew  Ryan,  .tjeneral  storek'eeper.  Fan  Claire,  has  sold 
out  to  J.  E.  R.  I^yan. 

Charles  A.  Dean,  (ileiicoe.  dr}'i>'oods,  clothin,^',  boots 
and  shoes,  had  a  fire  loss  recently. 

Quebec 

Gauthier  &  Neadcau,  "general  storekeepers,  W'cedon,  have 
reyiste  red. 

J.  .\.  Cadinal  &  (.."ompaii}',  .ueneral  stori-ki'eprrs,  i'oinle 
Claire,  have  registered. 

1''.  ,\.  Davis,  general  storekeeper,  (jujnn,  suffered  loss 
!)>■  lire;  fully  insured. 

J.  M.  Hill.  Inc.,  .ucneral  storekeepers,  .St.  .\rnianil.  h;i\c 
reg'istered. 

A,  T.  Paj^e  &  Cie,  Fnreg.,  ,!;eneral  merchants,  St.  Basile, 
have  registered. 

McKercher  &  Cie,  .li'eiieral  storekeei)ers,  \'ictnriaville. 
have  rei^istered. 

Monty  &  Jette.  lieneral  >1< >rekeepers.  Bedford,  have  reg- 
istered. 

Manitoba 

U.  I.  Martin,  general  storekeeper,  F,riiiview,  has  M)ld 
iMil  til  l'",milv  McBrien. 

R.  H.  Neelands,  Foxwarreii,  has  iiurchased  the  general 
>t(iri-  of  .\.   I.  M.  McFarlane. 

\V,  W  Wilson,  Hayfield.  has  i)urcliased  the  general  store 
of  1).  S.  Drury. 

David  .\raiiovitch.  general  storekeener,  Kelwood,  is  am- 
algamating with  the  Great  West  Trailing  Company,  Mout- 
martre,  .Sask. 

Saskatchewan 

The  Kelsonia  iradnig  Company,  Hubbard,  have  pur 
chased  the  genera!  store  of  V.  Steinberg  &  Son. 

Harvey  &  Johnston.  Kamsack,  have  succeeded  to  ihe 
general  store  business  of  H.  Heudorf. 

H.  Jampolsky  has  purchased  the  general  store  of  ^V.  II. 
Shields,  Lipton. 

The  People's  Store.  I.imiled.  I.umsdeii,  have  >ol(l  ,,u\ 
to  iiudson  &  Comnain.  l)i>ley,  Sask. 

J,  H.  Froise.  M;iin  (  inlre,  has  purchased  the  general 
store  business  of  D.  Braunstein. 

Adilnian  I^rothers,  general  storekeepers,  X'eregin,  have 
dissolved,   Frank  .\dilman  continuing. 

Freeman  &  Short,  (jilroy.  have  succeeded  to  the  gen- 
eral store  business  of  W.  T.  White. 

The  general  stores  of  N.  Cohen  and  J(din  \  an  DeSompel. 
\'ere!>in,  suffered  loss  by  fire  recently. 

(;.  W.  S.  Kisnor's  general  store,  Woodrovv.  was  dam- 
aged by  fire  a  few  weeks  ago. 

The  .general  store  of  G  S.  Wallace,  Beatty,  has  been 
purchased  by  Racbael  Nacht. 

J.  J  .Coflin,  Blaine  Lake,  has  purchased  the  general 
store  of  B,  Rudman, 


The  Leader  Store  Company,  Limited,  Fslevan,  has  been 
incorporated. 

Gilroy  &  Brunt,  general  storekeepers.  Plenty,  liave  dis- 
solved. P.        Gilroy  continuing. 

Snyder  &  Topstupall  have  succeeded  to  the  general  store 
of  Tofstupall  Brothers,  Springvalley. 

C.  G.  Callan  &  Company  have  purchased  the  general 
store  of  Russell  Callan  &  Company,  Beng-ough. 

Pechet  &  Company  have  succeeded  to  the  general  store 
business  of  Alperstein  &  Kaplan,  Cupar. 

Jones  &  Trapp,  general  storekeepers,  Harris,  have  <lis- 
solved,  A.  E.  Jones  continuing. 

M.  Ackerman,  Beatty.  has  purchased  the  geiural  store 
business  r)f  A.  .\.  P'erguson. 

H.  Hochmann,  Drinkwater.  has  purchased  the  general 
store  business  of  W.  J.  DufT. 

'J"he  style  of  Surdia  &  Company,  general  storekeepers. 
Liinevick,  lias  licet!  cbaiiged  to  .Surdia  Oilman. 


AGENCIES  WANTED 

W  e  are  open  to  get  in  touch  with  any  manufacturer  in 
the  findings  line  for  staples  or  up-to-the-minute  novelties. 
Canadian  Shoe  Findings  Co.,  2  Trinity  Square.  Toronto.  4-1 


STORE  AND  FIXTURES  FOR  SALE 

Situated  on  tile  best  part  of  St.  Lawrence  Street,  Mont- 
real. This  business  has  been  established  2.)  years.  Owner 
giving  up  owing  to  other  responsibilities.  Stock  consists  of 
medium  men's,  boys'  and  women's  shoes.  Premises  under 
lease  at  $.S5.  Small  amount  of  eash  to  got)d  reliable  buyer. 
.\pi)ly  D.  Mendelsohn,  2:i1  St.  Catherine  Street  West,  Mont- 


wixAto  BUr  for  CASH  all 
th«  PIECED  HEEi  STOCK 

B806KT0M  NeeI 

Cqmpaky 

BSOOCTON,  MASS, 


April,  1916 
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THE  WHITE  CLEANER 


KEEPS  WHITE  SHOES  WHITE. 

That  is  the  first  reason  for  its 
popularity.  It  really  does  the 
work  it  is  meant  to  do. 

And  it  is  so  easy  to  use —applied 
in  a  moment. 

Once  a  "BLANCO"  user,  always 
a  "BLANCO"  user— that's  the 
rule.  Thus  your  customers  grow 
from  more  to  more. 

It  is  worth  while  stocking  a  line 
that  sells  itself,  sells  quickly,  and 
keeps  on  selling. 


Order  YOUR  Stock  To-day, 

ALL   JOBBERS    HAVE  IT. 
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ALPHABETICAL  LIST  OF  ADVERTISERS 


Aird  &  Son   Ill 

Aiiu's- 1  lolden-McCrcady    -il 

Amherst  Boot  &  Slioc  Company  ...  13 

\i-mstronK,  W.  D   i)« 

Ikal  Bros   95 

Bcardinore  Beltinji  Company    ...    .  42 

Rlachford  Shoe  Company   .") 

Hoot  and  Shoe  Workers'  Union  ...  11:2 

l')oston    Blacking  C'ompany    lOd 

Hreithaiipt  Leather  Company   ...    .  48 

Brockton  Keel  Company   92 

Brockton  Paste  &  Supply  Co   9(1 

I5rodic  &  Harvie   1  H 

Browning  Company   94 

Canadian  Arrowsmith  Mfg.  Co   99 

Canadian  Consolidated  Rubber  Co.  .i-SS 

Canadian  Footwear  Limited   110 

Canadian  Shoe  Findings  Co   ."il 

Champion  .Shoe  Machinery  Co   101 

Clapp  &  Son.  I'.dwin   102 

Commercial    Ill 

Cote,  J.  A.  &  M   .'53 

Coultas  &  Co.,  D.  W   9 

Del  fosse  &  Company   98 

Dominion  Die  Company   Ill 

Doyle,  Regd.,  Thos.  C   28 

Drummond  Shoe  Company  44-45 

Dufresnc  &  (Jalipeau  3G-37 

Dunlop  Tire  &  Rubber  (ioods  Co..  14 

Dupont  &  Frere   29 

Lagle  Shoe  Company   39 

ILssex  Rubber  Comjiany   49 

Evans  Detachable  Heel  Company..  98 


I'Orluna  Machine  Lompany    101 

I'"reeman  Company,  Louis  G   90 

(ietterman  &  Co.,  Heni^y   38 

( iuay,  Eugene   103 

Humberstone  Shoe  Comi)any   114 

independent  Box  Toe  Company   ...  98 

Independent    Rubber    Company    ...  lOO 

Kaufman  Rubber  Co   25 

Keith  Company.  (Jeo.  \i   7 

KiefTer  Bros   los 

Landis  Machine  Company   10'.) 

Landers  Bros   108 

Landers   Bros   108 

Lawrence  Leather  Co..  .\.  C   43 

Mayer,  Theo   114 

McEntyrc,  John   97 

McLaren  &  Dallas   11 

Mc Martin,  E.  W   97 

Metal  Products  Corporation    4 

Montreal  Box  Toe  Company   32 

Muir  Company,  Jas  10-17 

Murray  Shoe  Company    8 

Narrow  Fabric  Company   114 

National  Cash'  Register  Co   10 

Newbegin  Company,  L.  R   97 

New  Castle  Leather  Company   Ill 

North    British   Rubber  Co  

Nugget  Polish  Company   107 


( ^berholt/.er,  ( ..  \  103 

Odcll,  L.  S   98 

Panther  Rubber  Company    2 

Parker.  Irwin.  Limited   104 

Peerless  Machinery  Company   103 

I'ickering  Comijany,  Jos   93 

Ralston.  Robt   105 

Regal  Shoe  Company  40-41 

Rice  &  Hutchins   0 

Robin  Bros   30 

Robinson.  Jas   19-22 

Rupp  8i  Wittgenfeld  Company  ...  .  15 

Selby  .Shoe  Company   40 

Sisman  Shoe  Company   23 

Slater.  Chas.  E   47 

Slater  Shoe  Company   2l)-27 

Scott-Chamberlain    24 

Tebbutt  Shoe  &  Leather  Co   18 

Tetreault  Shoe  Mfg.  Co  34-35 

United  Shcjc  Machinery  Co..  Ltd. 

 110-113-115 

United  States  Hotel,  Boston   97 

\  allcy  City  Seating  Co  102 

W  aterbury  &  Rising   13 

Wheeler  &  Cummings   90 

Williams  Shoe  Company   50 

Woodward  &  Sons.  F.  E   108 


CHANDLER'S    SHOE  SPECIALTIES 

Write  for  New  Illustrated  Folders 


COLONIAL  COMBINATION 
Number  C-128 
Pat.  Lea.  "Fan"  Tongue 

High  Grade  Colonial  Nickle  Finish 
Buckle 


Colonial  Combinations 

Also  in  Gun  Metal,  White  Kid  and  Nubuck  Leathers  and  Canvas 
Buckles  Also  in  Gold  and  Gun  Metal 
Prices  $3.00  to  $3.50  Dozen  Pairs 
Buckle  With  Filler  $1.50  to  $2.00  Dozen  Pairs 
Tongues  alone,  no  fillers,  $1.25  to  $1.50  Dozen  Pairs 

"FLEXO"  PUMP  BOWS 
"PERFECTION"  SHOE  TIE  RIBBON 

Shoe  Ornaments 
Shoe  Novelties 
Shoe  Laces 

C.  A.  Browning  Co. 
30  Franklin  Street,  Boston,  Mass. 


April,  191^ 
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Oil  Tanned 

SPORTING  BOOT 

Our  "No.  309  Special"  has  been  so  successful  amongst  our  Canadian  officers  in 
the  trenches  that  it  is  considered  an  absolute  necessity.  The  entire  complement  of 
officers  of  several  battalions  have  adopted  it  for  their  use. 


Guaranteed  Absolute 
ly  and  Thoroughly 
Waterproof. 

PRICE 

$12.00 

NET 

No  Nails,  No  Seams 
to  Hurt  the  Feet. 


Comfort  and  reliability  are  the  chief  features  of  this  superb  boot.  It  has  a  IT)  inch 
oil  grain  leg  with  full  bellows  tongue,  oil  tanned  bottom,  drawstring  type  and 
double  hemlock  sole  with  full  heel,  both  hob-nailed.  It  is  made  with  our  patented 
heel  and  cannot  run  over  to  the  side.  It  is  free  from  any  artificial  stiffener.  No 
added  counters  to  become  crumpled  up.  The  shaped  foot  is  made  on  a  boot  last 
and  the  leg  fits  closely  and  comfortably. 

The  stitches  that  attach  the  slip-sole  to  the  bottom  of  the  pack  do  not  penetrate  the 
inside  of  the  boot.  Hence,  water  cannot  get  to  the  inside  of  the  boot,  as  it  does  in 
the  ordinary  machine  stitched  boot. 

Extra  Rawhide  laces,  Felt  and  Leather  combination  insoles  with  each  ])air. 


When 
ering 


Ord 


give  full  measures ; 
viz,  length  of  foot ; 
size  of  ordinary  boot 
worn  ;  size  of  calf, 
ankle,  heel,  instep  and 
toe ;  height  of  leg. 


WE  CREATED  THE  DEMAND— WHY  NOT  MEET  IT  ? 


Beal  Bros.,  Limited 

52  Wellington  St.  East  Toronto,  Canada 


Ofi 


FOOTWEAR 


IN    CAN  At)  A 
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A  Louis  Heel  Breast 

Trimmer 
that  finishes  the  job 

from  edge  to  edge  following  line  of  sole 
requiring  no  hand  work  or  rough  scouring 

SAFE  and  RAPID 

Every  pair  of  heels  like  template  used 

Manufactured  ami  Sold  b\ 

The  Louis  G.  Freeman  Co. 

Cincinnati,  Ohio,  U.  S.  A. 

ICasfern  ReprescMitativts 
MArkem  Machine  Co.,  Boston,  Mass. 
Western  Representatives 
Manufacturers  Supply  Co.,  St.  Louis,  Mo. 


WHITE  HEELS 


Our  White  Heel  and  Forepart 
EDGI{  Preparation  can  be 
de'pended  upon.  A  Finish 
that  i.s  Waterproof,  will  not 
Chip  or  Crack,  and  is  perfectly 
White. 


WE  GUARANTEE  THE 
ABOVE  CLAIMS 


WHITE  EDGES 

Brockton  Paste  &  Supply  Co. 

(Brockton  Heel  Co.,  Owners) 
255  North  Main  St.,  Brockton,  Mass.,  U.S.A. 


(  )ur  l''.x])ericnce  in  investigatini^■  and 
solving  i)attcrn  difficulties  for  niany 
slu)e  manufacturers  has  gained  for  us  a 
rei)Utation  as  (Onsulting  rattcrn  F.x- 
perts. 

(  h\r  ability  to  create  styles,  and  assure 
Perfect  Fitting  and  Grading  has  en- 
abled us  to  satisfy  and  please  the  most 
fastidious  Pattern  Service  Buyers. 


We  have  on  our  hooks  today  many  of 
Canada's  best  rated  shoe  manufactur- 
ers, as  a  testimonial  to  the  high  class 
service  we  render. 

Write  us  if  you  are  having  trouble  and 
we  sliall  be  pleased  to  give  you  the 
benefit  ot  our  know  ledge. 

WHEELER  &  CUMMINGS 

179  LINCOLN  STREET  89  BEACH  STREET 

BOSTON,  MASS. 


Aprii,  1916 
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The  United  States  Hotel, 

BOSTON,  MASS.,  U.  S.  A. 


Beach,  Kingston 
and    Lincoln  Streets 


Only  two  blocks  from  the  South  Terminal  Station  in  the  centre  of  the  Shoe  and  Leather 
District  and  withm  easy  walking  di^ance  of  the  shopping  di^tricft,  theatres,  etc. 
Good,  comfortable  rooms,  unexcelled  cuisme,  and  reasonable  rates. 
American  and  European  plans.    Send  for  circulars. 


TILLY  HAYNES,  Proprietor 


JAS.  G.  HIGKEY,  Manager 


THE  L.  R.  NEWBEGIN  CO. 

SHOE  MACHINERY  AND  SUPPLIES 

Marking   and  Embossing  Machines 

Sole  Canadian  Agents  for  Markem  Machine  Co. 

Fair   Stitchers,    Vampers,  Closers 

Canadian  Agents  for  Puritan  Mfg.  Co. 

Excelsior  Needles — The   Best  Made 

Canadian  Agents  for  Sewing  Machines  Supplies  Co. 

Top   Facing,    Stay,    Seam  Welting 

Canadian  Agents  for  American  Stay  Co.,  and  G.  W.  Bailey  Co. 

"King  Markwell"  Lining  Marking  Inks;  "Kemgo"  Embossing  Compounds;  "Ceroxylon" 
Liquid  Wax;    "Hyde"  Knives  and  Blades;    "Duplex"  Patent  Leather  Repairers. 


THE  L.  R.  NEWBEGIN  CO. 


11   ST.  SACRAMENT  STREET 

MONTREAL 


Boot  Laces  in  Stock 

Have  I  stock?  SURE. 

All  kinds,  thread  and  leather. 

Long  Lengths  for  Ladies  High 
Cuts 

Tubular  —  Round  —  Flat. 
Black,  White  and  Colored. 

At  Fair  Prices. 
Drop  me  a  line  —  I'll  send  samples. 

E.  W.  McMARTIN 

45  St.  Alexander  Street,       -  Montreal 


High  Grade  Cement 

and 

Leather  Goods 

We  carry  a  high  grade  line  of  side  leathers, 
sheepskins,  cotton  shoe  hnings,  and  prepared 
bottom  filler. 

Ask  us  for  prices 

John  McEntyre,  Limited 

28  St.  Alexander  St. 
Montreal,  Que. 
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•  V.D.t\RMSTR,OM(]" 

ENGRAVEROF  FINE  STEEL  STAMPS  &.DIES 
230-c,A>NES^M0NTREAL.VHo/v-.  675 
CR^^^c^^?5^  e  QUE  0  r^*-^* /Wain 


MY  STAMPS  ARE'UPTO  DATE"  IN  DE.SIGN 
&  ADO  AN  ARTISTIC  F I  N 1 SH  TO  VOU B  SH OE S 
•  >MHtCH>MILL  INCREASE  YOUR  SALES- 


Made  in  Canada 


With  coming  of  Spring  how  about 

SHOE  FIXTURES? 


/-J 


Better 

display 

means 

better 

sales. 


We  are  prepared  to  fill 
your  orders  in  least  possi- 
ble time  and  at  lowest 
prices. 

Ask  for  our  list  of  SHOE  and  HOSIERY  display 
fixtures.    At  little  cost  you  can  show  your  stock 
to  better  advantage. 

DELFOSSE  &  CO. 

Office  and  Sample  Room   249  Craig  St. 
Factory -1-19  Hermine 


Montreal,  P.Q. 


BOX  TOES  THAT 
COME  ALIKE 


INDEPENDENT  BOX  TOE  CO., '"^chrutopheCoio.b 


The  Evan's  Detachable  Rubber  Heels 
Walk  Straight  By  We  aring 


The  Evans  Detachable  and 
Interchangeable  Rubber  Heels 

Creates  Cushion  Effect  no  nails  to  scratch  the  floors, 
no  nail-holes  to  carry  mud  and  germs.  They  keep 
they  keep  the  heels  straight  and  PREVENT 
RUNNINC  OVER.  Changeable  from  shoe  to 
shoe. 

THEY  ABSORB  THE  SHOCK 

Double  The  Life  Of  Ordinary  Rubber  Heels 
Write  for  prices  and  particulars 
The 

Evans  Detachable  Rubber  Heel  Co. 

LIMITED 

457  Yonge  St.,  TORONTO 


137  McGill  Street 
MONTREAL 


Upper  Leathers 

Patent,  Dongola,  Box  Sides,  Gun  Metal, 
Tongue  and  Wax  Splits,  both  Plain 
and  Ooze  in  Black  and  Tan 

Shoe  Cottons  of  all  kinds 
Shoe  Cements 
Top  Facing 
Box  Toe  Goods 
Buckrams 

SHOE  FELTS 

All  "Made  in  Canada  " 

INQUIRIES  SOLICITED 
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Arch  Props  and  Supports,  Bunion  Shields,  Toe 
Strates,  Heel  Cushions,  Foot  Powder,  etc.,  etc.. 


"  Footoprint Skiagraphs 

enable  you  to  tell  what  is  wrong  with  your  customers'   feet,   and   provide   you   with  a 
splendid  opportunity  to  demonstrate  the  use  of  ARROWSMITH  foot  specialties. 
The  "Footoprint"  machine  for  making  these  skiagraphs  costs  but  $2.50  .and  is  of  incal- 
culable aid  in  the  detection  of  foot  ailments  and  the  proper  fitting  of  shoes. 

We  do  not  sell  to  drug  stores  and  other  price  cutters.  Get 
Arrowsmith  Foot  Specialties  from  your  jobber  or  write  us  direct. 


Canadian  Arrowsmith  Mfg.  Co 

Niagara  Falls,  Ont,  Canada  Limited 
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There  is  now  only  a  few  days  left  in 
which  to  place  your  order  for  fall  goods, 
and  get  the  benefit  of  Early  Placing  Prices. 

If  you  have  not  given  your  order  for 
INDEPENDENT  RUBBERS,  write  at 
once  to  any  of  the  following  jobbers : 


The  Amherst  Boot  &  Shoe  Co.,  Ltd.  Amherst,  N.S. 
The  Amherst  Central  Shoe  Co.,  Ltd.  Regina,  Sask. 
The  A.  W.  Ault  Company,  Limited  .  Ottawa,  Ont. 

White  Shoe  Company  Toronto,  Ont. 

Kilgour,  Rimer  Company,  Limited  .  Winnipeg,  Man. 
The  J.  Leckie  Company,  Limited  .  .  Vancouver,  B.C. 
The  London  Shoe  Co.,  Limited  .  .  .    London,  Ont. 

McLaren  &  Dallas  Toronto,  Ont. 

James  Robinson  Montreal,  Que. 

Brown,  Rochette,  Limited  Quebec,  Que. 

McFarland  Shoe  Company  Calgary,  Alta. 

T.  Long  &  Brother  Collingwood,  Ont 


WHAT  WE  HAVE 


Ihe 


Independent  Rubber  Co. 


Limitf  d 


WE'LL 


MERRITTON,  ONTARIO 


April,  1!)U! 
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Champion  Shoe  Repair  Machinery 


Champion  Siioc  Kepair  Outfit 

OVER 

$100,000,000 

it  is  said,  is  the  volume  of  business  done  in  Shoe  Repairing  each  year,  in  the  United  States 
and  Canada..  Every  Dollar  of  it  should  be  done  on  Shoe  Repair  Machinery  that  can  be  bought 
outright  and  not  on  Rovaltv  Machines. 

WHY? 

Because  there  are  no  leases  to  sign.  No  perj)etual  Royaltv,  and  No  Big  Installation  Fees 
Id  ])ay,  to  obtain  the  right  to  use  the  machinery. 

Champion  Shoe  Repair  Machinery  embody  every  feature  of  the  highest  importance  to  every 
shoe  repairer — Working  efficiency — Simplicity  of  construction — Ease  of  operating,  and  when 
once  youdiave  paid  for  your  machinery  it  is  yours  and  you  have  nothing  more  to  pay. 

Thorough  personal  instructions  given  on  all  Champion  Stitchers,  Repair  Outfits  and  Nailers, 
and  a  complete  book  of  instructions  furnished  without  additional  charge. 

Over  12000  Champion  Stitchers  Now  in  Use 


wi  irld. 


The  best  reference  in  the  market,  as  to  merit  and  quality, 
'he  Champion  line  of  Shoe  Repair  Machinery  is  the  largest  and  most  complete  in  the 


Write  us  for  our  new  Catalog,  prices  and  terms. 


Champion   Shoe   Machinery  Company 


CHAMPION  SHOE  MACHINERY  CO. 

ST.  LOUIS,  MO. 

fiive  particulars  on  


Name  

Adilrcs-,  

iii<>t\vi:ak  is  can.ad.x 


3723-3741  Forest  Park  Boulevard 

St.  Louis       -       -  Missouri 

BRANCH  OFFICES: 

Boston,  Mass. —  65  High  Street 
San  Francisco,  Cal. —  65  McAllister  Street 
New  York,  N.  Y.— 209  Centre  Street 
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fftCHEST  AWARD 

MEN  S  SHOES 


PANAMA  PACIFIC 

INTItNATIOIUl 
KWilTIM 
•  AN  IMNCISCO 


Awarded  the  Grand  Prize 

for 

Men's  Fine  Shoes 

at  the 

PANAMA-PACIFIC  EXPOSITION 
SAN  FRANCISCO.  1915 


Factory  and  Home  Office  : 
EAST  WEYMOUTH,  MASS..  U.  S.  A. 


WW  ^ 


V 


Piccadilly  " 


Consider  the  Convenience  of  your  Customers 

and  your  own  too  ;  and  the  additional  attractiveness 
g"iven  to  your  store  by  g 


DUNDAS 
Chairs  and  Settees 

and  you  will  come  to  the  conclusion  that  they  are  a 
decided  investment.    This  line  is  full  of  up-to-date 

pieces  of  furniture 
necessary  for  the 
equipment  of  the 
modern  shoe 
store.  Ever)' 

article  is  well  made,  perfectly  finished  and  sells  at  a 
reasonable  price. 

A  Copy  of  Our  Catalog  is  Ready  for  You 

Valley  City  Seating  Co. 


Dundas,  Ont. 


Limited 


April,  1916 
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Guay  Counters 


All  Leather  Fair  .Stitcliini;- 


Outwear  the  Shoe 

That's  our  claim  for  Guay  All- 
Leather  Counters.  We  will 
pay  cash  for  every  pair  of  shoes  in 
which  our  counters  are  used,  and 
which  they  fail  to  outwear. 
ALL  LEATHER  INSOLING 
a  large  stock  of  all  kinds  always 
on  hand. 

Prices  and  Samples  on  Application 


EUGENE  GUAY/ 


230  St.  Margurite  Street 
MONTREAL 

We  also  make  Union,  Standard  and  Leather  Board  Counters 


Style  and  Comfort 

Happily  Combined 


Style  alone  will  not  sell  shoes,  nor  will  comfort 
without  appearance. 

In  the  ijopular  G.  V.  O.  shoes  you  have  "The  Happy 
Medium  Shoe,"  a  happy  combination  of  style,  comfort 
and  good  wearing  qualities. 

Solid  leather  shoes  are  what  the  allied  soldiers  are 
wearing  in  the  trenches.  Why?  Because  they  give  the 
greatest  wear  and  most  comfort. 

^'()ur  customers  will  appreciate  the  solid  comfort 
and  neat  appearance  of 

"  G.V.O."  SHOES 

Get  our  prices 

G.  V.  Oberholtzer  Co. 

Berlin,  Ont. 


PEERLESS 
MACHINES 


Universal  Skiver 

Acknowledged  by  the  shoe  manufacturers  every- 
where as  the  most  reliable  Skiver  made.  Gives 
greater  production  at  minimum  cost. 


Peerless  Folder 

No  matter  what  the  shape  of  the  upper  this  machine 
will  fold  the  edge  over  perfectly.  Turns  over  seams 
and  back  stays.  For  rapid  clean  work  this  machine 
is  without  a  rival. 


Automatic  Perforator 

Spaces  evenly  on  any  curve  without  the  use  of  knee 
or  any  other  attachment.  30  to  50  per  cent,  more 
output  at  a  minimum  cost. 

The  Peerless  Machinery  Co. 

44  Binford  St.  BOSTON,  Mass. 


F  O  O  'I '  \  V  E  A  R    I  N    C;  -A  NAD  A 


April.  r.Mii 


Do  You 
Know 


CARBICON? 


It  is  the  most  efficient  and  economical  abrasive  paper  for  shoe  buffmg  on  the  market.  Does  from  1 0% 
to  50%  more  work  than  others.  It  is  made  by  Herman  Behr  &  Co.,  New  York,  the  well  known 
manufacturers  of  Carborundum  and  Ruby  Paper.  We  are  Canadian  sales  agents  for  these  three  hnes. 
Samples  and  prices  on  request. 

SHOE  FELTS 

We  are  sole  selling  agents  for  the  Perth  Felt  Co.'s  shoe  felts.  A  complete  range  carried  in  stock. 
Let  us  quote  you. 

WE  ARE  PROPRIETORS  OF 

"WAXOL" 

The  famous  sole-waterproofing  as  used  by  most  shoe  manufacturers  of  army  shoes. 


WE  HANDLE 
Blackings 
Dressings 
and  Box  Gums 
Patent  Leather 
Repairer 
Rubber  Cement 


Prompt  Deliveries  —Satisfactory  Prices 

PARKER,  IRWIN  (Limited) 

Leading  Shoe  Manufacturers'  Supply  House  in  Canada 

MONTREAL 


WE  HANDLE 
Polishing  Wax 
Sewing  Wax 
Fish  Glue 
Dry  Paste 
and  a  rut!  line  of 
Shoe  Findings. 


19 


una 


The  Skiving  Machine  that  was  awarded  the  gold 
medal  at  the  Panama  Pacific  International 
Exposition. 


Mode!  G 


Fortuna  Machine  Co, 

127  Duane  Street,  New  York 


We  can  furnish 
Skiving  Machines  for 
every  purpose 

Mudel  C  for  upper  stock,  felt  and 

medium  leather  box  toes   Capacity  \%  in. 

Model  G  for  upper  stock,  felt  .  .  .  Capacity  2  in. 

Model  E  for  heav_\-  Ixi.x  toes  and 

counters  Capacity  1  !4  ''i- 

Model   I*"  for  hcaxy  box  toes  and 

counters   Capacity  2  in. 

And  eacli  mode!  ])()ssesses  everything  that  goes 
to  uud<e  a  perfect  machine.  Xo  detail  has  been 
1 1\  erlooked. 

If  \-ou  are  having  trouble  with  your  skiving  or 
w  ould  like  to  do  work  yoiu"  present  eciuipnient  can- 
not handle  refer  the  proposition  to  us;  it  will  not 
obligate  you  to  buy.  We  are  skiving  sjiecialists 
with  experience  covering  every  grade  of  work  from 
paper  to  rubber. 

Can  you  make  u>e  <  <{  oiu-  ex])erience? 

We  also  sell  Rubber  Cement  made 
especially  for  us. 


April,  1916 
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MADE  IN  ALL 
COLORS 

Guaranteed 
the  Best 


Made  expressly] 
to  clean  and  re-° 
store  White  Can-" 
vas  Shoes  to  their' 
original  condition[ 

Makes  old  shoes 
look  new 


tlaTiufacturedby 

Robt.Kalston 
&Co. 

HAT'IILTON 

CAN.VDA 

^  ^ 


BLACK 
BROWN 
TAN 


IT 


WHITE 
MIDNIGHT  BLUE 
GREY 


DRESSING 

I  ,      A  DBESSINC  FOR  •» 

^  B00TSt.SHOES  ^ 


CONTAINS  ^ 


RALSTON'S 

SHOE  POLISHES 

Best  Known 
Best  Appreciated 
Best  Sellers 

Your  jobber  will  supply  you  with  any  of  the 
undermentioned  lines: 

BLACK  BEAUTY,  TAN  BEAUTY 
WHITE  BEAUTY 

Matchless  Shoe  Dressing,  Ralston's  Suede 
Dressing,  Ralston's  Waterproof  Dubbin 

If  there  is  anything  new  in  shoe  polishes — 
WE  HAVE  IT! 


The  Newest  Member  of 
the  Ralston  Family— 

OUR  BRONZE  SHOE  DRESSING 


The  ever  increasing  demand  for  bronze 
shoes,  prompted  us  to  produce  a  suitable 
bronze  shoe  pohsh.  it  is  guaranteed  to 
be  perfectly  reliable  and  has  already 
proved   itself  to   be    a    popular  seller. 

ORDER  A  SUPPLY  FROM  YOUR  JOBBER 


l0m 


JET  BLACK 
FINISH 

PoBT  Ralston  £  Co. 

n       HAMILTON  ^ 


Applied  quickly  with 
a  sponge 

HAS  NO  EQUAL 


A  high  grade 
polish  made 
expressly  for 
fine  trade. 


Puts  a  brilliant 
polish  on  boots 
and  shoes.  Re- 
moves stains  and 
makes  a  most 
perfect  cleaner 


10(i 
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April. 


The  present  is  no  time  to  reduce 
the  quality  of  Cement  and  quote  a 
price  that  is  pleasing  to  the  ear. 


We  Are  Keeping  the  Quality 
of  Our  Cements  Up  to  the 
Highest  Standard 

To  use  all  of  our  line  of  Cements  in 
your  factory  means  to  insure  you 
against  Cement  troubles. 


Boston  Blacking  Company 

152  McGill  Street 

Montreal       -  Canada 


April,  .1!)16 
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Send  a  Postcard 
for  this  new  Showcard 


We  will  be  pleased  to  Forward 
you  Some  on  Request 


The  Nugget  Polish  Company,  Limited 

9,  11  and  13  Davenport  Road,  Toronto,  Ontario 


ins 
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April.  I'.UG 


We  are  the  Oldest 


BACKERS  OF  CLOTH 

IN  CANADA 

Our  facililics  tor  the  pasting  and  ccmtntiriK  of  cloth 
arc  unfC|uallc(l.  VVc  back  cloth  up  to  50  inches  in 
width  and  j^iiarantcc  perfect  re--nlts. 

WOODWARD'S 
CORKING  SHOE  FILLER 

Made  in  (  anada  by  Canadian  workmen  under  Can- 
adian patents,  .\ccept  no  substitute.  No  other  i> 
"ju.st  as  j;ood." 

RUBBER  CEMENTS 

We  are  .si)eciali>t>  m  ihi.--  line  ami  ean  serve  any 
factory. 

A  few  of  our  other  lines  are: — 

Top  Facings  (all  kinds). 

Canvas  and  Leather  Insoling. 

Oil  Paper  for  Shoe  Covers,  etc.,  etc. 

F.  E.  Woodward  &  Sons 


LACHINE 

Province  of  Quebec 


KIEFFER  BROS.,  REGD. 

Manufacturers  and  Importers  of 

BOOT  AND  SHOE  MACHINERY 


Parts,  Findings,  Etc.,  of  all  kinds 

Sole  Agents  for 

Mullens  Celebrated  Leather 
Repairer,  Puritan  Sewing 
Machines  of  all  kinds 

Dealers  in  and  ManufacUirtrs  of 

NON-ROYALTY 
SHOE  MACHINERY 

Dup'icatc  parts  for  all  kinds  of  shoe  machinery 
always  kept  in  slock 

Write  for  prices  on  Shoe  Racks  and  Dieinii  Out  Blocks 


ESTABLISHED  IN  1869 
Oldest  Shoe  Machinery  Firm  in  Canada 

96  Prince  St.,  MONTREAL 


April.  I '.lie, 
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Landis  Curved  Needle  and  Awl 
Shoe  Soling  Machines 


o 
o 


3 

o 

o 


PRICE  AND  TERMS 
LANDIS  NO.  12  STITCHER 
Weight,  crated -About  750  lbs. 
Head  only,  crated— About  500  lbs. 

Price- Complete  with  Stand,  power  only,  $500.00,  F.  O.  B.  St.  Louis. 

Head  only,  $475.00,  F  O.  B.  St.  Louis. 
Terms— 15'^t  discount  for  cash. 

Time  Payments— $50.00  cash  and  $15.00  per  month. 
Deferred  payments  to  be  closed  by  notes  without  interest. 


PRICE  AND  TERMS 
LANDIS  NO.  10  STITCHER 
Weight,  crated-About  700  lbs. 
Head  Only,  crated-About  300  lbs. 

Price— Complete,  with  Stand,  foot-power  or  power,  $400.00,  F.  O.B. 
St.  Louis. 

Complete,  with  Stand,  combination  foot-power  and  power 
$410.00.  F.  O.  B.  St.  Louis. 
Head  only-$375.00.  F.  O.  B.  St.  Louis. 
Terms— 15^  discount  for  cash. 

Time  Payments— $25.00  cash  and  $10.00  per  month. 
Deferred  Payments  to  be  closed  by  notes  without  interest. 


Model  22  Landis  Shoe  Repair  Outfit,  Left  Hand 
Manufactured  by  LANDIS  MACHINE  CO.,  St.  Louis,  Mo. 

Landis  Machine  Company 

St.  Louis,  Missouri,  U.  S.  A. 

WE  ALSO  MAKE  THE  LANDIS  HARNESS  MACHINES.    ASK  YOUR  HARNESS  MAKER  ABOUT  US. 
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F  O  ( )  T  \\  !•:  A  R    1  N    C  A  N  A  D  A 


April,  H)1G 


We  Can 
Supply  Anything 
From  a  Tack 
To  a  Full  Factory 
Equipment 

_____  If  there  is  anything   

you  want,  write  us 


United  Shoe  Machinery  Company  of  Canada,  Limited 

MONTREAL,  QUE. 
Toronto  Quebec 


April,  1016 


FOOTWEAR   IN  CANADA 


111 


Stick  to  >^  it  ^  i  veness 

a  coined  word,  but  aptly  descriptive 
of  the  great  adhesive  strength  of 

Brodie^s  Patent 
Flour  Paste 

This  deservedly  famous  paste  never 
dries  out  or  relaxes  its  hold.  It 
spreads  evenly  and  is  perfumed. 

Put  up  in  kegs,  half-barrels  and  barrels. 
Let  us  quote  you  on  a  trial  shipment. 

Brodie  &  Harvie 

LIMITED 
14  Bleury  St.  Montreal 


Dominion 
Dies 

Stand 
Hard 
Service 

"  Dominion "    Dies    have  both 
essential    qualities    that  cutting", 
rooms  desire.    They  are  the  best 
quality  steel  and   they  are  exact 
in  pattern. 

Dominion  Dies  cut  leather,  rub- 
ber, paper  and  cloth  and  they  do 
it  right.  Let  us  figure  on  your 
requirements. 

Dominion   Die  Co. 

36a  St.  George  Street 
MONTREAL 


Glazed 
or 
Mat 


Black 

or 
Colors 


Uniform  Substance 
Superior  Cutting  Qualities 
Fine  Grain 
Great  Strength 

and  as  Low  in  Price  as  its 
High  Quality  Permits 

Write  or  wire  for  samples. 

New  Castle  Leather  Co. 

NEW  YORK 

Canadian  Branch:— 335  Craig  St.  W.,  Montreal 
Factory: — Wilmington,  Del.,  U.S.A. 


Middle  and  Western  Canada 
Demands  the  Best 
in  Footwear 


To  successfully  introduce  your  lines  and  maintain 
a    satisfactory    business    you    must    interest  the 

General  Merchants  in  the  Prairie  Prov- 
inces and  British  Columbia. 

Tlie  General  Merchants  are  Departmental  Stores — in  miniature — 
found  in  every  hamlet,  village,  town,  and  city  in  the  Great  Western 
Provinces  of  Canada.  Every  General  Merchant  sells  boots  and  shoes 
— tliere  are  no  exceptions.  No  exclusive  shoe  paper  can  interest  this 
trade,  because  the  General  Mercliant  is  not  an  exclusive  shoe  dealer. 


ClWWUUy  FINANUAL.COUUUtaAL  SL 
^QUUtALTMU  ¥Hii»MXM^09m  CUA7  WUI, 

Over  33  years   in  its  field 

"■CANADA'S    GREA  TEST   TRA  DE    PA  PER. ' ' 

Issued  twice  a  month  at  WINNIPEG,  Canada. 

Is  the  ONLY  PAPER  reaching  tlie  General 
Merchants  in  all  points.  Port  Arthur  and  West 
to  the  Pacific  Ocean. 

Get  a  sample  and  advertising  rates,  of  "That 
Western  Paper  that  brings  results." — "THE 
COMMERCIAL." 

Branches  at 

Vancouyei-,  Toronto,  Montreal,  Chicago,  New  York,  London,  Eng. 


K  f)r)'r  VV  I'.A  R    IN  Cy\NADA 


April.  1!tli; 


\W0RKERS  UNION. 


—and   the  Stamp 

is  Your 

Protection,  too! 


You  order  shoes  from  the  factory  or  through  the  jobber — 
how  do  you  know  you  will  g"et  them — how  do  you  know 
that  a  strike  or  a  lockout  won't  prevent  you  from  getting 
them?  You  do  not  know  unless  the  shoes  you  order  bear 
this  stamp. 


ARBITRATION 


HONEST  SHOES 


AND 


A  SQUARE  DEAL  TO  ALL  CONCERNED 

are  the  underlying  principles  of  the  Boot  and  Shoe  Workers' 
Union.  When  this  stamp  appears  on  the  shoe  it  is  con- 
clusive evidence  that  the  shoe  is  right.  Union  factories 
continue  to  manufacture  while  disagreements  and  mis- 
understandings are  being  adjusted. 

IN  UNION  THERE  IS  STRENGTH" 


Another  great  big  argument  for  Union  Shoes  in  your  store 
is  that  the  vast  army  of  Union  Men  in  all  lines  of  work 
will  come  to  you  for  footwear.  The  American  l""ederation 
of  Labor  numbers  between  tv\  o  and  three  million  members, 
with  a  buyiuQ-  clientele  of  ten  million  people.  This  vast 
army  won't  consider  your  shoes  for  one  moment  unless  they 
bear  the  official  badge — the  Union  Stamp  of  the  BOOT 
AND  shot:  WORKERS'  UNION. 

The  Union  Stamp  is  plain  and 
distinct.  An  indistinct  impression 
is  likely  to  be  covnterfeit. 

Boot  &  Shoe  Workers'  Union 

Affiliated  with  the  Aiiieriian  Federation  of  Labor 
.lOMN  I  .  TOBIN  CHAS.  L.  BAINE 

(;eiu'ral  President  Oen.  Sec.  Treasurer 

246  Summer  Street 
BOSTON  M  ASS  AGH  USETTS 


.WORKERS  UNION> 


UNIONXnSTAMP 


Facto 


7. 
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les  that  satisfy 


A  Satisfied 
Customer  is  a 

repeater 

Repeating  may  not  be  good  in  politics 
—but  it's  mighty  good  in  business. 

Satisfaction  begets  Confidence,  and 
Confidence  is  what  brings  the  customer 
back  to  you. 

Selling 
More  Lace  Shoes 

means  more  than  simply  making  sales; 
it  means  securing  your  customers'  con- 
fidence because  of  the  satisfaction  re- 
ceived in  the  permanent  fit  which  is 
always  assured. 

No  alterations  are  necessary  to  make  lace  shoes 
adjustable. 

Alterations  that  oftentimes  have  to  be  re- 
peated— which  mar  the  otherwise  attractive 
shoes — cause  annoyance  and  create  dissatis- 
faction of  which  you  never  learn,  because 
unfortunately,  next  time  the  customer  trades 
elsewhere. 

iV      Increase  your  sales  of  lace  shoes.  '  Twill 
add  to  the  permanency  of  your  customers 
and  your  profits. 

There  is  indeed  a  wealth  of  distinc 
tive  styles  in  Lace  Shoes — styles 
for  your  every  need. 

United  Shoe  Machinery 
Co.  of  Canada, 

Limited 
Toronto,  Montreal 
Quebec 
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quality  shoe  laces 
for   every  requirement 

In  bulk  for  the  factory  trade. 

Single  paired  for  the  fine  job- 
bing trade. 

Finished  with  Nufashond 
Fabric  Tips  (patent  apphed  for) 
Part  of  the  braid  itself.  Rustless, 
waterproof,  won't  pull  off. 

Samples  and  prices  upon  request. 

Narrow  Fabric  Company 

Rending  Pa. 


NON  RIP  SANDAL 


The  Humberstone  em- 
bodies the  latest  ideas  in 
a  non-rip  sandal.  It  is 
built  on  the  latest  lasts 
and  is  strictly  "  Made  in 
Canada." 

Write  for  Sample* 


Humberstone  Shoe  Co. 

HUMBERSTONE,  ONT. 


Aird  Shoes  for  Fall 


Several  new  ideas  capably  expressed,  and  backed  up 
with  the  workmanship  and  materials  that  have  made 
Aird  shoes  so  popular  with  the  great  buying  public. 

McKays  and  Turns  for  men,  boys,  youths  and 
women. 


JOBBERS!    WRITE  OR  CALL 


AIRD  &  SON, 


MONTREAL 


Store  Management 

An  illustrated  book  of  212 
pages,  by  Frank  Harrington 

Price  50  cents. 


Footwear  in  Canada 


347  Adelaide  St.  W. 
TORONTO 


Made  in  Canada 

You  can  now  buy  your  Sandal*  di- 
rect from  a  Canadian  manufacturer. 


Trade  -Mark 

These  specialties  are  as  important  as  any  shoes  you 
carry.    They  are  Goodyear  stitched. 

Do  not  place  your  order  for  sandals  before  writing 

us.     We  want  to  tell  von  nioro. 


Th.  Mayer, 


734-736  St.  Paul  St  , 
MONTREAL 


April,  1916 
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GUARANTEE 
FOR  QUALITY 


United  Shoe  Machinery  Company  of  Canada,  Limited 

Toronto  Montreal,  Que.  Quebec 
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BUTTONS 

Says  Dame  Fashion 


Button  shoes,  made  well,  will  be  largely  worn  this  year. 
The  conservative  dresser  will  always  want  button  shoes 
for  dress  or  semi-dress.  Our  High  Cut  No.  0353  is  made 
on  a  fashionable  line  and  is  already  a  good  seller  with  us. 

Our  Growing  Girls'  No.  0346  has  also  proven  a  splendid 
seller.  We  want  you  to  see  both  of  these.  Samples  sent 
for  your  inspection,  or  we  will  have  one  of  our  salesmen 
call  on  you.  They  are  now  out  with  a  full  range  of 
women's,  misses',  children's,  and  infants'  McKays,  and  made 
in  Canada.  You  pay  no  duty  of  30%  plus  73^%.  They 
are  the  equal  of  any  imported. 

lanadian  Footwear  Co. 


Sales  Office- 
Montreal 

44  St.  Antoine  St 


Limited 


Factory— 

Pointe-aux-Trembles' 

Quebec 


Vol.  VI.    No.  5 


Toronto,  May,  1916 
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^heMost 
Popular  Shoe 
in  the  World- 
-Why? 

REGAL  means  more  than  leather  and 
findings  — it  means  care,  skill,  study 
and  conscience.  It  tells  a  tale  of 
achievement.  It  expresses  the  power  to 
excel, — to  make  machinery,  materials  and 
methods  serve  better  uses, — to  compel  satis- 
faction by  means  of  a  more  perfect  product. 

This  is  accomplished  by  reason  of  Regal  manufac- 
turing efficiency,  volume  of  production,  collective 
purchasing  power  and  a  world  knowledge  of  ^tyle 
requirements. 

The  Spring  Line  of  Regal  Shoes  affords  a  choice 
of  approved  models,  the  ultimate  in  fashionable, 
reliable,  dependable  footwear  for  Men. 

REGAL  SHOE  COMPANY,  Ltd. 

102  Atlantic  Avenue  TORONTO 

Executive  Offices,  Regal  Building,  BOSTON,  MASS. 
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PANTHER 


r/cJUS-rJ'fSJjJ.ML 


Makers  of  this  Heel  in  the  Green  Box, 
Every  Pair  Guaranteed. 


Panther  Fibre  Soles  are  water- 
proof, non-slipping.  Will  out-wear  the 
best  leather  sole. 

Every  pair  Panther  Fibre  Soles 

are  guaranteed  not  to  break  or  crack 

We  also  make  other  good  soles 
and  heels  of  every  description. 

Soles  with  cut  off  toes 
Soles  with  spring  heels 
Soles  without  heels 
Combination  Soles 
Three-quarter  length  soles 

All  Grades,  Shapes,  Colors  and 
Gauges. 

Ask   Your   Manufacturer  to  Equiq 
Your  Shoes  with 

PANTHER  GUARANTEED 
FIBRE  SOLES 

Panther  Rubber  Mfg.  Co. 

Sherbrooke,  Que. 


Gmmnteed 

FIBRE 

SOLES 
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28  ^'Service**  Branches  throughout  Canada 


OMiNlOW 


Canadian  Consolidated  Rubber 

Company,  Limited 
MONTREAL,  P.Q. 


If  manufacturing  facilities  and  an  up-to-date 
system  of  distribution  mean  anything  at  all  to 
the  trade,  then  the  Dominion  Rubber  System 
commends  itself  to  all  wide-awake,  progres- 
sive shoe  merchants. 

Six  factories  and  twenty-eight  "Service" 
branches  at  central  points  throughout  Can- 
ada, so  as  to  insure  prompt  shipments, 
afford  a  service  that  is  not  equalled  in  Canada. 

Back  of  all  is  the  Quality  Guarantee  of  the 
Dominion  Rubber  System. 

Our  constant  aim  is  to  serve  and  please  the 
trade. 

Just  now  it  is  FLEET  FOOT  Shoes  for 
every  sport  and  recreation. 


Canadian   Consolidated  Rubber 

Company,  Limited 
MONTREAL,  P.Q. 


28  **Service*^  Branches  throughout  Canada 
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JAMES  ROBINSON 


Real  Service 

Specialize  in  the  sellini^"  end  (^^  yonr  bnsiness.  T.eave  the  style 
selection  to  me. 

Tlirouf^liout  my  years  of  connection  witli  the  trade  in  Canada,  it 
has  been  this  very  idea  of  "Service"  that  has  built  my  huge  business. 

I  have  always  made  it  a  special  point  to  handle  only  those  lines 
that  show  the  greatest  values  at  the  price. 

The  ''Boston  Shoe'' 

u]jholds  this  reputation  in  the  1916  hall  styles.  It  has  all  the  j^ood 
points  you  expect  in  a  first  class  shoe  and  several  more  that  will  prove 
its  leadership  in  the  closest  competition. 

Sometime  when  you  want  a  rush  order  put  through  you  may 
wish  you  had  sent  to  me.  Better  look  over  my  samples  and  Tuake 
sure.     You  can  rely  on  me  for  QUICK  DELIVERIES. 


James  Robinson 
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Rubbers ! 


Lool<  over  the  stock  of  dealers  from  one  end  of  Canada  to  the 
other  and  you'll  find  rubbers  bearing  the  names  "Kant  Krack", 
"Dainty  Mode",  "Royal"  and  "Hull  Dog." 

They  are  made  in  every  conceivable  st}'le  and  shape  to  meet  the 
exacting  demands  of  the  different  localities. 

For  years  I  have  relied  on  these  lines  to  keep  me  in  the  fore  in 
Rubber  Footwear.  The  1916  Styles  are  suited  to  all  the  newer  shapes 
and  still  retain  that  sturdy  construction  that  spells  WEAR.  That's 
where  these  lines  have  always  excelled.  You  can  recommend  them 
e\'ery  time  with  a  clear  conscience,  knowing  they  will  outlive  any 
other  rul)l)er  footwear  oft'ered  in  Lanada. 

Get  samples  before  you  place  your  orders  for  Fall  and  make  sure 
<:{  getting  the  right  lines. 


James  Robinson 
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Tebbutt 

Made  in  Canada 


Are  you  doing  your  share  in  the  National 
'Made  in  Canada"  campaign? 


Canadian  Shoes  Made  of  Canadian  Leather 

In  a 

Canadian  Factory  For   Canadian  People 


l'".vcry  (lay  your  cusUinicrs  arc  increasing 
llu'ir  demands  for  "Made  in  Canada"  shoes. 
Ynu  should  get  your  share  of  this  business 
by  placing  your  Fall  orders  for  Canadian 
shoes  only.  This  good  business  judgmeiU  on 
your  part  will  be  reflected  in  the  added  jiros- 
perity  of  the  C()untry.  besides  showing  your 
loyalty  to  Canadian  Industry. 

You  can  order  Tebbutt  "Doctor"  and  "Pro- 
fessor" shoes  from  all  the  better  jobbers. 
Carried  in  stock  always.  Their  special  anti- 
septic features  give  them  an  individuality  that 
will  bring  your  customers  back  for  more. 


Tebbutt  Shoe  &  Leather 

Company^  Limited 

Three  Rivers,  Que. 
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For  those  customers  who  have  been  coming" 
to  you  for  years  for  their  shoes  we  have  in  StOck 
a  number  of  new  styles,  patterns  and  lasts. 

The  Slater  Shoe 

for  Fall  19 1 6  will  give  these  customers  the 
same  all-year-round  service  that  Slater  shoes 
have  given  for  the  past  4?  years. 

We  are  taking  especial  care  in  our  IN  STOCK 
department  to  render  you  the  kind  of  service 
upon  which  you  can  rely. 

Let  us  forward  you  a  copy  of  the  new  Slater 
In  Stock  catalogue  and  price  list. 


Slater  Shoe  Co.,  Limited 

Established  1869  MONTREAL.  and  Boys'  Welts  Exclusively 


FOOTWEAR    IN    CANADA  May,  1916 


CHANTECLER 
POLISH 


This  will  give  a  bright 
prominent  gloss  and  is 
the  last  word  in  quality 
for   a   Bottom  Polish. 


Manufactured  by  the 

Boston  Blacking  Co. 

152  McGili  Street 

Montreal 


■ 
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Here  is  one  of  those  stylish  models  in  men's  shoes  that  will  satisfy  your  most 

most  exclusive  and  particular  patrons 

The  Daisy 

is  a  Goodyear  Welt  for  men  that  has  the  character  and  quiet  elegance  of  the  very 
highest  priced  shoes. 

It  Retails  at  $4  to  $6 


You  can  please  the  young  men  with  this  newest  "  Daisy  "   and  interest  the  older 
men  with  its  conservative  appearance  and  construction. 

Be  sure  to  show  this  model  this  Fall  and  earn  the  reputation  of  being  just  a  little 

ahead  of  the  other  fellow- 
One  of  our  salesmen  will  be  glad  to  show  you  the  "Daisy"  model,  if  he  has  not 

already  called,  together  with  an  assortment  of  "Daisy  "  styles  that  will  open  your  eyes  for 

completeness  and  perfect  style. 

And  we  spare  nothing  in  excellent  workmanship  to  make  our  shoes  equal  in  wearing 
qualities  to  their  smart  styles. 

Staple  Lines  in  Stock 

We  are  always  ready  to  ship  immediately  shoes  from  a  complete  line  of  men's,  youths' 
and  boys'  standard  screw,  pegged  McKays. 

Dufresne  &  Galipeau 

Limited 

MONTREAL 
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Canada's— 

Largest  Producers 
Largest  Stocks 
Most  Complete  Lines 
Most  Efficient  Service 

50  travelers  are  leaving  our  branch  distribut- 
ing houses  to  serve  our  customers  in  relation 
to   Spring   Sorting   and   Fall   Placing  Orders. 

AMES 
HOLDEN 
McCREADY 

LIMITED 

ST.  JOHN  -  MONTREAL  —  TORONTO  —  WINNIPEG  —  EDMONTON  —  VANCOUVER 
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Men^s  Trade 

Is  Dependable 

So  Are  All  America  Shoes 

This  makes  a  strong  merchandising  combina- 
tion ;  a  shoe  that  can  be  depended  upon  at  all 
times  to  give  satisfaction  to  particular  men  in 
style  and  wear,  and  a  buying  patronage  that 
you  can  be  sure  of  holding. 

Add  to  this  combination  the  fact  that  when  you 
buy  All  America  Shoes  you  are  buying  from 
stock  and  can  make  the  size  of  your  order  suit 
the  condition  o{ your  stock.  No  larger  orders 
than  you  need  for  immediate  sales  are  necessary 
in  doing  business  with 

Ti»  RICE  &  HUTCHINS  CHICAGO  CO. 

231  West  Monroe  Street,  CHICAGO,  ILL. 

Fiftieth  ANNIVERSARY 

RICE.  &  HUTCHINS,  INC 

-jO^Zi  SHOE  MANUFACTURERS  -|  Q  1  ^ 
XOvHJ  FOR  HALFiiJ^  CENTUR.Y  Av^Av/ 


RICE  &  HUTCHINS,  INC. 

Twenty-Four  High  St.,  BOSTON 


12 


FOOTWEAR    IN  CANADA 


May,  lOIf) 


WHETHER  it's  for  Fall  placing  or  present  buying, 
there  is  no  staple  shoe  on  the  market  that  will 
give  your  customers  such  good  value,  and  you 
such  liberal  profits  as 

The  EVERYDAY  Shoe 


Made  for  Men,  Boys,  Youths,  Women,  Misses  and 
Children  in  Elk,  Box  Calf,  Storm  Calf,  and  all  kinds  of 
side  leathers. 


The  T.  Sisman  Shoe  Co. 

Limited 

Aurora      -  Ontario 


^:o:  CARBICON? 


It  is  the  most  efficient  and  economical  abrasive  paper  for  sfioe  buffing  on  the  market.  Does  from  1 0% 
to  50%  more  work  tfian  others,  it  is  made  by  Herman  Behr  &  Co.,  New  York,  the  well  known 
manufacturers  of  Carborundum  and  Ruby  Paper.  We  are  Canadian  sales  agents  for  these  three  lines. 
Samples  and  prices  on  request. 


SHOE  FELTS 


We  are  sole  selling  agents  for  the  Perth  Feh  Co.'s  shoe  felts.  A  complete  range  carried  in  stock. 
Let  us  quote  you. 

WE  ARE  PROPRIETORS  OF 

"WAXOL" 

The  famous  sole-waterproofing  as  used  by  most  shoe  manufacturers  of  army  shoes. 


WE  HANDLE 
Blackings 
Dressings 
and  Box  Gums 
Patent  Leather 
Repairer 
Rubber  Cement 


Prompt  Deliveries  —Satisfactory  Prices 

PARKER,  IRWIN  (Limited) 

Leading  Shoe  Manufacturers'  Suppy  House  in  Canada 

MONTREAL 


WE  HANDLE 
Polishing  Wax 
Sewing  Wax 
Fish  Glue 
Dry  Paste 
and  a  full  line  of 
Shoe  Findings. 
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Where  QuaKty  Counts- We  Win 


Travellers  are  now  in  their  territories  with  Fall  samples 
carrying  the  best  $5.00  and  $6.00  lines  shown. 

In  our  $6.oo  lines  we  have  introduced  the  narrow  widths 
in  B,  C  &  D  which  enables  the  merchant  to  show  as  snappy 
and  neat  shoe  as  is  shown  on  5th  Ave.  in  New  York, 
giving  the  Canadian  Consumers  what  they  have  been  look- 
ing for,  for  a  number  of  years. 

The  retailer  should  take  advantage  of  these  special  lines 
and  stock  them  so  their  customers  can  buy  Canadian  made 
footwear  in  narrow  widths. 


Brandon  and  Monarch 


Footwear 


It  is  impossible  to  see  all  our  customers  early  in  the 
season.  Kindly  wait  and  see  our  new  Fall  Footwear  before 
placing  your  order. 

Thanking  you  very  cordially 
for  past  favors 


The  Brandon  Shoe  Co. 

Limited 

Brantford       -  -  Ontario 
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0  DUNLOP  LINE  ^ 

Held  in  Favor  from  Coast  to  Coast 

DUNLOP  RUBBER  HEELS 

"Peerless,"  "Comfort,"  Outing  (cup-shaped) 
Whole  Heel 

Black,  White  and  Tan 

LIVE  RUBBER  WEAR  LONGER 

NO  JARRING  NO  SLIPPING?? 

Folder  tells  all  about  special  proposition  to  dealers 

DUNLOP  RUBBER  SOLES 

Men's  and  Women's  Full  Length,  ^4  Length  and 
Gut-Out  Toe 

Also  Taps  and  Soling  Rubber  in  sheets 

Black,  White  and  Tan 

Wear  indefinitely  and  give  maximum  resiliency 

Will  not  crack  nor  dry  out 

DUNLOP  RUBBER  CEMENTS 

For  Boot  and  Shoe  Manufacturers  and  Dealers  : 

"Channel,"  "Gem,"  "Sole-Laying," 
"Chrome-Folding  " 

Maximum  Adhesion  and  Speedy  Drying  qualities 

Special  Prices  on  Large  Quantities 

Put  up  under  special  label,  if  required 

DUNLOP  TIRE  &  RUBBER  GOODS  CO. 

LIMITED 

Head  Office  and  Factories:  TORONTO 

Branche.:  VICTORIA,  VANCOUVER,  EDMONTON,  CALGARY,  SASKATOON,  REGINA,  WINN/PEG,  LONDON, 
HAMILTON,  TORONTO.  OTTAWA,  MONTREAL,  ST.  JOHN,  HALIFAX 
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Men's  Velours  Calf,  Fancy  Fox,  Circular 
Vamp,  Bal.  Heavy  Single  Sole  on  long  Eng- 
lish effect  last. 


Three  Good 
Sellers 


Latest  Styles 


We  want  to  impress  upon  you  the  fact  that  you  will  make  a  sure  profit  if  you 
give  your  customers  that  style  and  workmanship  to  which  they  are  accustom- 
ed at  the  lowest  possible  price. 


You  can  do  just  that  with 


Drummond  Shoes 

Despite  the  exceptional  quality,  that  is  so 
apparent  in  our  shoes  selling"  at  popular 
prices,  your  margin  of  profit  is  as  much  or 
more  than  on  other  lines. 


Men's  Gun  Metal  Calf  Straight  Bal  Mat 
Calf  Top,  Heavy  Single  Sole,  Flange 
Heel,  on  Foot-form  Last. 


Men's  Gun  Metal  Calf  Button.  Whole  Fo.\, 
Mat  Calf  Top,  Slip  Sole,  on  Medium  high  toe. 


Would  you  like  to  inspect  the  three 
lines  shown  here  ? 

Then  send  to 

Drummond  Shoe 

Limited 

Drummondville,  Quebec 
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Muir-Made 


Popular  Priced 
Footwear 

Muir-made  shoes  will  bring  you  money  every 
day  in  the  week.  That's  the  great  advantage 
of  always  carrying  a  good  stock  of  these 
popular  priced  lines. 

Cater  to  the  majority.  You'll  find  your  stock 
moving  faster  and  giving  more  satisfaction  all 
round. 

This  is  the  year  for  economy.  People  will  buy 
MUIR-MADE  shoes  when  they  see  that  the 
styles  are  right,  the  material  is  good  and  the 
price  is  low. 

Boys'  shoes  to  retail  from  $3.00  to  $4.00 
Men's  shoes  to  retail  from  $4.00  to  $6.00 

Look  at  our  samples  carefully  when  our  salesman 

calls  on  you. 


THE 


PAlHFlER 


'SHOE' 

MADE  CANADA 


The 


James  Muir  Co. 

Montreal 


THE 
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Unquestionably 

Tetrault  leads 

in 

SERVICE 

and 

STYLE 

We  are  the  largest  Men's  Goodyear  Welt  manufac- 
turers in  Canada — Bar  None. 

^  We  attained  this  leading  position  largely  on  account  of 
our  unique  factory  system. 

^  While  present  prices  cannot  be  guaranteed,  we  do  guar- 
antee to  ship  your  orders  at  prices  quoted,  as  promised. 

^  Present  situation  in  leather  demands  quick  consideration 
of  your  needs.     Our  efficiency  will  get  the  goods  to  you. 

Tetrault  Shoe  Mfg.  Company 

MONTREAL 
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Aird  &  Son   58 
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Boot  and  Shoe  Workers'  Unif)n  ....  r^'Z 
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J'ortuna  Machine  Company   47 
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Gait  Shoe  Mfg.  Co   50 

Guay,  Eugene   49 
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l,ndependent  Box  Toe  Company  ....  47 

Independent  Rubber  Company   ....  I!i 
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Landis  Machine  Company   51 
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Mayer,  Theo   58 

McMartin.  E.  W   48 

Montreal  Box  'J'oe  Company   56 


Narrow  habric  Compaiii    58 

Newi)egin  Company,  L.  I<   40 

Xew  Castle  Leather  Company   ....  54 

I'aiither  Rubber  Company    2 

J'arker,  Irwin,  Limited   12 

Peerless  Machinery  Company    4!» 

Pickering  Company,  Jos   45 

Ralston,   kobt   40 

Regal  Shoe  Company   1 

Restorff  &  Bettmann    46 

Rice  &  Hutchins   11 

Robinson,  Jas   4-5 

.Sisman  Shoe  Company   12 

Slater  Slu)e  Company   7 

'i'ehutt  Shoe  &  Leather  Co   0 

Tetrault  Shoe  Mfg. 'Co   17 

United  Shoe  Machinery  Co.  Ltd.  55-57-5'.! 

L'nited  States  Hotel.  Boston   47 


Valley  City  Seating  Co. 


Muir  Comi)any,  Jas. 


Vermilvea  Mfg.  Co. 


48 


BOSTON  OFFICE 

134  SUMMER  STREET 

NEW  YORK  OFFICE 

WOOLWORTH  BUILDING 
BROADWAY  AT  BARCLAY 

SAN  FRANCISCO  OFFICE 

29    KEARNY  STREET 


'EST  GraOe25^ 


EUROPE 

COVENTRY  HOUSE.  SOUTH  PLACE 
FINSBURY.  E  C  .  LONDON.  ENG 

SOUTH  AMERICA 

BUENOS  AIRES  ARGENTINE, 
LIMA  486 

AUSTRALIA 

401  POST  OFFICE  PLACE  WEST. 
MELBOURNE 


Our  models  are  exclusive  and  embody  comfort  and  elegance  of  the  highest  order  the 
result  of  fifty  years'  experience  in  the  drafting  and  making  of  a  superior  quality  of  men  s 
boots  and  shoes  for  all  occasions. ' 


Factory  and  Home  Office 

East  Weymouth,  Mass.,  U.S.A. 


"The  Riviera"  The  Renault" 


Awarded  the  Grand  Prize  for  Men's  Fine  Shoes  at  the  Panama-Pacific  International  Exposition,  San  Francisco,  1915. 
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TENNIS  and  SPORTING 

SHOES 

The  demand  for  High  Grade  Sporting  and  Tennis  Shoes 
will  be  greater  this  year  than  ever  before. 

Look  up  your  stock  and  if  your  sizes  are  not  complete 
write  at  once  to  any  of  the  followmg  jobbers. 

Their  complete  stocks  can   supply  your  wants  without 
delay. 


The  Amherst  Boot  &  Shoe  Company.  Limited  Amherst,  N.  S. 

The  Amherst  Central  Shoe  Company,  Limited  Regina,  Sask. 

A.  W.  Ault  Company,  Limited   Ottawa,  Ont. 

White  Shoe  Company    .  .  Toronto,  Ont. 

Kilgour,  Rimer  Company,  Limited    Winnipeg,  Man. 

The  J.  Leckie  Company,  Limited    .  .    Vancouver,  B.  C. 

The  London  Shoe  Company,  Limited    London,  Ont. 

McLaren  &  Dallas    Toronto,  Ont. 

James  Robinson   Montreal,  Que. 

Brown,  Rochette,  Limited   Quebec,  Que. 

McFarland  Shoe  Company   Calgary,  Alta. 

T.  Long  &  Brother   Collingwood 


The  Independent  Rubber  Co.,  Limited 

MERRITTON,  ONTARIO 
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SHOES 

FOR  EVERY  SPORT 
AND  RECREATION 

Be  sure  that  you  are  well  stocked 
with  the  popular  FLEET  FOOT 
Tennis  and  Outing  Shoes. 

If  your  assortment  is  not  complete, 
write  at  once  to  our  nearest  branch 
or  to  Head  Office. 

We  can  make  prompt  shipments  on 
shortest  notice. 

Canadian  Consolidated  Rubber  Co. 

Limited 
MONTREAL,  P.Q. 


28  **Service^*  Branches  throughout  Canada. 
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A  Journal  of  its  Findings,  Making  and  Sale. 
Published  Monthly  for  the  Good  of 
the  Trade  by 

HUGH  G.  Maclean,  limited 

HUGH  C.  MacLEAN,  Winnipeg,  President. 
THOMAS  S.  YOUNG,  General  Manager. 


HEAD  OFFICE  -  347  Adelaide  Street  West,  TORONTO 
Telephone  A.  2700 

MONTREAL  -  Tel.  Main  2399  -  Room  119,  Board  of  Trade 
WINNIPEG  -  Telephone  Garry  856  -  303  Travellers'  Bldg. 
VANCOUVER  -  Tel.  Seymour  3013  -  Winch  Building 
NEW  YORK  -  Tel.  3108  Beekman  -  1133  Tribune  Building 
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Disloyalty  Amon^ 
Salesmen 


At  the  last  monthly  meeting-  of 
the  Boston  Retail  Shoe  Sales- 
men's Association,  Mr.  Henry  E, 
I  lagan,  a  large  Moston  retailer,  in  the  course  of  a  vig- 
orous and  characteristic  address  "handed  it  to  them" 
straight  from  the  shoulder  and  there  is,  we  are  in- 
cHned  to  believe,  a  great  deal  of  truth  in  his  remarks. 
He  said  in  part : 

"There  ought  to  he  a  higher  code  of  ethics  and  sense 
111  Iionor  for  shoe  store  salesmen  in  their  relations  with 
liieir  employers.  Lack  of  this,  and  a  feeling  of  un- 
rest l)etvveen  employees  and  employer.s,  are  what  really 
brought  your  organization  into  existence. 

"If  there  is  such  a  thing  as  a  code  of  honor  such  as 
I  am  talking  about,  it  certainly  should  prevail  in  your 
treatment  of  the  men  whose  money  you  take  for  your 
living!  What  ha\'e  you  sold  your  services  for?  If 
you  (Idu'l  render  efficiency  and  loyalty  to  those  men — 
your  employers — you  are  taking  money  under  false 
pretences ! 

"[  admit,  sorrowfully,  that  my  own  experience 
with  shoe  store  salesmen  as  a  whole  has  had  a  tend- 
eny  to  sour  my  disposition.  Why,  a  inan  came  to  me, 
badly  in  need  of  a  job.     I  gave  it  to  him.     I  didn't 


really  need  him.  He  assured  me  he  was  with  me.  I 
was  the  finest,  kindest  employer  ever!  But  he  left  me 
in  the  lurch  Easter  Saturday! 

"Salesmen  are  too  prone  to  take  advantage  ot 
kindly  consideration  given  them  by  their  employe;s. 
The  proprietor  who  treats  his  help  the  best  is  regarded 
as  "easy"!  Too  many  shoe  salesmen  give  the  best  that 
is  in  them  only  under  the  lash  ! 

"The  room  in  the  retail  game  is  at  the  tnp  !  It's 
a  vacant  space — too  much  so.  You  all  want  adx  ance- 
ment,  but  you  have  no  goal  for  yotu"  ambition.  The 
man  who  makes  progress  gives  more  than  he  is  paid 
for. 

"If  you  are  going  to  make  progress  you've  got  to 
decide  among  yourselves  that  there  is  a  loyalty  due 
your  employers  precisely  the  same  as  you  expect  them 
to  exercise  toward  you !" 


Why  Not  Better 
Labels? 


1  fave  you  ever  noticed  when  pur- 
chasing an  article  in,  for  example, 
a  hardware  store,  that  each  box 
bears  on  the  outside  a  label  on  which  is  printed  a  cut 
of  the  article  itself,  so  that  the  clerk  knows  exactly 
Avhat  is  inside  of  the  package?  Ever  take  particular 
notice  of  a  grocery  stock — tins,  bottles,  packages,  are, 
in  almost  every  case,  labelled  with  a  reproduction  of 
the  contents — either  that  or  the  package  is  so  distinc- 
tive and  individual  that  an  illustration  is  not  neces- 
sary. When  you  ask  a  grocery  clerk  for  a  tin  of  sar- 
dines, a  tin  of  corn  or  tomatoes,  or  anything  else  you 
have  a  mind  to,  he  doesn't  have  to  take  down  half  a 
dozen  dilTerent  kinds  of  goods  to  find  what  you  want. 
The  label  enables  him  to  put  his  hand  on  it  instantly. 
These  illustrated  labels  on  concealed  goods  are  just 
as  effective  in  revealing  the  contents  as  the  articles 
displayed  in,  say,  the  riolliing  store,  liat  store,  dry- 
goods,  etc. 

But,  how  different  it  is  in  the  slK)e  store.  How 
many  times  have  you  had  to  pull  out  box  after  box 
to  inspect  the  contents  in  search  of  something  you 
know  you  had  but  just  couldn't  place  it?  This  is  all 
time  wasted — and  money,  too,  if  you  have  an  impatient 
customer.  True,  you  have  your  description  in  writ- 
ing on  the  front  of  the  carton,  but  unless  you  or  your 
salesmen  have  an  indelible'  pictiu'e  of  that  shoe  im- 
pressed on  your  memory,  the  written  description  is 
of  only  partial  assistance  and  requires  a  ])ractised  eye 
to  locate  immediately. 

Now,  if  the  manufacturers  of  padlocks,  wrenches, 
screwdrivers,  and  the  hundred  and  one  other  little 
articles  found  in  a  hardware  stock,  and  the  canned, 
bottled  and  packaged  goods  in  a  grocery  stock,  can 
afford  to  place  illustrative  labels  on  goods  selling 
anywhere  from  10  cents  to  50  and  75  cents,  why  can't 
the  manufacturer  of  boots  and  shoes  illustrate  the  act- 
ual style  on  the  carton  of  an  article  Avhich  sells  for 
from  $2.50  up  to  as  high  as  $8.00  and  $10.00?  If 
retail  sho-;  merchants  generally  would  unite  in  some 
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definite  stand  on  tliis  matter  of  |)erfeet  labels  would 
it  not  make  for  inereased  efficiency — less  lost  motion, 
hesitation  and  unnecessary  delay? 

*     *  * 

Hack  in  .grandfather's  early  days 
What  Size?  tlie   staj^e-coach   days — dispos- 

in,^  of  shoes  was  as  easy  as  sell- 
in<4'  water  to  a  tliirsty  man  in  the  desert.  Crude 
tiiin<4S  they  were  too — stifl  and  uncomfortable  — 
nearl}-  all  made  of  one  st_\  le  and  on  one  last.  i  lierc 
were  no  widths  to  choose  from  and  no  choice  of 
leather  or  pattern.  When  a  man  wanted  a  i)air  of 
boots  he  simply  walked  into  the  store,  stated  he 
wanted  a  ])air  size  so  and  so,  ])aid  for  them  and 
walked  out.  The  store  e(|ui])ment  in  most  cases 
consisted  of  nnm])ered  bins.  Little  or  no  attention 
was  ])aid  to  htting — what  was  the  use?  If  a  man  \V(jre 
size  9  that  was  all  there  was  to  it — why  waste  time 
tryin.<4'  an  (S  or  a  10.  The  elite  of  course  mi<;ht  have 
their  shoes  made  to  order  by  the  village  col)l)ler  but 
the  price  was  prohil)itive  to  the  axeras^e  jjcrsou.  In- 
deed the  man  or  woman  who  could  boast  of  having', 
made-to-order  footwear  in  those  days  was  looked  upon, 
with  considerable  awe,  as  a  person  of  wealth.  Thai 
was  in  the  davs  of  the  stage-coach,  candles  and  slow- 
going"  sailing  \essels.  lUit  we  have  advanced.  I'o- 
day  wc  have  the  automobile,  express  train,  electric 
light,  aeroplane,  wireless  telephone  and  a  host  of 
other  things  undreamed  of  in  the  olden  days.  Has 
the  business  of  shoe  retailing  advanced  with  the 
times?  ^'es,  but  a  great  many  retailers  who  couldn't 
keep  up  with  it  threw  out  their  anchors  long  ago  and 
arc  still  stuck  in  the  mud  asking  "what  size." 

A  man  went  into  a  shoe  store  t!ie  other  day  to  get 
a  pair  of  shoes — ^not  so  nuich  because  he  needed  them 
as  because  the  pair  he  was  wearing',  and  which  he 
had  purchased  cpiite  recently,  were  causing  him  untold 
misery,  owing-  to  a  bad  Htting.  The  clerk,  instead 
of  asking  him  "what  size"  politely  requested  him  to 
sit  down,  and  then  he  removed  liis  shoe.  Next  he 
measured  the  customer's  foot — carefully  and  scientifi- 
cally. On  ascertaining-  the  leather  preferred  he  g^ot 
down  a  shoe,  put  it  on  and  laced  it  up.  This  pro- 
cedure was  something  of  a  jolt  to  the  customer,  who, 
being  something-  of  a  crank  on  getting-  shoes  of  a  cer- 
tain size,  asked  the  clerk  the  same  old  worn-out  ques- 
tion, "What  size  are  they?"  "What  does  it  matter?" 
the  reply  came.  "No  doubt  you  asked  for  a  certain 
size  when  you  purchased  the  ])air  you  complain  of. 
The  shoes  I  am  showing  you  will  give  you  complete 
comfort  and  satisfaction — they  fit  your  feet ;  the  others 
do  not."  What  argument  can  a  customer  have 
against  that  kind  of  salesmanship?  Possibly  direct 
evasion  of  the  question  might  cause  some  annoyance 
to  a  certain  class  of  customer  but  the  answer  can  be 
moderated.  Tell  them  you  don't  sell  shoes  by  size — 
you  sell  them  by  "fit." 

A  good  size-finding  appliance  is  not  so  expensive 


as  to  be  out  of  reacii  of  any  shoe  retailer  and  the 
method  of  irsing  it  is  not  so  difficult  as  to  cause  th.- 
burning  of  midnight  oil.  The  heel  to  toe  measure- 
luent  will  determine  the  ^,izc ;  the  ball  measurement 
the  width  and  the  instep  measurement  will  flecidc 
whether  to  recommend  a  blucher  or  a  bal.  People 
with  high  insteps  cannot  comfortably  wear  a  bal  and 
this  should  be  explained  to  them.  Notice  the  shape 
the  toes,  while  other  taper  in  various  degrees  from  the 
great  toe  to  the  little  toe.  Notice  if  the  old  shoe  has 
cramped  the  toes  at  all.  .\  s(piare-tf)ed  foot  should 
be  fitted  in  a  straight  last,  while  t!ie  ta])ering  toes  can 
comfortably  wear  a  swing  or  i'-nglish  last. 

Nine  out  of  every  ten  people  ask  the  salesman,  "D  j 
you  think  it  is  a  good  fit?"  and  nine  out  of  every  ten 
salesmen  begin  to  hum  and  haw,  feel  the  shoe  all  over 
and  finally  ask  you  "how  it  feels  to  the  foot."  We 
grant  that  the  man  who  is  going  to  wear  the  shoes 
ought  to  know  something  about  how  they  fit,  but  often 
enough  the  shoe  which  apparently  is  a  good  fit  while 
walking  around  on  the  little  tw(j  by  three  Axminstc 
in  front  of  the  fitting  chair  will  raise  blisters  after  an 
hour  or  so  on  the  concrete  pavement.  So  -when  the 
customer  ])Uts  on  a  shoe  and  says  "It  feels  all  right'' 
the  salesman  should  not  take  it  for  granted  that  it  i- 
all  right  unless  he  is  positively  certain  himself. 

Tll-titting  uncomfortable  shoes  will  knock  your 
business  as  long  as  they're  in  existence  to  remind  the 
purchaser  where  he  got  them.  .All  customers  do  nnt 
complain,  neither  do  they  accc])t  the  matter  so  philo- 
sophically as  that  Irishman  who  once  remarked  that 
he  wouldn't  be  able  to  get  his  new  boots  oi-i  till  he'd 
worn  them  a  s])ell.  They  simjjly  go  to  a  different 
store  next  time,  and  the  store  that  is  I)iling  up  the 
biggest  list  of  steady  customers  is  the  store  that  fits 
the  feet  scientifically. 


Decent  Consideration 

Dean  Cappon.  of  Oueens  Cni\ er.->ity.  voices  tlu- 
sentiments  of  a  \  er\-  large  percentage  of  the  Canadian 
people  when  he  says:  "Let  there  be  decent  considera- 
tion for  those  who  think  they  have  good  enough  rea- 
sons not  to  go,  at  least  as  yet,  to  the  war." 

Possibly,  if  Dean  Cappon  spoke  all  that  is  in  his 
mind,  he  would  i)ut  it  more  strongly.  Doubtless  he 
has  seen  the  ill-advised  methods  of  recruiting  that  are 
being  utilized  from  day  to  day  by  the  rank  and  file  of 
various  battalions.  Doubtless  he  realizes  that  the 
present  system  of  semi-coercion  has  little  to  commend 
it,  and  in  a  very  large  number  of  cases  does  more  harm 
than  good.  Its  biggest  weakness,  perhaps,  is  that  it 
fails  to  discriminate  between  the  man  who  holds  back 
because  he  is  a  coward  and  the  man  who  delays  be- 
cause his  intelligence  tells  him  that  his  jiroper  place,  a- 
vet.  is  where  he  is. 

The  methods  of  recruiting  as  practised  in  Canada, 
if  Toronto  may  be  taken  as  a  criterion,  lack  nothing  so 
much  as  intelligence    and    good    sound  horse-sense. 
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There  is  ample  and  laudable  enthusiasm — but  mis- 
directed. Khaki  enthusiasts  fail  to  see,  or  refuse  to 
see,  that  the  business  of  the  country  is  next  in  import- 
ance to  the  war,  and  as  such  demands  fair  considera- 
tion. They  fail,  or  refuse,  to  see  that  many  a  young 
man,  however  desirable  as  a  member  of  their  unit,  may 
be,  by  comparison,  still  more  useful  as  a  civilian  in 
this  present  time  of  stress.  They  fail,  or  refuse,  to 
grant  to  the  intelligent  individual  the  right  to  use  his 
own  judgment  as  to  when  is  the  proper  time  for  him 
to  give  up  the  one  and  take  hold  of  the  other.  In 
other  words,  the  present  system  of  recruiting  is  spe- 
cially designed  for  the  dilettante,  the  indifferent,  the 
man  lacking  in  moral  and  mental  fibre ;  it  is  a  reflection 
on  the  man  who  does  his  duty  as  he  sees  it. 

All  of  this,  and  more,  no  doubt,  Dean  Cappon  has 
prominently  in  mind  when  he  makes  a  plea  for  merely 
"decent  consideration"  for  the  men  who  do  their  own 
thinking.  If  these  men  had  followed  the  line  of  least 
resistance  many  of  them  would  have  been  in  uniform- 
months  ago.  Fortunate  it  is,  as  we  see  it,  that,  in  tlu? 
absence  of  the  slightest  apparent  eff^ort  on  the  part  of 
our  Government  to  cope  with  this  problem  of  filling  up 
the  ranks  of  the  numerous  battalions  they  have  auth- 


orized, there  are  men  strong  enough  to  brave  the  jibes 
and  insinuations  of  these  miscellaneous,  misguided  re- 
cruiting agents.  They  are  simply  making  juvenile  at- 
tempts at  a  man's  job !  How  can  we  combat  efficiency 
except  with  efficiency? 

The  men  who  are  strong  enough  to  "think"  today, 
men  who  are  strong  enough  to  resist  following  the 
lines  of  least  resistance,  cry  out  for  some  movement  on 
the  part  of  our  Government  which  will  enable  us,  as  a 
nation,  to  carry  on  our  share  of  this  war  in  such  a  way 
as  to  conserve  in  the  best  possible  manner  our  fighting 
resources — present  and  future.  There  is  not  a  man 
of  these  v/ho  is  not  ready  to  go  when  and  where  he  is 
told — if  the  authority  who  gives  the  order  knows. 
Why  doesn't  our  Government  find  out?  Why  hasn't  it 
an  inventory  of  every  citizen  of  Canada,  that  it  could 
say  to  him,  "Here  is  your  place!"?  But  instead  of 
acting-,  our  Government  delegates  this  authority  to 
the  illiterate  private  in  the  ranks,  and,  indirectly  at 
least,  authorizes  the  man  of  small  intelligence  to 
i)adger  and  coerce  the  man  who  sees  his  duty  clearly 
and  is  doing  it.  Why  cannot  our  Government  move 
in  this  matter?  Why  cannot  they  give  so  important  a 
question  at  least  "decent  consideration"? 


How  Do  You  Keep  Track  of  Your  Stock? 

The  system  does  not  need  to  be  expensive— Get  it  started  with  an  empty  shoe 
box  and  some  home-made  cards— Make  it  a  daily  habit 


ARE  you  interested  in  this  matter  of  systematic 
stock-keeping?    If  not,  you  ought  to  be,  for  it 
is  one  of  the  most  vital,  and  yet  one  of  the 
most  neglected,  factors  in  the  business  of  shoe 
retailing. 

Before  we  decided  to  give  the  subject  of  stock- 
keeping  a  greater  degree  of  prominence  than  we  had 
been  doing,  we  firmly  convinced  ourselves  of  its  im- 
])(jrtance  to  the  trade.  In  the  series  of  articles  which 
we  proposed  to  run,  and  which  commenced  in  our 
l'>bruary  issue,  we  anticipated  the  discussion  would 
be  of  intense  interest  to  the  majority  of  our  readers — 
and  we  have  not  been  disappointed.  Numerous  letters 
have  reached  us  frpm  different  sources  assuring  us 
that  lack  of  system,  they  now  reaUze,  has  been  re- 
sponsible for  many  an  overloaded  stock  with  its  con- 
sequent evils.  Now  the  matter  is  brought  promin- 
ently to  their  attention,  they  are  very  ready  to  admit 
that  they  have  been  negligent  and  have  lost  money 
thereby.  It's  never  too  late  to  mend,  however,  and 
now  it  simply  remains  for  them  to  choose  the  system 
best  fitted  to  their  business  without  further  delay.  The 
cost  is  not  excessive  nor  is  there  any  arduous  labor  in- 
volved— a  few  minutes  each  day  is  all  that  will  be  re- 
quired when  the  system  is  in  running  order.  How 
many  shoemen  are  busy  all  day?  How  many  have  not 
a  half  hour  they  can  easily  use  on  working  up  their 
stock  keeping  system?  If  we  are  not  mistaken  it 
often  is  the  man  with  the  most  time  on  his  hands  who 
is  the  most  lax  in  his  method  of  doing  business. 

You  Can  Cultivate  System 

System  is  just  what  we  make  it — a  habit  if  you  will. 
The  slovenly  person  or  the  indifferent  storekeeper  is 
so  through  force  of  habit.  The  duties  of  a  stock- 
keeping  system  may,  at  first  thought,  seem  out  of  all 
l)roi)ortion  to  the  benefits  to  be  derived  but  the  re- 
tailer who  has  given  it  a  fair  and  reasonable  trial  would 


never  go  back  to  the  old  slipshod  and  haphazard  meth- 
ods of  his  forefathers.    It  is  a  good  habit  to  develop. 

As  we  have  pointed  oi:t  in  previous  articles,  the 
basic  principle  of  almost  every  stock-keeping  system 
in  use  today  is  practically  the  same;  that  is,  the  en- 
tering of  the  different  sizes  in  the  form  of  strokes  in 
their  proper  size  spaces  and  marking  them  through 
as  each  pair  is  sold.  The  little  details  may  be  en- 
tirel}'^  difl^erent,  however ;  for  instance,  it  may  not  be 
absolutely  necessary  that  the  retailer  in  a  small  city 
or  town  doing  a  moderate  business,  should  keep  a 
special  column  for  the  total  number  of  each  style  sold. 
On  the  other  hand,  in  -the  department  stores  and  large 
down-town  stores  in  big  cities,  where  the  turnover  is 
very  large,  this  is  a  valuable  item  of  information  for 
the  buyer  and  manager,  as  it  would  be  too  laborious 
to  gather  the  information  by  adding  up  the  size  data. 
/Vgain,  some  systems  have  been  designed  to  utilize 
card  index  files — others  use  stock  books  and  large 
loose-leaf  sheets.  The  one  particular  disadvantage  of 
the  average  card  index  system  would  appear  to  be  that 
the  space  offered  on  the  card  is  not  sufficient  to  per- 
n-iit  the  recording  of  more  than  the  initial  placing 
order.  If  any  particular  style  is  sized  up  an  entirely 
new  card  would  have  to  be  made  and  where  the  card 
contained  a  considerable  quantity  of  infon-t-iation  con- 
cerning the  style  and  maker  it  would  involve,  of 
course,  an  extra  amount  of  labor.  Where  a  loose- 
leaf  stock  book  is  used,  space  is  'generally  provided  on 
one  sheet  for  at  least  four  to  six  sizing  up  orders.  The 
card  system  might  be  the  most  convenient  and  use- 
ful for  the  retailer  doing  a  small  business  but  for  the 
dealer  doing  a  fairly  large  business  the  loose-leaf 
stock-keeping  book,  with  fairly  large  sheets,  would  ap- 
l)ear  to  be  the  most  efficient. 

1'hen  too,  there  are  different  methods  of  reporting 
sales.  h'or  instance,  one  firm  will  use  a  small  tag  at- 
tached to  each  pair  of  shoes,  which  will  be  turned  in 
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to  the  cashier  when  a  sale  is  made.  Other  lirms  make 
use  of  a  small  card  which  is  tilled  out  and  placed  in 
the  carton  when  the  shoes  are  stocked.  When  a  sale 
is  made  the  card  is  taken  from  the  box  and  placed  in 
the  cash  rei4ister  or  ,y;iven  to  the  cashier  and  checked 
off  at  the  close  of  the  day.  Some  stores  record  all  the 
details  on  a  duplicate  sales  check,  the  ()ri<^inal  n\ 
which  is  <^iven  to  the  customer. 

Also  there  is  the  (piestion  of  exchanj^cs;  one  dealer 
linds  it  a  £;ood  plan  to  have  a  different  colored  card  to 
])c  filled  in  when  an  exchani.^e  is  made.  fiovvever, 
that  is  not  a  matter  which  will  cause  any  consideral)le 
difficultv.  The  word  "exchanj^e"  may  be  marked 
l)lainlv  on  the  sales  slip  and  details  of  the  substituted 
])air  entered  below.  So  it  will  be  seen  that  each  in- 
dividual merchant  must  carefuly  consider  his  own  re- 
(luirements  and  w  ork  out  his  own  ideas.     The  features 


iiiui  most  will  be  the  easiest 


him 


which  ai)peal 
to  develop. 

A  Card  Index  System 

This  month  we  are  reproduciui;  a  card  index  sys- 
tem iisi'd  in  far-away  Melbnurne,  Australia,  for  whii  l: 
we  are  indebted  to  "Australasian  Footwear."  The 
retailer  who  uses  this  system  considers  it  is  the  best 
method  of  handling;'  stock  records  on  account  of  its 
unlimited  classification  and  ease  of  handlin".  New 
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The  Card  Index  System  of  Stock-keeping. 

cards  can  be  inserted  and  old  ones  withdrawn  wilhoul 
<listurbinj4  the  general  arrani^ement.  The  form  shown 
( i'^if^".  \)  he  hnds  most  suitable.  To  quote  from  his 
own  description:  "( )ne  card  is  made  Out  for  each  class 
of  boot,  shoe,  etc.,  carried  in  stock.  All  information 
re(piired  in  order  to  identify  the  shoe,  or  to  place  ad- 
ditional orders,  I  enter  at  the  upper  left  hand  corner 
of  the  card.  In  the  upi)er  ri^ht  hand  corner  is  a  re- 
cord of  goods  ordered  and  received.  iiy  noting  here 
the  date  and  number  of  pairs  ordered  overloading  of 
stock  tlirnugh  (lui)licalinu  will  be  eliminated.  The  rc- 
m.'iiuder  of  the  card  is  used  lor  entering  tlie  rccei|)l  of 
stock.  (  )ue  line  is  prov  ided  for  each  width  ;ind  one 
column  for  each  size.  W  lieu  a  new  consignment  comes 
in  the  number  of  |)airs  ul  each  size  and  wiclth  is  indi- 
cated by  making  a  short  vertical  ■  line,  one  for  each 
pair,  in  the  pro]:ier  s])ace.  When  a  pair  is  sold  this  ver- 
tical line  is  crossed  out." 

This  retailer  adds  lurther:  "I  lind  it  a  godd  plan 
to  place  in  each  box  ;i  sli|)  showing  the  stock  number 
and  size  of  the  shoe.  When  a  sale  is  made  this  slip 
is  taken  out  by  the  salesman  and  returned  to  the  office. 

".Another  ])lan  is  to  ha\e  the  salesman  note  llic 
stock  number,  width  and  ^i/c  >  mi  his  sales  sli]).  I'lu- 


office  is  thus  furnished  with  a  proper  report  of  each 
pair  sold. 

"At  the  end  <jf  the  day  (ur  first  thing  next  day; 
these  slips  are  assembled  in  the  same  order  as  the 
cards  in  the  file.  It  is  a  simple  matter  to  then  go 
through  the  cards,  taking  each  one  out  in  turn  and  for 
each  pair  sold  one  of  the  vertical  lines  in  the  ])ro[)er 
space  is  crossed  out  with  red  ink. 

"When  an  order  is  placed,  in  addition  to  the  nota- 
tion at  the  top  of  the  card  showing  the  number  of 
l)airs  ordered,  the  number  of  each  size  and  width 
should  also  be  indicated.  This  is  done  by  marking  in 
pencil  one  cypher  for  each  ])air  ordered.  When  the 
goods  arrive  these  will  be  erased  and  the  vertical  line 
indicating  actual  sttjck  substituted.  I  find  that  a 
4  X  6  in.  card  is  most  convenient. 

"As  regards  classification  of  the  cards,  they  may  be 
divided  in  many  ways  to  suit  the  demands  of  the  store 
in  which  they  are  used.  1  find  it  is  best  to  have  a 
separate  divisifin  for  men's,  vvotnen's  and  children's 
stock,  and  each  division  subdivided  into  s'.ioes,  boots, 
rnl>l)crs,  sli])pers,  etc." 

It  will  be  seen  from  the  foregoing  description  that 
this  retailer  has  o\erc(ime  the  difficulty  of  recording 
sorting  orders  on  small  cards  i^y  using  a  card  consid- 
erably larger  than  usual.  This  system  of  cards  will 
particularly  appeal  to  the  small  retailer  as  it  is  simple 
t(i  o|)eratc,  very  flexible  in  the  applicaticni  and — what 
will  connnend  itself  to  most — inexpensive.  .\  start 
mav  even  be  made  on  "home-made"  cards  with  a  shf>e 
box  as  a  container. 


A  Wartime  Creation  trom  Paris— Courtesy  I.e  Moniteur 
de  La  Cordonnerie. 
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Problems  that  Face  the  Shoe  Retailer  Every 
Day — How  to  Solve  Them 


Some  of  the  resuhs  of  the  work  among  shoe  dealers 
by  the  Harvard  Bureau  of  Research  are  outlined  in  the 
following  article  by  Edwin  F.  Gay,  Dean  of  the  Har- 
vard School  of  Business  of  Administration,  Harvard 
University,  Cambridge,  Mass.,  who  supervises  the 
work  done  in  the  retail  shoe  ti-ade  by  the  Bureau  of 
Research.  The  article  appears  in  a  recent  issue  of  the 
Shoe  Retailer. 

Do  you  know  how  much  your  salesforce  ought  to 
cost  you? 

Are  you  sure  you  ha\'e  put  the  prnper  mark-up  on 
your  goods  ? 

Are  you  turning  your  stock  as  fast  as  you  should? 

Is  your  rent  too  high  in  ])roportion  to  your  sales? 

These  and  countless  other  problems  face  the  shoe 
retailer  every  day. 

If  your  competitor  knows  the  answer  and  you  do 
not,  what  an  advantage  he  has  over  you  !  These  prol)- 
lems  are  being  investigated  by  the  tfarvard  Bureau  of 
Business  Research  and  interesting  and  valuable  results 
have  already  been  published  for  the  benefit  of  shoe  re- 
tailers. In  obtaining  information  the  Bureau  has 
come  in  contact  with  over  10,000  shoe  retailers  in  all 
parts  of  the  country,  so  that  the  results  of  its  research 
may  justly  be  considered  standard. 

Benefits  Derived  by  Dealers  Who  Co-operate  With 
Bureau 

In  order  to  make  comparisons  a  uniform  system  of 
bookkeeping,  (The  Harvard  System  of  Accounts  for 
Shoe  Retailers)  was  introduced.  This  is  now  in  use  in 
hundreds  of  stores  which  regularly  send  their  figures 
into  the  Bureau.  In  this  way  former  results  are 
checked  and  up-to-date  comparisons  can  be  made. 
Each  co-operator  receives  individual  attention  and  is 
given  suggestions  regarding  his  accounts  if  he  wants 
them.  He  gets  the  benefit  of  comparing  his  figures 
with  the  standards  of  the  trade,  and  furthermore  se- 
cures from  the  Bureau  additional  information  of  es- 
])ecial  assistance  to  him. 

Gross  Profit  and  Mark  Up 

From  the  information  already  secured  the  Bureau 
has  found  that  gross  profit  ranges  from  20  per  cent,  to 
42  per  cent,  of  the  selling  price.  Low  grade  shoes 
show  a  gross  profit,  as  a  rule,  of  23  to  25  per  cent., 
whereas  the  gross  profit  on  high  grade  shoes  is  30  to  33 
l)er  cent.  This  does  not  mean  that  a  retailer  of  higli 
grade  shoes,  for  instance,  should  mark  his  goods  up 
only  30  to  33  per  cent,  of  the  selling  price.  Fie  must 
not  forget  that  he  will  probal)ly  be  forced  to  dispose 
of  some  of  liis  stock  at  much  lower  figures  at  the  end 
of  the  season.  A  retailer  who  carries  shoes  subject  to 
style  risk  must  put  a  higher  mark-up  on  his  goods  than 
the  man  who  carries  only  staples,  because  of  his 
greater  loss  through  depreciation  and  the  necessity  of 
clean-up  sales  at  greatly  reduced  rates. 

Total  Expense  Ranges  from  18  Per  Cent,  to 
35  Per  Cent. 
Total  expense  varies  from  18  per  cent  to  35  i)er 
cent — quite  a  range!  But  in  stores  carrying  low  grade 
shoes  total  expense,  as  a  rule,  is  23  i)c'r  cent.,  and  in 
high  grade  stores  about  27  per  cent.  It  is  possible  to 
reduce  these  ])ercentage.s  to  20  and  25,  respectively. 
This  shows  the  narrow  in;irgin  of  net  prodl  in  the  re- 


tail shoe  business,  and  the  necessity  for  every  retailer 
to  check  as  quickly  as  possible  any  part  of  his  expense 
which  shows  an  increase.  For  this  reason,  he  should 
divide  his  expense  statement  into  Buying,  Selling,  De- 
livery, Management,  Fixed  Charges  and  Miscellaneous 
Expense.  In  this  way  only,  can  comparisons  with 
the  standard  s  established  by  the  Bureau  be  of  any 
value. 

Salesforce  Expense 

Salesforce  expense  centers  about  8  per  cent.,  and 
any  shoe  store  which  is  paying  its  salesforce  more  than 
7  per  cent,  of  its  net  sales  should  increase  its  efficiency, 
l  ligh  salesforce  expense  is  often  due  to  the  employ- 
ment of  too  many  clerks  for  the  volume  of  the  business, 
it  has  been  found  that  $10,000  worth  of  merchandise  a 
year  should  be  sold  by  each  clerk.  A  store  employing 
five  clerks  should  do  a  business  of  approximately 
$50,000.  A  shoe  dealer  in  V ermont  sent  his  figures  to 
the  Bureau  for  comment.  His  salesforce  expense  was 
over  10  per  cent.  He  was  doing  a  business  of  $30,000 
a  year  with  six  clerks.  The  Bureau  suggested  that 
he  should  increase  his  sales  or  employ  fewer  salesper- 
sons. 

Knowing  What  Per  Cent,  to  Pay  for  Rent 

Rent  is  another  large  item  of  expense  which  varies 
tremendously.  The  Bureau  has  figures  for  rent  rang- 
ing frcim  1.8  per  cent,  to  14.6  per  cent,  of  the  net  sales. 


White  Nubuck  Gladys  Pump— Blachford  Shoe  Mfg.  Co.,  Toronto. 


The  most  common  figure  is  5  per  cent.,  while  3  per 
cent,  is  attainable.  If  a  retailer  is  paying  more  than 
5  per  cent,  of  his  sales  to  his  landlord  he  has  picked  a 
l)oor  location  for  his  business.  He  should  either  in- 
crease his  sales,  or  move.  One  man  has  an  important 
shoe  store  in  Chicago.  The  owner  o{  the  store  de- 
manded 10  per  cent,  of  his  sales  as  rent  before  closing  a 
new  lease.  The  shoe  dealer  asked  for  advice,  and  the 
llureau  told  him  what  the  figures  should  be.  He  was 
able  to  compromise  for  6  per  cent. 

Stock  Turn  Should  Average  Two  and  One-Half  Times 

A  \  er}'  important  matter  that  is  often  neglected  by 
shoe  retailers  in  his  stock-turn.  Dead  stock  should  be 
sold  for  what  it  will  bring,  to  make  room  for  fast-mov- 
ing stock.  It  is  remarkable  how  frequently  the  most 
successful  stores  have  the  fastest  turn  of  stock.  It 
is  very  expensive  business  to  carry  a  year's  supply  of 
stock.      I'esides  tying  up  capital,  with  loss  of  interest, 
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there  is  space  cost  and  depreciation  to  be  considered. 
Stock-turn  varies  from  1  to  3.6  times  a  year.  A  shne 
retailer  should  make  every  effort  to  have  a  turn  of  at 
least  2.5. 

The  Ifarvard  Bureau  wants  co-oi)eration.  It  can- 
not work  without  it.  If  a  slioc  retailer  <^ivcs  the  iiureau 
information  about  his  business,  the  Bureau  gives  him 
the  Harvard  System  of  Accounts  for  Shoe  Retailers 
and  the  results  of  its  investigation  in  that  business, 
l^'urthermore,  it  gives  him  all  the  advice  and  assistance 
it  can  in  regard  to  his  individual  accounts. 

A  Wisconsin  Dealer's  Mistake 

A  Wisconsin  retailer  wrote  that  the  system  was  in- 
correct, lie  had  an  average  mark-up  of  30  per  cent, 
and  iiad  made  $3,000  net,  but  by  the  Harvard  system 
he  showed  42  ])cr  cent,  gross  profit  and  $10,000  net.  He 
wanted  to  know  what  could  be  done.  His  figiu-es 
were  carefully  checked,  and  his  mistake  pointed  out  lo 
him.  Only  the  highest-priced  New  York,  Chicago,  and 
otlier  metropolitan  shoe  stores  ai)pr{)ach  a  42  per  cent, 
gross  i)rortt.  I  lad  he  given  the  I'ureau  his  correct 
iigure  for  ]Ku-chascs?  As  a  matter  of  fact,  the  figure 
which  he  had  scut  in  for  that  item  had  been  about 
$7,000  too  high.  After  he  had  corrected  it,  the  profit 
which  he  stated  he  had  made  am!  the  profit  sliown  by 
the  Harvard  system  agreed. 

Danger  of  Judging  Profits  from  Bank  Balance 

-  A  California  co-operator  wondered  why  lie  showed 
a  loss  by  the  Harvard  system  when  he  actually  had 
more  money  than  the  year  before.  The  reason  for 
this  was  obx  ious.  He  had  a  nuich  smaller  su])ply  of 
stock  on  hand  than  the  ])receding  year,  so  that  his 
merchandise  had  been  reduced  and  his  cash  increased, 
but  he  had  not  made  a  profit.     This  shows  the  danger 


of  judging  profits  from  bank  balance  without  taking  in- 
ventory. Gross  profit  is  not  just  the  difiference  be- 
tween sales  and  purchases,  but  takes  into  consideration 
the  difference  in  inventories  at  the  beginning  and  end 
of  the  period. 

Borrow  Money  to  Take  Discounts 
The  lUireau  is  often  asked  the  (piestion  as  to 
whether  it  is  advisable  to  pay  all  cash  discounts,  even 
if  it  is  necessary  to  borrow  to  do  so.  Many  retailers 
have  a  settled  policy  never  to  borrow  money.  But 
think  of  the  saving!  Taking  all  ca.sh  discounts  during 
the  year  often  amounts  to  an  extra  profit  of  over  2  per 
cent,  on  sales.  This  is  quite  an  item  when  it  is  con- 
sidered that  5  per  cent,  is  a  good  net  profit.  Every 
retailer  sh()uld  borrow  from  banks,  if  necessary,  to  take 
his  discounts.  A  discount  of  3  per  cent,  for  paying 
ten  days  in  advance  amoiuits  to  over  100  per  cent,  per 
year,  whereas  money  can  be  obtained  for  6  i)er  cent. 

What  the  Bureau  Does  for  Retailers 

The  Bureau  is  gathering  information  for  use  in  the 
llarvard  (iraduate  School  of  Business  Administration. 
.\o  individual  figures  are  made  public.  Only  such 
percentages  as  are  typical  of  a  retail  shoe  store  are 
pnblislied.  By  co-operating,  any  shoe  dealer  may 
have  the  advantage  of  comparing  his  store  with  the 
standard  estal)lishc(l  li\  this  I'.ureau  through  its  re- 
search work. 

As  is  shown  b\  the  exani])les  mentioned,  he  alsf> 
receives  individual  attention.  .\ny  shoe  retailer  may 
obtain  the  Harvard  system  without  charge  and  the 
figures  secluded  through  its  research  bv  writing  tf)  the 
Bureau.  It  is  only  through  the  continued  co-opera- 
tion of  a  large  number  of  shoe  dealers  that  the  Bureau's 
v\  ork  will  l)e  of  greater  value  to  every  shf)e  retailer. 


What  is  the  Correct  Basis  on  Which  to  Adjust  Complaints? 


\\  liat  is  the  correct  l)asis  on  wliicli  to  adjust  com- 
])laints?  There  is  no  ([uestion  l)Ut  tluit  a  great  deal 
of  education  is  needed  as  to  just  what  are  reasonable 
causes  for  adjustment.  The  iVTassachusetts  Retail 
Shoe  Merchants'  As.sociation,  in  an  effort  to  fiu-ther 
this  education,  have  prepared  twelve  rules  ancl  the 
members  of  the  association  have  agreed  to  distribute 
80,000  copies  among  their  customers.  Here  they 
are : 

Foreword 

Did  you  ever  think  that  your  shoes  are  sul)jected 
t(.  liarder  wear  and  more  abuse  than  any  other  part 
of  your  apparel?  Imperfections  in  shoes  may  occur 
and  will  not  always  develoj)  until  worn.  This  book- 
let is  given  you  with  a  desire  for  mutual  co-(jperation 
between  you  and  your  shoe  merchant.  These  twelve 
rules  are  suggested  as  a  basis  for  adjustment  of  com- 
l)laints  and  have  been  compiled  and  endorsed  by  the 
Massachusetts  Retail  Shoe  Merch.ants'  Association, 
Inc.,  P.oston,  Mass. 

Number  One — Shoe  Values.  Purchase  best  grades 
of  footwear.  It  is  economy  to  ol)tain  liigh-grade 
leather  and  skilled  vvorkm.iusliii)  which  will  prove 
more  comfortable  and  gi\e  I)etter  service.  Save 
money,  time  and  trouble  by  buying  two  or  three 
])airs,  then  alternate  in  wearing  and  your  boots  will 
hold  their  shape  better,  wear  longer  and  be  more  sat- 
isfactory in  every  way.      When  shoes  prove  lacking 


in  ser\  ice  it  is  ol)\  iously  unjust  to  ask  your  dealer  to 
rei)lace  same  with  a  new  pair,  as  it  is  only  fair  for 
}  ou  to  pay  for  the  wear  obtained. 

Number  Two — Leathers.  Glazed  Kid  is  the  most 
comfortable  and  Wears. 

(nm  Metal  or  Mat  Calf  is  lieavier.  not  as  easy,  but 
adapted  for  rough  usage. 

Most  kinds  of  tan  leathers  lose  their  good  looks  if 
wet  and  should  be  worn  only  in  dry  weather.  The 
surface  is  often  burned  by  acid  polishes  and  friction 
from  the  cloth  in  the  hands  of  the  l)oot  polisher — in 
fact  all  leathers  are  damaged  from  these  causes.  Tan 
le.ithers  are  not  guaranteed. 

I'ateut  leathers  are  for  dress  wear.  This  leather 
is  not  guaranteed  against  cracking  or  peeling. 

Nimiber  three — Footwear.  Heavy  for  rough  wear, 
medium  weight  for  the  street,  business  or  office. 
Ladies'  thin  turns  are  for  dress  wear  and  not  intended 
foi-  wet  weather  or  constant  out  door  use. 

Cutting  or  defacing  of  uppers  by  wearing  shoes  in 
rough  places  is  abuse  on  your  i)art  and  vour  merchant 
should  not  lie  held  responsible  for  damages  of  this 
nature. 

Numl)er  four — l-'itting.  I  Mease  remember  that  a 
size  mark  in  a  shoe  does  not  indicate  uniformitv  oi 
size  or  width  and  you  may  observe  a  variance  in  the 
fittings,  but  should  you  insist  on  a  fitting  "too  short 
or  too  narrow" — such  fact  ought  to  be  plainly  stamju'd 
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on  the  lininos  and  you  cannot  in  fairness  claim  any 
redress  thereafter. 

Shoes  worn  out  of  doors  or  soiled  on  the  bottoms 
are  valueless  to  the  dealer,  and  cannot  be  exchanged 
for  a  new  pair  or  full  credit  given,  as  they  are  unsal- 
able. Hence  the  necessity  of  exercising  great  care 
in  selection  and  in  fitting. 

Number  five — Button  Holes  and  ICyelets.  When 
button  holes  rip  out,  uppers  tear,  or  eyelets  pull  away 
from  the  leathers,  on  account  of  unusual  strain,  or 
when  back  stays  wear  out  from  friction  of  the  skirts 
of  women  or  trousers  of  men,  it  is  only  fair  for  your 
dealer  to  repair  those  items  at  a  reasonable  charge, 
and — important — your  shoes  should  be  repaired  by  the 
store  at  which  they  were  purchased,  as  every  dealer 
realizes  that  it  is  necessary  to  repair  shoes  properly, 
as  "cobblers"  are  liable  to  damage  the  stitching,  caus- 
ing rips. 

Number  six — Upper  Cracks  and  .Sole  Rips.  LIi)pers 


White  Kid  Lace,  with  Button  Cuff— The  Cuff  is  Faced  with  Narrow 
Strips  of  Patent  Leather 


will  harden  and  crack  from  perspiration  and  your  shoe 
merchant  cannot  be  held  responsible  for  this  fault. 
I-^ips  in  soles  or  uppers  can  easily  be  repaired  at  small 
expense.  Their  occurrence  is  unavoidable.  You 
should  allow  your  dealer  to  repair  same. 

Number  seven — Counters.  To  prevent  counters 
frf)m  running  over,  or  losing  their  shape,  ha\c  heels 
repaired  as  soon  as  the  first  lift  is  worn  down. 

Wood  heels  ha\'e  leather  tnp  lifts  and  should  uevei' 
be  allowed  to  wear  below  the  leather. 

.Vuniber  I'.ight — Inner  .Soles  and  Linings.  The 
heat  from  \dur  feet,  oi-  wearing  boots  in  wet  weather 
will  cause  inner  soles  to  become  depressed  in  s])ots 
under  the  ball  joints  or  toes,  causing  lumps.  In  such 
cases,  your  shoe  man  can  remove  these  lumpy  places 
as  often  as  recpiired,  and  as  the  shoes  are  not  at  fault, 
vou  should  ni>t  make  claims  for  allowance  owing  to 
this  condition.  Linings  will  stretch,  causing  wrinkles, 
which  can  be  removed  by  shrinking,  but  after  the 


shoes  are  worn  you  should  not  expect  new  shoes  on 
this  account.  The  linings  on  the  inside  at  the  coun- 
ters will  wear  out  from  perspiration  and  friction.  Re- 
tailers are  .glad  to  repair  same  at  moderate  charges. 

Number  Nine — Biu'nt  l^eatlicr  or  .Soles.  When 
damp  or  wet,  all  leathers  burn  from  contact  with  the 
slightest  heat.  Don't  expect  3'ovu-  dealer  to  resole 
"burned  shoes"  without  charge.  When  shoes  are 
wet  put  them  on  shoe  trees  to  dry,  and  thus  preserve 
their  shape. 

Number  Ten — When  shoes  are  defective,  it  is  only 
fair  adjustment  for  you  to  pay  your  dealer  for  service 
received. 

Number  Eleven — L^ancy  or  Novelty  Boots.  All 
shoes  made  from  delicate  colored  leather  or  fabrics  in 
tops  or  vamps  are  luxuries,  only  intended  for  dress 
wear  and  not  for  service.  You  should  not  ask  your 
dealer  for  any  guarantee  on  these  "millinery  shoes," 
realizing  that  wear  is  a  secondary  consideration. 

Nimiber  Twelve — Semi-Annual  Clearance  Sales. 
These  sales  are  made  to  dispose  of  odd  sizes  and  dis- 
continued lines,  and  customers  are  recjuested  to  regard 
all  sales  as  final. 

Finis — We  trust  the  information  herein  contained 
may  ])rove  helpful  to  wearer  and  dealer  alike,  and 
reduce  the  economic  loss  which  has  gone  so  far  as  to 
become  a  hardship  and  a  burden,  to  your  shoe  mer- 
chant. 


Busting  Things  Up 

There  was  a  fellow  got  a  lumcli 

That  he  was  strictly  "it"; 
Just  to  set  even  with  his  boss 
He  quit. 

The  boss  he  bore  it  wondrous  well. 

He  never  wailed  or  moaned  or  swore; 
But  said:  '  'As  you  ro  out  don't  slam 
The  door." 

The  other  boys  about  the  place 

Did  not  go  moping  much  that  day; 
They  laughed  and  said  good-bye  and  drew 
Their  pay. 

He  thought:  "They  do  not  realize 

That  I  have  left  them  to  their  fate, 
So  much  the  better;  let  them  laugh; 
But  vVait!" 

And  then  he  ambled  down'  the  street 
And  confidently  told  the  town: 
"Now  fellows,  watch  and  see  the  boss 
Fall  down." 

Somehow  or  other  things  went  on; 

The  business  did  not  go  to  smash; 
The  boss  went  smiling  as  he  grabbed 
The  cash. 

And  every  day  the  fellow  met 

Some  friend  who  didn't  know  he'd  quit, 
And  didn't  care,  and  wasn't  sore 
A  bit. 

It  rather  stunned  him  that  tlic  world 

Went  booming  on  through  day  and  night 
As  well  as  when  he  used  to  keep 
It  right. 

Somehow  there  isn't  any  man 

For  whom  the  whole  creation  squirms; 
And  good  men  cluster  round  a  job 
Like  germs. 

And  when  you  up  and  leave  your  place 

And  think  the  whole  blame  works  will  quit. 
The  joker  hollers:  "Tag,  old  man, 
You're  it!" 

The  world  goes  plugging,  plodding  on, 

As  unconcerned  as  it  can  be; 
If  you  are  mentioned  someone  asks:  * 
"Who's  he?" 
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Advertising  That  is  Out  of  the  Ordinary 

A  Comparison  of  the  One-idea  Type  of  Ad.  and  the 
Conglomeration  Method 


H(  )\V  are  your  powers  of  observation?      (  an 
Non  roincmher  everything  you  see?  Does 
\(iur  mind  register  commonplace  occurences 
or  is  it  just  those  things  which  are  different 
enough  to  jolt  your  "think-tank"  with  fairly  consider- 
able force  that  you  remember  for  any  length  of  time? 

A  man  may  be  walking  down  the  street  absorbed  iii 
his  own  thoughts — nearly  all  of  us  have  the  habit — 
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PUMPS 


I    John  Smithson  | 

I  132  Main  St.  | 
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Fig.  1.— The  "One-Idea"  type  of  ad. 

and  not  noticing  any  of  th.'  everyday,  commonplace 
occurences  on  the  street.  Hut  a  tire  alarm,  a  collision 
or  a  riot  commands  his  attention  immediately  ])ecausc 
it's  different  and  out  of  the  ordinary. 

So  it  is  with  newspaper  adxertising.  It's  a  pretty 
safe  bet  that  the  average  man  buys  a  newspaper 
chiefly  for  its  news  value — not  for  the  sake  of  the  ad- 
vertising it  contains.  Then  he's  just  in  the  same  po- 
sition as  the  man  walking  ddwn  the  street.  Me  does 
not  notice  the  casual  adxertisement.  If  it  i>  not  at- 
tractive enough  to  compel  his  attention  it  will  pass 
unnoticed.  The  usual  hurried  glance  will  reveal  only 
those  advertisements  that  stand  out  from  among  the 
others.  Those  arc  the  advertisements  that  are  valu- 
able. 

Try  it  some  time  on  your  own  family.  After  one 
of  them  has  finished  reading  the  paper  ask  him  to 


name  some  (»f  the  advertisements.  Ten  to  one  the 
average  person  can't  recall  very  many  but  if  you  will 
look  up  those  that  arc  remembered  you'll  find  them 
the  distinctive  kind — almost  invariably. 

Too  many  shoe  retailers  write  their  advertising 
copy  on  what  appears  to  l)e  a  "waste  not,  want  not" 
policy.  livery  available  inch  oi  space  is  crammerl 
full  of  "words,  wf)rds,  words."  Years  ago.  possibly, 
the  public  looked  for  this  sort  of  thing.  When  they 
reach  a  shoe  advertisement  they  liked  to  see  it  as  full 
of  shoes  and  reading  matter  as  an  egg  is  full  of  meat. 
But  advertising  methods  have  changed — we  haven't 
the  time,  or  having  the  time  we  prefer  to  use  it  other- 
wise. The  man  of  business,  the  man  with  money  to 
spend,  spares  \  cry  little  time  on  ])rinted  matter  tliat 
is  not  of  some  direct  interest  to  either  himself  or  lii- 
business. 

Consider  department  store  advertising,  for  instance. 
How  long  do  you  su])pose  people  would  read  it  if  all 
the  goods  were  advertised  at  regular  prices — that  is. 
the  prices  asked  by  the  ordinary  retailer?  Women 
read  them  for  the  bargains — men  read  them  scarcelv 
at  all. 

rile  manager  of  the  shoe  department  in  a  large 
department  store  recently  asked  a  friend  why  he  did 
not  take  advantage  of  some  of  the  splendid  bargains 
they  were  showing.  "Why,"  he  replied,  "1  never 
heard  anything  about  t'.iem."  "Don't  you  read  our 
ads?"  asked  the  manager.      "No,"  replied  his  friend, 


INVICTUS  SHOES 
For  Men 

Easter  Footwear 

lU'iL-'s  n  sjut  iul  i>r  cliouL-  Foutwi-at-  all  nwly  (vi 
llii.  Kasliion  PiiiiuU-  uii  Kasti  r  Sunday* 

Dainty  Footw.-ar  for  Women  of  Lislf.  Militan 
B<io(.«.  Hipii  Cuts,  P»tfnl  lcath',T.  with  cloth  lops.  Col 
onials  and  slippfrs.  boautiful  in  design.  jK-rfvct  in  fit 
a\]  til.'  new  and  ohoice  Irathcrs.- 

ECLLPSE  SHOES 
For  Children 

CLASSIC  SHOES 
For  Children  I 

THE   BELL  SHOE 
For  Men 

8u  hs!i.  .-omfoi  tablc  shoes  for  Men.  Lace  and  But- 
t.-,i  st\  les  in  all  the  smartest  lasts  i-onccivabl*".  Con- 
,M  i  vativ.  Slices  or  Ihc  very  limit  uf  style   fov  Ih- 

jj     SOROSIS  SHOES 

For  Women 

S|,..r-  t  .i  (  hildrt-n.  iiLatonuoally  roiwt.  witliom 
III  niL'  li<  akisli  Ml  dfsijrn.   The  kind  chtldnn  liki-.  S*- 
!!■(  i;i  w  bla'  k  and  whit^-  pfftH-tfl  in  Roman >iiidaH  and 
<"(donials,  they  are  haudsom?. 

Otii-  lartif  stock  coml)inc(l  with  a  coiiiiH  tnit  Sh-, 
Si.  rvi<  o  of  ExtKTt  Fittrrs  i  iiablcs  ns  to  hi  <  v.  i  v  ku^l 
.-f  r.iiit  uith  absohitf  s;iliffactioii 

The  highest  type  of  Footwear  eleganca  acd  the 
Best  Shoe  Values  that  money  cm  buy  at  any  stated 
Shoe  Price 

YOURS  SHOELY 

Wm.  Shannon  &  Co. 

THE  SATISFACTORY  SHOE  STORE 

MACFASLANE'S 
Tiuxe  A^elLs  lill 
For  Children  1 

EMPRESS  SHOES 
1        For  Women 

WILUAHS 

Solid  Leather  Shoes  || 
For  Schor!  Boys  || 

GUPTILL'S  PUMPS 
For  Women 

1       '  ' 

  1  1 

SHOES  FOR  1 
EVERYBODY 

Fig.  2.— Contains  much  information  but  takes  time  to  read. 


■'I'm  atraid  if  1  e\  er  \  enti;recl  \  ery  far  into  a  depart- 
ment store  ad.  1  would  ne\  cr  be  al)le  to  find  my  way 
out  again."  A  trifle  far-fetched  no  doubt,  but  repre- 
sentative of  many  a  man's  ()])inion  of  retail  advertising. 
The  small,  attractive  advertisement  of  a  shoe  retailer 
would  catch  this  man's  eye — the  larger  over-crowded 
ad.  rarely. 

W'e  are  reproducing  herewith  two  advertisements 
for  comparison.  Fig.  1  is  an  example  of  distinctive 
advertising — the  kind  that  catches  the  eye.  The 
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message  is  evident — just  a  suggestion  that  tlie  reader 
is  going  to  need  new  shoes  for  Victoria  Day ;  a  sug- 
gestion of  an  up-to-date  style  and  then  the  name  of 
the  dealer  where  it  can  be  purchased. 

Contrast  this  advertisement  with  Fig.  2,  (consider- 
ably reduced  in  size)  which  contains  much  reading 
matter.  There  is  little  to  criticize  about  the  make-up 
of  this  ad\  ertisement  if  3'ou  once  get  a  reader  started 
into  it  and  interested  enough  to  finish.  It  is  wcll- 
balanccd,  carefully  worded  and  really  crowds  a  lot  of 
information  into  a  small  space.  The  point  the  adver- 
tiser must  decide,  however,  is  whether  enough  people 
w  ill  worry  through  this  advertisement  to  make  it  more 
\aluable  than  that  in  Fig.  1  which  everybody  will  see 
and  remember.  We  are  inclined  to  think  not.  It  is  open 
to  question  if  there  is  any  particular  object  in  naming 
over  all  the  different  makes  of  shoes  handled.  The 
average  man  or  woman  knows  practically  nothing 
about  these  names  and  certainly  does  not  care  so  much 
who  makes  the  boots  as  whether  they  are  comfortaldc, 


SHOES 
OF  ARTISTIC 
CONCEPTION 


Our  reputation  is 
not  a  happen- 
chance,  but  the 
result  of  years  of 
painstaking  and 
honorable  service. 

The 
Fit-Rite  Store 


Fig.  3.— A  suggestion  of  refinement. 

good  appearing  and  suitably  priced.  Illustrations,  if 
thev're  good,  like  portraits,  require  no  explanation. 

The  style  of  advertisement  in  Fig.  1  can  be  made 
highly  efficient  by  using  a  series  of  good  cuts — a  dif- 
ferent one  in  each  advertisement — never  running  the 
same  one  two  consecutive  times,  and  always  an  accur- 
ate representation  of  the  stock.  On  first  thought  this 
might  seem  like  advocating  unwarranted  cut  extravag- 
ance. Considering,  however,  that  in  advertising  of 
this  kind  the  space  used  can  often  be  cut  down  from 
one-third  to  one-half  and  at  the  same  time  be  more 
effective  than  a  larger  over-crowded  advertisement, 
the  ditTerence  in  cost  can  probably  be  offset. 

I'ig.  3  is  a  bright,  breezy  suggestion  for  a  summer 
ad.  The  decidedly  original  caption  :  "Shoes  of  y\rtis- 
tic  Conception"  suggests  to  the  reader  something  bet- 
ter than  the  ordinary  run  of  footwear  and  the  figure 
contains  sufficient  life  to  attract  instant  attention. 


How  to  Order  End  Sizes 

No  retailer  wants  to  lose  a  sale  simply  because  he 
does  not  stock  a  size  2-AAA  in  a  $3.50  shoe  and  yet, 
often,  it  has  to  be  done.  In  nine  cases  out  of  ten  the 
dealer  is  just  as  well  off  as  if  he  had  large  stock  which 
it  would  be  necessary  to  carry  on  hand  for  an  un- 
reasonable length  of  time  and  then,  perhaps,  have  to 
clear  out  at  bargain  prices.  The  game  works  both 
wa3'S.  Here  is  what  the  president  of  one  of  the  large 
stores  in  Toledo,  Ohio,  has  to  say  about  it  in  the  cur- 
rent issue  of  the  Shoeman : 

Relative  to  subject  of  buying  extreme  or  end-sizes, 
would  say  that  despite  the  large  stock  we  carry  at  all 
times,  we  buy  very  sparingly  on  small  sizes  especially. 

In  women's  shoes  we  buy  AAA  width  in  $.5 
grades  up.  We  buy  E  width  only  in  cheap  grades  or 
comfort  shoes.  Our  basement  shoes  are  bought 
mostly  from  size  4  to  9,  and  when  in  need  of  smaller 
sizes  can  always  get  them  from  ouv  higher-grade  de- 
partment. 

In  men's  shoes  from  $5  grade  up  we  buy  AA 
widths.  In  $3.50  and  $4,  from  A  width  up.  In  $2.50 
and  $3,  from  B  width  up.  We  buy  custom  lasts  to  D 
width  only.  High-toe  lasts  in  wider  widths  and  one- 
half  size  shorter. 

We  are  never  afraid  to  lose  a  sale  on  account  of  not 
carrying"  all  our  lines  in  extreme  sizes  and  we  believe 
we  have  made  money  by  adhering  to  this  principle. 
We  find  a  large  per  cent,  of  people  who  wear  extremel}' 
small  sizes  and  narrow  widths  expect  to  buy  their 
sizes  at  bargain-counter  prices.  We,  as  well  as  many 
other  retailers,  have  done  a  great  deal  to  educate  them 
to  expect  same,  by  reason  of  being  compelled  to  make 
big  sacrifices  when  closing  out  lines  where  too  many 
of  these  end  sizes  have  been  purchased.  We  have 
gotten  together  a  great  deal  of  data  and  information 
from  people  who  own  chains  of  shoes  stores,  and  this 
is  the  result  of  their  experience  as  well  as  ours.  In 
the  last  few  years  our  losses  on  these  end  sizes  have 
been  reduced  to  almost  nothing. 


No  man  can  be  permanently  successful  who  is 
not  truthful. 


Store  Helps 

In  the  larger  cities  several  dealers  have  received 
value  from  renting  window  display  space  in  vacant 
stores  adjacent  to  their  own.  At  the  present  time 
many  owners  are  willing  to  take  almost  any  reasonable 
ofifer  for  this  space,  sooner  than  have  the  store  vacant 
and  an  attractively  arranged  display  in  the  extra  win- 
dow is  a  real  benefit  to  the  sJioe  retailer.  Have  a 
plainly  written  card  to  announce  that  it  is  merely  a 
display  of  the  goods  carried  in  stock  at  your  regular 
address.  The  down-town  stores  in  cities  the  size  of 
Montreal,  Toronto,  Winnipeg  and  others  know  a 
great  deal  of  their  trade  depends  on  the  show-window. 
Consequently  they  give  it  a  good  deal  of  attention, 
and  Avillingly  double  the  space  -where  possible.  This 
is  an  idea,  however,  that  is  not  out  of  jilace  in  the 
smaller  cities  or  towns — in  fact  in  a  town  where  it 
liad  ne\'er  been  worked  out  the  .novelty  of  it  would  be 
a  strong  piece  of  advertising. 

Making  the  Wrapping  Paper  Work 

.\  merchant  who  was  not  satisfied  merelx'  to  print 
his  business  card  on  his  w-rapping  pa]ier,  added  the 
following  announcement:  "This  wrapper  is  \  aluable — 
save  it.  To  the  boy  bringing  in  the  largest  number 
by  (specified  date),  we  will  give  a  pair  of  school  shoes- 
The  girl  bringing  in  the  largest  number  will  receive  a 
pair  of  walking  boots  free,     A  souvenir  will  be  given 
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to  every  boy  or  ^irl  bi'in.q;injT^  in  ten  or  more  coupons. 
Ask  your  friends  to  help  you  save  tiiem." 

This  looks  to  he  a  particularly  attractive  idea,  the 
only  possible  exception  beinj^  that  many  ])eople  ob- 
ject to  carrying  a  parcel  lookinj^  as  thoufjh  it  were 
wrapped  in  a  bill  poster.  This  difficulty  ctnild  be 
easily  remedied  by  having  the  message  printed  on  a 
small  sticker  not  more  than  a  couple  of  inches  wide, 
to  be  ])laced  f)n  the  wrapper  neatly  and  inronspicn- 
ously. 

Fancy  Cz/rtons  for  Millinery  Shoes 

With  the  advent  of  the  milbnerv  shoe  some  of  the 
more  elaborate  shops  discarded  the  ordinary  white 
carton  for  high-class  millinery  shoes,  replacing  it  by 
something  a  little  more  fancy  and  ornate.  One  mer- 
chant uses  a  gold  and  blue  box  in  which  the  shoes  arc 
delivered  to  the  customer.  ,'\n()ther  merchant  has  a 
distinctive  padding  paper  which  is  used  in  packing. 
Some  use  different  colored  tape  strings.  There  are 
any  number  of  these  little  conceits  in  use. 

Giving  Extra  Laces 

A  clever  and  inexpensi\e  plan  td  bring  customers 
back  to  one's  store  can  l)e  worked  by  inserting  the 
following  card  in  each  pair  of  shoes  sold:  "l.aces  will 
break,  naturally,  but  don't  worry — this  card  is  good 
for  a  new  pair  at  our  store." 

These  are  "extras"  of  course  and  while  the  cost  is 
often  not  very  great  the  idea  of  spending  the  money  is 
distasteful  to  many  retailers.  Hfuvever,  the  "li\'e" 
merchant  who  decides  upon  an  idea  of  this  kind  re- 
gards it  in  the  light  of  an  investment  rather  than  an 
ex])cnditnre — it's  his  idea  of  store  ser\'ice. 


An  English  Viewpoint 

It  is  true,  unfortunately,  that  many  people  appear 
imable  to  realise  that  in  war-time  fads  and  fancies 
which  are  innocent  enough  in  themselves  ought  to  be 
set  aside.  They  cannot  be  indulged  in  at  the  mom- 
ent, however  reasonable  they  may  seem.  After  all. 
it  is  no  great  sacrifice  to  a  wearer  to  be  asked  to  jnit  up 
with  a  boot  or  shoe  that  is  not  quite  what  her  fancy 
dictates.  That  is  a  point  which  every  shoeman  should 
emphasize  as  far  as  he  safely  may  when  driven  into  a 
corner.  Take  what  is  happening  in  Germany.  In 
the  country  of  the  Huns  it  is  not  so  much  a  matter  of 
getting  a  particular  style  of  boot  as  getting  boots  of 

any  sort.      And  the  scarcity  of  leather  with  its 

consequent  dearness — is  giving  German  shoemen  and 
wearers  an  amount  of  trouble  which  we  can  only  real- 
ise with  difficulty.  Before  the  war  the  wearing  of 
shoes  with  wooden  soles  was  confined  to  the  very 
poorest  i)eople.  Today  many  ])eople  are  ylad  to  get 
such  footwear  who  formerly  despised  it.  In  the  Ber- 
liner Tageblatt  there  are  numerous  adxertisements  of 
such  goods;  there  is  even  a  "regulation"  two-buckle 
shoe  with  wooden  soles.  The  u])pers  in  some  cases 
are  described  as  being  cut  from  "i)rime"  split  leather, 
while  others  are  made  of  sailcldtli  and  similar  mater- 
ials There  is,  T  have  no  doubt,  ])lenty  of  sailcloth  to 
be  had  in  Germany,  and  it  seems  to  be  employed  very 
freely  as  a  substitute  for  leather.  ,'\  shortage  of  stvlisli 
light  boots  may  cause  some  annoyance  to  British 
wearers,  and  the  scarcity  of  gaiters,  too.  is  impleasant. 
But  how  would  British  wearers  feel  if  they  were  com- 
pelled a  resort  to  shoes  with  wooden  .soles. — Shoe  and 
Leather  Record. 


Russian  Order  for  9,000,000  Army  Boots 

We  luiderstand  that  the  negf^tiations  with  respect 
to  the  Russian  ordev  for  Army  boots  are  now  com- 
pleted, and  that  the  British  authorities  are  to  manage 
the  matter  from  beginning  to  end.  thus  avoiding  any 
troubles  that  might  arise,  as  has  been  the  case"  with 
the  Italian  order.  Manufacturers  will  feel  safe  in  put- 
ting their  heart  into  the  business.  The  number  re- 
f|uired  is  colossal,  something  like  6,000.000  ankle-boots 
and  3,000,000  long-boots;  it  will  therefore  l)e  necessary 
for  the  country  to  produce  nearly  half  a  millif)n  pairs 
per  week,  so  that  the  order  may  be  comi)leted  in  July, 
which  is  the  time  given.  Every  manufacturer  who  has 
the  plant  will  be  required  to  use  it  almost  to  its  full 
capacity  to  cope  with  this  extraordinary  demand.  Up 
to  the  time  of  going  to  press  we  have  not  seen  a 
sample  of  the  boots  or  a  copy  of  the  specifications,  but 
we  understand  that  the  ankle-boot  is  a  i)lain-front 
Derby  with  an  outside  whole-cut  counter  and  a  bel- 
lows tongue.  There  is  no  lining  or  toe-case,  and  the 
boot  is  t(j  be  i  i\  eted  and  screwed.  The  sizes  are  very 
large,  ranging  from  44  to  49,  hVench  sizes,  which  are 
about  equivalent  in  English  measure  tr)  between 
and  l-V'/i-  The  girth  measurement  is  large  in  i)rf)por- 
tion.  This  large  order  being  imminent  may  to  some 
extent  explain  the  action  fif  the  Contracts  Department 
in  rctnrning  so  many  tenders  last  week,  and.  even  if 
the  whole  of  this  order  should  not  be  placed,  there  will 
be  no  shortage  of  Army  work  for  months  to  come. 
.Since  a  census  of  production  has  lately  been  taken  of 
the  boot  industry,  the  riovernment  is  now  in  a  posi- 
tion to  accept  orders  from  tlie  .\llies  without  the  risk 
ot  rniuiing  short  themselves,  for  they  know  the  capa- 
city of  the  factories  of  the  country  for  producing  anv 
class  of  boot,  and  can  act  accordinglv. — Shoe  Trades 
journal. 


England  Has  Plenty  of  Leather 

W'e  receix  cd  on  Thursday  of  this  week  a  cablegram 
from  the  Shoe  and  Leather  Record,  of  London,  stating 
that  a  contract  for  3,000,000  pairs  of  Russian  ankle 
boots  had  been  placed  in  England,  with  delivery  at 
the  end  of  June.  I'^u'ther  orders  for  3.000,000  ankle 
and  3,000,000  Cossack  pattern  are  practically  certain. 
The  government  is  negotiating  with  all  sections  of  the 
trade  for  control  of  prices. 

A  conspicuous  thing  concerning  these  large  army 
orders  for  Great  Britain  is  the  absence  of  effect  they 
are  having  on  this  market.  There  appears  to  be  little 
anxiety  to  get  additional  leather  from  this  Continent. 

With  the  shortage  of  labor,  we  would  naturally 
expect  that  more  civilian  business  from  England  must 
come  to  this  coimtry  ;  but.  on  the  other  hand,  the  war- 
ring nations  are  showing  greater  strength  in  supplying 
their  own  necessities  in  1916  than  in  1915. — The 
Weeklv  I'.ulletin  (U.S.A.) 


The  Biggest  Shoe  on  Earth 

The  biggest  shoe  on  record  measures  seven  feet 
six  inches  in  height,  five  feet  four  inches  in  length,  and 
its  size  number  is  1.^8.  The  last  on  which  the  shoe 
was  made  cost  $120.43.  the  patterns  cost  $26.  the  form 
cost  $75.  and  the  labor  employed  in  making  it  $150. 
The  shoe  required  foiu^teen  yards  of  lacing,  eightv 
])oiuids  of  sole  leather,  costing  $25.  and  ninety  feet  of 
upper  leather,  costing  $v30.  This  shoe  was  manufac- 
tured by  W.  II.  Pfeift'er.  of  W.  E.  Pfeiffer  &  Co.,  South 
Natick,  Mass.,  and  is  artistic  in  build  and  workman- 
ship.— Shoe  Repair  Shop. 
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It  Takes  Steam  to  Run  a  Locomotive  —  Also  to 

Run  a  Shoe  Business 


By  C.  G.  Thomas 


right  and  the  ptilish 


( OME  people  acquire  leth- 
argy— some  have  it  thrust 
upon  them  l)y  over-iiulul- 
gent  parents — others  natur- 
ally inherit  a  mass  of  ooze 
for  their  vertebral  column 
like  the  Jhuthiwalla  of  In- 
dia— a  class  of  people  etern- 
ally and  persistently  ineffici- 
ent. Vainly  our  Jhuthi  shoe- 
shiner  endeavors  with  every 
bit  of  ingenuity  in  has  small- 
size  cranium  to  produce 
something  that  will  pass  for 
a  shine ;  the  brush  is  all 
is  all  right  but  the  force  behind 


is  lacking.  So  it  is  in  business,  shoe  or  otherwise.  A 
man  may  have  the  best  location  for  his  store  and  the 
finest  line  of  footwear  manufactured  but  he  cannot 
be  a  success  unless  he,  himself,  gets  behind  that  com- 
bination and  pushes  with  all  the  twin-six  energy  and 
ambition  he  can  possibly  muster. 

If  it  were  possible  to  get  together  a  deHnite  analysis 
of  the  failures  of  life,  to  pick  to  pieces  the  character  of 
each  man  that  has  tried  and  failed — or  each  man  that 
has  failed  without  trying — it  is  safe  to  say  that  99  per 
cent.  of  them  would  be  lacking  in  two  ciualities — en- 
ergy and  ambition.  Many  a  man  with  a  "gift  of  the 
gab"  is  able  to  bluff  himself  into  the  belief  that  he  is 
energetic  and  forceful — always  talking  of  what  he's 
going  to  do  and  what  he  thinks  he  has  done — but 
there's  a  world  of  difference  between  being  full  of  hot 
air  and  getting  up  steam.  Hot  air  won't  run  a  loco- 
motive but  steam  does.  Granted,  the  bluffer  often 
"puts  it  over", — once — but  never  more  than  once.  The 
man  who  conducts  his  business  on  the  "sucker-born- 
every-minute"  plan  has  got  the  Jhuthi  beaten  a  mile 
for  laziness,  for  a  lazy  man  never  looks  for  honest 
business  if  he  can  exist  without  it.  Here's  the  thought, 
then,  in  a  nutshell — if  you're  going  to  be  a  successful 
retailer  you've  got  to  keep  a  pretty  good  head  of  steam 
on  up  the  pathway  of  life  and  the  only  way  I  know 
of  doing  it  is  by  applying  your  own  energy  and  ambi- 
tion. Remember  too  that  when  you're  actually  on  the 
path  of  success  there's  no  time  to  pluck  bouquets  by 
the  wayside. 

Jhuthi  Personified 

The  |)roprietor  of  a  cut-rate  shoe  store  might  be  by 
trade  a  drain-digger,  a  railway  navvy  or  a  teamster — 
certainly  he  is  not  a  business  man  in  any  sense  of  the 
word.  Usually  he  knows  very  little  about  the  shoe 
business  and,  finding  that  he  cannot  do  a  legitimate 
business  with  inferior  knowledge,  resorts  to  the  lazy 
man's  method  of  price-cutting  and  "bunk"  advertising. 
If  he  were  not  lazy  (or  a  downright  faker)  he  would 
pull  himself  together  and  learn  the  shoe  business  in- 
stead of  slandering  the  bona  fide  dealer  by  professing 
to  give  impossible  and  ridiculous  values  to  the  ])ublic. 

I  have  just  been  reading  a  newspaper  ad\ertisc- 
ment  of  nearly  half  a  page  in  size,  inserted  by  a  cut 
rate  shoe  store.  Here  are  some  of  the  values  offered : 
Ladies'  patent  boots,  regular  $5.50 — our  price  $2.95 ; 


Men's  tan  button  boots,  regular  $6.50— our  price  $3.95  ; 
Men's  fancy  top  boots,  regular  $7.00 — our  price  $3.95, 
and  so  on. 

How  does  he  do  it?  Where  does  he  make  his  pro- 
fit? Who  pays  his  overhead?  We  can  hardly  force 
ourselves  to  believe  he  is  conducting  business  solely 
for  philanthropic  reasons.  We  all  know  the  legiti- 
mate retailer  cannot  possibly  do  business  on  any 
smaller  margin  of  profit  than  he  is  getting  now.  If 
he  attempted  to  cut  his  prices  to  compete  with  the 
\  alues  offered  by  the  cut-rate  store  he'd  I)e  down  and 
out  in  prett}'  cpiick  order. 

What's  the  answer  then? 

The  only  one  possible  is  that  the  man  who  runs  a 
cut-rate  store  and  advertises  such  unheard  of  \alues 
as  these  is  every  bit  as  much  a  faker  as  the  man  who 
runs  a  "sample"  shoe  store. 

Taking  it  Philosophically 

A  veteran  shoe  retailer,  talking  to  me  about  this 
matter  a  few  days  ago,  inclined  to  take  a  cheerful  view 
of  the  situation  :  "It  has  never  been  as  easy  in  all  my  40 
}  ears  experience,"  he  said,  "to  sell  high-class  merch- 
andise as  now.  I  find  that  customers  have  a  much 
better  understanding  of  what  a  pair  of  shoes  ought  to 
be  than  ever  was  the  case  before.  And  when  I  am 
dealing  with  an  educated  customer  I  make  sales  of 
better  merchandise  with  ease.  Such  a  customer 
knoAvs  that  I  cannot  give  value  and  not  receive  value. 
Such  a  customer  knows  that  the  merchant  has  no  rab- 
bit's foot  with  which  he  can  make  money  by  selling 
for  $3.99  shoes  that  he  insists  are  worth  $7.50. 

"And  I  say,  'God  bless  the  faker.'  My  customers 
have  been  stung  so  often  by  the  over-night  stoppers  in 
town,  by  biting  at  the  bait  hung  in  front  of  them  by 
the  stores  with  much  to  say  and  no-quality  merch- 
andise, that,  in  self-defense,  they  had  to  learn  what 
was  what  in  the  shoe  line.  I  don't  even  like  to  see  a 
lieavy  tax  put  on  itinerants,  because  I  feel  that  the 
sooner  anybody  can  be  sold  the  kind  of  stuff 
they  usually  handle  the  better.  He  has  got  to  get  his 
lesson  anyway  and  will  all  the  more  readilv  come  and 
l)uy  where  he  knows  he  gets  value." 

There  is,  no  doubt,  a  great  deal  of  truth  in  what 
this  retailer  says  but  ther-e  is  no  doubt  either  that  a 
large  portion  of  the  public  are  gullible  enough  to  swal- 
low the  "Imnk"  these  sharks  try  to  put  over  on  them. 

Granted  even  that  the  cut-rate  store  and  the 
sample  store  are  not  in  sufficient  number  or  strength 
to  give  the  legitimate  retailer  any  fear  of  bankruptcy 
why  has  he  got  to  lose  e\cn  a  small  part  of  the  busi- 
ness he  is  entitled  to  because  some  unscrnplous,  ily- 
by-night  concern  has  the  audacity,  and  is  even  ])er- 
niitted  by  law,  to  wage  a  nefarious,  though  brief,  cam- 
l)aign  against  the  uneducated  public?  Isn't  it  high 
time  something  was  done?  Shouldn't  our  parliamen- 
tary representatives  throw  aside  their  party  bickerings 
long  enough  to  enact  legislation  befitting  the  ideals  of 
a  democratic  country?  Shouldn't  they  take  an  interest 
in  protecting  their  constituents?  What  do  your  read- 
ers think? 
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Must  Get  40  Per  Cent.  Gross  Profit  on  Sales 


Footwear  in  Comparison  With  Other  Kinds  of  Merchandise  is  Marked 
Considerably  Lower -Watch  for  100  Per  Cent.  Chances 

By  R.  R.  Wilkinson- 


Sll()l'l,l)  a  s!i()c  UKTchaiit  mark  his  i^dods  at  a 
i^ross  prolil  of  40  per  cent!''     I  here  seems  to  be 
only  one  loj^ical  answer  to  a  query  like  this — 
namely,  he  should  mark  at  least  40  per  cent.  i;ross 
axcra.tie — moix,  possibly,  but  never  less! 

Ilaxiu^  been  in  the  de])artment  store  i;amc  a  num- 
ber of  years,  it  has  been  my  s^ood  fortune  to  w'atch 
otiier  lines  of  business,  and  it  is  startling-  to  note  at 
how  little  i)roht,  compared  with  other  lines,  the  aver- 
age shoe  store  marks  its  ^oods. 

l\eady-to-wear  garments  for  nun  nr  ladies  carry  a 
profit  of  from  50  to  65  per  cent,  and  their  risk  is  not 
nearly  so  <>reat  as  in  footwear. 

.\  garment,  no  matter  what  size — that  is,  in  reason 
— can  be  altered  Id  lit  practically  any  i)rospective  pur- 
chaser, and  a  >aL'  is  made.  .\  34  to  38  and  42  in  a 
lady"s  coat  suit  can  be  made  to  do  the  work  of  all  the 
si/.es  needed  in  a  particular  style,  and  can  be  diii)lic;it ed 
in  from  one  to  three  weeks,  if  it  is  needed. 

r.ut,  on  the  other  hand,  you  cannot  possibly  sell  a 
6C  to  a  customer  whose  foot  measures  for  a  41'),  or  a 
foot  of  size  7C  could  not  go  with  comfort  into  a  5 '/'.A  ; 
and  from  three  to  five  weeks  are  re(|uire(l  on  reorders. 

C'onse(|uently,  more  i)airs  of  shoes  must  be  carried 
in  each  style  than  in  any  other  article  of  ai)parel,  and 
a  greater  depreciation  is  therefore  necessary  when  the 
style  goes  out.  .And  in  these  days  of  rapid  changes 
we  ne\-er  know  when  the  dro|)  will  come! 

Good  Salesmen  Better  in  the  End 

.\nother  reason,  and  a  good  one,  why  shoes  slinuld 
be  marked  with  a  good  percentage  of  ])rolit  is  the  high 
cost  of  good  shoe  salesmen  of  ability,  com])ared  with 
other  lines  of  merchandising.  A  good  salesman  costs 
from  $18.00  a  week  up.  Of  course,  youngsters  and  girls 
can  be  secured  cheai)er;  but  it  has  been  my  experience 
that  a  good  man  in  the  beginning  is  cheaper  in  the 
end. 

In  these  days  of  over-night  style  changes  and  ])rice 
adxances,  it  is  more  imi)ortant  than  ever  that  a  sub- 
stantial mark-up  should  be  made.  Now  is  the  time 
for  the  shoe  man  to  reap  his  harvest.  Women  toda\ 
l)lace  style  above  everything  in  footwear,  and  the 
(piestion  of  one  or  two  dollars  more  does  not  comit, 
when  she  sees  the  shoe  she  wants. 

As  an  illustration,  every  one  of  course  knows  thai 
for  \ears  and  years  $1.25  was  a  standard  price  on  a 
jdaiu  bou(U)ir,  with  a  small  heel.  W'q  got  $1.25  for 
them  when  we  paid  /Zy^c  or  75c.  -Mow  they  are_92y2C. 
and  it  is  i)ractically  impossible  to  get  e\  en  $1.35! 

Wliy? — because  there  is  no  style  value  there:  but 
i.n  the  other  hand  it  is  the  easiest  matter  possible  to 
gel  $'^  $10  or  $11  for  a  grav,  i\(ir\  .  or  w  hite  kid  boot 
That  co.sts  $4.25  to  $4.75'. 

.So,  this  illustration  brings  u>  to  tlu'  main  jxiint  at 
issue.  Don't  try  to  get  40  per  cent,  on  e\ery thing, 
but  get  100  i^^cr  cent,  on  some  things  and  make  the 
average  40  per  cent,  at  least!  Some  footwear  is  wortii 
all  you  ask  for  it. 

Some  merchants,  to  their  own  detriment,  still  ad- 
here to  the  old  policy  of  marking  their  shoes  according 


to  what  they  paid  f<ir  them,  regarrlless  oi  style,  value 
or  stability.  This  is  a  great  mistake.  .Mark  the  re- 
tail price  what  ycju  think  it  will  luring,  regardless  of 
cost  price  I 

Another  unnecessary  evil  is  trying  to  duplicate 
one's  com])etitors'  retail  prices.  In  sta])le  shoes  thi- 
is  not  .so  bad,  l)nt  in  fancy  shoes  every  one  shcndd  be 
egotistical  enough  to  think  that  the  style  of  his  nf)vel- 
ties  make  them  so  distinctive,  that  the  price  is  no  ob- 
ject to  a  pros])ective  purchaser.  Many  an  extra  dollar 
w  ill  be  added  to  the  gross  profits  in  this  way. 

lind-of-the-sea.son  sales  have  no  terrors  for  the 
man  who  has  maintained  a  high  mark-up  on  his  novel- 
ties all  season,  and  he  can  create  a  larger  stir  when  he 
does  have  a  reduction  sale,  because  of  the  kncjwn  re- 
tail prices  of  the  shoes  he  has  reduced  and  the  addefl 
jjrofit  he  has  made  on  the  shoes  he  has  .sold. 

\\  alch  for  th.'  100  per  cent,  chances,  and  you  will 
not  oidy  see  your  business  grow  but  your  profits  will 
grow  likewise. 

f^'ew  dealers  realize  how  easy  it  is  to  lose  practi- 
callv  all  the  prolit  ou  an  entire  lot  of  shoes,  when  a 


♦  In  The  Shoeman. 


Patent  Colonial -Biachford  Shoe  Mfg.  Co..  Limited.  Toronto. 

large  i)cjrtion  ol  them  lia\ e  to  be  ^old  at  an  eud-oi- 
season  sale. 

For  instance,  let  us  suppose  a  lot  containing  100 
l)airs  of  shoes  is  received  in  April,  and  thev  cost 
$2.75.  The  dealer  marks  them  $4.00.  On  August 
1st,  there  are  36  pairs  left,  and  the  sizes  are  so  broken 
tliat  it  is  clear  there  is  nothing  to  do  but  mark  them 
down  and  clean  them  out. 

k"\  er\  oue  knows  that  in  August  the  price  must  be 
made  \ery  attractive  to  make  shoes  oi  the  spring  sea- 
son move.  Let  us  say  they  are  marked  $2.95,  which 
is  a  maximum  for  a  $4.(X)  sht>e  at  that  sea.son.  I^verx' 
l)air  of  the  remaining  36  is  sold,  we  will  say,  by  .August 
15th.      -So.  this  lot  will  figure  iu  thi>  way: 

Cost    .$275.00 

Ketail : 

64  pairs  at  $4.(K)   25().{X) 

.^>6  i)airs  at    2.'^5   106.20 

Total  Sale   $362.20 

Profit    87.20 

Percentage  of  Profit   24 

Cost  of  doing  business  now  is  ivom  22  to  25  per 
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cent.,  at  least ;  so  you  will  see,  in  this  instance,  the 
merchant  actually  lost  money,  when  seemingly,  to  use 
a  trade  expression,  lie  "cleaned  uj/'  on  this  line  of 
shoes. 

lldw  much  l)etter  would  il  have  been  if  he  had 
marked  those  siioes  $4.50  in  the  beginning',  and  then 
marked  them  down  to  $3.1'-*  (which  is  a  much  larger 
rechiction  from  $4..S0  than  $2.95  is  from  $4.00).  'lie 
would  have  "cleaned  u])"  just  as  well  and  made  a  i)rofit 
of  .^2  per  cent. — wdiich,  even  at  a  maximum  cost  of  25 
per  cent,  to  do  business — would  have  given  him  7  per 
cent,  net  on  the  investment. 

An  average  of  at  least  40  per  cent,  gross  must  be 
made  if  you  expect  to  slx)w  a  bank  balance  that  is 
]5rofit  at  the  end  of  a  year's  business!  If  you  don't  do 
thi.s — stay  away  from  the  shoe  business  with  its  multi- 
plicity of  worries  and  sleepless  nights  trying  to  keep 
track  of  the  endless  changes  and  over-night  styles,  and 
put  your  money  in  a  savings  bank ;  for  the  interest  will 
i)e  more  than  the  profit  in  business  unless  that  40  per 
cent,  average  is  maintained. 


Striking  Window  Displays 

Mr.  h'red  R.  Foley,  Bowmanville's  popular  shoe  re- 
tailer, has  been  distinguishing"  himself  in  the  art  of 
window  dressing-  lately.  His  most  recent  effort  has 
caused  considerable  comment,  and  not  without  reason 
for  the  design  from  start  to  finish  is  beautiful.  The 
paneled  background  is  the  work  of  an  artist  and  the 
lattice  work,  trailed  over  with  flowers  and  foliage, 
lends  additional  charm  to  the  graceful  arrangement  of 
t'.ie  new  spring  footwear.  Mr.  Foley  is  a  stickler  on 
good  windows  and'  a  neat  store.  Furthermore  he 
possesses  that  rare  quality  of  l^eing  able  to  make  his 
customers  feel  right  at  home  when  purchasing  their 
footwear  needs.  Flis  slogan  is  "The  I'arlor  Boot 
Shop  on  the  Sunny  Side"  but  the  good  people  of 
I'owmanville"  generally  think  of  "Fred"  as  the  "Sunny 
Shoeman  on  the  Sunny  Side." 


White  Patent  Leather 

.\  1 'hiladelphia  manufacturer  of  women's  high- 
grade  shoes  has  in  his  sample  line  a  few  styles  in 
which  white  patent  leather  has  been  used  for  cpiarters 
or  tops,  presumably  offered  as  a  change  from  white 
kid,  calf  and  suede  or  buck  leathers. 


See  them  smiling!   Officials  of  The  Perth  Shoe  Co.,  Perth,  Ont.  From 
left  to  right :  G.  H .  Ansley,  Manager  ;  C.  J.  Sewell,  Treasurer  ;  K.  W. 
Hall,  President ;  M.S.  Sheehy,  Superintendent. 


New  Ryan-Devlin  Store 

<  >ur  illustration  shows  the  handsome  new  quarters 
ot  the  I^yan-Devlin  Shoe  Company,  in  the  I'aris 
lUiilding,  Portage  Avenue,  Winnipeg-.  This  firm  was 
established  in  1874  and  until  the  time  of  securing  new 
quarters  in  the  I'aris  Building-  had  been  for  eight  years 
located  at  494  Main  Street.  The  new  store  is  the  last 
word  in  distinctive  decoration,  attractive  fixtures  and 
general  service  facilities.  The  furniture  is  of  birch 
w  ith  mahogany  stain,  trimmed  with  white.      A  mez- 


zanine floor  runs  around  the  sides  and  back  where  the 
reser\'e  stock  is  kept.  The  cartons  are  cream  colored 
and  the  floor  has  been  covered  with  green  cork  lino- 
leum. There  are  several  full  length  plate  glass  mirrors 
in  both  walls.  Lighting  is  supplied  by  semi-indirect 
units  of  particularly  pleasing  design.  A  direct  pass- 
age is  provided  from  the  front  to  the  rear  of  the  store 
where  are  located  the  wrapping-  desk,  cashier's  desk 
and  general  offices.  Mr.  W.  T.  Devlin  and  Mr. 
Thomas  Ryan  are  both  veteran  shoe  retailers  and  in 
their  splendid  new  surroundings  should  attain  even 
greater  success  than  they  have  in  the  past. 


Toronto  Shoe  Retailers'  Association 

At  the  recent  regular  monthly  meeting  of  the  Tor- 
onto Shoe  Retailers'  Association,  held  in  the  Temple 
Building-,  a  highly  instructive  address  on  the  making 
of  lasts  was  delivered  by  Mr.  C.  M.  Iredale,  sales  man- 
ager of  the  Canada  Last  Company,  Limited,  Toronto, 
a  firm  of  over  fifty-five  years'  standing.  The  system 
of  manufacture  used  by  this  company  is  similar  to  the 
one  described  in  a  recent  issue' of  Footwear  in  Can- 
ada. The  subject  proved  very  entertaining  to  the 
members. 

At  the  next  monthly  meeting  it  is  proiJosed  to 
consider  the  matter  of  early  closing  as  it  is  generally 
conceded  that  the  hours  of  shoemen  are  too  loiig..  If 
some  co-operati\e  arrangement  can  be  arrived  at  the 
Association  will  ha\e  rendered  a  genuine  service  to 
the  shoe  retailers  of  Toronto.  .  .  . 


A  Worth  While  Law 

In  I 'hiladelphia  the  shoe  retailer  who  advertises 
that  he  sells  seven  or  eight  dollar  boots  for  $3.59  or  so, 
is  immediately  served  with  copies  of  the  law  of  Pen- 
nsylvania against  fraudulent  advertising.  .This  work  is 
carried  on  l)y  the  Philadelphia  Shoe  Retailers'  Associa- 
tion, who  are  making  aiT  extensive  lilvestigation  of  pre- 
\  ailing-  practices  in  this  line.  What  do  you  think  of 
it? 


34 


FOOTWJCAR    IN  CANADA 


May.  loir, 


Handsome  Interior  of  New  Walk-Over  Boot  Shop 

in  Montreal 


Walk-Over  entrances  are  characteristic  for  their  beauty- the 
latest  is  no  exception. 


The  ladies'  section— spacious  and  comfortable— at  the  left 
rear  end  of  store. 


May,  I9ifi  t^OOTWEAR 
New  Walk-Over  Store 

MAGNIFICENT— that's  the  one  word  to  de- 
scribe the  new  Walk-Over  Boot  shop  in  the 
Drummond  Building-,  St.  Catherine  West, 
Montreal.  This  business  was  established  in 
mi  at  521' St.  Catherine  Street  West  by  Mr.  F.  A. 
(niinivan,  proprietor  of  the  Walk-Over  store  in  Tor- 
onto, and  was  a  success  from  the  start.  The  new  store 
in  the  Drummond  Building-  has  been  practically  all 
re-built  and  it  is  one  of  the  finest  in  Montreal. 

Unfortunately  the  frontage  was  a  trifle  narrow  and 
to  secure  adequate  display  space  it  was  necessary  to 
employ  the  design  shown  in  the  accompanying-  photo- 
.  graph.  7"he  side  windows  are  fairly  shallow  but  under 
the  circumstances  are  particularly  well  adapted  to  the 
store. 

The  length  of  the  interior  is  about  120  feet  and  at 
the  rear  is  about  fifty  feet  wide.  The  right  side  is 
given  over  to  the  men's  department  and  the  left  to  the 
women's.  The  plan  of  the  store  being  an  "L"  shape 
serves  to  give  this  department  an  air  of  distinction. 
At  the  end  is  a  mezzanine  floor  in  which  the  clerical 
business  is  transacted. 

An  orthopedic  department  is  conducted  in  the 
women's  section  under  the  supervision  of  a  lady  doctor 
and  experience  has  shown  that  this  department  is  of 
great  assistance  in  enabling-  the  clerks  to  properly  fit 
customers,  of  whichnt  is  stated  seven  out  of  every  ten 
have  some  foot  defect.  A  lady's  waiting  room  with 
toilet  accommodation,  and  separate  shoe-shine  stands 
for  men  and  women,  have  been  provided. 

Particular  attention  has  been  paid  to  the  hosiery 
and  findings  departments  which  are  located  at  the 
front  of  the  store  and  displayed  in  several  show  cases.. 
Telephone  accommodation  has  also  been  supplied,  the 
in.strument  being-  located  in  the  findings  department  as 
can  be  seen  in  the  photograph. 

The  floor  is  covered  with  linoleum  and  carpet ;  fix- 
tures, panelling-,  showcases  and  benches  are  mahogany 
and  the  ceiling  and  upper  walls  are  white.  Every- 
thing combines  to  give  the  customer  an  impression  of 
comfort,  harmony,  luxuriousness  and  the  usual  Walk- 
Over  store  service. 

Skylights  provide  an  excellent  amount  of  natural 
lighting.  Artificial  lighting-  is  by  means  of  eleven 
bronze  fixtures  suspended  from  the  ceiling,  each  fix- 
ture containing  six  60  watt  tungsten  lamps.  The 
windows  are  lighted  by  100  watt  nitrogen  lamps,  with 
the  exception  of  the  space  between  the  doors,  which 
contains  a  400  watt  nitrogen.  Mr.  F.  E.  W^ygant  is 
the  energetic  manager  of  this  hustling  business. 


The  Expenses  of  Retailing 

Many  of  us  fail  to  realize  the  variety  and  magnitude 
of  the  expenses  of  doing-  business,  because  to  do  so 
means  grappling  with  a  really  complex  and  difficult 
problem.  Only  those  who  do  grapple  with  and  solve 
this  problem,  however,  can  ever  hope  to  make  a  real 
success  of  the  work  they  have  in  hand.  The  usual 
"guess"  method  is  simply  like  firing  at  a  rabbit  in  the 
dark  and  is  the  cause  of  many  an  unnecessary  financial 
failure.  Too  many  retailers  trust  to  instinct  to  tell 
tlifin  "al)()ut"  what  their  cost  of  doing  business  is. 

The  dealer  who  has  decided  to  change  over  from 
the  '"guess"  to  the  mathematically  correct  method  of 
figuring  cost  has  invariably  been  surprised  at  the 
items  which  should  legitimately  come  under  the  head 
of  expenses  and  at  the  size  of  the  sum  total  of  these 
items.  It  is  then  he  begins  to  see  wIutc  his  jjrolils 
1ki\i-  been  gning,  ;in(l  he  cannot  do  business  i  ,n  -i 
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10  or  20  per  cent.  i)rofit  basis.  For  the  benefit  of  any 
who  may  not  yet  have  made  this  discuvery  we  submit 
the  following-  list  taken  from  Nystrom's  recently  pub- 
lished "Economics  of  Retailing."  As  we  see  it,  there 
are  few  items  listed  there  that  do  not  aflfect  the  aver- 
age retailer  to  a  very  considerable  extent.  They  de- 
serve consideration,  therefore,  if  the  dealer  is  working 
to  secure  a  decent  profit. 

I.    Buying  Expenses : 

1.  Salaries  and  wages  of  buyers  in  proportion  to 

time  spent  in  buying.  (All  time  consumed 
in  examining-  stock,  making  stock  records, 
ordering  goods,  inspecting  salesmen's  sam- 
ples, and  all  time  used  in  l)uying  trips 
should  be  included. ) 

2.  Traveling  expenses. 

3.  Miscellaneous  expenses. 
IT.    .'celling  Expenses. 

1.  Salaries  and  wages  of  sales  force.      (  All  time 

given  to  selling  by  buyers  and  manager 
should  be  included  under  this  classification.) 

2.  Premiums,  commissions,  bonuses,  si)ift"s,  PM's, 

and  prizes  paid  for  sales  service  in  addition 
to  salaries. 

3.  Advertising: 

(1)  Newspaper  and  periodical 

(2)  Circulars  and  letters 

(3)  Bill  boards,  electric  signs,  etc. 

(4)  Local  programs 

(5)  Window  displays 

(6)  Gifts,  premiums,  and  trading  stamps 

4.  Miscellaneous : 

(1)  Wra])ping  i)a|)cr,  twine,  etc. 

(2)  Free  alterations  and  repairs 

(3)  Expenses  and  losses  on  returns 

III.  Delivery  Expenses: 

1.  Wages  of  delivery  force  for  time  spent  in  de- 

livering goods  t(^  customers. 

2.  Stable  and  garage  expenses. 

3.  Express,  mail,  and  freight  shii)ments. 

4.  Miscellaneous. 

IV.  Management  Expenses: 

1.  The  portion  of  the  salaries  of  the  managers 
represented  by  the  time  consumed  in  hiring 
in  training  employees,  superxising  the 
work  of  the  store,  and  other  managerial 
work. 

A'.    Office  Expenses : 

1.  Salaries   of   l)Ookkeepers   and  stenographers 

for  time  spent  in  office  work. 

2.  Salaries  of  cashiers,  inspectors,  and  (ifficc  mes- 

sengers. 

3.  Office  supplies: 

(1)  Stationery,  printing  and  postage 

(2)  Account  books 

(3)  Miscellaneous 
Fixed  Charges: 

1.  Rent: 

(  1 )  .St( )rc  I ireniises 

(2)  .Storage  oi-  wareliduse 

2.  1  1  eat,  light  ;iu(l  pi  iwer  ' 
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3.  Insurance: 

(1)  Fire 

(2)  Burt^larv 

(3)  J'"i(lclity' 

(4)  I 'late  .^-lass 

(5)  l'"m|)lf)yer'.s  liability 

(6)  Accident  elevator 

(7)  Si)rinkler  system  water  daniac^e 
{(S)  Warehouse 

(9)  Boiler 

(10)  M erchanidse  en  route 

(11)  Lil'e  insurance  i)ayal)le  to  lirni 

4.  'Taxes  on  stock  and  store  equipment. 
\  11.    LJi)keep  and  Depreciation  TC.xpenses : 

1.  Repairs  and  renewals  of  e(|uii)ment. 

2.  Depreciation  of  ef|ui])ment. 

3.  l)ei)reciation  of  mercliaudise  slock. 
Miscellaneous  ICxpenses: 

1.  Telephone  and  tele,!.iraph  expenses. 

2.  Water  and  ice. 

3.  Care  of  store,  janitor's  services,  cleauiu;^.  etc. 

4.  T"\i)enses  of  ('ollcctin^'  slow  accounts. 
."I.     i.osses  from  had  dehts. 

Interest  on   .\et   Worth  of  llusiness  at  (  lUM-cut 
Rale. 


Breithaupt  Employees  Get  Wrist  Watches 

'The  llreithaupt  l.catlu-r  Co.  Ltd.,  llerliu.  Out., 
recentlv  lost  two  of  their  most  faithful  em])loyees, 
who  enlisted  for  o\  erse;is  serv  ice — Mr.  A.  W.  Puncher, 
foreman  of  ihe  oak-sole  leather  shipping'  department 
and  Mr.  ( ).  Copeland,  also  of  the  shijipinj^  department. 
'I'his  comi)au\-  lia\  e  promised  to  re-instate  all  of  their 
soldiers  on  their  return,  i'.oth  Mr.  Copeland  and 
Mr.  Puncher  were  presented  with  handsome  wrist- 
watches  by  their  employers  and  fellow-employes  and 
the  following;'  letters  expressini;  ;ip])reciatiou  of  their 
sacrifice  : 

'I'o  Mr.  Oscar  C()i)claii(l : 

T'rom  the   Eni|)lnyces  and  Eniiiloyers  of  Tlic  I!ri'ifliaiii)t 
Leatlier  Co.  Ltd.    Station  Warfliou-se. 
Dear  Oscar: 

It  is  witli  fcclin!4S  of  rcgri't,  niin.ulcd  vvitli  ])ri(lc-,  llial  we 
hear  of  your  decision  to  leave  us  to  join  tlie  ranks  ol  llie 
linth.  We  are  sorry  to  lose  you  from  our  midst,  l)Ut  proud 
to  know  tliat  you  liave  decided  to  throw  in  your  lot  witli 
others  vvlio  liave  made  the  supreme  sacrifice  in  order  to  d<i 
their  l)it  in  heipins  to  wipe  out  the  kaiserism  and  militarism 
which  is  now  disturl)inK  the  world's  peace. 

We  trust  you  may  he  successful  in  every  way,  and  tliat 
we  may  ha\c  the  |)leasure  of  having  you  hack  in  our  midst, 
after  you  return  \  iclorious  witli  the  rest  of  our  nohle  hoys. 

VVe  ask  you  therefore  to  accept  from  us,  your  fellow  em- 
ployees and  employers,  this  wrist  watch  as  a  slisht  remem- 
i)rance  of  the  pleasant  days  spent  tooether  at  this  warehouse. 

We  wish  you  God  Speed  m  whatever  iiosition  or  locality 
you  may  he  i)laccd  as  a  soldier  of  the  King, 

.Sinned  on  hehalf  ol'  tin-  employees  and  emi)loyers. 

R.  J-  Laser, 
Tile  l'.reith;iu]il  Leather  ("o.  Ltd. 
per  Louis  (  ).  II l  eil lianjil. 

To  Mr.  A.  W.  I'unciier: 

■  •"rom  the   limployces  and  Employers  of    The  llreithaupt 
Leather  C"o.  Ltd.    Station  Warehouse. 
Dear  Alf: 

I^et  us  congratulate  you  on  your  hrave  decision  in  joining 
the  IlSth.  As  usual  the  true  manly  spirit  within  you  has 
asserted  itself  and  you  liave  decided  to,  in  s|)ite  of  home  ties 
and  usefulness  in  sui)plying  a  necessity  of  the  army,  to  throw 
in  your  lot  with  the  other  lioys  of  the  regiment,  to  fight  for 
your  King  and  Country,  for  the  lii)erty  of  the  world  and  the 
suppression  of  the  accursed  militarism  and  kaiserdom. 

As  men  who  worked  under  you,  we  wish  to  say  that  we 
were  always  accorded  the  hest  of  British  fair  play  and  we 
sincerely  hope  that  you  may  rise  lo  positions  of  usefulness  in 


the  army  relative  to  the  hi^h  position  of  trust  you  have  held 
with  this  Company. 

We  are  sorry  our  pleasant  relationship  must  soon  come 
to  a  close,  but  we  sincerely  hope  to  see  you  in  our  midst 
again  before  very  long  when  we  will  look  forward  to  welcom- 
ing you  back  to  this  city. 

We  ask  you  to  accept  this  wrist  watch  as  a  token  of  the 
high  esteem  in  which  you  are  held  by  your  fellow  employees 
and  employers  and  trust  it  will  serve  as  a  reminder  of  the 
pleasant  days  spent  together  here. 

We  wish  you  God  Speed  on  your  new  sphere  of  useful- 
ness. 

Signed  on  behalf  of  the  employees  and  employers. 

R.J.  Eager. 
The  I'reithaupt  Leather  Cf>.  Ltd. 
per  Louis  O.  I'.reithauf)t. 


Paper  Boots  in  Germany 

'The  "Berlini^er  'raj:(el)latt"  of  March  7  voices  a 
w  ide-s|)read  complaint  of  the  inferior  finality  of  boots 
and  shoes  owinti'  to  the  dearth  of  leather.  Thousands 
of  pairs  are  beini^  oiYered  for  sale  which  are  either 
wholly  or  partially  made  of  pasteboard.  In  an  action 
in  t!ie  Civil  Coiu't  at  Dessau  recently,  a  customer 
l)roved  that  his  soles  had  worn  out  within  a  few  hours 
after  the  boots  had  been  worn.  .So  far  from  endeav- 
orin<>-  to  meet  the  complaints,  the  shoe  dealers  seem  to 
ret^ard  the  present  state  of  thinjjs  as  inevitable.  Their 
association  has  petitioned  the  jiolice  to  decree  that  in 
fntiu-e  shopkeei)ers  are  to  explain  that  certain  '^chkI^ 
are  made  wholly  or  partly  of  pastel)oard  or  other  sub- 
stitutes for  leather  conse(|ucnt  upon  the  enormous  re- 
(|uirements  of  the  .\rmy  and  stop])a;4e  of  imj)orts  of 
hides  and  skins  from  Russia. — Shoe  Trades  fournal. 


Fall  Styles 

Joseph  M.  Dodd,  designer  and  superintendent  of 
manufacture  for  one  of  the  lar.gest  houses  in  Detroit, 
has  sent  a  circular  to  the  company's  customers,  a  few 
extracts  from  which  we  are  reproducing.  Thev  indi- 
cate to  some  extent  the  style  trend  for  Fall  as  it  looks 
iu  Detroit: 

"This  is  a  bad  season  for  prediction,"  says  Mr. 
Dodd.  "The  spring  and  summer  novelties  are  all  well 
established  and  well  known  to  the  trade,  and  it  is  too 
early  to  venture  i)redictions  as  to  the  fall  novelties,  al- 
though [  firmly  believe  that  the  demand  for  novelties 
will  not  only  continue,  but  actually  grow. 

"A  buyer  for  a  big  department  store  told  me  the 
other  day  that  the  demand  for  novelties  instead  of 
dying  out  was  growing  ever}-  24  hours.  I-'ven  the  mil- 
linery trade  is  afifected.  "\\  omen,"  said  he.  "are  buy- 
ing $12.00  shoes  and  $5.00  hats,  \vhere  formerly  the  re- 
verse was  true." 

"h'rom  ])resent  indications  Ian  calf  will  be  a  big 
fall  seller  for  all  o\  er  shoes  and  in  cond)inalions. 

"W  hite  will  continue  strong  for  tops. 

"'There  is  certain  to  be  a  shortage  in  popular  calf- 
skins, and  also  in  sole  leather. 

"  This  is  boimd  to  cause  an  increase  iu  jirice  that 
will  make  it  advisable  for  the  trade  to  buy  for  their 
f;ili  reciuirements  as  early  as  pos.sible." 


A  firm  ha\  ing  good  success  with  a  series  of  printed 
leallets  use  them  in  every  conceivable  way — in  envel- 
o])es  containing  statements;  one  in  every  letter,  one 
in  every  i)arcei  ;ind  so  on.  The  messages  are  changed 
frecpicntl\  ^o  as  lo  nuuiuiize  the  possibilitv  of  a  cus- 
tomer getting  t!ie  same  one  twice.  The  printing  is  in 
red  and  black — plain  and  forceful. 
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Lift  Your  Business  Out  of  the  Rut 


ASK  the  man  whose  business  is  orowing  smaller, 
or  not  gnjwing-  bigger  as  fast  as  it  ought  to, 
what  the  trouble  is.  He  can't  tell  you.  If 
he  could  he  would  generally  Ijetter  himself. 
L'erhaps  he  hasn't  made  himself  sufficientl}^  popular 
with  the  public.  There  is  something  needed  to  make 
that  little  grade  out  of  the  rut  up  to  the  level  ground 
and  stop  the  continual  slipping  back. 

How  is  he  going  to  do  it?  How  is  he  going  to  at- 
tract and  hold  the  patronage  of  the  consuming  public? 
Advertising  is  one  of  the  most  important  considera- 
tions for  the  shoe  retailer ;  store  service  is  a  big  fac- 
tor, as  it  also  the  class  of  stock  handled.  But  per- 
haps his  competitor  is  his  equal  on  all  these  points. 
Then  he's  got  to  go  a  step  farther  to  get  ahead.  He 
has  reached  the  point  where  he  has  to  supplement  all 
the  ordinary,  every-day  methods  of  shop-keeping.  He 
has  to  invent  some  little  added  inducement  to  attract, 
at  small  expense,  a  much  larger  volume  of  business 
than  he  would  otherwise  secure?  He  has  got  to  show 
a  little  extra  appreciation  of  the  customer's  patronage. 

An  Appeal  to  Human  Nature 

A\'ith  certain  classes  of  trade  the  premium  idea 
works  like  a  charm.  Most  systematic  users  of  prem- 
iums are  highly  enthusiastic  with  the  results  secured. 
On  consideration,  too,  the  explanation  is  easily  forth- 
coming— it  is  based  on  the  psychological  fact  that  a 
\  ery  large  percentage  of  human  beings,  no  matter  how 
well  equipped  financially,  appreciate  the  feeling  that 
they  are  getting  something  for  nothing. 

Of  the  making  of  premium  plans,  like  books,  there 
seems  to  be  no  end,  but  if  one  is  inclined  to  doubt  the 
\  alue  of  them  it  is  well  worth  while  considering  the 
success  some  of  the  largest  companies  in  the  world 
have  achieved  through  their  use.  The  most  popular 
method,  perhaps,  of  working  the  premium  idea  is  by 


appealing  to  the  children,  for  the  desires  of  the  child 
will  very  frequently  influence  the  mother  in  the  choice 
of  her  purchases  and  lead  to  securing  the  trade  of  the 
whole  family.  Another  feature  about  premiums  that 
interest  children  is  that  they  are  usually  less  expensive 
than  anything  that  would  interest  adults — an  import- 
ant factor  in  the  sale  of  merchandise  so  comparatively 
low  in  price  as  footwear. 

Unending  Selection 

There  is  an  almost  unlimited  range  of  premiums 
to  choose  from — everything  from  toothpicks  to  carpet 
sweepers.  There  are  also  many  methods  of  handling 
their  distribution.  The  more  expensive  articles  can- 
not, of  course,  be  given  with  each  individual  purchase, 
but  may  be  offered  with  purchases  of  a  certain  amount 
or  over.  Many  families  are  in  the  habit  of  purchasing- 
shoes  for  all  of  the  children  at  the  same  time  and  fre- 
quently the  bill  mounts  up  to  quite  a  sum.  To  this 
class  of  trade  a  fairly  good  premium  would  particularly 
appeal.  Furniture  dealers,  clothiers  and  so  on — 
merchants  selling  articles  considerably  higher  in  price 
than  footwear — are  able  to  give  a  substantial  premium 
with  the  first  individual  sale,  but  the  shoe  retailer  will 
necessarily  have  to  use  discretion  to  make  the  scheme 
beneficial  without  incurring  undue  expense. 

Premiums  are  not  necessarily  symbolic  of  the  trade 
they  are  advertising,  although  coal  dealers  have  given 
coal  shovels ;  bakers  have  presented  bread  knives  ; 
clothiers  have  used  clothes  brushes ;  soft  drink  manu- 
facturers, bottle  openers,  and  so  on.  In  the  shoe  trade 
the  giving  of  button-hooks,  shoe  horns,  etc.,  is  almost 
too  common  to  be  of  real  practical  value  and  it  is  per- 
haps wise  to  try  something  a  little  different.  The 
main  point  is  to  select  something  peo])le  want — not 
what  you  merely  think  they  want — something  that  will 
be  used  as  frequently  as  possible  and  something  that 


I'opiilai-  premiums — Fig.  1,  Pai>er  Drinking  Cup,  supplied  with  holder;  Fig.  2,  Rollomoliile,  a  great  favoiite  witli  the 
boys;  Fig,  :i,  .Xiekel-plaled  Pencil;  Fig.  4,  Color  Crayons;  Fig.  5,  Harmless  Snap  I'istol ;  Fig.  (i,  rolling  pin 
(.Vamc  goes  under  the  glass);  Fig.  7,  I'.ow  and  Arrow  Set,  (.Arrows  with  vacuum  tips);  Fig.  S,  Conibiuation'  Knife 
and  Cigar  Cutter;  Fig.  !)  Clotii  Cut-out  Dolls;  Fig.  10,  .Adjustable  stilts;  Fig.  11,  Periscope;  Fig.  12,  Charlie 
Chaplin   P.alloon  ;   l"ig.  1:!,  \\'al<-r   Pisint;   l'"ig.  14,  I'.ubblc   I'.lower;   Fig.  15,   Fly  Swatter. 
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will  last  a  hmjj;  time;  especially  the  latter,  because  un- 
consciously the  customers  will  associate  the  lasting; 
qualities  of  yotn-  '■])rcsent"  with  the  same  (|ualities  in 
your  footwear. 

Shoe  retailers  have  successfully  used  Kewpie  dolls, 
writin,a;  tablets,  school  ])as<s,  ])icture  books,  knife  sharp- 
eners, i)encils,  calendar  i)ads  (for  l)usiness  men),  kites, 
balloons,  periscopes,  games,  puzzles,  sheet  music,  ink- 
stands, cloth  cut-out  dolls,  cleaning  cloths,  knives, 
rulers,  coat-hangers,  Teddy  bears,  ticket  cases,  bubble 
blowers,  ice  picks,  notebooks,  toy  pistols,  whisks,  alu- 
minium caps  for  milk  l)ottles,  fountain  i)ens,  base- 
ball bats,  fly  swatters,  calendars,  key-rings,  mouth- 
organs — the  choice  is  unending.  .Mmost  any  article 
on  which  an  ad\crtising  message  may  be  placed  is 
suitable  ixv  i>rcuiinni  ])urposcs. 

A  Premium  Worth  While 

A  lirni  using  calendars  for  adv  ertising  pnr])(>ses  had 
printed  on  eacii  nionth's  sheet:  "Save  this  sheet— each 
one  is  worth  3c  at  our  store  when  you  purchase  your 
next  shoes."  Twelve  of  these  sheets  w<nild  rv-i)re- 
(^\- — prcttv  fair  indncenient  to  most  ])eoidf- 
Indgment  would  lia\c  to  be  used  in  their  distribution 
as  there  would  be  no  i)articular  object  in  giving  the 
calendars  to  jieople  who  were  in  the  habit  of  purchas- 
ing \er\  cheap  shoes.  Silk  hosiery  has  been  used 
with  ptucliases  mI  a  certain  amount,  also  dollar 
watches. 

Xow  having  in  mind  the  fact  that  this  is  just  a 
form  of  advertising,  (|nn"t  forget  to  advertise  it.  Don't 
spring  \i>nr  ]):-eniiuni  a>  a  surprise  on  a  customer. 
MakcMt  rather  the  cause  of  his  coming  into  ytmr  store. 
That  is,  don't  half  do  the  job.  "If  it's  worth  doing  at 
all  it's  worth  doing  well,"  is  a  maxim  that  holds  good 
here.  See  to  it  tliat  every  one  in  your  town  ku()ws 
about  yoin-  premium  plans.  Arouse  llu-ir  cnrosity. 
det  them  coming. 

W  Ik-u  llu'N  <lo  conic,  trr.-it  thcni  in  sncli  a  wax  that 
tlie\'ll  want  to  come  again. 

We  rei)ro(lnce  herewith,  a  number  of  articles  which 
are  being  used  extensively  for  advertising  purposes. 
The  names  and  addreses  of  the  manufacturers  will  be 
siii)i)lied  on  recpiest.  Don't  be  afraid  of  a  little  ex- 
pense. If  vou  can  create  sufficient  business  to  keep 
your  stock  alive  and  moving  all  the  time  at  regular 
jirices,  won't  the  cost  of  premiums  be  a  great  deal  less 
than  the  loss  \-ou  suffer  by  mark-down  sales? 


Turning  Sentiment  Into  Dollars 

.A  firm  in  the  .south,  taking  advantage  of  the  senti- 
mental value  often  placed  on  baby's  first  shoes  and  the 
fact  that  they  are  often  lost  or  damaged,  undertakes  to 
metallize  them  in  bronze,  silver  or  gold  and  etch  the 
child's  name  on  the  soles.  .A  ])air  of  shoes  metallized 
and  gold  ])lated  co.sts  the  retailer  $.3.00  and  it  is  said  the 
standard  i)rice  to  the  customer  will  be  $10.00.  thus  giv- 
ing the  retailer  100  ])er  cent,  profit. 


A  "Courtesy  Night" 

Some  of  the  largest  stores  in  W'estminster,  Md.,  re- 
cently held  a  "courtesy  night."  The  stores  were 
opened  at  7  o'clock  in  the  evening  and  the  public  were 
allowed  to  roam  about  at  their  will  and  inspect  the 
goods  on  disi)lav.  Nothing  was  on  sale,  although  all 
the  salesmen  were  in  their  places  to  answer  (piestions 
and  so  ( ni. 


Taking  Stock 

Tl  I  I",  following  is  quoted  from  a  booklet  written 
for  retailers  by  f>en  Jacob.son  and  circulated 
among  shoe  dealers  by  Morse  &  Rogers,  whole- 
salers.  The  suggestion  is  good,  because  it  can 
be  ai)plied  not  only  in  shoe  stores,  but  in  other  estab- 
lishments as  well  in  which  it  is  necessary  to  inventory 
stocks  from  which  sales  are  being  made. 

The  average  size  shoe  store  can  take  stcjck  in  a  few 
hours  by  following  this  method.  Cut  up  some  paper 
into  slips  of  suitable  and  convenient  size;  start  in  the 
front  of  the  store;  call  the  space  between  the  first  two 
u])rights,  section  1.  I'.nter  everything  in  that  section 
on  one  slip  of  paper,  the  number  of  pairs  of  each  line, 
description  and  the  cost.  Leave  the  slip  in  a  brjx  in 
that  section.  Then  go  to  the  next,  entering  ever}-- 
thing  between  the  two  uprights;  call  it  section  2 — 
and  again  leave  the  slip  in  a  box  in  that  section.  Con- 
tinue in  that  way  until  you  have  gone  all  around  the 
store,  always  leaving  a  slip  in  each  section. 

Use  a  separate  slip  for  each  show  case  and  window. 
If  a  customer  buys  a  pair  of  shoes  from  any  one  sec- 
lion  that  has  been  taken,  take  it  off  that  slip-  If  the 
list  calls  for  ten  pairs,  reduce  it  to  nine.  When  you 
are  sure  that  all  stcjck  has  been  counted,  send  another 
person  t(j  collect  the  slips  and  recount  the  number  of 
l)airs  in  each  section.  .After  all  slips  have  been  taken 
out  figure  them  up  to  get  the  totals. 

it  is  best  to  keep  the  figures  detailed,  in  order  to 
show  how  much  merchandise  you  have  in  men's, 
women's,  misses',  children's,  boys'  and  youths'  lines. 
In  this  way  yoii  will  not  buy  too  many  shoes  for  a 
low-selling  department.  If  you  sell  more  women's 
shoes  than  children's,  yet  the  children's  stock  is  as  high 
as  the  women's,  you  will  naturally  be  more  careful  to 
get  the  proper  rate  of  turnover.  While  you  keep  these 
slips  for  future  reference,  only  the  grand  total  of  all 
stocks  combined  is  entered  in  vour  "inventorv"  sheets. 


Millinery  Shoes  in  England 

At  the  present  time,  according  to  some  of  the  daily 
jiapers,  many  women  are  showing  a  quite  unreasouabk' 
lireference  for  footwear  whose  only  merit  is  that  it 
looks  taking  and  smart.  The  shoe  manufacturer  is  on: 
to  make  and  the  retailer  out  to  sell,  what  his  customers 
require,  and  with  the  splendid  wages  which  are  being 
earned  in  some  of  our  great  towns,  it  is  hardly  to  be 
wondered  at  that  the  ladies  "break  out"  into  expensive 
and  attractive  boots  and  shoes.  I'ut  as  we  have  before 
l)ointed  out,  this  sort  of  shoe  trade  fad  will  probably 
not  be  of  a  lasting  description,  and  we  again  advise 
readers  not  to  overload  themselves  with  fancy  stock, 
as  once  the  vogue  fizzles  out,  such  goods  will  hardly  be 
worth  shop  room.  After  all,  in  a  climate  such  as  Bri- 
tain possesses,  the  i)rimary  function  of  the  boot  or 
shoe  is  to  protect  the  wearer's  feet  against  the  insid- 
ious ravages  of  damp  and  cold,  and  experience  has 
taught  that  the  average  wearer  eventually  comes  back 
to  this  idea.  The  seller  of  footwear  is  in  a  position 
to  influence  the  demand  to  a  large  extent,  and  we 
lately  had  an  example,  wdiere  a  retailer,  after  express- 
ing sympathy  with  a  lady  on  the  bad  service  a  pair  of 
high-legged  cloth  top  boots  had  given,  quite  easily 
])ersuaded  her  to  buy  a  good  quality  glace  kid  boot — 
which  he  assured  her  would  give  her  much  greater  .sat- 
isfaction, and  protect  her  against  chills  and  colds.  The 
craze  for  appearance  only  on  the  part  of  footwear  buy  - 
ers during  the  jiast  few  years  has,  by  the  way,  re-acted 
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on  the  leather  trade,  and  it  is  a  common  saying  in  a 
leather  works  that  at  least  twenty-five  per  cent,  of  the 
labour  put  into  upper  leather  is  for  appearance  only. 
Some  of  the  processes  which  require  the  use  of  corros- 
ive acids,  for  instance  in  dyeing,  and  strong  chemicals 
in  finishing,  are  distinctly  detrimental  to  leather,  but 
leather  dressers  are  powerless  to  prevent  their  use, 
owing  to  the  demand  for  a  leather  of  smart  appearance. 
In  the  sole  leather  section  the  same  thing  happens.  We 
have  before  us  as  we  write,  the  letter  of  a  prominent 
tanner,  who  asks  us  again  to  expose  the  absurdity  and 
futility  of  shoe  manufacturers  and  wearers  insisting  on 
a  bleached  sole  leather  at  the  present  time,  when  tan- 
ning materials  are  abnormally  scarce  and  dear.  As 
he  points  out,  the  question  of  color  is  absurd  in  connec- 
tion with  a  material  which  will  either  be  colored  with 
"fakes  and  sloshes"  or  buffed  before  it  reaches  the 
wearer's  foot,  a  process  which  removes  nature's  best 
protection  against  wear  and  wet  on  the  grain  side.  The 
bleaching  is,  he  further  points  out,  only  obtained  by 
the  use  of  acids  or  extracts  containing  bleaching  chem- 
icals ;  it  costs  money,  and  in  some  cases  actually  takes 
away  the  very  filling  and  waterproofing  materials 
which  go  to  make  up  good  sole  leather. — Boot  and 
Shoe  Retailer. 


Figuring  the  Selling  Price 

If  you  want  to  make  20  per  cent,  gross  profit  on  the 
selling  price  of  an  article  costing  80  cents,  what  mark- 
up percentage  will  you  have  to  use? 

The  problem  is  simply  the  old  difficulty  of  basing 
the  percentages  on  the  right  figure.  It  is  quite  a  lit- 
tle process  to  reason  the  above  problem  out  the  long 
way.     This  is  the  way  to  work  it: 

Let  "a"  represent  the  selling  price.     Then  20  per 
cent,  (or  one-fifth)  of  "a"  represents  the  amount  of 
profit  you  expect  to  make.      The  selling  price  minus 
the  profit  is  the  cost,  of  course;  therefore: 
a— 1-5  a  =  80 

or  a  =  $1.00  (the  selling  price.) 

Now,  it  is  evident  that  the  ])rofit  is  20  cents,  or  2.5 
per  cent,  of  80  cents.  It  will  be  necessary,  therefore, 
to  add  25  per  cent,  to  the  cost  of  an  article  if  one 
wishes  to  make  20  per  cent,  profit  on  the  selling  price. 

A  much  simpler  method  of  securing  the  percentage 
to  be  added  to  the  cost  price  is  to  use  the  following 
formula.  Let  "x"  represent  the  percentage  of  gross 
profit  which  it  is  desired  to  make  on  the  selling  price- 
The  formula  is  as  follows: 

^    (percentage  to  be  added 

  ^  to  the  cost  price. ) 

Suppose  a  dealer  wishes  to  make  17  per  cent  on  the 
selling  price.  Substitute  17  per  cent,  for  "x,"  as  fol- 
lows : 

17 

 =20.48  per  cent- 

100  —  17 

As  an  example,  a  dealer  has  an  article  costing  him 
$2.50.     He  wishes  to  make  30  per  cent,  profit  on  the 
selling  ]jrice.     He  figures  as  follows: 
30 ' 

 =42.85  per  cent. 

100  —  30 

$2.50X42.85=$1.07 
$2,504-  1.07=$3.57 
$3-57  then  is  his  correct  selling  price  to  net  him  the 
desired  profit. — System. 


A  Fine  Repair  Department 

To  Wm.  Lilene,  Sons  &  Co.,  Jioston,  Mass.,  goes 
the  honor  of  having  one  of  the  finest  repair  depart- 
ments in  the  world.  It  is  finished  entirely  in  white; 
the  workmen  all  wear  white  outfits  ;  the  machinery  is 
all  white  and  everything  looks  as  slick  as  though  it 
just  came  out  of  a  bandl)ox.  All  repair  departments 
cannot,  of  course,  be  finished  in  white  but  they  can  be 
kept  neat  and  clean  by  careful  sweeping  and  dusting 
and  every  repairman  or  shoe  retailer  should  see  that 
this  is  done.  Here  is  how  Filene  &  Sons  describe 
their  department : 

"This  white,  electrically  operated  shop  with  its 
modern  machines,  its  spotless  white  walls,  its  shining- 
nickel,  its  shoemakers  dressed  in  white,  is  on  the  sec- 
ond floor — a  shoe  place  and  a  workshop  in  one. 

"Its  machinery  is  the  last  word  in  invention,  the 
most  modern  ever  installed  and  unique  in  many  par- 
ticulars. 

"There  are  no  smelly,  smoky  flames — for  all  the 
heating  is  electrical.  With  this  change  from  old 
methods  we  leave  behind  burned  threads  that  break 
quickly,  scorched  leather  that  wears  out  first  and 
overheated  wax  that  liurns  both  leather  and  thread. 

"None  but  the  l)est  materials  are  used — none  but 
skilled  workmen.  We  propose  to  do  away  for  all 
time  with  botched  jobs. 

"If  leather  goes  higher,  we  shall  raise  jirices  rather 
than  tax  you  indirectly  and  forsake  our  ideals. 

'"All  shoes  that  come  to  this  sho])  will  be  polished 
before  they  go  out ;  they  will  have  new  laces  and  but- 
tons if  needed. 

"A  head  shoe-surgeon  will  scrutinize  every  case 


This  is  the  way  the  "Boot  and  Shoe  Recorder"  sees  shoe  business  coming 
to  the  U.S.   Are  Canadian  manufacturers  getting  their  share? 
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l)t'l(iri'  it  k'Hvcs  the  slii)|).  If  soiiK'tlnni;  misses  your 
i'\c.  it  v\ill  not  miss  liis. 

"'riiosc  who  trust  their  shoes  to  the  l'"ileiie  cobWIer 
,scrvice  will  <iet  back  no  shoes  that  have  that  'repaired 
a|)|)earance' — tiiey  will  i^et  shoes  that  look  like  new. 

"Invalid  shoes  called  for  and  delivered  free  in  Uos- 
ton  and  delivered  free  anywhere  in  New  P'nfi^land. 

'■  l'".\ cry thintj  is  enclosed  in  t^Iass  for  the  visitor  to 
see — and  all  arc  welcome." 


1  ML  |>iKcs  c  n<ii  i^C(i  i)y 

inis  1 

irm  n|)  t(i 

\  m  il 

\  SU  1)  - 

jcct  to  lluctnation  in  i)iMce 

of  ic 

ather)  are 

as  fo 

Hows : 

Child- 

Men 

Women 

Boys 

ren 

W  hole   SoU-s  and    1  Icils    .  .  .  , 

$1.7.-) 

$1.25 

$1.25 

$1.00 

Wliole  Soles   

1  :i.-> 

1.00 

1 .00 

.75 

I.eatlier    Soles    and  Rul)l)er 

Heels   

2.00 

Half  Soles   

LOO 

.80 

.HO 

.00 

Half  Soles  and  Heels   

J.  :!.'■> 

1.15 

1,15 

.H5 

Half  Soles  and  Heels  Nailed.. 

1.00 

.7  5 

.  7  *) 

I\ul)l)er   Whole  Soles   

1..-)0 

1.50 

1.25 

1 .00 

I\ul)l)cr     Soles     and  Heels. 

Leather  Toe  F^iece   

2.50 

2.25 

2.25 

i'tuhher  Half  Soles   

1  00 

.75 

.7  5 

.05 

.40 

.:io 

.:!0 

.:!0 

.-)0 

.50 

.50 

New  Leather  Cuban  Heels.. 

.75 

New  Wood  Culjan  Heels  .  .  . 

1 ,00 

New    Common    Sense  1-ineh 

..'iO 

.50 

.50 

I'urn  Half  Soles  

1.00 

Turn  Half  Soles  and  Heels.. 

1.25 

1 .00 

I'lirn  Whole  Soles  and  Heels 

1.75 

1 .01) 

1.50 

1 .25 

.7 .5 

Sanford  Heel  Plates   

Ar> 

.15 

,  1  5 

.  1  5 

.50 

.50 

.50 

Toe  Box  Lasted  in  Welts  . . 

1 .00 

1 .00 

1 .00 

.  7  5 

I'"alsc  Box   

.7.') 

.50 

.50 

.50 

Patches   

5  to  .25 

1.00 

1.00 

.75 

.75 

New  Welts   

.50 

.50 

.50 

.:!5 

Kid  Sock  Linings   

.25 

.25 

.25 

.25 

50 

.50 

;>5 

.2.5 

.25 

.15 

"V"  in  Back  to  Enlarge  Top 

1 .00 

.75 

Hack  Stays   

.."iO 

.50 

.50 

.,'55 

.50 

.50 

.:i5 

.50 

. ' ')  5 

1.00 

1 .00 

1 .00 

1 .1)0 

Patent  Leather  Toe  Tij)  .... 

.75 

.75 

.75 

.50 

Copper  Toe  and  New  Tip..  .. 

.75 

Huilding  V])  nn  Wedge  Only. 

.)J.5 

I'.uilding  Cp  nn  Wedge  as  far 

I'.ell   

.50 

r.uilding  Up  on  Wedge  and 

.05 

Extending  Arctic  Strap   

.25 

.:;5 

.50 

Button  Holes  re-worked  .... 

.50 

Take  in  Backs  High  Boots.. 

.  7  5 

Take  in  Backs  Oxfords   

.10 

S(|ueak  taken  ovit  of  Soles..  .. 

.:!5 

.;!5 

..')5 

.:!() 

A  Useful  Catalogue 

The  Independent  Rubber  Company,  Limited.  Mer- 
ritton.  Ont.,  are  distributinjj-  their  illnstrated  catalo,L;nc 
for  l'^16-17  which  contains  very  com])lete  information 
rej^ardiiiR  l)readnan<4ht,  Veribest.  Kant  Krack,  Dainty 
Mode.  Royal  and  Bull  Dog  brands  of  rubber  footwear. 

The  same  company  have  also  prepared  a  short 
catalo.gue  dealino;  with  Speed  King  Ontiii!:;-  Shoes, 
which  is  very  handsomely  illustrated. 


Mr.  brederick  \\.  .Ahearn  who  lias  been  represent- 
ing the  V'iscol  Co.  of  Cambridge.  Mass..  for  fifteen 
years  has  been  engaged  by  Messrs.  Schultz-Goodwin 
Co.  of  Boston,  manufacturers  and  wholesalers  of  shoe 
fabrics,  ornaments  and  findings  to  carry  their  lines  ex- 
clusively. Mr.  Ahearn  will  call  on  the  Canadian  shoe 
manufacturers  during  the  month  of  May. 


New  Books 

Getting  the  Most  out  of  Business — by  i:.  St.  l",Imo 
Lewis,  vice-president  and  general  manager  of  the  .\rt 
Metal  Cfjnstruction  Company;  Ronald  Press  Company. 
20  Vesey  Street,  New  York,  publishers;  price  $2.f30 
postpaid.  The  scope  of  this  very  interesting  and  use- 
ful book  may  be  judged  by  the  following  chapter  head- 
ings: Thought  as  a  Business  Asset;  I'^fificiency  and  it- 
.\pplications ;  F.fificiency  and  its  I'roblems;  Efficiency 
and  its  Standards;  Some  Business  JVjlicies;  I'hychol- 
ogy  and  Common  .Sense;  Flfficiency  and  Commfdi 
.Sense;  Doers  and  Thinkers;  The  Rule  of  Thumb;  The 
Rules  of  Efificiency ;  The  Work  of  Efficiency;  The 
New  (jospel  of  Commercial  Efficiency;  The  Gift  of 
i'erception  ;  .Seen  on  the  Way  ;  Those  Who  Lead;  The 
Religion  of  Loyalty;  Loyalty  to  l^lan  and  Purpose; 
Loyalty  to  Jdeals;  The  N.  C.  R.  School;  Standard 
f^ractice  Instructions;  The  Sales  Manual;  Extension  of 
the  School  Plan ;  The  One-Man  I-'allacy ;  Rational 
P)Usiness  Methods ;  Scientific  Principles  Applied  to 
lUisiness;  Thinker,  Doer  Company:  The  Line  and 
Staff  System;  individuality;  The  Efficient  Individual- 
ity ;  According  to  the  Rules ;  The  Rasis  of  Discipline ; 
T^iscipline  for  growth  ;  The  ["essentials  of  I^iscipline  : 
The  Basis  of  Wages;  The  Wage  I'lan;  lulucatcd 
Democracy  ;  The  Law  of  Service  ;  The  Deljt  of  Society. 


Why  Give  Them  Away  if  the  Customer 
Doesn't  Know  ? 

A  retailer  for  the  sake  of  an  advertisement  has  been 
selling  to  the  public  at  $3.85  a  No.  102  box  calf  golf 
shoe,  and  sold  to  the  retailer  at  $3.85.  the  exact  price 
which  the  consumer  pays.  The  same  retailer  sells 
another  shoe  made  by  the  same  shoe  manufacturer 
for  $6,  for  which  he  pays  $5.25  wholesale. 

A  representative  of  this  paper  asked  the  retailer  if 
he  had  explained  these  wholesale  and  retail  prices  to 
the  consumer.  He  said.  No,  the  public  didn't  appre- 
ciate these  things,  and,  if  you  went  into  comparison 
and  showed  the  regular  retail  profits,  he  would  think 
the  latter  were  altogether  too  large.  He  said  the 
"high-j)riced"'  i)ul)lic  is  very  little  interested  in  what 
the  profit  is  or  what  the  shoe  costs  the  retailer,  as  long 
as  the  shoe  itself  i)leases  the  wearer. — Weekly  Bulle- 
tin. 


Attracts  the  Children's  Trade 

Mr.  W  arren  T.  l-egan.  of  the  Big  S8  Shoe  Store. 
Toronto,  is  an  enthusiastic  distributor  of  and  believer 
in  advertising  novelties.  .\  particular  favorite  with 
the  children,  which  Mr.  P^egan  is  using  now.  is  a 
round  wooden  i)encil  case,  containing  a  pen,  pencil 
and  ruler,  witli  an  adxertising  message  ])rinted  on 
each.  lie  states  that  he  finds  children  have  a  great 
intUience  on  their  parents  as  to  where  they  buy  their 
shoes  and  after  receiving  the  present  they  are  very 
loyal  to  the  store  that  remembers  them. 


One  of  the  stunts  pulled  off  by  an  enterprising  store 
in  AX'orcester.  Mass..  was  the  use  of  a  real  horse  in  a 
window  display  of  cordovan  shoes.  Such  a  dei)arture 
from  evervday  methods  of  window  decoration  could 
not  fail  to  attract  unusual  attention. 


Do  not  humiliate  a  salesman  bv  advertising  his 
shortcomings  from  the  housetops,  but  quietly  point 
them  out  to  him.  He  will  then  be  an  asset  to  you — 
not  a  sorehead. 
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Shoe  Elongator 

'I'lie  accompanying'  illustration  shows  a  new  dc- 
\ice,  called  the  "Shoe  Elongator",  wliich  is  being- 
placed  on  the  market  by  the  Shoe  Elongator  Com- 
pany, 129  Duane  Street,  N'ew  York.  The  makers  claim 
that  by  the  use  of  this  instrument  a  shoe  may  be 
lengthened  from  one-half  to  two  whole  sizes  without 
injury  or  impairing  its  wearing  c|ualities,  and  that  tlie 


shoe  will  not  return  to  its  original  size.  Often 
against  the  advice  and  judgment  of  the  retailer  a  cus- 
tomer will  insist  upon  being  fitted  with  shorter  shoes 
than  they  can  wear  and,  when  they  suffer  as  a  result 
of  their  ignorance,  return  to  the  dealer  complaining. 
It  is  for  such  cases  the  "Elongator"  is  principally  de- 
signed. 


Natural  Tread  Shoes 

N^atural  Tread  Shoes,  Limited,  Toronto,  are  dis- 
tributing a  little  pamphlet  entitled  "The  Army's 
I'"eet  and  Boots."  It  contains  two  articles  (1)  The 
Military  Foot  and  (2)  The  Military  Boot.  The 
causes  of  flat-foot  are  dealt  Avith  in  a  comprehensive 
manner  as  well  as  the  advisability  of  using  arch  sup- 
ports as  a  corrective.  Several  photographs  and 
skiagraphs  are  also  shown. 


A  bill  has  been  laid  before  the  United  States  Con- 
gress which,  if  it  passes,  will  compel  every  manufac- 
turer, shoe  or  otherwise,  to  stamp  his  product  "Made 
in  U.  S.  A."  Family  pride  might  well  urge  us  to  enact 
a  similar  law  in  Canada. 


Mr.  Entrope  Guay 

Messrs.  .\delard  and  Entrope  Guay  are  the  owners 
of  the  old  established  firm  of  Eugene  Guay,  manufac- 
turers of  shoe  counters.  The  business  was  founded 
over  36  years  ago  by  the  late  Mr,  Eugene  Guay.  father 


An  effective  window  trim  for  Fleet  Foot  Sporting  and  OutinC  Shoes,  sent 
tottie  trade  by  tiie  Canadian  Consolidated  Rubber  Co.,  Limited. 
Instructions  for  its  use  accompany  each  set. 


London  Shoe  Co.,  Limited 

The  1916  catalogue  of  the  London  Shoe  Co.  Lim- 
ited, London,  Ont.,  has  been  changed  in  arrangement 
and  size  in  order  to  permit  of  doubling  the  number  of 
shoe  illustrations.  This  company  carry  on  an  exten- 
sive mail  order  business  and  advise  that  90  per  cent,  of 
their  orders  are  shipped  on  the  day  received.  The 
new  1916  catalogue  will  be  found  of  special  value  to 
the  retailer  for  this  purpose.  It  contains  63  pages  and 
is  well  illustrated. 


Mr.  Adelard  Guay 

of  the  two  partners,  who  have  a  practical  knowledge  of 
the  industry,  gained  by  many  years'  experience  in  its 
various  departments.  The  firm  turn  out  a  very  large 
number  of  counters  every  week, 
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Fitall  Shoe  Tree  and  Stretcher  Combination 

I'lic  shoe  tree  illustrated  has  been  dcnioiistratfd  to 
many  practical  shoe  people  who  have  accepted  it  as 
l  uv  of  tlie  best  trees  in  use.  It  is  said  to  be  the  only 
tree  which  automatically  widens  to  the  width  of  any 
shoe.  It  has  l)een  on  the  market  for  the  last  nine 
months,  and  is  carried  in  reputable  retail  stores 
throu^^hout  tlie  country.  In  adjustment  it  is  ])racti- 
cal,  simple  and  efificient.  It  is  made  in  four  sizes,  two 
in  women's  and  two  in  men's,  to  fit  all  slioes  both  in 


re.t^ard  to  the  length  and  width.  There  is  also  a  tree 
for  children  and  one  for  misses  and  youths,  the  latter 
bcint;  unique  inasmuch  as  the  tree  g^rows  with  the 
child  and  lasts  until  the  child  has  become  an  adult. 
Fuller  information  may  be  obtained  from  the  manufac- 
turers, A.  R.  Anderson  tS:  Co.,  Arlin_<i;ton,  N.  J. 


Style  Trend 

In  hij^h  t>rade  footwear,  t'.iere  is  a  continued  de- 
mand for  the  military  boot,  and  this  is  likely  to  con- 
tinue for  the  fall  trade.  It  is  probable  there  will  be 
comparatively  few  chanj^es  in  style;  the  recede  toe  will 
I)e  af^ain  in  evidence,  although  a  Montreal  manufac- 
turer turning  out  hrst  class  goods  states  that  in  some 
districts  there  is  a  good  sale  for  the  high  toe.  The 
fall  satiiples  show  that  plain  tips  will  be  in  favor, 
there  being'  an  absence  of  the  ])erforated  and  fancy 
efTects  so  popular  last  year,  lilind  eyelets  look  as  if 
they  will  be  popular.     Kid,  gunmetal  and  chestnut  are 


Military  dress  boot  by  Geo.  A.  Slater,  Ltd., 
Montreal. 

likely  to  be  favored.  Some  of  the  models  ha\  e  black 
cloth  tops. 

In  women's  goods,  Colonial  pumps  in  African 
brown,  white  and  black  kid  are  meeting  with  a  ready 
sale.  Many  of  these  have  a  large  square  leather  bow 
set  in  a  metal  frame.  For  the  fall,  indications  point 
to  a  continued  demand  for  high  cuts,  especially  in 
black  and  chestnut.  Some  samples  show  white  and 
cravenette  tops;  as  in  the  men's  lines,  the  tendency  is 
for  plain  toes. 


Specialists  in  Rubber  Cements 

R.  1'..  W  oodward  is  the  eastern  representative  of 
I'.  I:.  Woodward  and  .Sf)ns,  Fachine,  P.  (J.  The  firm 
are  sjjecialists  in  rubber  cements  and  acquired  the 
cement  and  backing  department  of  l•"i^-k  Fimited.  I'". 


E.  Woodward  was  for  ten  years  sole  manager  of  Fisk 
Fimited.  The  firm  also  handle  \  arious  shoe  supplies, 
including  corking  shoe  tiller. 


Women's  High  Grade  McKays 

Clark  Brothers,  .St.  Stephen,  X.  H.,  are  well-known 
as  specialists  in  the  manufacture  of  women's  high- 
grade  McKays  exclusively.  The  capacity  of  their  fac- 
tory, which  we  illustrate  herewith,  is  F500  pairs  per 
day,  and  the  present  output  is  600  pairs.  One  hund- 
red and  twenty-five  hands  are  em])loye(l  in  the  fac- 
tory and  the  weekly  ])ayroll  runs  into  between  $1,200 
and  $1,500.   Mr.  John  F.  Clark  is  president  of  the  com- 


])any,  Mr.  James  F.  Clark  treasurer,  and  Mr.  W.  E. 
Clark,  vice-president.  All  three  were  born  in  St. 
Stephen,  but  worked  some  years  in  some  of  the  large 
shoe  centres  in  New  England,  and  with  the  Craddock- 
Terry  Company  in  Lynchburg,  \"a.,  John  F.  as  super- 
intendent of  the  plant.  The  firm  are  represented  on 
the  road  by  R.  L.  Savage  covering  Ontario  and  Que- 
bec, Geo.  H.  Ferguson,  Western  Canada,  and  E.  W. 
Hanson  in  the  Maritime  Provinces.  Mr.  James  F. 
Clark  also  keeps  in  personal  touch  with  the  whole  Can- 
adian trade. 
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FOOTWEAR  FINDINGS 

Happenings  in  the  Shoe  and  Leather  Trade 


A  large  retail  firm  in  the  States  advertises  that  some  one 
(lay  in  1916  they  are  going  to  sell  10, ()()()  pairs  of  shoes.  Noth- 
ing like  setting  the  ideal  high. 

By  a  majority  of  over  1,000  Kol)ert  T  Hayes,  president 
and  manager  of  J.  M.  Humphrey  and  Company,  who  do  a 
large  business  in  wholesale  in  boots,  shoes  and  rubbers,  has 
been  elected  mayor  of  St.  John,  N.  B.,  defeating  former 
Mayor  Frink.  Mr.  Hayes,  who  has  been  identified  with 
civic  affairs  in  St.  John  for  many  years,  is  well  known 
throughout  the  Maritime  Provinces,  having  lieen  connected 
with  the  shoe  trade  for  over  30  years. 

The  cost  of  walking  was  raised  15  per  cent,  in  Ottawa, 
last  month,  when  the  Ottawa  Shoemakers'  Association,  at  a 
largely  attended  meeting,  decided  to  advance  their  prices  that 
much.  The  advance  will  apply  chiefly  to  repairing,  which 
forms  the  bulk  of  the  work  of  most  of  the  footwear  crafts- 
men. This  is  the  first  advance  in  price  they  have  made.  The 
Ottawa  Shoemakers'  Association  has  a  memloership  of 
seventy-five,  practically  the  total  number  of  the  trade  in  the 
city,  and  they  are  all  in  favor  of  the  new  list  of  prices. 

Walter  E.  Yates,  has  been  appointed  city  traveler  for 
McLaren  &  Dallas,  wholesale  shoes,  Toronto,  with  whom  he 
has  been  identified  for  a  number  of  years. 

Geo.  J.  Cowling,  formerly  covering  Toronto  for  Gourlay 
&  Fogelberg,  Limited,  Berlin,  Ont.,  is  now  representing  this 
firm  in  eastern  Ontario  and  Montreal.  He  was  previously 
with  the  Relindo  Shoe  Company,  Toronto  and  the  Blach- 
ford  Shoe  Mfg.  Co.  Toronto. 

About  twenty-five  employes  of  the  Woelfle  Shoe  Co.  Ber- 
lin, Ont.,  have  enlisted  for  overseas  service. 

P.  Jacobi,  jobber,  5  Wellington  Street  East,  Toronto,  has 
made  extensive  alterations  to  his  office  and  sample  rooms. 

Silas  Shane  has  sold  out  his  shoe  repairing  business  in 
Almonte,  Ont.,  and  gone  to  Ottawa. 

G.  D.  Chistie,  shoe  retailer,  Victoria.  B.C.,  has  moved 
into  his  new  store  at  1231  Government  Street. 

Murray  W.  Crosby,  who  represents  Utz  &  Dunn  Com- 
pany, of  Rochester,  in  Toronto,  was  recently  calling  on  the 
Toronto  trade  with  a  splendid  line  of  fall  styles. 

L.  S.  McKindsey,  who  covers  the  western  provinces  for 
the  W.  B.  Hamilton  Shoe  Company,  Toronto,  is  now  on  the 
'  road  and  is  securing  some  fine  orders. 

Reports  from  Austria  state  that  shoemakers  charge  $2.00 
for  soling  an  old  pair  of  shoes  and  that  hundreds  of  children 
are  unal)le  to  attend  school  because  they  have  no  shoes  to 
wear. 

J.  Dobensky  &  Co.,  Cobourg,  Ont.,  have  purchased  the 
shoe  Inisiness  of  John  Huycke. 

Blachford-Davies  &  Company,  are  represented  in  Hamil- 
ton and  Niagara  district  by  T.  H.  Ross,  a  well  known  road- 
man. 

Sol.  Bach  rack,  formerly  senior  partner  of  Bachrack 
Brothers,  shoe  retailers,  234  Yonge  Street,  has  forsaken  the 
shoe  business  and  associated  himself  with  Bachrack  &  Com- 
pany, Limited,  dry  goods,  5(5  Bay  Street.  The  members  of 
the  shoe  firm  are  Harry  Bachrack  and  Louis  Bachrack. 

Capt.  W.  H.  McLaren,  of  the  19th  Battalion,  who  is  now 
facing  the  enemy  in  France,  is  a  son  of  J.  A.  McLaren, 
wholesale  shoes,  Toronto.  He  was  recently  married  in  Eng- 
land to  Miss  Beatrice  E.  Brown  of  Hamilton. 

K.  D.  Gahan,  who  for  some  time  past  has  been  in  charge 
of  the  finishing  room  in  the  No.  1  factory  of  Ames-Holden- 
McCready,  Montreal,  has  been  given  charge  of  the  making 
room  at  the  same  factory. 

C.  A.  Bechie,  manager  of  the  J.  Agnew  store  in  Berlin, 
Ont.,  has  been  transferred  to  Brantford  and  will  be  succeeded 
in  Berlin  by  W.  A.  Funk,  who  has  been  with  the  company 
for  the  past  five  years. 

Mr.  Mutrie,  of  Mutrie  &  Son,  shoe  dealers,  Victoria,  met 
with  a  painful  accident  not  long  ago  while  at  gymnasium 
practice  in  the  Y.  M.  C.  A.  A  fractured  leg  will  keep  him 
on  the  sick  list  for  a  time  but  we  are  glad  to  say  he  is  doing 
nicely. 

The  American  Shoe  Store.  Edmonton,  Alta.,  is  moving 
west  into  a  new  store  on  Jasper  Avenue,  between  Third  and 
Fourth  Streets.  They  have  been  in  the  same  stand  on  Jas- 
per Avenue  for  fourteen  years. 

The  business  of  the  Amherst  Boot  &  Shoe  Company, 
Amherst,  N.S.,  is  booming,  sales  for  March  being  tiie  largest 


in  the  history  of  the  company.  The  shareholders  recently  re- 
ceived their  fifty-third  consecutive  dividend. 

Fred  C.  Taylor,  shoe  retailer,  Ottawa,  has  moved  his 
place  of  business  from  the  corner  of  Bank  and  Slater  Streets 
to  111  Bank  Street — a  much  more  modern  store.  Mr.  Taylor 
■informs  us  that  he  finds  business  good  in  the  Capital  City. 

Wm.  Hockin,  shoe  retailer,  Wallaceburg,  Ont.,  has  just 
completed  extensive  improvements  to  his  store. 

C.  C.  Allan,  shoe  retailer,  Toronto,  has  moved  into  his 
new  premises  at  1424  Queen  Street  West.  It  will  be  remem- 
l)ered  that  Mr.  Allan's  former  store  was  destroyed  by  fire  a 
short  time  ago. 

A.  Echold  is  now  covering  northern  Ontario  for  Blach- 
ford  Davies  &  Company,  Limited,  taking  the  place  of  J.  N. 
Gibson,  who  is  now  covering  Toronto  for  this  company. 

Russell  C.  Foy,  who  handles  the  lines  of  R.  B.  Griffith  and 
Company,  wholesale  shbes,  Hamilton,  and  who  has  a  sample 
room  at  146  Wellington  Street  West,  Toronto,  will  also  re- 
present the  Minister-Myles  Company  in  Toronto. 

Along  comes  the  news  that  shoe  polishes  are  likely  to 
"join  up"  with  the  other  rapidly  advancing  commodities. 

H.  B.  Ohrt,  formerly  in  the  shoe  business  on  Queen 
Street  West,  Toronto,  has  taken  a  position  as  manager  of 
the  retail  store  of  J.  A.  E.  Snyder,  1474  Yonge  Street,  Tor- 
onto. 

Charles  E.  Slater  and  J.  A.  Langlois,  M.P.P.  are  the 
leading  promoters  of  the  Comfort  Shoe  Co.  Limited,  of  Can- 
ada, which  is  being  incorporated  in  Quebec  to  manufacture 
women's  cushion  sole  shoes,  turn  shoes  for  nurses  and  so  on. 
The  line,  which  will  be  handled  by  jobbers,  will  retail  at 
$3.00.  Mr.  J.  E.  Plamandon,  who  was  for  some  years  with 
Louis  Gauthier  &  Co.  Quebec,  is  secretary-treasurer  of  the 
new  company. 

It  is  stated  that  the  German  authorities,  following  the 
prohibition  of  wide  skirts,  have  put  the  ban  on  high-cut  boots 
owing  to  the  scarcity  of  leather. 

Richards  &  Sons  is  the  new  firm  name  of  W.  J.  Richards 
shoemaking  establishment  at  St.  James,  Sask. 

Charlie  Stone,  of  the  Williams  Shoe  Co.,  Brampton,  Ont., 
has  a  record  which  does  credit  to  his  patriotism  and  courage. 
He  has  been  four  times  rejected  on  account  of  physical  dis- 
al)ility.  In  1915  he  offered  himself  to  the  Grenadier  Guards,  but 
was  unable  to  qualify.  He  was  told  a  minor  operation  would 
make  him  sufficiently  fit.  He  underwent  the  operation  at,  con- 
siderable expense  and  was  accepted  by  the  36th.  Soon  after 
his  enlistment  an  attack  of  pleurisy  necessitated  his  with- 
drawal He  was  afterwards  unable  to  secure  admission  to  the 
126th  on  account  of  defective  eyesight.  That  Charlie  is  not 
in  the  ranks  is  certainly  no  reflection  upon  him.  He  is  now 
training  with  the  Home  Guard. 

A.  H.  Landgraff,  Essex,  Ont.,  has  moved  to  Jarvis,  Out., 
where  he  has  purchased  a  shoe  and  harness  business.  it  is 
expected  trat  Wm.  Daum,  now  of  Tilsonburg,  will  l)uy  Mr. 
Landgraff's  property  and  conduct  a  harness  shop  at  Essex. 

Shoe  manufacturers  have  been  notified  by  makers  of  car- 
tons that  prices  of  cartons  will  be  increased.  The  reason 
given  is  that  a  large  quantity  of  chemicals  and  dye-stuffs  are 
used  in  making  and  finishing  the  paper  lioard  and  paper  of 
which  the  cartons  are  made,  and  that  chemicals  have  gone  up 
in  price  so  much  that  the  price  of  paper  board  and  paper  must 
be  increased  correspondingly. 

Paul  Turcotte.  shoe  retailer,  Queiiec,  Que.,  had  a  slight 
fire  loss  recently. 

Rene  Talliot,  Quebec,  Que.,  has  been  awarded  the  con- 
tract for  one  hundred  and  fifty  pairs  of  rubber  boots  for  the 
Quebec  Fire  Department.  The  legs'  are  to  be  of  the  "Fes- 
leenuai"  type  and  the  cost  per  pair  is  $5.80. 

The  work  of  equipping  the  Chatham  Shoe  plant  is  being 
ruslied  forward  with  all  speed,  and  there  is  every  indication 
that  within  a  very  short  time  Chatham  will  have  a  prosperous 
new  industry  in  full  operation.  Considerable  plant  has  had 
to  be  transferred  from  the  old  building  in  London  and  it  took 
more  time  than  at  first  was  anticipated. 

Travellers  in  the  west  find  that  in  some  places  where 
merchants  used  to  place  orders  for  a  few  pairs  of  bro.gans 
and  stout,  coarse  shoes,  are  now  ordering  $700  or  $800  worth 
of  fine,  high-class  shoes,  the  majority  of  them  for  ladies.  This 
is  due,  they  say,  to  the  fact  that  women  never  had  as  much 
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money  to  spend  before  in  their  lives.  Now  that  tlie  husbands 
are  at  the  front  or  in  training  they  have  their  allowances  to 
spend  on  themselves  as  they  see  fit. 

William  A.  Eden,  secretary  of  the  Dominion  !iul)l)er 
System  was  married  on  .\i)ril  ;,'()  to  Miss  Mabel  S.  Henderson 
of  Westmoiint,  Que. 

J.  VV.  Joyce,  of  Haverhill,  Mass..  has  been  ajipointed 
superintendent  of  the  VV.  A.  Marsh  Co.  I,td.,  (Jiubcc,  in  suc- 
cession to  K.  I'.  Mullarky. 

H.  II.  Liohtford,  superintciidciit  <il  J.  M.  Iliimphrey  & 
Co.,  shoe  manufacturers  .St.  John,  .\.l'.,,  was  a  rticiit  visitor 
to  Montreal  on  his  way  to  Boston. 

The  Unitetl  Shoe  Machinery  Company  of  Canada  is  lit- 
ting  up  the  factory  of  the  Kingsbury  b'ootwear  Company. 
Maisonneuve,  with  a  full  line  of  Goodyear  welt  machinery. 

J.  A.  Lavoie,  of  I, a  I'arisienne  Shoe  Comi)any,  Maison- 
neuve, Que.,  has  been  on  a  visit  to  the  i)rincipal  slioe  centres 
cif  the  United  States. 

Practically  all  the  shoe  factor  ies  in  M(jntreal  and  Mais- 
iinneuve  are  very  busy,  the  orders  received  showing  little 
diminution.  The  scarcity  of  leather  and  other  raw  materials 
is  still  in  evidence,  this  being  i)articularly  so  as  regards  calf. 
Retailers  are  stocking  up  heavily,  ])robably  in  view  of  the 
jiossibility  of  another  rise  in  price  of  shoes. 

In  recent  dispatches  the  name  of  Lance-Cor|).  I'.ishop,  a 
former  employe  of  the  Western  Shoe  C'ohipany,  lierlin.  Out., 
has  been  mentioned  for  conspicuous  bravery  in  the  battle  of 
St.  Eloi  during  the  period  April  11-18.  He  carried  food  and 
water  to  the  garrison  of  a  crater  tlirou.gh  intense  artillery 
lire.  Prior  to  enlisting  with  the  lilth  battalion  in  Toronto, 
Corp.  Bishop  had  no  military  experience  but  received  his 
promotion  soon  after  starting  overseas. 

Elmer  Poyer,  manager  of  Canadian  Arrowsmith  Mfg.  Co. 
Limited,  of  Niagara  1^'alls,  is  again  on  the  road  in  the  in- 
terests of  the  well  known  Arrowsmith  line  of  fi>"t  spi  rialties. 
Mr.  Poyer  expects  to  travel  throughout  Ontario  iln-,  summer 
arranging  a  series  of  demonstrations  in  the  dilferent  cities. 
The  Company  expects  in  this  way  to  give  the  pul)lic  a  more 
comprehensive  knowled.ge  of  the  value  of  arch  supports  and 
other  specialties.  Tiie  demonstrations  will  aid  the  retailer 
very  materially  in  the  sale  of  Imdings  and  the  hearty  co-op- 
eration of  all  dealers  is  anticipated  in  this  endeavor. 

Kieffer  Bros.,  Regd.,  Montreal,  have  recently  installed  re- 
pairin.g  outfits  in  the  following  Montreal  stores:  L.  Delisle, 


.onsecours  St.,  Louis  Durocher,  Villenevue  St.;  A.  Coutu, 
Villeneuve  St.,  and  A.  Lagace,  St.  Hubert  St.  Kieffer  Bros, 
have  been  established  nearly  half  a  century,  the  business  now 
being  owned  !,y  L.  J.  A.  Lemieux.  They  are  the  sole 
agents  for  Mullens'  leather  repairer  and  Puritan  sewing 
machines. 

.Alex.  Angus,  sales  manager  of  the  Miner  Rubber  Com- 
pany. Montreal,  has  been  on  a  business  visit  to  Winnipeg  ami 
Edmonton.  i".  Mein/er,  of  the  same  company,  recently 
visited  Tdroiito. 

V.  L.  Holmes,  who  represents  the  Berlin  Shoe  Mfg.  Co., 
with  which  lirm  he  has  been  connected  for  five  years,  is  also 
carrying  the  lines  of  the  Star  Shoe  Co.,  in  eastern  Ontario. 
Mr.  Holmes  has  not  severed  his  connection  with  the  I'.erlin 
Shoe  Mfg.  Co.,  as  intimated  in  the  last  issue,  and  will  still 
continue  to  look  after  their  interests  as  aggressively  as  ever. 

J.  J.  Connor,  western  representative  for  McLaren  and 
J^allas,  wholesale  shoes,  Toronto,  left  recently  on  an  ex- 
tended trip  through  the  west. 

Alfred  Winn  is  representing  Robert  Taylor  &  Co..  Lim- 
ited, shoe  manufacturers,  Halifax,  N.S.,  in  the  Toronto  and 
eastern  Ontario  territory;  A.  J.  Saunders  in  western  Ontario 
and  J.  P.  Belanger  in  Quebec  province. 

A.  L.  Dupont,  of  Dupont  and  Erere,  Maisonneuve,  was  a 
recent  visitor  to  New  York  and  Fioston. 

A  prominent  sheep  leather  tanner  stated  that  as  a  rule 
they  carry  about  50,000  dozen  sheepskins  in  their  Boston 
office  but  at  the  present  time  their  stock  is  not  over  .500  dozen. 

Dave  Jameson  of  Everson,  B.C.,  has  purchased  the  Buster 
Brown  shoe  store  in  Bellingham,  B.  C. 

Harry  Bell  has  purchased  the  boot  and  shoe  stock  of  R. 
M.  Corner,  Toronto. 

The  town  council  of  Simcoe,  Ont.,  at  a  special  session  on 
April  18  ratified  an  agreement  under  the  terms  of  which  the 
town  agrees  to  lend  the  Unique  Shoe  Company,  of  Toronto, 
$20, 000  for  twenty  years  at  T)^  per  cent,  interest  per  annum, 
repayable  in  twenty  equal  annual  installments,  the  loan  to  be 
secured  by  mortgage  and  notes  of  the  company.  The  com- 
pany agrees  to  purchase  a  suitable  site,  erect  a  building  to 
cost  at  least  $10,000,  equip  it  with  machinery  and  employ  a 
minimum  of  4:")  skilled  operatives.  The  necessity  for  larger 
premises  on  account  of  heavy  business  is  said  to  be  the  rea- 
son for  removal. 


General  Store  News  Throughout  Canada 

Where  the  Shoe  Manufacturer  or  Jobber  May  Find  a  Customer 


Ontario 

Ceo.  I'eters  has  ])urchased  the  ,L;cner:il  store  of  McKerral 
and   lii.n.Ljs,   Eiiiuls  .Staliim,  (  )iit. 

Quebec 

Unci  iSi  Moriu,  .L;eiuTal  storekeepers,  .Si.  br.incois  Xa\'ier 
dc  I'.romplon.  Que.,  iiave  registered. 

H.  J.  de  Villers  Sales  Co.,  2;i9  St.  Catherine  Street,  Mais- 
onneuve, dealers  in  men's  shoes  and  men's  furnishings,  are 
moving  to  2,5:!  St.  Catherine  Street,  having  outgrown  their 
present  (juarters. 

Manitoba 

I''.  D.  Kemp,  Ashville,  Man.,  has  succeedetl  to  the  general 
store  of  Logan  &  Kemp. 

The  general  store  of  W.  C.  Rutherford,  Mather,  Man.,  has 
been  reported  sold  to  J.  E.  Howard  &  Co. 

J.  Shinbanc,  Bowsman  River,  Man.,  has  purchased  the 
stock  of  the  Bowsman  Farmers'  Co.  Limited. 

The  Amerson  Supply  Company,  general  storekeepers, 
Emerson,  Man.,  have  sold  out  to  J.  Shnier  and  CI.  Shapera. 

Saskatchewan 

.\,  1).  W  ilson,  Vantage,  Sask.,  has  succeeded  to  the  .gen- 
eral store  of  the  Pioneer  Trading  Co. 

I).  Graf,  general  storekeeper,  VVesteriiam,  .Sask,.  is  remo\- 
in.g  to  l^stuary. 

Holroyd  I'.rothers,  general  storekeepers,  Cilroy,  .Sask., 
have  succeeded  to  the  business  of  bred  Holroyd. 

G.  F.  Weber,  Cabri,  Sask..  has  purchased  the  general  store 
of  Oscar  E.  hMatin. 

Simard  Brothers  ha\e  succeeded  !(»  liie  general  store  ot 
L.  O.  Simard,  Cabri. 


J.  Grenz,  Lancer,  Sask.,  has  purchased  the  general  store 
of  I  ver  A.  Krohn. 

Warner  &  Bros.,  general  storekeepers,  Swanson,  Sask  , 
have  sold  out  to  Estella  B.  Archibald. 

(jryde  &  (iryde,  Waldville,  Sask.,  have  purchased  the  gen- 
eral store  business  of  A.  C.  Severson. 

A.  S.  McHrien,  .general  storekeeper,  Xottingham,  Sask.. 
has  enlisted  for  overseas  service. 


Obituary 

John  G.  McLean  of  J.  G.  McLean  &  Company,  .general 
storekeepers,  Pilot  Mound,  Man.,  is  dead. 

S.  Jacob,  of  J  .  &  J.  S.  Titus'  general  store,  St.  Martins. 
X  .  B .  is  dead . 

William  Maedel.  who  conducted  a  tannery  at  Saltford. 
Out.,  (near  Goderich)  died  recently  of  heart  failure. 

J.  L.  Ralston,  .general  storekeeper,  Metcalfe.  Ont..  died 
recently. 

.\fter  a  critical  illness  of  several  weeks  the  death  occurred 
on  Sunday  May  7  of  Mr.  .\.  D.  Weber,  vice-president  and 
.general  mana.ger  of  the  Canadian  Consolitlated  l-\'lt  Co. 
Limited.  Berlin.  Ont. 


An  Eastern  Shoe  Factory 

has  an  oiienin.g  for  a  young  man  ()f  .gooil  education  who  is 
desirous  of  learnin.g  the  shoe  business.  To  a  willin.g  worker 
.good  prospects  are  oflfered.  .'^pply  with  references  to  Box 
15,  Footwear,  119  Board  of  Trade,  Montreal.  .j-.') 


BLANCO 


THE  WHITE  CLEANER 


KEEPS  WHITE  SHOES  WHITE. 

That  is  the  first  reason  for  its 
popularity.  It  really  does  the 
work  it  is  meant  to  do. 

And  it  is  so  easy  to  use— appHed 
in  a  moment. 

Once  a  "BLANCO"  user,  always 
a  "BLANCO"  user- that's  the 
rule.  Thus  your  customers  grow 
from  more  to  more. 

It  is  worth  while  stocking  a  line 
that  sells  itself,  sells  quickly,  and 
keeps  on  selling. 


Order  YOUR  Stock  To-day, 

ALL   JOBBERS    HAVE  IT. 
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"JAPANOLE"  BLACKSTAIN 


Tui;  woNDKKi  i;l  instantaneous  black  dyk  that  nkver  comes  off 

Makes  COLORED  Leather  BLACK 
Makes  BLACK  Leather  BLACKER. 


R.  &  B.  "JAPANOLE"  is  the  only  Dye  onthe  market 
that  blackens  all  kind  of  colored  leather  to  Perfection. 
Suitable  equally  well  for  old  as  well  as  new  shoes. 

If  your  Dealer  cannot  supply  yfui  with  "Japanole" 
Dye  at  these  prices,  plus  custom  duties,  send  tis 
your  or<ier  and  we  will  send  you  your  requirements, 
transportation  charges  paid,  hut  not  custom  duties 
paid,  on  open'  account  if  you  are  rated,  otherwise 
send  cash  v\ith  ordei.     \r>  nrdf-r  ion  ^niall     none  too 

Made  by  RESTORFF  &  BETTMANN 

New  York,  U.S.A.,  79  Mercer  Street 


Prices 

No.    40O  Ahout  4  Ounces  $2.00  per  doz 

No.  1600  About  1  Pint  .  .     .40  each 

No.  3200  About  1  Quart  .     .75  each 

No.  5000  About  1  Gallon.   3.00  each 

No.  6000  About  6  Gallons  16.00  each 


Mfrs. 
of 


Glycerole  Polishes 

Established  1K74 


Ralstoti^s  Polishes 


A  DRESSING  FOR  EVERY  SHOE 


Ralston's  Shoe  Polishes  are  the 
best  known,  best  appreciated  and 
best  sellers  on 
the  market. 


BROWN_ 
Buckskin  E^c 

ROB'  RALST0N4Q. 
Hamilton,  Ont. 


Made  in  all  colors  and 
guaranteed  the  best. 


BEAUTY 

ISW*""'"""-. 


A  high  grade  polish 
made  expressly  for 
fine  trade. 


RALSTON'S 
BRONZE 
DRESSING 


\2'  ^ 
Manufactured  by 

Robt.Kalston 
&Co. 


HAMILTON 
C.W.XDA 


Our  Bronze  Shoe  Dressing  is  guar- 
anteed to  be  perfectly  reliable  and 
has  already  proved  itself  to  be  a 
popular  seller. 


Puts  a  brilliant  polish 
on  boots  and  shoes. 
Removes  stains  and 
makes  a  most  perfect 
cleaner. 


Your  jobber  will  supply  you  with 
any  of  the  lines  illustrated.  When 
there  is  a  new 

polish,  Ralston  Trui  r*  ^ 

r^TCHLESs 

DRESSING 

^  BOOTStSHOtS  ^ 


CONTAINS 


Oil 

^^'^^     PRODUCES  ^ 

JET  BLACK 
FINISH 

PoBT  Ralston  c  Co. 

,       HAMILTON  J 


Applied  quickly  with  a 
sponge,  and  has  no 
equal. 


THE  L.  R.  NEWBEGIN  CO. 

Shoe  Machinery  and  Supplies 

Marking  and  Embossing  Machines 

Sole  Canadian  y\gents  for  Markem  Machine  Co. 

Fair  Stitchers,    Vampers,  Closers 

Canadian  .\gents  for  Puritan  Mfg.  Co. 

Excelsior  Needles    The  Best  Made 

Canadian  Agents  for  Sewing  Machine  Supplies  Co. 

Top  Facing,    Stay,    Seam  Welding 

Canadian  ,'\gts.  for  American  Stay  Co.,  and  G.  W.  Bailey  Co. 

"King  Markweir*  Lining  Marking  Inks ;  **Kenigo*'  Embossing 
Compounds;  "Ceroxylon"  Liquid  Wax;  "Hyde"  Knives  and 
Blades;  "Duplex"  Patent  Leather  Repairers. 


THE  L.  R.  NEWBEGIN  CO. 


1  1  St.  Sacrament  Street 


MONTREAL 


W«  want  to  m  ftjrCASft  a» 
the  PIECED  H£El  STOCK 

Brogkton  Heel 

O0MPAIIY 

BROCKTON,  MASS. 
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The  United  States  Hotel, 

BOSTON,  MASS.,  U.  S.  A. 


Beach,  Kingston 
and   Lincoln  Streets 


Only  two  blocks  from  the  South  Terminal  Station  in  the  centre  of  the  Shoe  and  Leather 
District  and  within  easy  walking  di^ance  of  the  shoppmg  di^rid,  theatres,  etc. 
Good,  comfortable  rooms,  unexcelled  cuisme,  and  reasonable  rates. 
American  and  European  plans.    Send  for  circulars. 


TILLY  HAYNES,  Proprietor 


JAS.  G.  HIGKEY,  Manager 


HEELS 

That  will 
not  check 


All  grades,  denoiiiin- 
ationsand  heights— a 
full  line. 

BOX  TOES  THAT 

COME  ALIKE 

made  in  leather,  split 
combination  leather, 
canvas  and  felt. 


INDEPENDENT  BOX  TOE  CO. 

102  Christophe  Colomb  Street,  Montreal 


Fortuna  Skiving  Machine 


For  Manufacturers  who  Skive  Leather,  Felt, 
Cork,  Rubber  or  Paper 

Used  extensively  by  Manufacturers  of 
Shoes,  Box  Toes,  Trimmings.  Insoles,  Ankle 
Supporters,  Welting,  Arch  Supporters 

Sole  Agents  for  Canada 

Fortune   Machine  Co. 

127  Duane  Street       -      NEW  YORK 


ENGRAVEROF  FINE  STEELSTAMPS  &.DIES 
23q,cj^>NES;jM0NTREALPHoyv^  675 

MY  STAMPS  ARE'UPTO  date"  IN  DESIGN 
&  ADD  AN  ARTISTIC  FINISH  TO  VOUR  SHOES 
•  WHICHWILL  INCREASE  YOUR  SALES- 
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Boot  Laces  in  Stock 

Have  I  stock  ?  SURE. 

All  kinds,  thread  and  leather. 

Long  Lengths  for   Ladies  High 
Cuts 

Tubular— Round  Flat. 
Black,  White  and  Colored. 

At  Fair  Price*. 
Drop  me  a  line    I'll  send  samples 

E.  W.  McMARTIN 


45  St.  Alexander  Street 


Montreal 


Your  Guarantee 

of  quality  in  up-to-date  foot  specialties 
— that's  what  the  above  trade-mark 
stands  for. 

Toe-Komf  ort  Ointment 

Two  Sizes — 25c.  and  50c. 

One  of  our  most  popular  lines.  A  perfect 
salve.  You  should  sell  it — there's  a  big 
demand . 


Our  advertising  in  now  running  in  Canadian 
magazines  and  reaches  over  two  million 
readers.    You  can  profit  by  this  advertising 

Write  Us. 


Made  in  Canada  by  Canadians. 

Vermilyea  Manufacturing  Co. 

211  8th  Ave.  West  Calgary,  Alta. 


G3023 


Are  you  Looking  for  Help? 

The  sure.st  and  quickest  way  to  .secure 

SHOE  FACTORY  HELP  RETAIL  SALESMEN 

TR  AVELLING  SALESMEN         OFFICE  ASSISTANTS 

is  to  insert  a  small  advei-tisement  in  the  "Wanted 
and  For  Sale"  Department  of  FOOTWEAR  IN 
CANADA. 

Great  results  come  from  little  want  ads. 

Try  one  next  issue. 

Footwear  in  Canada  '"^ro^'to  * 


A  Louis  Heel  Breast 

Trimmer 
that  finishes  the  job 

from  edge  to  edge  following  line  of  sole 
requiring  no  hand  work  or  rough  scouring 

SAFE  and  RAPID 

Every  pair  of  heels  like  template  used 

Manufactured  and  Sold  by 

The  Louis  G.  Freeman  Co. 

Cincinnati,  Ohio,  U.  S.  A. 

Eastern  Kcpresentatives 
Markem  Machine  Co.,  Boston,  Mass. 
Western  Representatives 
Manufacturers  Supply  Co.,  St.  Louis,  Mo. 
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Guay  Counters 


All  Leather  Fair  Stitching-. 


Outwear  the  Shoe 

That's  our  claim  for  Guay  All- 
Leather  Counters.  We  will 
pay  cash  for  every  pair  of  shoes  in 
which  our  counters  are  used,  and 
which  they  fail  to  outwear. 
ALL-LEATHER  INSOLING 
a  large  stock  of  all  kinds  always 
on  hand. 


Prices  and  Samples  on  Application 

230  St.  Margurite  Street 
MONTREAL 


EUGENE  GUAY/ 


We  also  make  Union,  Standard  and  Leather  Board  Counters 


Made  in  Canada 


With  coming  of  Spring  how  about 

SHOE  FIXTURES? 


Better 

display 

means 

better 

sales. 


We  are  prepared  to  fill 
your  orders  in  least  possi- 
ble time  and  at  lowest 
prices. 

Ask  for  our  list  of  SHOE  and  HOSIERY  display 
fixtures.    At  little  cost  you  can  show  your  stock 
to  better  advantage. 

DELFOSSE  &  CO. 

Office  and  Sample  Room— 249  Craig  St. 
Factory  — 1-1 9Hermlne 


Montreal,  P.  Q. 


PEERLESS 
MACHINES 


Universal  Skiver 

Acknowledged  by  the  shoe  manufacturers  every- 
where as  the  most  reliable  Skiver  made.  Gives 
greater  production  at  minimum  cost. 


Peerless  Folder 

No  matter  what  the  shape  of  the  upper  this  machine 
will  fold  the  edge  over  perfectly.  Turns  over  seams 
and  back  stays.  For  rapid  clean  work  this  machine 
is  without  a  rival. 


Automatic  Perforator 

Spaces  evenly  on  any  curve  without  the  use  of  knee 
or  any  other  attachment.  30  to  50  per  cent,  more 
output  at  a  minimum  cost. 

The  Peerless  Machinery  Co. 

44  Binford  St.  BOSTON,  Mass. 
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"The  Quality  Line" 


Eclipse 


Footwear 

Gives  100  per  cent.  Satisfaction 
to  the  Customer. 

Business  Possibilities  Unlimited 

If  you  carry  Eclipse  Footwear  in  Turns  and  McKay's  for 

Boys,  Youths,  Misses  and  Children 

Eclipse  Shoes  are  noted  for  their  dependability  and  quick-selling  features.    By  special- 
ization we  make  a  high  grade  product.    Every  shoe  is  worthy  of  our  reputation. 

See  the  New  Lines  for  Fall. 

Gait  Shoe  Mfg.  Co.,  Limited,  Gait,  Ontario 


MARK 


ARROWSMITH 
SERVICE 

IS 

SERVICE 
UNEXCELLED 


An  appliance  for  the  relief  and  cure 
of  every  foot  ailment. 

Canadian-Arrowsmith  Mfg.  Co. 

Limited 

Manufacturers  of  Foot  Specialties 
Niagara  Falls       -       -  Ontario 

THADE 


MARK 


May,  t'.ilG 
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Landis  Curved  Needle  and  Awl 
Shoe  Soling  Machines 


O 


3 

o 

o 


PRICF.  AND  TERMS 
LANDIS  NO.  12  STITCHER 
Weight,  crated -About  750  lbs. 
Head  only,  crated— About  500  lbs. 

Price-Complete  with  Stand,  power  only,  $500.00,  F.  O.  B.  St.  Louis. 

Head  only,  $475.00,  F  O.  B.  St.  Louis. 
Terms— 15''  discount  for  cash. 

Time  Payments— $50.00  cash  and  $15.00  per  month. 
Deferred  payments  to  be  closed  by  notes  without  interest. 


PRICE  AND  TERMS 
LANDIS  NO.  10  STITCHER 
Weight,  crated— About  700  lbs. 
Head  only,  crated- About  .SOO  lbs. 

Price— Complete,  with  Stand,  foot-power  or  power,  $400.00,  F.  O.B. 
St.  Louis. 

Complete,  with  Stand,  combination  foot-power  and  power, 
$410.00.  F.  O.  B.  St.  Louis. 
Head  only- $375.00,  F.  O.  B.  St.  Louis. 
Terms— 15^;  discount  for  cash. 

Time  Payments— $25.00  cash  and  $10.00  per  month. 
Deferred  Payments  to  be  closed  by  notes  without  interest. 


Model  22  Landis  Shoe  Repair  Outfit,  Left  Hand 
Manufactured  by  LANDIS  MACHINE  CO.,  St.  Louis,  Mo. 

Landis  Machine  Company 

St.  Louis,  Missouri,  U.  S.  A. 

WE  ALSO  MAKE  THE  LANDIS  HARNESS  MACHINES.    ASK  YOUR  HARNESS  MAKER  ABOUT  US. 
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WORKERS  UNION 

UNlOr^STAMP 

[adory  ^ 

SPOT-CASH 

It  is  the  good  "spot  cash"  that  keeps  the  shoe  store  running 
successfully.  *'  Spot-cash  "  customers  give  you  your  full 
profit — "credit"  customers  force  you  to  share  it. 

Increase  your  "spot-cash"  strength.  Union  men  and  their 
families  are  cash-paying  customers.  They  ask  no  credit  but 
come  with  cash  in  hand.  They  will  be  glad  to  bring  their 
cash  to  YOU  if  you  show  them  that  you  want  it. 

How  to  show  them  ?  Union  labor  buys  Union-made  goods. 
Union  labor  will  buy  your  shoes  if  they  have  the  mark  of  the 
Union  shoe :  the  Stamp  of  the  Boot  and  Shoe  Workers' 
Union. 

"Spot-cash"  follows  the  Union  Stamp.    Get  it! 

Boot  and  Shoe 
Workers'  Union 

Affiliated  American  Federation  of  Labor 

246  Summer  St.,  Boston,  Mass. 

JOHN  F.  TOBIN-Gen.  Pres. 
CHAS.  L.  BAINE— Sec  y-Treas. 


\W0RKERS  UNION 


UNIONXnSTAMP 


Factory 
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Champion  Shoe  Repair  Machinery 


Champion  Shoe  Repair  Outfit 

OVER 

$100,000,000 

it  is  said,  is  the  volume  of  business  done  in  Shoe  Repairing  each  year,  in  the  United  States 
and  Canada.  Every  Dollar  of  it  should  be  done  on  Shoe  Repair  Machinery  that  can  be  bought 
outright  and  not  on  Royalty  Machines. 

WHY? 

Because  there  are  no  leases  to  sign.  No  perpetual  Royalty,  and  No  Big  Installation  Fees 
to  pay,  to  obtain  the  right  to  use  the  machinery. 

Champion  Shoe  Repair  Machinery  embody  every  feature  of  the  highest  importance  to  every 
shoe  repairer — Working  efficiency — Simplicity  of  construction — Ease  of  operating,  and  when 
once  you  have  paid  for  your  machinery  it  is  yours  and  you  have  nothing  more  to  pay. 

Thorough  personal  instructions  given  on  all  Champion  Stitchers,  Repair  Outfits  and  Nailers, 
and  a  complete  book  of  instructions  furnished  without  additional  charge. 

Over  12000  Champion  Stitchers  Now  in  Use 

The  best  reference  in  the  market,  as  to  merit  and  quality. 

The  Champion  line  of  Shoe  Repair  Machinery  is  the  largest  and  most  complete  in  the 
world. 

Write  us  for  our  new  Catalog,  prices  and  terms. 


Champion   Shoe   Machinery  Compan 
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CHAMPION  SHOE  MACHINERY  CO. 
ST.  LOUIS.  MO. 

(live  particulars  on  


Name  

.Address    

I-OOTWI;.-\R   IN  CAN.AIIA 


3723-3741  Forest  Park  Boulevard 

St.  Louis      -      -  Missouri 

BRANCH  OFFICES: 

Boston,  Mass. —  65  High  Street 
San  Francisco,  Cal. — 65  McAllister  Street 
New  York,  N.  Y.— 209  Centre  Street 


I'  ( )  () T  VV    A  R    J  N    CANADA  May,  v.>\>; 


Paste  is  IMPORTANT 

Every  bit  as  important  as  any  other  part 
of  your  shoe.  You  want  it  to  STICK  until 
the  shoe  is  worn  out.  You  will  not  be  dis- 
appointed when  you  use — 

Brodie's  Patent 
Flour  Paste 

Used  by  the  best  makers  because  of  its 
wonderful  adhesive  qualities.  This  perfumed 
paste  never  dries  out  and  always  spreads  evenly. 

Let  us  give  you  price  on  a  barrel,  half- 
barrel  or  keg  shipment. 

Brodie  &  Harvie 

LIMITED 
14  Bleury  St.  Montreal 


ominion 


Di 


les 


stand 
Hard 
Service 

"  Dominion"  Dies  have  both 
essential  qualities  that  cutting 
rooms  desire.  They  are  the  best 
quality  steel  and  they  are  exact 
in  pattern. 

Dominion  Dies  cut  leather,  rub- 
ber, paper  and  cloth  and  they  do 
it  right.  Let  us  figure  on  your 
requirements. 

Dominion   Die  Co. 

36a  St.  George  Street 
MONTREAL 


Glazed 
or 
Mat 


Black 

or 
Colors 


Uniform  Substance 
Superior  Cutting  Qualities 
Fine  Grain 
Great  Strength 

and  as  Low  in  Price  as  its 
High  Quality  Permits 

Write  or  wire  for  samples. 

New  Castle  Leather  Co. 

NEW  YORK 

Canadian  Branch:  —  335  Craig  St.  W.,  Montreal 
Factory: — Wilmington,  Del.,  U.S.A. 


Middle  and  Western  Canada 
Demands  the  Best 
in  Footwear 


To  successfully  introduce  your  lines  and  maintain 
a    satisfactory    business    you    must    interest  the 

General  Merchants  in  the  Prairie  Prov- 
inces and  British  Columbia. 

The  (iciicral  Merchants  are  Departmental  Stores — in  miniature — 
found  in  every  hamlet,  village,  town,  and  city  in  the  Great  Western 
Provinces  of  Canada.  Every  General  Merchant  sells  boots  and  shoes 
— there  are  no  exceptions.  No  exclusive  shoe  paper  can  interest  this 
trade,  because  the  General  Merchant  is  not  an  exclusive  shoe  dealer. 

inpMMERCIAL 

GUULU.  TtAIC  fftWSriLPUL^eil*  6UAI  wuu 

Over  33  years  in  its  field 

CANADA'S    GREATEST   TRADE  PAPER." 

Issued  twice  a  month  at  WINNIPEG.  Canada. 

Is  the  ONLY  PAPER  reaching  the  General 
Merchants  in  all  points,  Port  Arthur  and  West 
to  the  Pacific  Ocean. 

Get  a  sample  and  advertising  rates,  of  "That 
Western  Paper  that  brings  results." — "THE 
COMMERCIAL." 

Branches  at 

Vancouver,  Toronto,  Montreal,  Chicago,  New  York,  London,  Eng. 
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IF  IT  BEARS 
THIS  MARK 


YOU  CAN  RELY 
UPON  THE  QUALITY 


United  Shoe  Machinery  Company  of  Canada^  Limited 

Montreal,  Que. 

122  Adelaide  Street  West,  Toronto  492  St.  Valier  Street,  Quebec 
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Buzzel  Sandpaper  Machine 


Speed  700  to  800. 

Size 

of    pulley     usetl — 6. 

Made 

entirely    in    our  own 

shop. 

Send    for  complete 

details 

and  prices. 

1  Iric  is  always  one 
right  way  for  every 
manufacturing  i)roces.s. 
In  this  important  part  oi 
vmn  shoeniaking  a  lUiz- 
zcil  Sandpaper  Maciiinc 
is  undoubtedly  1 
in  (.very  sense  of  the 
word. 


Ovir  practical  know- 
Irdyc  oi  what  a  Sand- 
paper Machine  should 
do  combined  with  our 
flirt V  seven  years  exi)cr- 
icncc  enables  us  to  put 
on  the  market  a  machine 
that  will  not  oidv  <lo 
the  work  vou  want  it  to 
do  hut  do  it  well. 


KIEFFER  BROS.,  REGD. 

KSTABIJSHED  IK69 

96  Prince  St.,  Montreal,  Que. 


Montreal  Box  Toes 

have  substance 


They  outlast 
the  shoe 


Few  box  toes  will  outlast  the  shoes  that  stand  the  hardest 
wear,  yet  Montreal  Box  Toes  do  it.    When  you 
want  toes  that  wear  write  us.    We  make 
them  for  Goodyear  and  combination 
work.    Also  Men's,  Boys' 
and  Women's  heels 
in  all  grades. 

The  Montreal  Box  Toe  &  Heel  Co. 

321  Aird  Ave.,  Montreal 


How  is  Your  "Male"  Order  Department  ? 

Is  it  paying  you  well  ?  Is  your  stock  turn- 
ing over  quickly  and  profitably?  It  will 
when  you  begin  to  handle  that  famous 
"made  for  the  male"  line  of  staple  sellers 

J.  A.  &  M.  Cote  McKays 

for  Men^  Youths,  Boys  and  Little  Gents 

Every  pair  is  solid  leather,  and  the  work- 
manship is  absolutely  of  the  highest  grade. 

Six  up  to-date  lasts— sure  sellers  all. 

La  Compagnie 


Montreal  Sample  Rooms, 
502  St.  Catherine  St.  East, 

Mr.  Henry  Martineau  Representative 


J.A.&M.  Cote, 


St.  Hyacinthe, 
Quebec 
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Shoe  Machinery 

For  Every  Department  from  Lasting  to  Finishing 

TRADE     ■     B^^^rW    A  ^^^^ 


Goodyear 
Welt  and  Turn 
Systems 


Consolidated 
Hand  Method 
Lasting'  Machines 


Model-C 
Ideal  Clicking^ 
Machines 


Rapid  Standard 
Screw 
Machines 


Davey 
Horn  Pegging 
Machines 


Heel  Protector,  Driving,  Heel  Compressing,  Loading  and  Attaching 
Machines,  Heel  Trimming,  Breasting,  Scouring  and  Finishing 
Machines  ;  Loose  Nailing  and  Slugging  Machines  ;  Cementing,  Buff- 
ing and  Skiving  Machines;  Gem  insole  Machines;  Eyeletting 
Machines  ;  Eyelets,  Shanks,  Brushes,  Etc. 


United  Shoe  Machinery  Company  of  Canada,  Limited 

122  Adelaide  Street  West,  TORONTO  MONTREAL,  QUE.  492  St.  Valier  St.,  QUEBEC. 
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quality  shoe  laces 
for  every  requirement 

in  bulk  for  the  factory  trade. 

Single  paired  for  the  fine  job- 
bing trade. 

Finished  with  Nufashond 
Fabric  Tips  (patent  applied  for). 
Part  of  the  braid  itself.  Rustless, 
waterproof,  won't  pull  off. 

Samples  and  prices  upon  request. 

Narrow  Fabric  Company 

Reading  Pa. 


NON  RIP  SANDALS 


Made  in  Canada 

To  insure  present  prices 
and  prompt  delivery  you 
should  order  Humber- 
stone  Sandals  now. 
They  are  built  on  the 
latest  lasts  and  are  non- 
rip. 


JOBBERS    WRITE  US  FOR  SAMPLES 

Humberstone  Shoe  Co. 

HUMBERSTONE,  ONT. 


Aird  Shoes  for  Fall 


Several  new  ideas  capably  expressed,  and  backed  up 
with  the  workmanship  and  materials  that  have  made 
Aird  shoes  so  popular  with  the  great  buying  public. 

McKays  and  Turns  for  men,  boys,  youths  and 
women. 


JOBBERS!    WRITE  OR  CALL 


AIRD  &  SON, 


MONTREAL 


Store  Management 

An  illustrated  book  of  212 
pages,  by  Frank  Harrington 

Price  50  cents. 

17       .  *       r*  J     347  Adelaide  St.  W. 

footwear  in  tanada  Toronto 


Made  in  Canada 

You  can  now  buy  your  Sandals  di- 
rect from  a  Canadian  manufacturer. 


Trade  Mark 

These  specialties  are  as  important  as  any  slices  you 
carry.     They  are  Goodyear  stitched. 

Do  not  i>lace  your  order  for  sandals  before  writing 
u^^.    We  want  to  tell  you  more. 


Th.  Mayer, 


734-736  St.  Paul  St., 
MONTREAL 


May,  1910 
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Has  Anybody  Jumped 
Your  Claim? 

If  the  repair  requirements  of  your  customers  are 
not  already  taken  care  of  in  an  entirely  satisfactory 
manner  [and  by  that  we  mean  by  somebody  equipped 
as  we  can  equip  them],  it  will  pay  you  well  to  write  us 
now  for  a  catalog  and  full  information  regarding  the 
advantageous  terms  on  which  we  place  our  machines 
with  shoe  retailers.  We  would  also  be  glad  to  supply 
any  specific  information  you  may  require  about  this 
wonderful  and  growing  part  of  the  shoe  retailer's 
business. 

We  are  pioneers  in  this  business.  Our  machines 
have  earned  a  high  reputation  for  excellence  m  con- 
struction and  durability.  They  are  in  use  b)'  the 
most  successful  shoe  retailers  and  shoe  repairers  and 
with  them  we  supply  a  service  that  is  only  paralleled 
by  that  which  has  built  up  the  great  shoe  industry 
of  the  country.  Your  request  for  information  will 
place  you  under  no  obligation  to  us.  We  are  glad 
to  supply  it. 

United  Shoe  Machinery  Co.  of  Canada 

Montreal,  Que.  Limited 

1 22  Adelaide  Street  W.,  TORONTO  492  St.  Valier  Street,  QUEBEC 

179  King  Street  West,  BERLIN 
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This  is 
Button  Year 


These  Canadian  Footwear 

styles  can  be  relied  upon  to 
meet  the  popular  demands  for 
button  footwear  this  season. 

You  will  find  our  Growing 
Girls'  No.  0346,  as  illustrated, 
a  popular  model  for  your  Fall 
trade.  We  shall  be  glad  to 
show  you  these  styles.  Save 
the  duty  on  any  importations 
and  secure  the  newest  styles  in 
Canadian  Footwear  lines. 


Canadian  Footwear  Co. 


Sales  Office 

Montreal 

44  St.  Antoine  St. 


Limited 


Factory 
Pointe-Aux-Trembles 
Quebec 


Vol.  VI.-No.  6 


Toronto  June,  1916 
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to  the  retailer 
sell  the  shoes  we  sell  you 


The  sketch  here  shown  is  taken  from  one  of  the  five 
panels  in  our  July  Window-trim,  each  30  x  46  . 

BE  IN  THE  SWIM 

The  Regal  trademark  has  stood  the  test  of  a 
quarter  of  a  century.  The  advantage  of  a 
trademarked,  advertised  line  over  a  nameless, 
fameless  product  lies  in  the  reputation  at 
stake.  A  bank  won't  keep  on  certifying  a 
worthless  name.  The  public  won 't  keep  on 
buying  a  worthless  shoe  if  they  know  the  name 
of  it. 

REGAL  stands  for  highest  quality  and 
latest  style  at  the  lowest  price  in  the 
mmds  of  the  masses.  REGAL  means  shoes 
plus  service  at  a  good  margin  of  profit 
REGAL  WINDOW  TRIMS  are  but  one  of  the  many  ways  we  help  you 


THE  REGAL  SHOE  COMPANY 

102  Atlantic  Avenue,  TORONTO,  ONT. 
Executive  Offices,  Regal  BIdg.  -  Boston,  Mass. 
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"PANTHER" 


Tested 


Fibre  Soles 


There's  the  keynote  of  an  estabHshed  market  product 
struck  in  the  Panther  Fibre  Soles  and  Heels.  They 
have  an  individuality  that  no  amount  of  flattering  imita- 
tation  can  acquire.  Being  well  tested  before  leaving  us 
they  are  absolutely  safe  for  buying  and  reselling.  Nearly 
like  leather  in  looks,  and  quite  as  easily  stitched  and 
trimmed,  they  will  not  allow  stitches  to  "  pull  out,"  they 
will  not  crack,  are  waterproof  and  will  not  slip. 

PANTHER  FIBRE  SOLES 
are  made  in  all  colors^  are 
GUARANTEED  by  makers. 


Panther  Rubber  Mfg.  Co 


Sherbrooke,  Que. 


June,  1916 
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The  Symbol  That  Represents  the  Largest 
Manufacturing  Organization  of  Rubber 
Goods  in  Canada,  and  in  the 
British  Empire 

It  distinguishes  the   best  hne  of 
rubber  footwear  sold  in  Canada, 

It  affords  the  dealer  a  safeguard 
that  qualities  are  trustworthy  and 
dependable. 

It  stands  for  a  service  that  cannot 
be  equalled  within  your  reach. 

Whatever  the  need  in  rubber  footwear  may 
be,  our  unequalled  facilities  ensure  you  the 
most  satisfactory  service.  Our  aim  is  to 
serve  and  please  the  trade. 

Canadian  Consolidated  Rubber  Co.,  Limited 

Montreal,  P.  Q. 

28    Service''  Branches  Throughout  Canada 
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A  Daisy  Style 


We  have  struck  a  decidedly  new  note  in  style  for  1916  in  this  "Daisy" 
model.  They  have  every  appearance  of  the  most  expensive  custom-made 
shoes  for  men  You'll  sell  them  to  most  discriminating"  buyers  as  well 
as  to  those  who  are  easier  to  please. 

We  have  carried  out  every  little  detail  of  refinement  in  this 

"DAISY"  SHOE 


Retails  at 

$4.50 

to 

$6.00 


to  a  nicety. 

Dealers  tell  us  they  have  touched  responsive  chords 
in  hundreds  of  men  buyers.  It  looks  like  a  very 
big  business  for  Daisy  makers  as  a  result. 

They  are  not  expensive  and  you'll  be  surprised  at 
the  profit  in  this  line. 

Write  us  immediately  if  you  want  better  selling 
men's  shoes  this  year. 


Duf resne  &  Calipeau 

LIMITEE 

Montreal 


June,  1916 


Footwear  iN  Canada 


Derby 


Murray^  Made 


The  Murray  Shoe  Co.,  Ltd. 


Popular  Last  for  Young  Men 


Murray's  Torpedo 


In  Stock.    53F  Men's  Gun  Metal  Gf.  Bal. 
on  Torpedo  Last,  D  width,  sizes  5-10 

In  Stock.    54F  Men's  Nut  Brown  Gf.  Bal. 
on  Torpedo  Last,  D  width,  sizes  5-10 


HAVE  YOU  RECEIVED  OUR  IN-STOCK  SHEET? 
IF  NOT,  WRITE  FOR  IT 


London 


Ontario 


London  Lady 


Mayflower 
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Special  Antiseptic 

Shoes 


TEBBUTT 


Professor 


Doctor 


There  is  always  a  popular  demand  for  Tebbutt  "Doctor"  and 
"Professor"  Shoes.  That  demand  is  growing  more  insistant  every 
day.  People  are  beginning  to  realize  that  comfort  and  wearing 
qualities  are  the  main  points  in  shoes.  "Doctor"  and  "Professor" 
shoes  have  these  qualities,  and  more.  Special  antiseptic  features 
are  embodied  in  both  models  unobtainable  in  other  makes  of  shoes. 
We  believe  these  features  make  Tebbutt  Shoes  the  finest  of  this 
kind  on  the  continent. 

All  Tebbutt  Shoes  are  made  in  Canada,  in  every  sense  of  the 
word.    Your  Jobber  has  them,  ask  him. 

Tebbutt  Shoe  €f  Leather  Co. 

LIMITED 

Three  Rivers       -  Quebec 


June,  1916 
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Two  Leaders" 


In  Stock 
for 

Immediate  Shipment 


541  Gun  Metal  Bal,  D  and  E 

510  Same  Style  in  mahogany 
shade 


The  Seal  of 
Certainty 


Our  ^'In  stock"  business 
is  constantly  increasing,  due 
wholly  to  good  quality  and 
prompt  service. 

We  have  twenty-nine  lines 
other  than  the  two  mentioned 
here,  always  in  stock. 

Slater  Shoes  this  year  re- 
flect a  great  deal  of  credit  on 
the  Slater  Shoe  Company, 
inasmuch  as  the  quality  has 
been  well  maintained  in  the 
face  of  the  growing  scarcity 
of  raw  material. 

Write  for  catalogue  and 
try  our  IN  STOCK  service 

The 

Slater  Shoe  Company 

Limited 
MONTREAL 
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Stock  Department 

Service 

I 

I  wish  you  could  come  here  to  Montreal  and  let  me  take  you 
through  the  different  departments  of  the  James  Robinson  busi- 
ness. That  would  convince  you  better  than  anything  else  what  I 
mean  when  I  claim  to  give  you  the  best  stock  service  in  all  lines 
of  Ladies'  Shoes,  Men's  Shoes,  Rubbers,  Overshoes,  etc.,  Six 
big  floors  crowded  full,  most  of  the  time,  ready  and  waiting  to  fill 
up  your  stock  of  anything  you  may  want.  Nothing  on  earth 
could  have  made  this  business  grow  like  it  has  but  this  constant 
attention  to  your  dealer-needs.  The  Bostonian  Shoe  represents 
the  best  value  you  can  possibly  get.  Don't  just  take  my  word 
for  it.  See  the  samples  and  form  your  own  opinion.  New  lasts 
and  better  selections  this  year  than  ever  before. 

James  Robinson 

MONTREAL 
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The  House  for  Service  in 
Rubber  Footwear 

Occasionally  in  selling  Rubber  Footwear  you  will  find  a  man  who  claims  he 
wore  his  new  rubbers  only  one  day  and  they  were  cut  to  pieces. 

You  can  overcome  even  this  objection  in  one  sure  way  at  least.  Put  in  a 
stock  of 

Kant  Krack  Dainty  Mode 

Royal  and  Bull  Dog 

Rubbers.  You'll  be  surprised  how  much  these  brands  will  stand  jn  steady  wear.  I 
say  this  quite  positively.  These  particular  trade-marked  names  stand  for  the  best 
you  can  secure.  Your  customers  will  look  for  the  name  when  they  realize  what  a 
difference  there  is  in  satisfaction  and  wear.  These  brands  will  give  your  rubber  foot- 
wear sales  an  impetus  they  never  had  before. 

LET  ME  GET  SAMPLES  BEFORE  YOU 

James  Robinson 

MONTREAL 
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The  Parker  Shoe  Co.,  Limited 

formerly 

(Solid  Leather  Shoe  Co.) 

We  are  the  largest  manufacturers  in  Canada 
of  Women's  McKays, 

Our  plant  has  recently  been  doubled  and  we 
are  now  constructing  an  extension  equal  to  our 
entire  present  plant. 


We  sell  to  Jobbers  only. 


Samples  ready  July  1st. 


Preston, 


Ontario 


We  Will  Take  Care  of  You 


Sole  Selling  Agents 
for 

Perth  Felt 
Company 

PERTH,  ONT. 

Makers  of  the 
Finest  Line  of 

SHOE  FELTS 

"MADE  IN 
CANADA  " 


Some  of 
Our  Lines 

"Waxol " 
Shoe  Felts 
Blackings 
Dressings 
Box  Gums 
Fish  Glue 
Dry  Paste 
Waxes 

Shoe  Findings 


This  cut  illustrates  an  every  day  scene  in  front  of  our  enlarged  waretiouse.  Waggons 
loaded  vvitti  our  well  known  HIackings,  Dressings,  Cements,  etc..  going  to  all 
parts  of  Canada.   There  must  be  a  reason  for  this  steady  business  I 


PARKER,  IRWIN  (LIMITED) 

Leading  Shoe  Manufacturers'  Supply  House  in  Canada 

MONTREAL 


J 
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Don^t  Need  Dynamite 

to  move  these  McLaren  &  Dallas  Lines.  The  very 
newest  ideas  for  summer  footwear.  You  couldn't 
keep  the  people  away  from  them,  once  they're  in  sight. 


A  Live  Line  of  Seasonable  Shoes 

FOR  HOT  WEATHER  TRADE 


in  Stock  for  Immediate  Shipment. 

PUMPS — Strap  Shoes  and  Mary  Jane  styles  with  Cuban  and  low  heels,  in 
Patent,  Gun  Metal,  Dongola  and  White  Canvas. 

TENNIS  and  SPORTING  SHOES— "Speed  King"  Brand  made  by 
Independent  Rubber  Co.,  Merritton,  Ont. 

SANDALS — Tan  bare-foot  sandals,  non-rip  variety  for  Misses,  Children  and 
Infants 

ALSO — Womens,  Misses  and  Childrens  white  canvas  button  boots  and  Colonial 
pumps. 

—  — SPECIAL  

A  Very  Attractive  Line  of  Womens  Pumps 

PATENT  WHITE  BRONZE 

Patent  with  large  silver  White  canvas  with  large  Bronze  kid   with  large 

buckle.  ,       white  enamel  huckle.  gold  buckle. 

All  with  Spool  Heel  and  large  Colonial  Tab. 

Our  travellers  are  on  the  road  with  the  snappiest  line  of  shoes  for  fall  that  ever  filled  a 
trunk.  We  would  like  to  impress  this  on  you — that  prices  are  NOT  going  to  be  lower  and 
the  wise  man  is  the  one  who  makes  provision  NOW  for  his  reasonable  fall  requirements. 
With  conditions  as  they  exist  today  and  with  prices  creeping  steadily  upwards  it  may  truly  be 
said,  "He  who  hesitates  is  lost." 

Place  your  order  with  our  salesman  both  for  your  immediate  and 
fall  requirements  and  you  will  then  not  only  be  assured  of  getting 
the  goods  but  of  getting  them  at  the  right  prices. 

McLaren  &  Dallas 

TORONTO  CANADA 
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Plllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllll^   II  II  mull 

I  For  the  Busy  Factory 
I  and  Hot  Weather 

I  You  are  too  busy  to  take  any  chances  with 

I  a  doubtful  quaUty  Cement.    It  is  wise  economy 

I  in  a  busy  factory  to  use  a  Cement  you  KNOW 

I  will  do  its  part  of  your  work  the  first  time  and 

I  all  the  time. 

Hot  Weather 

I  A  busy  factory  in  hot  weather  surely  needs 

I  an  honest,  dependable,  high  quality,  well  made 

I  Cement. 

I  We  have  all  these  points  in  mind  and  can 

I  recommend  our  Cements  to  you  and  guarantee 

I  you  entire  satisfaction  even  during  the  trying 

I  weather  conditions  for  Cements  now  coming. 

I  Send  us  your  Cement  orders  and  you  can 

I  forget  that  part  of  your  business. 


I  BOSTON  BLACKING  CO. 

I    152  McGill  St.      -     -     Montreal,  Canada 


iiiiii!iiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiini>ii^ 
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TETRAULT 

SHOE  MFG.  CO. 


Largest   Men's   Goodyear  Welt 
Manufacturers  in  Canada 
— Bar  None 


5 


WE 

have  them 
—in  stock 

Bals  and  Oxfords 

Mahogany  Shade 


YOU 

need  them  badly 
but 

*^We  are  right  there 
with  the  goods  " 

Do  not  wait  — 
wire  your  orders 


331  Demontigny  Street  East 

Montreal 
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Outing  Shoes  are 
Profit  Makers 

SPEED  KING  rubber  soled  shoes  for  Tennis,  Sports  and  Recreation. 

You  can  give  your  customers  satisfaction  every  time  with  the  Speed  King 
line.  Each  pair  is  made  with  the  idea  that  it  shall  please  the  customer 
and  prompt  him  to  return  for  another  pair  of  the  same  kind. 

The  following  dealers  can  supply  you  with  complete  stocks  at  any  time. 
Your  sorting  order  will  always  receive  prompt  attention. 


The  Amherst  Boot  &  Shoe  Co., 

Limited 

Amherst,  N.S. 

The  Amherst  Central  Shoe  Co., 

Limited 

Regina.  Sask. 

A.  W.  Ault  Co.,  Limited  - 

Ottawa,  Ont. 

White  Shoe  Co.,  •      .      -  - 

Toronto,  Ont. 

Kilgour,  Rimer  Co.,  Limited 

Winnipeg,  Man. 

The  J.  Leckie  Co  ,  Limited 

Vancouver,  B.C. 

The  London  Shoe  Co.,  Limited 

London.  Ont. 

McLaren  &  Dallas 

Toronto,  Ont. 

James  Robinson   -      -      -  - 

Montreal.  Que. 

Brown,  Rochette,  L'mited 

Quebec,  Que. 

McFarland  Shoe  Co.  • 

Calgary,  Alta. 

T.  Long  &  Brother  - 

Collingvvood 

MADE 
IN 
CANADA 


The  Independent  Rubber  Co.,  Limited 

MERRITTON    -  ONTARIO 
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Retaining 
Consumer 
Confidence 

One  of  the  strongrest  assets  in  the  retaihne  of 
shoes  IS  the  confidence  of  the  consumer. 

In  these  times  when  prices  are  soaring  and 
values  in  some  cases  are  questionable,  the  con- 
sumer will  tie  to  shoes  of  known  quality. 

Quality  and  reputation  in  the  shoes  sold  will 
establish  confidence. 

All  America  Shoes  for  men  possess  every  qualifica- 
tion for  establishing  and  maintaining  consumer 
confidence. 

Add  to  these  conditions  the  fact  that  All  America 
Shoes  are  in  stock  at  each  of  our  nine  wholesale 
houses,  and  the  retailer's  problem  of  the  main- 
tenance of  consumer  confidence  is  solved. 


Fiftieth/^niversaBy 

rice:  &  hutchins,inc 
1866  1916 


FOR  H^^S^ENTURY 
THE  RICE  &  HUTCHINS  CHICAGO  CO. 

231  West  Monroe  Street,  CHICAGO,  ILL. 


RICE  &  HUTCHINS,  Inc. 

BOSTON,  MASS.,  U.  S.  A. 


Jtinc.  1016 


FOUR  SMART 
MUIR-MADES 

With  style  like  this  you  can  ^ct  the  j^entlcinan's  trade  in  any  ])art 
of  Canada.  Add  to  tliis  attractive  ai)i)earance,  the  popular  prices  at 
which  all  our  line  is  sold  and  it  should  he  very  easy  U)  make  your  first 
sale.  Muir  wearing  qualities  do  the  rest.  The  shoes  will  fit  conifort- 
ahly,  wear  well  and  will  give  your  customer  a  satisfied  feeling  that 
should  bring  you  permanent  business. 

Our  Men's  and  Boys'  shoes  this  year  have  enormously  increased 
the  demand  for  Muir-Made  shoes. 

You  should  at  least  get  in  touch  with  our  salesman.  Look  at  the 
samples,  try  a  pair  of  shoes  yourself.  From  then  on  your  stock  will 
probably  be  Muir-Made. 

Write  us  about  this. 


THE 

James  Muir  Company 

MONTREAL 


June,  I'Jir, 
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Canada's— 

Largest  Producers 
Largest  Stocks 
Most  Complete  Lines 
Most  Efficient  Service 

50  travelers  are  leaving  our  branch  distribut- 
ing houses  to  serve  our  customers  in  relation 
to   Spring  Sorting   and   Fall   Placing  Orders. 

AMES 
HOLDEN 

McCREADY 

LIMITED 

ST.  JOHN  —  MONTREAL  —  TORONTO  —  WINNIPEG  —  EDMONTON  —  VANCOUVER 
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0  DUNLOP  LINE  ^ 

Held  in  Favor  from  Coast  to  Coast 

DUNLOP  RUBBER  HEELS 

"Peerless,"  "Comfort,"  Outing  (cup-shaped) 
Whole  Heel 

Black,  White  and  Tan 

LIVE  RUBBER  WEAR  LONGER 

NO  JARRING  NO  SLIPPING 

Folder  tells  all  about  special  proposition  to  dealers 

DUNLOP  RUBBER  SOLES 

Men's  and  Women's  Full  Length,      Length  and 
Cut-Out  Toe 

Also  Taps  and  Soling  Rubber  in  sheets 

Black,  White  and  Tan 

Wear  indefinitely  and  give  maximum  resiliency 

Will  not  crack  nor  dry  out 

DUNLOP  RUBBER  CEMENTS 

For  Boot  and  Shoe  Manufacturers  and  Dealers  : 

"Channel,"  "Gem,"  "Sole-Laying," 
"Chrome-Folding  " 

Maximum  Adhesion  and  Speedy  Drying  qualities 

Special  Prices  on  Large  Quantities 

Put  up  under  special  label,  if  required 

DUNLOP  TIRE  &  RUBBER  GOODS  CO. 

LIMITED 

Head  Office  and  Factories:  TORONTO 

Branches:  VICTORIA,  VANCOUVER,  EDMONTON,  CALGARY,  SASKATOON,  REGINA,  WINN/PEG,  LONDON, 
HAMILTON,  TORONTO,   OTTAWA,  MONTREAL,   ST.  JOHN,  HALIFAX 
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Not  Extreme — But  Very  Smart 

Black  patent  leather  vamps,  with  white  kid  uppers. 

There's  a  shoe  expressive  of  the  best  that  fashion  has  to  say. 

This  is  one  of  the  many  "  Ultra"  models  shown  in 

AlNISTEI^  ^YLES 

Shoes 

Not  only  are  we  making  the  kind  of  shoes  the  people  want,  we  are 
helping  you  to  sell  them  by  advertising  in  the  daily  newspapers. 

OUR  BRANDS- 

"Vassar"  and  ''Altro"  for  women 
Beresford  "  and  "  Minister  Myles  "  for  men 


Minister  Myles  Shoe  Co. 

Limited 

Toronto 
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Summer  Time 
Means 


Shoes 

for  every  sport 
and  recreation 


Dealers  who  have  stocked  up  with  FLEET  FOOT 
Outing  and  Sporting  Shoes  will  find  it  very 
easy  to  please  and  satisfy  their  trade.  Our 
1916  line  is,  in  every  way,  the  finest  and  most 
complete  assortment  of  Outing  and  Sporting 
Shoes  ever  produced  in  Canada. 


ftOMiNlOM 


Canadian  Consolidated 
Rubber  Co.,  Limited 

Montreal,  P.Q. 


28  "Service"  Branches  Throughout 
Canada 


June,  1916 
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Policy 
or  Principle  ? 


You  never  know  where  or  when 
you  are  going  to  strike  a  big  idea 
— one  that  makes  you  think.  Not 
long  ago,  in  the  course  of  a  conversation  with  a  vet- 
eran shoeman,  I  made  use  of  that  much-used  phrase : 
"Honesty  is  the  best  pohcy."  "Well,"  said  he,  "that 
may  be,  but  my  guide  is  this:  'Honesty  is  the  best 
principle.'  "  I  couldn't  just  grasp  his  meaning  for  a 
while,  but  that  night  I  hauled  out  the  family  diction- 
ary to  secure  a  little  illumination  on  the  subject.  I 
found  that  "policy"  might  be  defined,  from  the  differ- 
ent meanings  given,  as  any  system  of  administration 
or  management  based  on  self  interest  as  opposed  to 
justice  or  equity — wisdom  or  shrewdness  in  manage- 
ment. "Principle"  then  I  found  to  mean :  Habitual 
devotion  to  right  because  it  is  right.  Jn  other  words, 
the  man  who  practices  honesty  and  fair  dealing  be- 
cause it  is  good  policy  for  him  to  do  so,  does  it  be- 
cause he  is  afraid  of  the  consequences  of  any  other 
practice.  He  is  honest  because  it  pays  to  l)e  honest 
and  not  because  his  morals  dictate  an  honest  stand. 
He  is  a  hypocrite,  practicing  honesty  not  from  a  stand- 
point of  his  beliefs,  l)ut  because  the  linal  consequences 
of  honest  dealing  pay  him  better.    Compare  that  man 


with  the  "principle"  man.  The  man  who  is  honest 
because  it's  part  of  his  being  is  a  man  in  the  true 
sense  of  the  word.  It  is  he  who  disregards  policy, 
custom,  or  precedent,  and  says :  "Honesty  is  the  best 
Iirinciple." 


Don't  be 
a  Nuisance 


Be  happy  at  your  work — tackle  it 
with  a  song — a  laugh — a  whistle. 
At  the  same  time  do  not  carry 
your  exuberance  to  the  point  of  annoyance.  The  far- 
mer out  in  the  broad  fields  who  sings  or  whistles  as 
he  toils,  the  soldier  on  route  march,  the  merry  team- 
ster, or  the  college  rah  rah  boys  offend  no  one  by 
their  musical  inclinations.  But  the  man  who  whistles 
or  hums  persistently  in  a  store,  office,  or  street  car 
gets  our  "nanny."  He's  just  about  a  step  and  a-half 
away  from  those  ill-mannered,  ill-bred  persons  who 
persist  in  talking  during  a  theatre  performance.  A 
child's  delight  is  to  make  a  noise.  It  does  not  occur 
to  him  that  his  tin-can  drum  and  tuneless  horn  raiseth 
the  wrath  of  the  neighbors — he  doesn't  know  any  bet- 
ter, and  so  we  excuse  it.  But  a  grown-up  owes  his 
fellows  some  consideration.  We've  got  a  neighbor 
who  takes  keen  delight  in  sitting  on  his  verandah  try- 
ing to  coax  sour  songs  out  of  a  saxaphone.  Now,  any- 
body knows  that  the  proper  place  to  consort  with  a 
saxaphone  is  down  cellar  in  the  coal-bin  with  all  the 
doors  shut  tight.  This  "don't  care  a  hang  for  the 
neighbor"  attitude  is  the  same  we  sometimes  see  in 
the  shoe  salesman  who  whistles  aimlessly  to  the  dis- 
comfiture and  annoyance  of  his  fellow-salesmen  and 
customers. 

If  we  all  whistled  at  our  respective  occupations 
we'd  have  a  big  contract  getting  through  the  day's 
work.  Not  many  of  us  have  the  disposition  of  that 
Scotsman  who  "thoclit  he  was  in  heaven"  when  he 
was  with  a  dozen  of  his  fellow  clansmen  all  playing 
different  tunes  on  the  bagpipes. 

Blessed  is  the  man  who  can  whistle  at  his  work 
but  keep  it  to  himself. 


In   the   winter  or  early  spring 
Make  the  Customer         ..u     i     •  i    t        ■  j  ^^  ^ 

Comfortable  months  it  might  be  said  that  peo- 
ple are,  as  a  rule,  easier  to  please 
along  some  lines  than  in  the'  hot  summer  months.  For 
instance,  a  store  is  often  a  convenient  refuge  from  the 
cold  or  wet — a  place  where  one  may  get  warmth  and 
shelter  during  a  storm.  Perhaps  the  store  may  be  too 
hot;  ventilation  might  be  bad;  lighting  may  be  poor, 
but  those  things  we  overlook  to  some  extent  in  view 
of  the  bodily  comfort  and  security  derived. 

In  summer  time,  though,  most  of  us  are  just  a 
trifle  more  fastidious — a  little  more  exacting.  We  like 
Ihing.s  clean,  fresh,  and  wholesome.  When  the  mer- 
cury threatens  to  burst  through  the  top  of  the  ther- 
mometer, and  the  heat  takes  the  starch  out  of  our  col- 
lars and  tlie  sand  out  of  our  make-up,  the  slightest 
relief  is  noticeable  and  appreciated.    Yet  how  manv 
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retailers  tliink  of  making-  tlieir  stores  an  attractive  re- 
fuge from  tlie  liot  and  dusty  streets? 

Moving  picture  establishments,  quick  to  realize 
the  importance  of  this  factor,  have  in  many  cases 
utilized  signs,  stating  just  how  many  degrees  cooler 
it  was  inside  the  theatre  than  out  ;  signs  inviting  peo- 
]de  to  come  in  and  get  cooled  off — sure  trade-winners 
because  the  average  person  with  a  little  time  to  spare 
is  readily  susceptible  to  the  suggestion.  It  is  an  idea 
that  might  be  used  equally  well  in  the  shoe  l)usiness. 
Two  or  three  electric  fans  will  go  far  toward  j^er- 
fecting  your  store  service  and  increasing  the  satisfac- 
tion of  your  customers.  They  cost  only  a  few  dollars 
to  purchase  and  a  mere  trifle  to  operate. 

Also,  keep  out  the  flies.  Nothing  can  be  more  ir- 
ritable al  times  than  a  really  persistent  fly.  He's  liv- 
ing proof  of  the  theory  that  things,  like  peo])le,  can 
"come  back"  if  they  have  a  mind  to.  Keep  them  out 
— if  they  elude  your  vigilance  and  get  in,  destroy  them. 
Encourage  your  salesmen  to  "swat"  them  at  every 
opportimity.  An  electric  fan  directed  toward  the  store 
entrance  is  said  to  be  a  most  effective  means  of  keep- 
ing them  out.  Put  screens  on  all  windows  and  allow 
nothing  to  exist  around  the  i)remises  that  will  serve 
as  a  l)recding  place. 

A  few  flowers,  or  plants,  will  brighten  up  the  store 
and  add  to  attractiveness.  Cut  flowers  are  inexpen- 
sive in  summer  and  can  l)e  easily  changed  every  other 
day. 

.\  glass  of  ice-water  will  do  wonders  towards  put- 
ting the  fatigued  shopper  in  a  more  amiable  mood,  and 
it  is  not  bv  any  means  an  cxtra\agant  idea  to  lia\e  an 
available  su])ply. 

Dress  cool,  look  cool,  and  I)e  cool.  Make  the  cool- 
store  idea  your  best  advertisement  for  the  season.  We 
often  Iiear  people  say:"()h,  it's  too  hot  to  buy  boots 
to-day,  I'll  wait  till  it's  cooler."  You  know  it's  right 
too — you'd  have  the  same  feeling  yourself.  So  if  you 
can  convince  them  that  your  store  is  dift'erent — that 
there  they  will  be  cool,  comfortable,  and  well  cared 
for,  you  will  have  accomplished  a  good  stroke  of  busi- 
ness. 


Is  Your  Credit 
Good? 


Tlie  ioundation  of  1)usiuess  is 
credit,  but  we  have  too  many  oth- 
erwise careful  and  honest  retail- 
ers who  do  not  seem  to  grasp  the  idea  that  this  means 
'''good  credit."  They  are  often  careless  aI)out  it — 
careless  about  the  thing  that  makes  it  possii)le  for 
them  to  conduct  their  business  successfully.  As  an 
exam])le:  The  manufacturer's  bill  is  due —no  atten- 
tion is  paid  to  it — not  even  the  courtesy  of  writing 
him.  They  seem  to  think  he  is  a  mind-reader  and 
ought  to  know  that  the  bill  will  l)e  i)aid  in  two  days, 
a  week,  or  ten  days,  whatever  the  case  may  be.  The 
manufacturer  writes  a  letter — the  retailer  i)ays  no  at- 
tention, having  fixed  in  his  mind  a  date  on  which  the 
bill  will  be  paid.  Possibly  the  manufacturer  writes 
that  he  is  passing  a  draft.     Does  that  move  the  re- 


tailer to  action?  No,  he  probably  feels  hurt  about  it 
and  when  the  draft  is  i)resented  l^y  the  bank  messen- 
ger, he  endorses  it  "will  remit  direct"  or  "will  send 
check."  Even  though  his  intentions  are  the  very  best 
and  he  is  quite  well  fixed  financially,  this  sort  of  prac- 
tice affects  his  credit  at  the  bank,  for  there  is  nothing 
peeves  a  hank  so  much  as  having  to  continually  put 
throtigh  drafts  that  are  refused.  Take  care  of  your 
credit,  promptly,  and  your  credit  will  take  care  of  you. 


More  About  Fraudu- 
lent Advertising 


The  Sui)reme  Court  at  Washing- 
ton, !).(".,  recently  gave  a  very 


concise  definition  of  the  term 
"fraudulent  advertising"  when  it  held  that  advertis- 
ers, even  though  they  give  buyers  value  for  money 
received,  are  guilty  of  fraud  if  by  exaggerated  adver- 
tising they  have  led  customers  to  expect  more. 

This  opinion,  just  announced  by  Justice  McKenna, 
reverses  a  truly  extraordinary  decision  of  a  district 
court  in  Florida  to  the  effect  that  if  a  purchaser  re- 
ceives his  money's  worth,  exaggerated  propaganda  is 
not  fraud,  the  inference  remaining  that  it  is  cpiite  per- 
missible by  law.  However,  if  a  man  committed  per- 
jury in  that  same  court  he  would,  no  doubt,  receive 
drastic  and,  very  likely,  summary  piuiishment.  Yet 
the  learned  disjjenser  of  justice  held  that  a  deliberate 
falsehood  in  advertising  is  (piite  legal  and  that  if  the 
dear  public  choose  to  buy  boots  for  $2.98  that  are 
only  worth  $2.98,  it  matters  not  that  an  unscrupulous 
flealer  has  represented  them  to  be  worth  $7.00.  \Ve 
agree  with  the  Su])reme  Coiu't. 


Cultivate  a  Banlc 
Account 


I'".\-ery  retailer  should,  we  believe, 
put  himself  on  a  weekly  salary 
and  ha\e  a  private  bank  account 
from  which  he  can  ])ay  his  personal  bills.  The  habit 
of  paying  cash  from  the  drawer  is  one  of  the  common- 
est and  greatest  mistakes  he  makes.  Money  taken  in 
the  store  should  t)e  left  in  the  cash  register  until  it  is 
deposited  to  the  store's  credit  in  the  baifl<.  hVom  this 
ni.'iin  account  the  retailer  should  draw  by  check  his 
weekly  salary  and  deposit  it  to  his  own  credit.  By 
keeping  money  intact  and  having  a  perfect  record  of 
its  disposition  is  the  only  way  a  dealer  can  correctly 
determine  his  profit.  It  is,  of  course,  alwaA^s  nece.s- 
sary  to  have  a  small  amount  on  hand  for  sundry  little 
|)urchases  and  for  that  i)urposc  a  i)etty  cash  bo.x 
should  be  kept.  This  will  obviate  the  necessity  of  the 
dealer  taking  the  money  out  of  his  own  pocket  (his 
l)ersonal  salary),  or  interfering  with  the  cash  regis- 
ter. Put  the  business  on  a  business  basis  and  remove 
the  familv  element — otherwise  it's  too  often  a  case  of 
marking  time,  witli  an  occasional  step  backwards. 


Luck  is  probably  a  good  thing  but  it  never  crowds 
itself  upon  a  man  who  does  nothing  but  wait  for  it. 
Luck  generally  lights  on  the  man  with  the  most 
energy. 
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Elevator  of  Modern  Business  is  Advertising 

Make  it  Truthful— Say  Only  What  is  Necessary— Don't  Get  Cold 
Feet — Keep  Everlastingly  at  it 


ARE  you  o'ettin  •  the  most  out  of  your  adver- 
tisings? Is  it  helping-  along-  your  business  as 
it  should?  Is  it  creating  for  you  a  big  list 
of  steady  customers? 
If  your  automobile  stops  running,  what  do  you  do? 
Sit  there  and  calmly  wait  for  it  to  start  running  again? 
The  best  way  is  to  get  down  off  the  seat  and  look  for 
the  trouble.  Maybe  you'll  find  it  has  sand  in  the  gaso- 
line, or  water  on  the  knee — there  are  so  many  things 
that  can  go  wrong.  At  any  rate,  you  locate  the  trou- 
ble and  get  it  going  smoothly  again. 

So,  if  your  advertising  is  not  as  productive  of  re- 
sults as  you  think  it  should  be,  just  take  an  hour  oft' 
some  day,  lean  back  in  your  chair,  stick  your  feet  up 
on  the  desk  and  think  it  over. 

Is  it  truthful?  Honesty  to-day  is  one  of  the  big- 
gest words  in  advertising- — honesty,  not  alone  for 
morality's  sake  or  because  you're  one  of  the  main  pil- 
lars of  the  church,  but  for  business's  sake — for  success. 
More  advertising  campaigns  have  failed  through 
fraudulent  and  misleadmg  statements  than  from  any 
other  cause.  No  business  man  outside  of  the  "pen" 
would  think  of  signing  a  fraudulent  paper  or  check, 
yet  there  are  many  who  deliberately  authorize  their 
signatures  to  be  printed  under  or  over  announcements 
that  are  absolutely  false. 

Do  you  say  too  much  or  not  enough  ?  If  you're 
advertising-  rubbers  it  isn't  necessary  to  say  much  more 
than  "Rubbers,  $1.25."  But,  on  the  other  hand,  if  you 
have  just  received  a  handsome  new  "milhnery"  cre- 
ation for  women,  it  isn't  enough 
that  you  simply  say,  "Boots, 
$8.00." 

Do  You  Continually  Feature 
Cut  Prices? — Special  sales  and 
cut  price  advertisements  only 
will  not  hold  or  increase  trade 
that  is  worth  while,  and  price 
competition  can  become  so  keen 
that  either  you  or  your  competi- 
tor, or  both  of  you,  may  soon  have 
a  little  red  flag  hanging  in  front 
of  your  store.  This  price  cutting 
is,  too  often,  nothing  more  than 
plain,  unadulterated  laziness — 
following  the  line  of  least  resist- 
ance. 

Is  it  typographically  correct." 
\  wrongly  spelled  or  a  type-mud- 
dled sentence  switches  the  read- 
er's attention  oft'  the  central  and 
important  thought.  Our  best  ad- 
vertisers take  pains  to  see  thai 
not  a  word,  sentence,  or  item,  is 
introduced  that  will  draw  atten- 
tion away  from  the  subject.  Set 
a  mark  and  shoot  every  thought 
right  at  it.  Typographical 
"bulls'^  are  not  bullets.  If  it  is 
the  printer's  fault,  he  should  be 
brought  to  your  way  of  thinking 
in  quick  order. 

Has  it  got  "punch"?    Does  it 


carry  your  message  straight  home?  Does  it  stick  to 
the  reader's  memory?  Does  it  make  them  think  of 
your  store  and  your  stock  when  they  want  footwear? 
An  advertisement  without  "punch"  is  like  a  team  that 
doesn't  score — may  be  all  right  to  look  at,  but  it  ends 
there.    Put  "punch"  into  your  ads. 

Are  you  a  knocker?  Does  your  advertising  contain 
veiled  insinuations  concerning  your  competitor?  Every 
day  we  see  glaring  headlines,  such  as:  "we  have  the 
most  stupendous  stock"  ;  "we  are  the  cheapest  store 
in  town" ;  "other  shoemen  wonder  how  we  can  oft'er 
these  bargains" ;  "you  have  been  paying  too  much  for 
your  footwear";  "$100,000  stock  must  be  cleared  out 
in  30  days,"  and  so  on.  Your  competitor  has  just  as 
much  right  to  be  in  business  and  advertise  as  you 
have.  His  advertisements  help  along  the  shoe  busi- 
ness generally — that  means  your  business.  However, 
it  is  gratifying  to  note  that  the  majority  of  the  "knock- 
ers," are  the  "cut-rate  specialists,"  who  do  business 
with  a  canvas  sign  spread  across  the  front  of  the  store 
and,  like  the  pesky  mosquitos,  are  annoying  for  a  time 
but  not  lasting". 

Timidity  Means  Failure 

The  fellow  who  has  serious  doubts  as  to  whether 
advertising  pays  is  a  timid  sort  and  his  advertising- 
will  likely  be  a  failure.  Some  men  still  cling  to  the 
idea  that  advertising-  is  a  waste  of  money.  A  retailer 
complained  the  other  day  that  he  tried  advertising  in 
the  newspaper  for  one  whole  month  and  at  the  end  of 
that  time  he  had  not  gained  enough  customers  to  war- 
rant a  continuation  of  the  cam- 
paign. He  said,  he  had  changed 
the  copy  several  times  during  the 
month,  but  it  did  no  good. 
Luckily  for  this  man  his  compe- 
tition is  no  stronger  than  himself, 
but  how  long  is  he  going  to  last 
when  a  real  live  store  hits  the 
town,  which  is  bound  to  happen 
sooner  or  later? 

Men  have  become  successful 
without  newspaper  advertising, 
principally  because  of  their  own 
sterling-  integrit3^  or  some  other 


Stopping 
an  "Ad" 
to  save 
money  is 
like 

stopping 
a  clock  to 
save  time 


To  get  thinjgs  coming  your 
way  it  is  necessary  to  go 
their  way  first. 


good  advertising  quality,  but  it 
took  time  in  tlie  old  da^'s,  and 
takes  much  longer  now.  A  man 
may  walk  up  the  stairs  in  a 
twenty-storey  building,  and  get 
to  the  top  but  it's  a  long-  way 
quicker  and  easier  to  take  the  ele- 
vator. Without  question,  the  ele- 
\ator  that  will  get  the  retailer  to 
the  top  of  the  business  world  in 
the  shortest  possible  time  is — 
advertise. 
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A  New  Departure  in  Footwear  Publicity 


Tl  I  I'"  I'.osloii  Slioc  Company,  of  Louisville,  Ky., 
on  February  1,  1915,  set  an  illuminating-  ex- 
ample to  the  footwear  trade  in  .general  by  the 
adoption  of  one  of  the  most  striking  reforms 
in  advertising  methods  we  have  yet  seen.    At  that 
time,  Mr.  j.  C.  h'edler,  president  of  the  company,  sent 
the  following  letter  to  his  advertising  manager: — 

"Your  suggestion  made  to  me  a  few  days  ago  meets  my 
hearty  approval  and  from  this  date  you  will  let  the  following 
rules  govern  all  publicity  of  the  Boston  Shoe  Co.: — 

"(1)  Eliminate  all  comparative  values  of  any  sort  wliat- 
soever,  both  in  our  regular  weekly  "specials"  and  also  in  our 
semi'-annual  sales,  etc. 

"(2)  In  all  our  advertising  adhere  strictly  to  the  truth 
in  every  line. 

"(3)  We  will  make  our  motto  read,  "The  Custcuiier 
I'irst." 
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"(4)  Let  all  illustrations  ot  shoes  appearing  in  our  ad- 
vertisements represent  exactly  the  shoe  advertised.  In  other 
words.  I  agree  with  you  that  all  exaggeration  and  misrepre- 
sentation are  slip-shod  methods  of  selling  merchandise  and 
we  will  confine  ourselves  to  simple  honesty  of  statement." 

In  the  following-  week  a  large  display  advertise- 
ment was  run  in  the  various  local  newspapers,  in  which 
Mr.  Fedler's  letter  was  reproduced,  and  in  which  the 
company  pledged  its  prestige,  its  reputation,  and  its 
honor  to  tell  the  truth  and  nothing  but  the  truth  in  its 
advertising  and  to  serve  its  customers  faithfully  and 
in  truth.    The  advertisement  went  on  to  state: — 

"We  stand  for  truth  in  advertising.  A  lie  always 
weakens  under  test.  The  Truth  stands.  Honesty  is 
the  soundest  practice  in  print,  as  well  as  ])olicy.  There 
is  only  one  honesty.  Modify  it  and  it  ceases  to  he 
honest. 

Honest  Bargains 
"We  have  shot  the  leg  otif  the  'It-Can't-lSe-Done" 
theory  of  honesty  in  advertising,  by  the  simple  pro- 
cess of  doing  it. 

"Never  mind  the  former  i)rices,  they  exist  no 
longer. 

"In  that  little  sentence  in  our  advertising  is  sum- 
med the  struggle  and  \ictory  against  a  custom 
which  i)ermeatcs  the  retail  customs  of  most  large  cities. 
Something  akin  to  the  potency  of  a  sacred  creed  has 
attached  itself  for  years  to  the  theory  th;it  the  buying 
))ublic  can  be  lured  to  purchase  goods  only  bv  bla 
taut   and   absurdlv   exaggerated   offers   embodied  in 


value  or  comparative  advertisements,  the  sort  of  state- 
tnent  which  shouts  aknid,  'worth  $125.00,  our  price 
$37.50,'  or  'sold  elsewhere  for  $2.00,  here  59  cents.' 

"It  isn't  true,  therafore  it  isn't  businesslike,  and  it 
iMi't  honest." 

Comparative  Values  Eliminated 
"In  the  advertising  of  the  Koston  Shoe  Company 
you  do  not  find  comparative  'values'  and  prices,  but 
inerelv  straightforward  statements  of  fact. 

"  i  he  IJoston  Shoe  Company  has  said  t<j  the  people 
of  Louisville  through  the  voice  of  the  newspapers: — 
""Here  are  the  goods.  This  is  the  price.  Never 
mind  what  they  were  before  or  what  they  are  some- 
where else.  Come  and  see  if  they  aren't  worth  what 
we  ask.' 

"We  were  the  originators  of  this  type  of  advertis- 
ing in  Louisville,  because  we  feel  that  there  is  a  new 
si)irit  of  res])onsil)ility  toward  the  public  in  business. 
We  feel  that  our  advertising  is  the  medium  through 
which  our  business  expresses  and  explains  itself  to 
vou.  Nor  have  we  the  slightest  doubt  about  the  ef- 
fect of  our  advertsising  policy  on  the  future. 

"Louisville's  buying  public  have  come  and  seen. 
.Also  they  have  bought.      So  extensively  have  thev 
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bought  that  the  iloston  Shoe  Company's  belief  stands 
commercially  \  indicated  in  the  following  fact : — 

"It  costs  the  lioston  Shoe  Company  less  in  propor- 
tion to  the  ;im(>inu  of  business  done  to  advertise  ac- 
curatelv  than  it  could  possibly  do  to  advertise  in  the 
old  exaggerated  way. 

"We  have  put  it  uji  to  the  public  to  judge.  And 
the  public  is  the  linal  judge  anyway.  The  public 
knows  that  it  can  depend  on  our  statements.  There- 
fore, we  believe  that  the  everyday  name  of  business 
ide.ilisin  is  fair  pla\  and  a  s(|nare  deal.    We  guaran- 
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tee  l)oth  to  you  and  our  prestige,  our  reputation  and 
our  honor  are  behind  that  ouarantee. 

"And  so  we  have  taken  you — the  public — into  our 
confidence  because  we  beheve  in  you  as  strongly  as 
we  know  you  believe  in  us.  You  are  our  friends — 
and  because  you  are  uur  friends  is  the  reason  that  we 
pledge  ourselves  to  serve  you  faithfully  and  in  truth." 

Answering  an  enquiry  as  to  whether  this  advertis- 
ing plan  showed  noticeable  results  in  the  business,  the 
president  of  the  company  said  : — 

"Yes.  The  business  man  sits  up  and  takes  notice. 
The  mechanic  and  laborer  does  not,  but  it  is  the  opin- 
ion of  the  business  man  that  really  counts.  Many  peo- 
ple have  come  into  the  store  and  congratulated  me  on 
the  policy  which  we  have  adopted  in  our  advertising." 

This  firm  does  not  believe  in  guaranteed  merchan- 
dise. Such  guaranteed  articles  as  rubbers,  hosiery, 
etc.,  they  believe,  are  boosted  in  price  by  the  maiju- 
facturer,  who  is  bound  to  hgure  on  a  certain  propor- 
tion of  returned  goods.  Instead  of  guaranteeing  mer- 
chandise the  company  believes  in  the  soundest  pos- 
sible merchandising  policies  of  featuring  the  best 
grades  of  shoes  at  the  lowest  possible  prices  and  in 
guaranteeing  the  truth  of  what  it  says  of  its  offerings. 

Mis-statements,    exaggeration,    deception,  unfair 


use  of  comi^arative  prices,  and  kindred  evils  of  the 
trade  have  had  the  elfect  of  discounting  the  efficiency 
of  all  footwear  advertising.  Even  the  most  unthink- 
ing man  can  hardly  fail  to  realize  that  no  firm  can 
sell  $8.00  shoes  for  $3.98  for  any  length  of  time  with- 
out receiving  a  ride  on  the  commercial  hearse. 

In  a  letter  to  Footwear  in  Canada,  outlining  this 


Sharp  practices  never  take  the  place  of  plain 
honesty  either  as  a  character-forming  or  business- 
getting  asset. 


policy,  the  Boston  Shoe  Company  sums  u]j  the  pro- 
position in  a  short  paragraph  : — 

"We  have  never  stated  anything  to  the  public  be- 
yond the  mere  fact  that  former  prices  exist  no  longer, 
have  gone  ahead  in  the  regular  tenor  of  our  way, 
giving  the  best  we  can  for  the  price.  Our  business  has 
grown  remarkably  since  we  adopted  the  policy  of  eli- 
minating comparative  prices  and  comparative  values. 
There  is  a  wide  distinction  between  the  two."  We 
are  reproducing  herewith  a  few  of  the  company's  most 
recent  newspaper  advertisements. 


How  Do  You  Treat  the  Customer  Who  is  Looking  ? 

Are  they  a  Nuisance  in  Your  Store?— Do  You  Feel  that  Your  Time  is 
Wasted?— Do  You  persist  unduly  in  making  Sales? 


WELL,  I'm  just  looking  to-day — I  may  be 
in  later. 
This  is  the  sort  of  thing  the  retailer  in 
any  line  of  business  frequently  runs  up 
against.  Possibly  he  has  spent  a  considerable  length 
of  time  showing  the  different  styles  and  explaining 
their  merits,  all  in  perfect  faith ;  then  when  he  feels 
that  it  is  about  time  to'  get  down  to  action  the  cus- 
tomer slips  gently  out  with  a  remark  something  like 
the  above. 

The  good  salesman,  of  course,  restrains  his  feelings 
— if,  being  human,  he  is  conscious  of  a  certain  resent- 
ment against  this  attitude  which  should  not  be  made 
manifest.  He  bows  the  customer  courteously  out,  and 
trusts  that  she  will  call  again;  but  just  the  same  he 
often  feels  that  he  has  been  ill-used  and  imposed  on. 
He  is  perfectly  certain  that  his  time  has  been  wasted 
and,  if  other  customers  have  entered  the  store  in  the 
meantime,  that  he  has  been  deprived  of  the  chance  to 


A  trick  or  a  bluff  will  sometimes  rnrke  a 
sale — but  not  a  customer. 


make  a  better  showing  on  the  day's  work.  In  short, 
he  regards  the  "looker"  as  an  unmitigated  nuisance 
and  if  he  has  any  inkling  that  a  person  in  that  class 
is  coming  in  his  direction  again  he  promptly  and  un- 
hesitatingly dodges.  Mind  you,  this  type  of  salesman 
is  not  discourteous  or  lazy,  but  is  simply  thinking 
about  his  standing  with  the  "boss"  and  that  _if  he 
wastes  an  hour  or  so  a  day  with  these  "lookers"  he's 
going  to  fall  away  behind.  That's  the  human  nature 
l)art  of  it. 

The  Custom  in  Europe 

We  Canadians  differ  greatly  in  this  resjiect  from 
the  i)cople  of  h.ngland  or,  possil)l\-,  almost  an\'  I'.nro- 


pean  country.  Canadian  visitors  to  England  and 
France  tell  amusing  stories  of  difficulties  they  have 
encountered  in  shopping  if  their  wants  are  not  met 
in  one  particular  store  and  they  wish  to  leave  without 
purchasing".  It  seems  to  be  the  custom  to  endeavor  to 
make  a  sale  or  die  in  the  attempt ;  the  looker,  once  in, 
has  a  harrassing  time  getting  out  without  making  a 
purchase.  There  are  certain  very  exclusive  stores  in 
the  Bond  Street  district  of  London,  where  little  or  no- 
thing is  on  display  at  any  time.  The  customer  is  re- 
ceived at  the  door  by  an  awe-inspiring  personage  of 
stately  mien  and  frock  coat,  states  what  she  wishes 
to  purchase  and  is  conducted  to  the  proper  depart- 
ment. A  Canadian  visitor  who  is  "out  to  see  the 
sights,"  and  says  that  she  is  "just  looking  around"  is 
treated  in  cold  disdain.  As  a  matter  of  fact,  there  is 
nothing  to  see. 

Generally,  if  a  customer  is  not  suited  in  a  store, 
she  is  turned  over  from  one  salesperson  to  another, 
the  feeling  apparently  being  that  there's  a  sale  to  be 
made  and  one  of  them  has  got  to  turn  the  trick. 

The  Parisian  Attitude 

In  Paris  there  are  a  great  many  stores  that  cater  to 
English-speaking  trade — the  tourist  trade — but  at  the 
same  time  they  do  not,  or  cannot,  reconcile  themselves 
to  Canadian  or  American  methods  of  buying.  The 
Canadian  shopper,  if  she  cannot  be  suited  in  one  store, 
immediately  goes  to  another,  but  to  do  this  in  some 
stores  in  France  is  nothing  short  of  an  insult. 

Where  this  custom  of  buying,  in  the  first  store  en 
tered,  is  established  and  recognized  by  the  purchas- 
ing public  there  is  much  in  it  to  commend.  Salesman- 
ship is  usually  painstaking  and  thorough — every  ef- 
fort is  made  to  please  the  customer,  there  being  very 
little  of  that  "take  it  or  leave  it"  attitude  in  evidence. 
Our  department  stores,  rather  than  our  smaller  stores, 
contrast  very  unfavorably  with  English  stores.  Flere 
one  hears  on  every  side  being  asked  of  salespeople: 


26 


FOOTWEAR 


IN  CANADA 


June,  1916 


"Are  you  busy?"  "Will  you  please  wait  on  mc?"  and 
so  on.  While  the  usual  luiropean  attitude  may  be  to 
use  every  i)ossible  effort  to  force  a  sale,  at  the  same 
time  they  know  the  meaning  of  the  word  "service" — 
they  do  their  utmost  to  please. 

IJowever,  in  Canada  the  retailer  must  do  as  the 
Canadians  do  and  these  strenuous  efforts  at  sellinj^ 
soniethine;-,  whether  the  customer  is  suited  or  not,  are 
necessarly  conducted  with  a  larj^e  disregard  of  that 
very  necessary  and  important  person's  feelings.  When 
a  shopper  who,  in  perfect  faith,  has  entered  a  store  to 
purchase  and,  finding  nothing  to  suit  her,  is  hounded 
unuiercifully  by  three  of  four  different  salesmen,  she 
is  not  likely  to  have  any  particularly  friendly  feelings 
toward  that  store  and  if,  as  it  often  happens,  the  in- 
sistence of  buying  eventually  reaches  the  insulting 
point,  it  requires  little  effort  to  imagine  the  customer's 
feelings. 

Little  Room  to  Side-Step 

There  is  obviously,  then,  very  little  leeway  for  the 
retailer  to  work  in.  lie  must  be  courteous,  must  show 
his  stock  if  recpiested,  must  not  insist  to  the  point  of 
unpleasantness,  and  e\iuce  no  displeasure  if  the  sale 
is  not  made. 

It  is  difficult,  however,  for  all  salesmen  to  under- 
stand this  attitude  and,  of  ccnu^se,  retailers  are  some- 
times to  blame  in  ddubting  the  ability  of  tlieir  sales 
force  to  make  sales. 

Here's  the  other  side  of  it. 

Take  the  case  of  the  average  housekee])er,  who,  as 
a  rule,  has  the  important  duty  of  buying  shoes  for  the 
whole  family.  She's  going  to  buy  where  she  can  get 
what  she  wants,  at  the  price  she  wants  to  pay.  First, 
she  might  look  in  at  one  of  the  larger,  more  preten- 
tious stores,  but  finds  the  prices  too  high.  She  tries 
a  dei^artment  store  and  perhaps  not  being  suited  there 
goes  to  a  much  smaller  store  in  a  cheai)er  district  and 


Bettering  your  business  is  largely  a  matter 
of  bettering  the  service  you  give  your  customers. 


thence  to  the  big  store  with  lli^-  sensational  \alnes. 
Perhajis  in  the  last  stores  she  lias  mentioned  to  the 
salesman  that  she  has  been  lo(jking  elsewhere  and 
compares  quality  or  price  with  him.  Here's  where  the 
wrong  type  of  clerk  takes  his  cue.  ".Shucks,"  he  says 
to  himself,  "she's  only  looking."  Then  he  assumes 
the  "buy  or  beat  it"  attitude. 

"Well,  of  course,  maybe  you  can  get  something 
you  think  is  better  than  this  if  you  dig  around  long- 
enough,  but  if  you  don't  like  this  I  can't  show  you 
anything  different."  That's  putting  it  up  to  the  cus- 
tomer to  either  buy  or  get  out.  It  may  not  always  be 
that  abrupt  and  then  it  may  often  be  a  good  deal 
worse. 

I  went  into  a  hat  store  once  to  get  a  hat.  After 
trying  on  only  two  hats  1  asked  to  see  a  j)articular 
style  that  was  being  shown  in  the  window.  "There's 
no  use  of  me  showing  it  to  you,"  said  the  man  who 
was  trying  to  wait  on  me,  "you  wouldn't  like  that 
kind  of  a  hat."    I  bought  my  hat  farther  u|)  the  street. 

Patience  the  Great  Asset 

If  a  salesman  is  not  possessed  of  a  considerable 
degree  of  patience  he  is  likely  to  say  things  which  do 
not  at  all  tend  toward  the  best  interests  of  either  him- 
self or  the  store.  It  may  be  human  nature,  but  it's 
certainly  rotten  l)usiness,  because  it  all  bears  upon  the 
painstaking  looker's  choice  of  where  she  is  finalh, 
and  rerhajjs  for  all  time,  going  to  buy. 


I  he  one  best  bet  in  shoe  retailing,  under  any  cir- 
cumstances, is  to  be  awfully  nice  about  showing 
things;  because  the  looker,  no  matter  how  apparently 
wasteful  of  the  time  of  the  salesman,  is  very  seldom 
looking  just  for  the  sport  of  the  thing.  Any  shopper 
will  tell  you  that  it's  a  pretty  tiring  and  tedious  per- 
formance tramping  from  store  to  store. 

The  "looker"  is  looking,  pretty  nearly  always,  be- 
cause she's  a  wise  and  careful  buyer  and  the  revvard 
stands  more  chance  of  going  to  the  store  whose  .sales- 
force  treat  her  with  patience  and  courtesy.  The  fact 
of  a  shoe  retailer  being  in  business,  having  goods  on 
display  in  his  windows  and  for  sale  in  his  store  is  an 
implied  invitation  for  the  shopper  to  enter  and  inspect 
the  merchandise,  reserving  at  the  same  time  the  right 
to  purchase  at  any  other  store  she  may  choose.  It  is 
up  to  the  salesman,  who  has  her  in  charge,  to  see  to 
it., as  far  as  it  is  within  his  means,  that  his  store  will 
be  the  one  selected.  Consideration,  conscientiousness, 
and  courtesy  have  brought  thousands  of  customers 
back  t()  stores  whose  prices  were  higher  than  their 
competitors. 

Look  for  a  customer  in  the  shopj)er  who  is 
"l(  II  )king." 


A  Fable 

A  man  was  complaining  of  his  neighbors.  "I  never 
saw  such  a  wretched  set  of  people,"  he  said,  "as  live 
in  this  village.  They  are  mean,  selfish,  greedy  of  gain 
and  careless  of  the  need.*?  of  one  another. 

"Is  it  really  .so?"  asked  an  angel,  who  was  walking 
with  him. 

'Tt  is,  indeed,"  said  the  man.  "Why,  only  look  at 
lliis  fellow  coming  towards  us;  I  know  liis  face,  though 
I  cannot  tell  his  name.  See  his  little,  sharp,  cruel  eyes 
darling  here  and  there,  like  a  ferret's,  and  the  lines  of 
covetousness  about  his  mouth.  The  very  drop  of  his 
shoulders  is  mean  and  cringing,  and  he  slinks  along, 
instead  of  walking." 

"It  is  very  clever  of  you  to  see  all  this,"  said  the 
angel;  "but  there  is  one  thing  that  vou  do  not  per- 
ceive." 

"What  is  that?''  asked  the  man. 
"Why,  that  is  a  looking-glass  we  are  approaching," 
said  the  angel. 


Novel  Seating  Arrangement 

Though  occupying  a  store  of  very  narrow  width,  a 
well-known  shoe  firm,  anxious  to  secure  a  fair  degree 
of  privacy  for  their  customers,  recently  secured  the 
desired  end  bv  adopting  the  original  and  novel  plan 


of  seating  shown  herewith.  People,  they  say.  have 
e.\i)ressed  their  approval  of  this  seating  plan  without 
realizing  its  real  purpose.  They  like  the  booth  effect. 
It  enables  one  customer  to  be  by  himself  or  two  or 
three  custoixiers  to  be  by  themselves,  as  the  seats  are 
made  of  diff'erent  length-^.  The  arrangement  gives 
that  exclusive  feeling  which  is  always  i)leasant  to  the 
purchaser. 
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How  Do  You  Keep  Track  of  Your  Stock  ? 


Methods  used  by  successful  retailers  in  two  large  Canadian  Cities- 
Rannard,  Winnipeg,  describes  his  three  store  system 


Mr.  C.  F. 


One  of  the  most  important  features  in  the  success- 
ful managing-  of  a  shoe  store,  especiall}^  where  a  large 
stock  is  kept,  is  the  keeping-  of  a  good  stock-keeping 
system. 

So  essential  is  a  stock-keeping-  system  to  a  retail 
store  of  any  nature  that  it  is  almost  impossible  to  do 
business  in  an  intelligent  manner  and  on  a  profitable 
basis  without  some  well  thought  out  system,  the  one 
preferred  being  that  adopted  with  success  by  some 
other  retailer.  It  is  only  by  reading  these  articles  and 
by  attending-  conventions  at  which  methods  are  dis- 
cussed that  a  merchant  can  learn  a  new  idea.  The  re- 
tail shoe  dealer  no  long-er  sits  in  a  corner  of  his  store 
and  waits  for  business  and  trusts  to  fate  for  a  new- 
idea;  he  is  now  a  hustler;  a  man  of  study  and  system. 

There  are  in  Winnipeg-  three  Rananrd  Shoe  Stores, 
called  Shoe  Store  No.  1,  No.  2,  and  No.  3.  In  these 
stores  are  kept  three  retail  stocks,  the  reserve  being- 
stored  in  the  basement.  It  is  sometimes  found  that 
one  store  has  a  big  demand  for  a  certain  kind  of  boots 
while  the  other  two  stores  are  so  situated  that  there 
is  lesser  demand  for  the  particular  make.  What  is 
done  to  meet  the  situation  is  for  stores  Nos.  1  and  2 
to  transfer  most  of  their  stock  to  the  shop  which  is 
making-  the  sales  in  this  line.  Again,  two  of  the 
stores  may  have  a  heavy  demand  in  small  sizes,  while 
the  third  has  a  light  demand;  consequently  the  stocks 
of  each  store  are  adjusted  accordingly.  So  it  is  that 
each  store  is  supplied  to  meet  its  own  requirements 


from  one  of  the  other  stores,  and  when  it  is  necessary 
to  restock  it  is  easily  found  just  what  to  order  for 
each  particular  store.  In  this  connection  it  is  neces- 
sary to  find  out  in  June  exactly  what  was  ordered  the 
preceding-  fall. 

In  this  manner  it  can  soon  be  found  (jut  what  has 
been  a  good  seller  and  what  has  had  a  slower  sale. 
The  retailer  will  find  out  by  this  comparison  that  it 
will  only  be  necessary  to  buy  a  few  pairs  of  the  poor 
sellers  and  the  quick  sellers  can  Ije  1)ought  in  larger 
quantities.  Thus  the  stock  is  ke])t  fresh  and  by  such 
a  method  new  features  can  ])e  laid  in  without  much 
expense  or  without  overstocking-.  Again,  it  will  read- 
ily be  seen  that  all  the  stock  is  kept  new  ])y  following 
this  method — a  fact  of  vital  importance  in  the  retail 
shoe  trade. 

System  of  Keeping  Track  of  Stock 

The  size  sheet,  a  copy  of  which  is  reproduced  here- 
with, shows  how  the  Rannard  Slioe  Co.  keep  ti-ack  of 
their  stock  in  the  three  stores. 

The  form  is  divided  into  three  departments,  one 
for  each  store.  The  top  two  lines  underneath  the 
sizes  are  for  the  number  of  sizes  of  boots  in  stock, 
vv'hile  the  two  lines  below  are  for  sizes  to  order.  Ex- 
actly what  is  meant  can  be  seen  by  referring  to  the 
diagram.  "C."  and  "D."  are  widths,  while  the  figures 
shown  are  the  number  (jf  sizes  of  men's  shoes  in 
stock.    Thus  there  are  in  Shoe  .Store  No.  1,  of  "C", 
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widths,  two  pairs  of  men's  No.  7  size  boots,  1  pair  of 
"C"  width  size  8,  6  |)airs  of  men's  "D"  width  size  8, 
and  so  forth.  'Flic  cohimns  at  the  ri<a[ht  hand  side  con- 
tain the  total  of  "C"  and  "D"  widths  in  stock  at  eacli 
particular  store. 

Now  the  total  at  tiie  bottom  represents  the  num- 
ber of  the  different  sizes  in  stock  at  the  three  stores. 
'I'lius,  if  it  is  found  that  there  is  a  scarcity  of  any  par- 
ticular size  I)v  referring-  to  the  totalled  figures  at  the 
bottom  of  each  column,  all  that  is  done  is  1o  brinj^ 
the  number  of  shoes  in  this  total  up  to  the  averaj^e 
number  kept  in  stock.  Thus  the  stock  is  never  al- 
lowed to  get  at  too  low  an  ebb  before  it  is  discovered. 

Another  distinct  advantage  of  this  system  is  the 
fact  that  it  is  quickly  seen  what  size  is  short  in  an}' 
particular  store.  P)y  referrinj^-  to  the  dia.cjram  a^'ain 
it  'will  be  seen  that  .Store  No.  1  has  6  pairs  of  men's 
size  8,  "D"  width,  wliile  Stores  No.  2  and  3  have  none 
at  all.    This  i'^  met  by  Store  No.  1  sendint;-  2  pairs  to 


Stores  No.  2  and  3  respectively.  In  this  way  the  stock 
is  kept  evenly  distributed  amon<:(st  the  different  stores 
and  one  store  is  never  allowed  to  run  out  of  any  par- 
ticular shoe  as  lonjr  as  you  have  extra  sizes  in  any  of 
the  other  stores. 

The  system  adopted  by  the  J^annard  Shoe  Co., 
Ltd.,  is  one  which  is  easily  adopted  by  any  retail  sh<je 
firm.  Jn  the  case  of  only  one  shoe  store  oi)eratinj^  the 
part  within  "Store  No.  1"  on  the  size  sheet  need  only 
be  used. 

In  conclusion,  it  may  l)e  only  necessary  to  add  that 
this  size  sheet  can  be  used  for  all  j^rades  boots  and 
shoes,  men's,  youths',  misses',  etc.,  the  particular  brand 
being  ticketed  on  the  size  sheet. 

[  h'ditor's  note — The  value  of  this  system  would 
de])end  larjj^ely  on  how  frequently  these  sheets  are 
made  out.  'fhe  article  does  not  state  how  the  infor- 
mation for  these  sheets  is  obtained — whether  from 
sales'  sli|>s  or  directly  from  the  shelves.] 


System  Used  By  Montreal  Shoe  Store 


By  Mr.  C.  R.  La  Salle 
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liand.  While  the 
little  complicated,  he 
x'alue  and  would  not 


IN  previous  issues  we  have  described  and  illustrated 
several  methods  of  keeping;-  track  of  stock,  prac- 
tically all  based  on  the  stock-book  with  loose 
leaf  slieets.  Details  vary,  of  course,  accordins^ 
to  the  needs  and  fancies  of  individual  retailers.  The 
system  we  reproduce  below,  however,  is  a  distinct  de- 
parture from  any  of  those  formerly  referred  to;  it  is 
in  use  by  F.  X.  LaSalle  &  ImIs,  Limited,  Uachel  Street 
blast,  Montreal,  who  do  a  considerable  liusiness  in  the 
north  end  of  the  city.  Mr.  C.  LaSalL-  informed  the 
representative  of  Footwear  in  C  anada  tiiat  he  tried 
the  stock  book  i)lan,  but  owing  to  the  possibilities  of 
errors  iidierent  in  the  system,  he  has  abandoned  it  for 
the  i)resent  one.  The  princii)al  mistakes  occurred  in 
the  sizes  marked  off  in  the  slock  b( 
inaccurate  version  of  the  goods  on 
system  now  used  might  look  a 
states  he  has  found  it  of  great 
return  to  the  stock  book  ])lan. 

When  the  goods  arc  receixed  they  are  checked  in 
the  stock  room,  sizes  and  shoes  examined,  and  the  cost 
price  ascertained,  to  which  per  cent,  is  added  for 
freight,  etc.  For  the  purpose  of  kec])ing  stock  a  num 
ber  of  loose  sheets  7K'  i"-  l<*iig  and  S.  in.  wide  are  cm- 
l)loyed.  (Fig.  I).  These  are  punched  at  the  top  and 
filed.  Each  sheet  is  numbered  with  a  stock  number, 
these  numbers  ranging  from  1  to  1,000.  On  the  sheet 
is  also  written  a  description  of  the  particular  style  of 
shoe,  together  with  cost  price,  trade  discount  (if  any), 
manufacturers'  number,  and  manufacturers'  nimiber  of 
last.  Thus,  the  sheet  illustrated  herewith  contains  in 
the  left  hand  upper  corner  manufacturers'  number  of 
last,  below  il  the  manufacturers'  number,  and  below 
tliat  the  stock  num])er,  together  \\'\\h  description  of 
shoe;  on  the  right  hand  side  the  cost  ]i\-\cc  and  selling 
l)rice.  On  fhe  back  of  each  sheet  is  entered  the  date 
when  goods  are  received,  the  number  of  each,  and  the 
various  sizes  and  widths.  \\nTen  a  line  is  discarded, 
the  sheet  is  marked  out.  The  names  of  the  manufac- 
turers are  kept  on  a  separate  sheet  in  the  stock  room  ; 
each  name  has  a  number,  which  is  entered  on  the  small 
sheets  on  file,  as  in  I'ig.  1. 

The  stock  numbers  on  the  small  sheets  are  dix  ided 
Ihns— 1  to  99,  men's;  200  to  299.  boys';  300  to  39<). 
youths'  and  little  gents';  400  to  499,  women's  boots; 
500  to  599,  women's  Oxfords  and  slippers;  600  to  699, 


nnsses' ;  700  to  799,  children's  ;  800  to  899.  infants' ;  900 
1o  1,000.  babies'.  Colored  shoes  of  all  descriptions  have 
;ni  ()  in  front  of  the  figures. 

.\1I  the  cartons  are  marked  with  the  stock  num- 
ber, cost  ])rice,  selling  price,  and  size.  Thus  a  clerk 
knows  that  when  the  stock  number  is  say  15  it  is  a 
man's  shoe,  and  if  required,  he  can  easily  look  up  the 
exact  description  from  the  sheet  f)n  file.  Those  lines 
on  which  a  ])remiuui  is  to  be  paid  are  marked  with 
an  X. 

Each  clerk  hiis  to  keej)  track  of  his  stock.  The 
clerk  is  expected  each  day  to  ascertain  from  the  re- 
serve the  shoes  that  are  selling,  those  that  are  stick- 
ing, and  those  lines  which  ie(|iiirc  to  Ijc  ordered.  Lines 


lUi'T 


iik.it/.)     ritut  lived  l/istol 

^ilt-l-ubbirh/els 


Tflttrtt  S/t/f 

art  reet/Vf^  cn^  si  its 


flit  ^Mt'-3-J-C-!- 


Fig.  I.— Stock  sheet,  front  and  back. 

wliich  ha\  e  to  be  pushed  are  distinguished  by  a  sticker 
])laced  on  the  shelving  on  which  are  placed  the  car- 
tons containing  the  goods  to  be  pushed. 

A  daily  sheet  showing  the  sales  of  each  clerk  is 
made  up  from  the  sale  slips.  The  sheet  gives  particu- 
lars of  the  styles  sold,  the  cost  and  selling  prices,  par- 
ticulars of  goods  returned  or  e.xchanged.  and  also  of 
the  receii)ts  for  the  repair  department.  This  sheet  is 
claimed  to  be  verv  useful  in  the  wav  of  e.xliibiting 
what  goods  are  selling  well,  the  total  receipts,  cost 
and  selling  prices. 

I  F.ditor's  note — It  is  difficult  to  see  how  this  .sys- 
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^^t*t5  C/'//0 /^iv? 

/V-s'x?  So/esmon 

or  <5a/e 

cost 

0/  Sa/e 

Cos/- 

< 

1        Mc/Se  ffetd  or  £ xc /lorx^recf 

To/a/ 

Cos/' 

Cos/ 

Daily  Sales  Sheet  showing  total  sales  of  each  clerk. 


tcm  is  as  useful  as  this  firm  claim  for  it.  It  is  true 
there  is  a  quantity  of  useful  information  contained  on 
the  daily  sheet,  but  the  trouble  would  be  that  it  is  not 


classified  for  comparative  purposes.  It  does  not 
show  in  plain  figures  just  where  the  stock  is  low  and 
must  be  replenished  immediately.] 


Are  You  Getting  Your  Share  of  the  Sports  Trade  ? 

Demand  is  Increasing  Daily— A  Proper  Shoe  for  Every  Sport— An  Important 

Detail  of  the  Modern  Costume 


SPORTS  of  every  kind  and  description  are  to-day- 
claiming-  vastly  more  attention  than  ever  before. 
At  the  present  time  we  may  almost  be  said  to 
be  specializing  in  sport,  whereas,  in  years  gone 
by  we  took  our  simple  pleasures  just  as"  they  came, 
and  without  frills.  Our  fun  was  altogether  what  we 
made  it — chiefly  a  matter  of  good  fellowship  and  a 
disreg^ard  of  conventionalities.  Clothes  were  of  minor 
importance  so  long-  as  we  were  enjoying-  ourselves. 
Usually  the  attitude  was  "any  old  thing  will  do."  Now- 
adays, if  we  are  not  to  be  passe  we  must  have  a  suit- 


A  Women's  Tennis  or  Golf  Oxford 
in  White  Buckskin  with  Trim- 
mings of  Tan  Calf,  Patent  Leather 
or  Gray  Kid. 


A  High  Cut  Tennis  and  Golf  Shoe 
in  White  Buckskin  with  Novelty 
Trimmings  of  Dark  Tan  Calf.  Also 
Shown  in  All  White  Buck  with 
Wing  Tip. 


able  costume  for  every  occasion  and  one  of  the  most 
important  parts  of  our  dress  is  footwear.  We  must 
have  shoes  for  golf,  shoes  for  tennis,  shoes  for  yacht- 
ing-, and  so  on.  The  day  has  passed  when  the  old  rub- 
ber "sneakers"  could  be  used  equally  well  for  a  set  of 
tennis  or  a  few  holes  of  golf. 

Vacation  time  is  on  the  horizon  and  we're  all  think- 
ing where  we're  g'oing  to  go,  what  we're  going  to  do 
and  most  important  of  all — what  we're  going-  to  wear. 
Sports,  of  course,  play  a  big  part  in  the  holiday  allot- 
ment and  the  person  who  contemplates  a  visit  to  some 
fashionable  resort  must  have  a  good  assortment  of 
shoes  to  fit  each  occasion. 

This   idea  of  distinctive   clothes   for  every  sport 


burst  forth  into  full  l)loom  about  the  time  the  craze 
for  skating  took  hold  last  winter.  And  it  is  not  alto- 
gether the  younger  people  who  are  most  enthusiastic 


Men's  Bowler— suitable  for  tennis,  bo;itin>!,  etc—Manufactured  by 
Canadian  Consolidated  Rubber  Company. 

devotees  of  the  sDorts  costume.  The  bewhiskered  old 
g-entleman  who  has  made  his  pile  and  retired  from 
business  is  just  as  particular  about  his  golfing  costume 
as  are  the  younger  set.  The  young  people,  however, 
dififer  a  great  deal  in  their  choice  of  pastime  and,  con- 
sequently, in  their  choice  of  costume.  The  elders 
perhaps  fail  to  realize  the  attraction  of  a  game  of  ten- 
nis, baseball,  or  rugby,  and  the  youngster  cannot  un- 
derstand what  his  father  sees  in  "knocking  the  pill" 


White  Nubuck  for  Men— suitable  for  golfing,  walking,  etc. 

around  a  golf  course  on  a  hot  summer  afternoon.  Cer- 
tain it  is,  they  both  enjoy  themselves  and  to  get  the 
most  out  of  their  game,  good  footwear  is  essential. 
A  runner  cannot  win  a  race  without  proper  shoes;  a 
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background 
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sport  shoes. 


horse  could  nut  lead  to  the  winning  ])ost  if  not  pro- 
perly shod ;  a  racing  car  could  not  break  many  records 
with  inefificient  tires.  So  it  is  with  footwear — a  great 
(leal  of  the  jileasure  and  winning  of  the  game  depends 
upon  being  well  shod. 

Shoe  Dealers  Have  Neglected  This  Business 

Hitherto,  to  a  large  extent,  the  average  slioeman 
has  left  the  selling  of  sport  shoes  to  the  sporting  goods 
houses.  There  is  no  particular  reason  why  a  sporting 
goods  house  should  sell  shoes  and  it  is  doubtful  if  thev 
want  to;  they  have  not  the  facilities  for  proper  fitting 


of  a  size — are  almost  sure  to  cause  trouble  somewhere 
and  the  merchant,  for  the  good  of  his  own  business, 
should  endeavor  as  far  as  possible  to  give  an  individual 


Women's  Ingleside— Louis  XV  heel    Black  trimming  — Manufac- 
tured by  Canadian  Consolidated  Rubber  Company. 

and  it  is  o])\ious  tliat  a  s])on  shoe  must  re(|uire  even 
greater  attention  as  to  lit  and  quality  than  the  every- 
day shoe,  since  it  is  subiected  to  considerable  more 
strain. 

Drug  stores  and  department  stores  have  for  liu' 
past  few  seasons  practically  secured  the  bulk  of  the 
bathing  shoe  trade.  That  may  be  all  right  for  the  shoe 
that  sells  for  something  like  39  cents,  against  which 
the  shoe  dealer  could  scarcely  compete,  though  it  is 
difficult  to  see  why  any  but  a  shoe  store  should  sell 
shoes  at  all.  To-day  it  is  possible  to  sell  bathing 
shoes  as  high  in  price  as  dress  shoes.  Women  who 
wear  bathing  suits  do  not  always  go  in  the  water. 

Cater  to  the  Local  Clubs 

Retailers  should  go  after  the  trade  of  outhttiuL; 
baseball,  football,  lacrosse,  and  other  clubs.  Shoes 
which  are  purchased  by  contract,  however — so  many 
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fitting-  in  each  case.  Perliaps  he  will  argue  that  the 
profit  does  not  warrant  such  a  waste  of  time,  but  it  is 
a  bid  for  future  business  and  a  good  advertisement 
for  his  store. 

To  g;et  this  club  business  an  interest  has  to  be 
shown  in  the  various  organizations.  Often  a  good  ad- 
vertisement can  be  made,  and  a  good  deal  of  trade  se- 
cured, by  offering-  prizes  to  winning-  teams.  This  in 
turn  might  lead  to  securing  their  next  order  for  regu- 
lar footwear.  Keep  in  touch  with  the  different  mem- 
bers b-y  circular  letters — know  about  their  perform- 
ances through  the  newspaper  accounts — be  able  to  talk 
baseball,  or  rugby,  or  anything  else  of  interest  to  your 
customer. 

Special  Shoes  for  Tennis 

Tennis  shoes,  in  common  with  other  sports,  must 
fit  the  game.  They  must  be  flexible  and  permit  of 
quick  action  and  speed.  The  most  popular  tennis  shoe, 
the  one  most  specified  by  clubs  to  prevent  damage  to 
courts,  is  a  smooth- soled,  heelless  shoe,  the  sole  being 
either  of  leather  or  rubber.  Some  players  prefer  lea- 
ther sole  shoes  because  of  the  slight  tendency  of  rub- 
ber to  heat  and  draw  the  foot,  but  as  tennis  is  played 
so  energetically  and  under  the  hottest  climatic  condi- 
tions, the  average  enthusiast  will  perspire  freely  any- 
way. 

Displaying  Sport  Shoes 

Sport  shoes  lend  themselves  more  readily,  if  any- 
thing, to  effective  window  display  than  any  other  type 
of  footwear.  Countless  ideas  are  available  which  do 
not  require  anv  considerable  amount  of  ingenuity  to 
be  workable.  For  instance,  very  forceful  displays  can 
be  created  by  introducing  into  them  such  articles  as 
suggest  the  uses  to  which  the  shoes  may  be  applied. 
A  display  of  golf  shoes  may  be  flanked  by  a  few  golf 
sticks  and  balls ;  tennis  shoes  can  be  arranged  with  a 
tennis  net,  racquets  and  balls.  If  you  are  on  good 
terms  (as  you  oug^ht  to  be)  with  a  neighboring  sport- 
ing- g-oods  dealer,  it  should  not  be  a  difficult  matter  to 
secure  a  loan  of  these  articles.  A  display  of  baseball 
shoes  may  be  augmented  by  including  the  usual  base- 
ball paraphernalia.  In  this  connection  also  a  bulletin 
giving-  the  standing  of  the  different  leagues  could  be 
made  use  of,  keeping  the  score  changed  daily. 

A  Unique  Arrangement 

A  most  attractive  display  for  all  types  of  outing- 
shoes  can  be  arranged  with  a  series  of  pictures  to  re- 
present, say,  five  sports — tennis,  motoring,  golfing, 
3'achting  and  canoeing.  These  pictures  may  easily  be 
obtained  at  low  expense  from  pictorial  magazines  or 
in  art  stores.  Frames  may  easily  be  made  of  small 
branches  of  trees  with  the  bark  left  on  and  the  leaves 
can  be  also  utilized.  We  are  reproducing  herewith 
(courtesy  Shoe  Retailer),  a  design  showing  just  how 
this  idea  may  be  worked.  Strands  of  half-inch  wide 
ribbon  are  attached  to  the  bottom  of  each  picture  and 
draped  to  a  large  sign  reading  "Shoes  for  All  Outdoor 
Events."  Your  different  styles  of  sport  shoes  can  be 
arranged  around  this  sign  to  the  best  advantage. 

Don't  Forget  to  Advertise 

Advertise  in  such  a  way  as  to  impress  people  just 
how  much  more  they  will  enjoy  their  favorite  sport  if 
they  are  suitably  and  fashionably  "booted."  Empha- 
size the  fact  that  without  suitable  shoes  the  costume 
of  the  up-to-date  player  is  incomplete.  Tell  them  what 
is  what  in  sport  shoes  ;  the  average  person  does  not 
know — in  fact,  hasn't  any  way  of  knowing  except 
through  [he  newspaper  advertisements.  Consequently 
they  are  dubious  of  buying  something  they  know  little 


about.  Get  a  few  good  cuts  of  the  various  sports  to 
include  in  your  advertising  displays.  Put  plenty  of 
life  in  them. 

The  Demand  is  Good 

The  leading  Canadian  manufacturers  of  sport  shoes 
state  that  sales  are  phenomenal  and  that  it  is  very  hard 
to  supply  the  demand  that  is  coming  from  all  parts 
of  the  country.  Great  improvements  have  been  made 
in  the  manufacture  and  style  of  rubber  and  canvas 
shoes,  especially,  and,  at  the  present  time,  the  urgent 
call  is  for  white  lines. 

Leaving  sports  out  of  the  question  altogether,  it  is 
quite  likely  that  canvas  shoes  will  be  worn  to  no 
little  extent  to  partly  offset  the  increased  price  of  lea- 
ther. They  are  comfortable  for  wear  around  the  house 
or  for  gardening.  In  any  event  the  selling  of  outing- 
shoes  does  not  present  any  great  amount  of  difficulty. 
Just  think  in  the  right  direction — think  of  the  different 
sports  or  uses  for  which  you  have  appropriate  shoes, 
or  can  secure  them.  Go  over  the  selling  points  and 
consider  every  detail  so  that  you  may  be  able  to  word 
your  advertising-  and  arrange  your  window  displays 
to  the  best  advantage. 

Selling  sport  shoes  is  largely  a  matter  of  -'getting 
there"  in  the  right  place,  at  the  right  time,  and  in  the 
right  manner.  Make  the  people  want  them — don't 
stock  the  shoes  and  wait  for  customers  to  ask  for  them. 
A  clock  will  run  only  so  long  as  you  wind  it ;  the  out- 
ing shoe  business  will  come  to  just  the  extent  you  go 
after  it.  The  time  is  ready  now  for  a  good  lively  cam- 
paion  in  this  direction. 


Mirrors  Pay  for  Themselves 

Every  first  class  store  should  have  d  least  one  long 
mirror,  extending  to  the  floor,  before  which  the  cus- 
tomer can  stand  and  observe  the  general  appearance 
of  his  or  her  shoe  and  costume. 

Many  retailers  have  no  mirrors  in  their  stores. 

"We  lose  too  much  time  by  having  them,"  they 
say.  "Where  there  is  a  mirror,  customers  view  their 
feet  from  several  angles,  and  are  sure  to  find  fault 
with  something-  or  other." 

Perhaps  so. 

But  the  customer  who  leaves  the  store  in  ignor- 
ance of  the  fact  that  something  about  the  appearance 
of  the  shoe  displeases  him,  will  patronize  another  store 
the  next  time  he  wants  shoes. 


"Her  feet  beneath  her  petticoat  like  little 
mice  stole  in  and  out,'' 

A  bard  he  once  did  write.  He  spuke  the 
truth,  we  cannot  doubt, 

And  make  no  comment,  by  the  way,  on 
present  styles  or  what  they  show, 

lUit  n-ierely  feel  inclined  to  say,  "He'd  hard- 
ly write  that  poem  now." 
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Comparative  Increases  in  the  Price 

of  Leather 

and  Findings 

Calf  Leather:  nu'ti's  wciKlits.  medium  c|iiality  Russia  for  men's  shoes  tf) 
retail  at  about  $.).00  per  pair: — 
I'.n.-)  1916 

June             Oct.             Feb.              March  May 
$  .2U            $   .32             $  .36               $  .38               .$  .48 
Top  grade  3c.  more  than  above  figures. 

Black  Gun  Metal  Finish,  for  men's  .$5.00  shoes: — 
I'.d.-)  1916 
June              Oct.              Feb.  March 
$  .29            .$  .31             $  .35               $  .37 

May 
$  .46 

Representative  Lines  Fashionable  Colored  Kid: — 

July,                   Dec.           Jan.  101(1  March 
$    ,40                $  .45                $  .55                $  .60 

May 
$  .65 

Glazed  Kid,  average  grade,  used  in  men's  shoes  to  retail 
July,  1915          Jan.,  19ir,         F-'eb.  March 
$  .17               $  .19               $  .20               $  .22 

at  $3.50  to  $4.00: — 
May 
$  .28 

For  men's  shoes  retailing  at  $4.50  to  $5.00: — 

July,  1915          Jan..  1916         Feb.  March 
$  .22               $  .23               $  .24               $  .25 

May 
$  .32 

On  low-grade,  light-weight,  spready,  glazed  kid  entering  into'  women's 
shoes  retailing  arounil       .">o: — 

July,  1915           l''el).,  1916             March  May 
$  .13                 $  .18                 $  .20                 $  .25 

Full  Chrome  Side  Leather,  H  grade,  men's  weight: — 
Oct.  1,  191.-)           Dec.          Jan.,  1916  March 
$  .24               $  .27               $  ,28               $  .29 

May 
$  .33 

Chrome  Veals,  tan  shade.  F>  grade,  H-M  weight: — 
Oct.,  1915           Ian,,  1916  March 
$  .30        ,          $  .34                  $  .36 

May 
$  ,37 

Chrome  Patent  Side  Leather,  B  grade: — 

Oct.,  1915          Jan.,  1916  March 
$  .29                 $  .30                 $  .32 

May 
$  .34 

Sheep  Leather:  black  and  colored  grain,  suitable  for  linings  and  toppings 
of  men's  and  women's  shoes  retailing  at  $2.50  to  $3.00: — 
July,  1915           Feb.,  1916            March  May 
$  .081/^                $  .  K)                   $   ,  11                    $  .13 

Duck  Linings,  suitable  for  men's  shoes  retailing  at  $4.00  to  $4.50: — 

Per  Yard. 

July,  1915          Sept.             Nov.              Dec.         May,  1916 
$  .12^           $    13              $  .13V^           $  -Hyi        $  .161/2 

Twill,  suitable  for  women's  shoes,  $4.00  to  $4.50: — 
July,  1915          Sept.              Nov.  Dec. 
$  .12              $  .121^           $  .13              $  .14 

May,  1916 
$  ,  16 

Laces  for  .$4.00  to  $5.00  men's  shoes,  per  gross: — 

July,  1915          Nov.              Dec.       March,  1916 
$  .40              $  .75              $1.00          .    $1 .25 

May 
$1.10 

Union  Sole  Leather,  standard  tannages  tannery  run  :— 
Packer  branded  cow  backs,  medium  and  light: — 

Jan.,  1915          Sept.          Jan.,  1916  March 
$  .42               $  .48               $  .53               $  .56 

May 

$  .60-$  .62 

Packer  Steer  Backs,  plump,  middle,  and  heavy: — 
Jan.,  1915       June            Sept.       Jan.,  1916  March 
$  .40           $  .40           $  .46           $  .50           $  .52 

May 

$  .55-$  .57 

Women's  Union  or  Oak  Cut  Soles,  fine  ciuality,  5^  to 
July,  1915          Dec.          Feb..  1916  March 
$  .20              $  .28              $  .30              $  .31 
Semi-fine,  Ic.  per  pair  less. 

7  iron: — 
May 
$  .34 

Men's  Union  or  Oak  Cut  Soles,  line  (luality,  9  iron: — 
Julv.  1915          December       March,  1916 
$"  .40                 $  .44                 $  .49 

May 
$  .52 
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Shapely  Ankles 

.A  neat,  trim  little  lassie  passed  clown  Capitol  Street 
yesterday  afternoon.  She  wore  a  stylish  short  skirt, 
walked  with  a  free  and  joyous  stride,  and  most  every- 
body on  the  thoroui^hfare  turned  to  take  a  second  look 
at  her.  There  was  admiration  in  their  jjaze — admira- 
tion of  the  wholesome  sort,  save  from  one  source.  A 
sour-faced  woman  just  emergino-  from  a  department 
store  remarked : — 

"That  o-irl  ouoht  to  be  spanked  for  wearing-  such 
short  skirts!    It's  shocking!" 

Sorry,  very  sorry,  but  we  couldn't  agree  with  the 
criticism  of  that  woman — not  conscientiously. 

Of  all  the  beautiful  things  on  earth,  in  our  humble 
judgment,  there  is  nothing  more  beautiful  than  a 
shapely  ankle  and  a  graceful  foot,  properly  appareled 
— and  we  are  for  anything  in  the  way  of  style  that 
displays  it. 

The  trouble  with  most  of  us  is  that  we  have  a  big 
bump  of  mock  modesty.  We  have  tried  to  make  our- 
selves believe  that  there  is  something  about  the  human 
form  divine  to  expose  which  damns  one  to  eternal  tor- 
ment. We  have  striven  to  convince  the  world  that 
modesty  is  a  thing  of  clothes,  and  virtue  a  matter  of 
apparel.  W e  worked  that  on  the  savages ;  made  them 
believe  they  should  cover  up  the  body,  in  an  effort  to 
sell  them  the  covering^. 

It  is  pretty  generally  known  that  a  woman  stands 
upon  two  feet,  and  that  the  feet  are  fastened  to  a  pair 
of  ankles.  Nor  is  it  immodest,  save  to  the  foolish  ,  to 
wear  such  garments  as  expose  the  feet  and  ankles.  Cer- 
tainly it  is  more  sanitary  than  to  have  sweeping-  skirts 
that  gather  up  the  germs  and  inoculate  a  community 
with  harmful  diseases. 

The  shoemakers  have  done  their  part,  and  the  hose 
makers  have  helped,  and  those  who  set  styles  have 
shown  us  a  beauty  of  limb  at  which  we  only  guessed 
before.  Gracefully  proportioned  as  the  feet  of  fawns, 
shapely  as  the  limbs  of  a  race  horse,  the  woman  of  to- 
day should  glory  in  her  own  formation,  and  blush  not 
to  wear  the  apparel  as  prescribed.  Only  the  depraved 
could  find  fault,  and  with  depravity  all  stj'les  are  an 
excuse  for  criticism. — Jackson  Daily  News  Editorial. 


Recommendations  for  Adjusting  Complaints 

The  Philadelphia  Shoe  Retailers'  Association  is 
issuing  a  card  under  the  heading',  "Standards  of  Prac- 
tice in  Adjusting  Complaints"  which  they  recommend 
to  the  retailers  of  that  city.  The  card  reads  as  fol- 
lows : 

When  shoes  are  returned  within  one  month  from 
date  of  purchase  on  account  of  manufacturing  defects, 
no  charg-e  is  to  be  made  for  wear. 

Shoes  worn  more  than  one  month  from  date  of 
sale  and  returned  on  account  of  manufacturing  defects, 
should  be  charged  for  according  to  the  amount  of  wear 
.shown  at  the  rate  of  $1.00  per  month  this  charge  be- 
ing deducted  from  the  amount  charged  back  to  the 
manufacturer  or  jobber. 

In  cases  where  there  has  been  no  actual  wear,  no 
charge  should  be  made,  regardless  of  the  length  of 
time  from  date  of  purchase. 

Patent  leather  shoes  under  no  conditions  should 
be  accepted  back  on  account  of  checking  or  other 
troubles.  Shoes  plainly  showing  general  abuse  should 
not  be  accepted  under  any  condition. 

Whenever  shoes  are  replaced  or  sold  under  price 
to  settle  an  unjust  complaint,  the  customer  should  be 
clearly  informed  that  it  is  done  to  retain  the  good 


will  of  the  customer  and  in  order  to  show  the  retail- 
er's fairness,  and  that  any  future  unjust  complaint  will 
not  be  tolerated. 

Shoes  should  be  stampel  when  sold  with  the  date 
of  sale,  and  the  date  should  be  clearly  indicated  on  the 
duplicate  sales  check.  A¥henever  shoes  are  im- 
properly fitted,  on  the  demand  of  the  customer,  the 
check  should  be  plainly  marked  for  future  reference 
in  the  event  of  a  complaint. 


If  I  Were  a  Shoe  Dealer 

I  would  have  all  the  shoes  I  sold — particularly  the 
higher  priced  grades  of  tan  shoes — polished  before  I 
delivered  them.  I  would  insert  a  notice  in  the  box 
to  the  effect  that  this  ijolishing  would  help  to  prevent 
the  shoes  from  spotting  the  first  time  it  rained. 

AVhen  customers  wanted  to  wear  their  new  shoes 
away,  I  would  give  them  a  check  good  for  one  shine 
at  a  shoe  shining  establishment  with  which  I  had  ar- 
ranged to  purchase  shines  by  the  hundred  or  thousand. 

As  a  still  further  service,  on  all  new  shoes  left  for 
delivery  I  would  mark  the  places  where  the  heels 
would  wear  most  quickly.  This,  of  course,  I  could 
determine  by  examining  the  shoes  worn  by  -the  cus- 
tomer when  he  bought.  Then  I  would  have  metal 
slips,  or  heel  plates,  put  over  these  places  if  the  cus- 
tomers, on  being  asked,  said  they  so  desired.  Natur- 
ally, T  would  do  all  this  without  charge. — System. 


Tell  Your  Customers  Frankly 

Speaking  on  the  subject  of  the  rise  in  the  price  of 
shoes,  referred  to  in  our  last  issue,  a  Montreal  manu- 
facturer expressed  the  opinion  that  retailers,  as  a  body, 
fail  to  appreciate  the  very  heavy  advances  of  raw  ma- 
terials. There  is  also  a  lack  of  definiteness  in  explain- 
ing to  customers  the  .why  and  wherefore  of  the  higher 
prices  which  the  retailers  are  bound  to  ask.  It  is,  he 
said,  only  human  nature  for  customers  to  object  to  pay 
more  than  they  have  been  accustomed  to,  but  a  tact- 
ful explanation  of  the  causes  why  it  is  necessary  to 
make  a  higher  charge  will  cjuickly  remove  any  im- 
pression that  the  retailer  or  manufacturer  is  trying  to 
hold  up  the  public.  The  latter  have  to  pay  more  for 
practically  every  commodity,  and  there  is  no  reason 
why  shoes  should  be  made  an  exception  to  the  general 
rule.  The  rise  is  governed  by  conditions  for  which 
neither  manufacturers  nor  retailers  are  responsible,  and 
a  few  facts  illustrating  this  will  not  only  dissipate  a 
false  impression,  but  will  improve  relations  between 
retailer  and  customer.  Manufacturers  this  year  are 
having  more  than  the  usual  number  of  worries — owing 
to  the  continuous  advance  in  every  raw  commodity 
they  hardly  know  where  they  stand,  added  to  which 
there  is  a  shortage  in  skilled  labor.  They  would  rather 
do  business  on  a  normal  basis  than  under  present  con- 
ditions, not  knowing  from  day  to  day  how  markets 
stand  and  not  knowing  where  they  can  obtain  cer- 
tain lines  of  goods. 


Hotels,  like  all  other  business  enterprises,  depend 
upon  public  favor;  probably  in  no  other  line  is  "ser- 
vice" such  ,  a  paramount  requirement.  At  the  Hotel 
Flollenden,  Cleveland,  Ohio,  every  room  is  supplied 
\'  ith  a  novelty  shoe  cleaner  in  tan  color,  made  of  a  sort 
of  shaker  flannel,  in  the  centre  of  which  is  a  pocket  to 
lit  the  hand.  Across  the  pocket  are  the  words  "Shoe 
Cleaner,  compliments  of  the  Hollenden,  Cleveland." 
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Vicissitudes  of  the  Shoe  Traveller  Years  Ago 

Taxicabs  a  Thing  Unknown— Merchants  did  Business  in  Tents 
— A  Bath  was  a  Luxury. 


Shoe  retailing  in  the  '80s,  as  we  all  know,  was  a 
much  different  matter  to  what  it  is  to-day  but  we  don't 
often  read  such  an  interestin<4  account  of  the  traveller's 
side  of  it  as  the  followinj^  story  which  appeared  in  a 
recent  issue  of  the  Boot  &  Shoe  Recorder : 

"SpeakinjT  of  vicissitudes,"  the  Old  Timer  remarked 
as  he  lig'hted  a  fresh  perfecto,  "It  seems  to  me  that 
the  traveling-  man  who  went  into  Western  territory  30 
years  ago  had  more  than  his  share. 

"How  many  youngsters  covering  the  West  today 
have  any  idea  of  some  of  the  things  we  old  fellows 
went  through  ?" 

The  veteran  tilted  iiis  chair  to  an  angle  of  45  de- 
grees, puffed  his  cigar  meditatively  and  resinned: 

"How  well  T  remember  my  first  trip  to  the  Rocky 
Mountains.  It  was  about  1881,  and  Crip])le  Creek, 
Creedc,  and  other  boom  camps  were  in  the  height  of 
their  prosperity. 

"I  went  into  Cri])ple  Creek  on  one  of  Dave  Wood's 
stages  built  in  New  iMigland  espi-cially  for  Western 
passenger  traffic. 

"The  roads  were  fairly  good,  but  not  anything  to 
brag  about.  Most  of  the  road  from  Canon  City  to 
Cripple  Creek  was  blasted  out  of  the  mountain  side. 
In  some  places  it  was  only  a  notch  cut  into  the  side 
of  the  cliff.  A  solid  wall  of  rock  on  one  side  and  on 
the  other — space.  Riding  on  toj)  nf  the  stage  I  could 
lean  over  and  look  into  the  canon  for  thousands  of 
feet.  I  only  looked  once  and  after  that  I  kept  my 
eyes  on  the  road  straight  ahead. 

"Sometimes  we  would  meet  a  freight  team  coming 
uown  the  road,  six  or  eight  mules  pulling  two  wagons, 
tandem.  If  the  road  happened  to  be  narrow  we  drove 
pretty  close  to  the  edge.     Oh  !    Such  a  feeling! 

In  the  Mining  Camps 

"The  hotel  in  the  little  mining  camp  was  made  of 
boards  with  a  canvas  roof.  No  room  and  bath.  Just 
one  long  room,  like  a  hospital  ward,  and  cots  in  rows. 
One  hundred  men  sleeping  in  one  narrow,  low-ceiled 
room.     Some  of  them  were  none  too  clean. 

"Meals  were  served  at  a  long  table  with  wooden 
benches.  The  waiter  brought  the  food  to  the  table  in 
the  utensil  in  which  it  was  cooked.  He  served  it  onto 
your  plate  with  a  big  spoon.  Sometimes  you'd  get 
most  of  the  sj^oonful  down  your  neck.  Oh.  those  were 
happy  days. 

"The  merchants  were  doing  business  in  tents, 
mostly  ;  tents  with  board  floors  and  sides  boarded  up 
to  the  eaves.  The  big  seller  was  a  man's  shoe  made 
of  heavy  calf,  double-soled.  Then  we  had,  of  course, 
miner's  hob-nailed  shoes  and  boots.  Women's  shoes 
were  as  scarce  as  the  women  and  were  mostly  slijipers. 

The  Luxury  of  a  Bath 

"I  made  a  side  trip  into  a  little  town  in  the  San 
|uan  country.  As  facilities  for  cleanliness  had  been 
"scarce,  I  asked  the  hotel  man  if  there  was  any  chance 
for  a  bath.  He  looked  me  over  pityingly  and  re- 
marked: 'If  you're  so  pertickler,  you  can  get  a  bath 
but  you'll  have  to  carry  water  from  the  crick  and  heat 
it  in  the  kitchen  after  supper.  You  can  use  a  was'n 
tub.' 


"Some  of  the  small  towns  had  an  enterprising  bar- 
ber who  had  bath  tubs,  h'our  bits  (50  cents)  for  fifteen 
minutes,  towels  two  bits  (25  cents)  extra.  Shave, 
twenty-five  cents;  hair  cut,  fifty  cents. 

"All  drinks  two  for  a  quarter,  cigars  the  same. 
Nickels  were  almost  unknown  and  pennies  were  an 
insult.  If  you  bought  one  cigar  and  put  down  a 
quarter  you  got  a  dime  back.    Same  with  the  drinks. 

".\nd  the  booze  was  fierce.  They  tf)ld  me  about  a 
mouse  that  licked  up  a  drop  or  two  of  whiskey  off  the 
floor.  In  five  minutes,  they  said,  that  mouse  was 
hunting  for  the  cat  with  blo(jd  in  its  eye — spoiling  for 
a  fight. 

Where  Towns  Put  on  Style 

"'I  saw  things  in  those  days  you  wouldn't  believe, 
so  I  won't  tell  them.  But  one  thing  I  will  take  an 
oath  to,  and  it  was  so  funny  I  will  have  to  tell  it. 

"In  Kansas,  the  western  part,  a  little  town  had  be- 
gun to  put  on  style.  They  had  street  lamps,  side- 
walks, a  brick  hotel  and  a  depot  a  mile  away.  The 
town  was  built  along  the  railroad  track — one  long, 
straggling  street,  the  hotel  at  one  end  and  the  railroad 
station  at  the  other. 

"For  a  long  time  the  boys  njde  l)ack  and  forth  in 
'hacks'  or  a  big^  yellow  omnibus.  Suddenly  the  town 
blossomed  out  with  a  street  car.  The  other  vehicles 
went  out  of  business  and  everybody  rode  on  the  street 
car.  I  say  car — there  was  only  one  and  it  was  drawn 
by  one  horse. 

"The  street  car  line  ran  from  the  railroad  station 
down  the  long  street  past  the  hotel,  and  out  to  some 
kind  of  school  or  college. 

"The  car  was  scheduled  to  meet  all  trains  and  if 
ycju  had  trunks  to  check  you  had  to  take  an  early  trip 
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to  be  sure  of  making  your  train.  If  you  waited  until 
the  last  car  before  train  time  you  took  chances  on  mak- 
ing- connections. 

"The  motive  power  of  the  street  car  was  a  sleepy 
old  mare  that  was  the  proud  mother  of  a  frisky  colt,  as 
yet  unweaned.  Imagine  the  solicitude  of  the  mother 
when  the  colt  decided  to  take  a  side  trip,  down  an 
alley,  across  a  vacant  lot  or  elsewhere.  Usually  the 
colt  plodded  along  behind  the  car,  sometimes  a  block 
in  the  rear.  The  old  mare,  fearing  the  worst  for  her 
offspring  would  stop,  turn  around,  and  wake  the 
echoes  with  frantic  neighing  until  the  colt  caught  up 
or  came  into  sight. 

"On  the  occasion  I  refer  to  the  train  was  reported 
late.  We  all  took  our  time  about  going  to  the  station, 
waiting  until  the  last  car  was  due.  Our  trunks  had 
gone  on  the  dray,  our  grips  on  the  sidewalk  and  we 
loafed,  smoked  and  waited  for  the  car. 

"'One  nervous  salesman  looked  at  his  watch,  looked 
down  the  street  and  remarked  that  it  was  about  time 
for  the  car  to  be  coming  along.  After  awhile  he  went 
into  the  middle  of  the  street  again.  He  called  to  us  to 
come  and  see  what  had  happened.  W ell,  sir,  about 
six  blocks  away  the  car  had  stopped,  the  driver  was 
asleep,  the  old  mare  was  placidly  eating  grass  from 
between  the  rails,  and  the  colt  was  refreshing  himself 
at  the  fountain  of  life — in  other  words  having  a  nice 
lunch  of  milk. 

"The  nervous  man  yelled  and  waved  his  arms.  The 
driver  slept  on.     Then  the  train  whistled. 

"Such  excitement !  Some  of  the  young  and  light- 
footed  salesmen  ran  for  the  station.  Others  danced 
up  and  down  and  yelled.  The  driver,  awakened  by 
the  train  whistle,  jumped  up  and  began  lashing  the 


old  mare  with  the  reins.  She  started  ofif  with  a  clumsy 
gallop  and  quite  a  little  speed  until  she  remembered 
the  colt.  She  turned  around  and  split  her  throat 
calling  to  her  son  and  heir. 

"The  driver,  now  thoroughly  aroused  to  his  respon- 
sibilities, was  frantic.  He  yelled  and  thrashed  but  no 
use.  It  was  a  complete  tie  up  on  the  Interurban  and 
Metropolitan  Transit  system.  The  driver  was  not 
without  resources,  however,  and  being  a  Westerner 
was  a  man  of  action.  He  jumped  ofif  the  car,  ran  back 
to  where  the  colt  was  sleepily  digesting  his  feed  and 
picked  Mr.  Colt  up  in  his  brawny  arms.  He  ran 
back  to  the  car,  tossed  the  colt  onto  the  front  platform 
and  resumed  his  job  of  propelling  the  old  mare. 

"Arriving  in  front  of  the  hotel  he  stopped  long 
enough  to  alio  w  us  to  climb  aboard..  From  there  to 
the  railway  station  he  drove  with  one  hand  and  held 
the  colt  with  the  other,  stopping  to  pick  up  the  strag- 
gling drummers  en  route.  It  was  a  thrilling  ride. 
The  old  mare  galloping  with  her  head  turned  sideways 
to  see  if  her  darling  was  safe;  the  driver  fouling  the 
air  with  the  worst  line  of  talk  imaginable;  we  fellows 
inside  the  car  holding  on  to  each  other,  howling  with 
laughter;  the  car  rolling  and  teetering  like  a  catboat  in 
a  heavy  sea. 

"We  made  the  train  because  the  conductor  and 
baggageman  were  good  fellows.  We  gave  the  car 
driver  a  purse.  He  surely  deserved  a  reward  because 
he  was  a  man  of  rare  presence  of  mind  and  resource- 
fulness. 

"Ah  !  Those  were  the  days !  It  was  thrill  after 
thrill  and  peril,  fun,  hardship  and  vicissitudes  enough 
for  any  man." 


Relation  of  Last  Extension  to  Sizes 


A  shoe  manufacturer  went  into  a  retail  store  t(j 
buy  a  pair  of  shoes.  He  had  been  trading  in  this  par- 
ticular store  for  several  years  because  he  found  a  par- 
ticular make  there  for  his  own  wear  that  was  to  his 
liking.  The  manufacturer  and  the  retailer  were  not 
personally  acquainted,  and  neither  had  ever  had  any 
business  dealings  with  each  other.  The  retailer  did 
not  know  that  his  customer  was  a  manufacturer,  and 
the  manufacturer,  in  turn,  had  usually  purchased  his 
shoes  of  one  of  the  clerks.  Here  is  the  way  the  Shoe 
Retailer  relates  the  story : — 

The  Retailer  Told  a  Few  Things  About  Lasts 

On  the  occasion  referred  to,  the  manufacturer  was 
buying  a  pair  of  shoes  of  the  proprietor,  the  size  de- 
sired being  11,  4  wide.  After  trying  on  the  shoes,  the 
manufacturer  thought  they  felt  a  trifle  short  at  the 
toe,  and  then  the  following  conversation  took  place : — 

Manufacturer:  "If  you  could  give  me  size  11 J^,  3 
wide,  I  would  get  substantially  the  same  measure- 
ments and  gain  a  little  in  length." 

Dealer.  "The  size  11/^,  3  wide,  would  Ije  just  a 
half-size  longer  than  size  11,  4  wide." 

Manufacturer.  "Oh,  no,  11 3^,  3  wide,  would  prob- 
ably be  a  quarter  size  longer  than  11,  4  wide,  because 
the  4  wide  has  a  quarter  size  extension  over  the  3 
wide." 

Dealer.  "What  do  you  mean  by  extension?" 

Manufacturer.  "I  mean  that  in  the  grading  of  lasts 
the  standard  size  on  the  wider  width  is  usually  ex- 
tended in  length  so  as  to  enable  the  carrying,  of  the 
style  effect  with  the  fuller  measurement  and  give  a 


more  graceful  appearance  to  the  wider  shoe.  Also,  for 
the  reason  that  the  wider  the  foot,  the  more  it  will 
extend  in  length,  as  well  as  in  width,  when  the  weight 
of  the  body  is  thrown  upon  it.  This  means  that  3 
wide  usually  will  be  about  a  quarter  size  longer  than 
2  wide ;  four  wide  will  be  a  quarter  size  longer  than  3 
wide ;  five  wide  will  be  a  quarter  size  longer  than  4 
Avide.  Thus,  6  wide  will  be  a  full  size  longer  than  2 
wide,  in  cases  where  the  quarter  size  extension  rule 
applies." 

Dealer.  "I  have  been  retailing  shoes  practically  all 
my  life,  and  I  never  heard  of  such  a  thing  as  last  ex- 
tension before." 

Manufacturer.  "I  have  been  making  shoes  for  a 
number  of  years.  I  have  bought  many  thousand  dol- 
lars' worth  of  lasts  and  whenever  I  place  a  new  order 
for  lasts  one  of  the  first  questions  the  last  salesman 
will  ask  me  after  deciding  upon  a  new  model,  is  what 
the  extension  will  be  between  the  different  widths. 
Sometimes  the  same  rule  is  not  followed  on  all  styles 
of  lasts.  In  some  cases  there  is  an  extension  of  a  half- 
size  in  length  between  one  width  and  another,  while 
in  other  cases  the  extension  is  an  eighth,  but  these  are 
extremes.  The  quarter  size  extension  is  a  very  com- 
mon rule  and  I  am  quite  confident  that  if  you  could 
give  me  size  11^,  3  wide,  instead  of  size  11,  4  wide,  I 
would  have  a  shoe  one-quarter  size  longer  with  prac- 
tically the  same  measurements  throughout." 

An  Advantage  in  Fitting  Feet 

Dealer.    "This  is  certainly  news  to  me.    And  why 
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slunild  nut  this  knowlcdf^c  l)c  an  advanla,t(e  in  fitting 
of  feet?" 

Manufacturer,  "it  certainly  vvcnild  be  if  used  for 
that  purpose.  It  is  a  common  practice  of  retail  shoe 
salesmen  U)  work  si>^es  and  width  in  the  effort  tc)  make 
a  sale  from  a  short  slock,  hut  if  they  would  work  the 
sizes  and  widths  in  combination  with  the  extensicjn 
idea  for  the  more  perfect  Iittiiii4  of  the  feet  of  custom- 
ers, they  would  be  doinj4-  a  really  good  thing  for  the 
customer  and  tiieir  em])loyer."' 

The  writer  wonders  how  many  shoe  dealers  there 
are  who,  like  the  one  quoted  in  the  above  dialogue, 
have  never  heard  of  the  matter  of  last  exlen-sion,  or 
wlio  do  nut  understand  the  relation  of  last  extensicjns 
to  sizes  and  widths  and  the  increased  facilities  they 
offer,  under  the  quarter  size  extension  rule,  for  the 
better  htting  of  the  feet  of  their  customers,  obtaining 
in  this  way  gradatinus  nf  (piarter  sizes  in  length  ac- 
companied vvitli  \  ari( )us  d unbiuations  of  size  and  width 
measurement. 


It  is  said  tliat  the  quarter-size  extension  nde  pre- 
vails very  largely  on  ordinary  styles  of  lasts,  with  a 
tendency  toward  less  or  no  extension  on  some  short 
forepart  effects,  like  the  "stage"  last  and  extreme  high 
toes,  and  a  tendency  toward  longer  extensions  on  ex- 
tremelv  long,  slim  toe  effects. 

One  cannot  always  determine  the  extension  bv 
measuring  a  single  pair  of  shoes  on  the  size  stick.  ]l 
is  quite  possil)le  that  there  may  l)e  enough  difference 
in  the  curve  of  the  heel  seam,  or  the  lasting  and  in- 
seaming  at  the  toe,  or  the  trimming  of  the  edge  at  the 
toe,  so  that  the  quarter-size  difference  l)et\veen  two 
shoes  of  the  same  size  and  different  widths  may  not 
be  consi)icuously  apparent,  but  if  several  pairs  of  tlie 
same  size,  but  of  different  widths  are  measured,  dif- 
ference enough  will  be  noted  tu  indicate  that  the  ex- 
tension is  there. 


"Don't  worry  when  you  stumble — remember  a 
worm  is  about  the  only  thing  that  can't  fall  down." 


Substitute  Sales  May  Relieve  the  Leather  Situation 


I'f  is,  we  jjelieve,  in  the  best  interests  of  the  shoe 
retailer  liiat  he  very  seriously  consider  at  the 
])resent  tmie  advocating  to  his  customers  the  use 
of  substitute  soles.  It  is  generally  conceded  that 
leather  soles  to-day  are  not  what  they  used  to  be  m 
the  matter  of  cpiahty.  SiMiie  sole  leather,  it  is  said, 
comes  tieated  in  various  ways  in  an  attemjJt  to  make 
the  supply  "reach"  and  in  the  matter  of  price  we  all 
know,  ot  course,  what  is  ha])i)euing. 

People  have  become  so  accustomed  to  the  use  of 
leather  that  it  is  a  very  difficult  matter  to  convince 
them  that  a  substitute  may  be  had  which  will  wear 
just  as  long,  just  as  satisfactorily,  and  just  as  com- 
fortably. Perhaps  it  is  just  that  term  "substitute"  that 
has  turned  the  tide  of  oi)inion  unfavorably  to  some 
extent,  and  the  retailer  should  a\(iid  using  it  as  much 
as  possible. 

Several  different  kimls  of  fibre  rubber  soles  are  on 
the  market,  all  of  them  attractive  and  dressy  in  ap- 
pearance. They  can  be  sewed  with  the  same  surety 
of  holding  the  threads  as  leather  and  are  waterproof 
and  light.  They  are  also,  in  nearly  every  case,  made 
of  such  materials  as  are  stable  and  supply  unlimited. 
The  basic  ingredient,  of  course,  is  rubber,  and  it  is 
predicted  that  after  the  war  there  will  be  huge  sup- 
plies on  hand  and  in  conseciuence  quite  a  considerable 
reduction  in  i)rice. 

One  of  the  chief  advantages  of  fibre  rul)l)er  soles 
is  their  imperviousness  to  wet.  A  water-soaked  lea- 
ther sole  is  a  poor  match  for  a  concrete  sidewalk,  as  it 
is  more  or  less  s])ougy  and  wears  quickly.  Ru])ber,  on 
the  other  hand,  is  highly  resistant  to  water. 

The  retailer  who  carries  a  line  of  shoes  with  fibre 
soles  can  always  be  in  a  position  to  state  definitely  just 
about  how  much  wear  the  soles  will  give,  for  they 
are  all  made  in  one  grade  and  one  price  whether  the 
manufacturer  buys  a  million  pairs  or  a  hundred  pairs. 
Whether  he  i)uts  out  a  shoe  that  retails  for  $3.00  or 
$8.00,  the  sole  material  will  always  be  the  same  and 
if  the  dealer  has  any  doubt  of  their  length  of  life  he 
need  only  wear  a  i)air  himself  to  determine  the  stand- 
ard for  all  time.  That  feature  is  a  decided  advantage 
over  the  ordinarv  leather  si.le  wliicli  might  be  good 


in  (lue  Idt  of  shoes  and  of  indifferent  quality  in  the 
next,  although  costing  just  the  same. 

A  Newcomer  in  the  Field 

I  he  B.  F.  ( ioodrich  Lompany  are  placing  on  tlie 
market  a  fibre  composition  sole  which,  they  claim,  is 
absolutely  vvater])roof  and  offers  more  resistance  to 
wear  than  any  leather  sole  obtainable.  It  will  not  heat 
nor  draw  the  feet  and  wears  to  a  surface  that  will  not 
slip.  It  is  nicely  flexible,  stitches  equally  as  well  as 
leather,  and  is  made  in  three  ccdors — black,  lan,  and 
white.  This  company  is  spending  large  sums  of 
money  advertising  their  product  and  state  that  theirs 
is  an  educational  campaign  for  shoe  manufacturers, 
jobbers,  and  retailers,  which,  when  accomplished,  will 
have  the  effect  of  jffacing  the  naticjn  on  soles  which 
will  outwear  leather,  be  more  comfortable  in  wear, 
water-proof  and  good  looking. 

We  must  be  open  to  conviction — else  we  stagnate. 
If  this  company,  or  any  other  company,  can  benefit  the 
general  public  and,  incidentally,  the  shoe  retailer,  by 
manufacturing  and  placing  on  the  market  a  substance 
which  is  more  satisfactory  than  leather  for  shoe  soles, 
it  is  uj)  to  him  to  give  them  a  fair  trial — at  least  to 
Cdin  iiice  himself  one  wav  or  the  other. 


The  Successful  Clerk 

The  clerk  was  discouraged.  .\u  elderly  lady  had 
just  walked  out  of  the  store. 

"That  woman  comes  here  so  often,  and  takes  up 
more  of  my  time  than  I  can  really  afford  to  give  her. 
I've  had  to  keep  it  up.  The  (piestion  that  bothers  me 
now  is  whether  these  extra  services  we  extend  to 
peo])le  really  pay." 

"You  bet  they  do."  an  acquaintance  re])lied.  "Re- 
mendjcr  this:  the  i)erson  who  putters  around  a  shop, 
talking  a  whole  lot  and  gossijjing  with  everybody  that 
comes  in,  follows  the  same  habits  outside.  These  peo- 
ple are  a  great  source  of  loss  or  gain.  That  woman 
is  probably  the  best  traveling  advertiser  you've  got." 

This  advice  was  good.  Unless  he  violates  a  settled 
policy  of  his  store,  a  clerk  can  rarely  afford  to  give 
less  service  than  the  customer  asks.  If  he  does  he'll 
l)e  doing  himself  and  his  em])loyer  an  injur)-. 
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A  Page  of  Information  You  Might  Like  to  Have 


Teno-Synovitis 

It  is  very  much  to  the  credit  of  makers  and  litters 
of  shoes  that  there  have  been  scarcely  any  cases  of 
leno-synovitis  among  women  during  the  extraordinary 
run  on  lace  boots  of  extra  high  cut  style. 

Teno-synovitis  is  a  minor  affliction  of  the  foot.  It 
might  be  called  tender  tendon.  It  is  felt  in  the  ten- 
dons of  the  ankles,  particularly  those  which  lie  on  the 
top  of  the  foot  over  the  instep. 

It  is  caused  by  too  tight  lacing,  or,  perhaps  by  the 
knotting  together  of  a  broken  lace  in  such  a  manner 
that  the  knot  presses  into  the  foot.  The  pressure  of 
the  tight  lacing  squeezes  the  tendons  against  the  bones, 
and  makes  them  tender,  and  liable  to  express  their 
tenderness  in  soreness  and  in  pain.  Sometimes,  a 
woman  thinks  she  has  broken  arches,  when  she  mere- 
ly has  teno-synovitis. 

Relief  from  teno-synovitis  is  easily  had  by  loosen- 
ing the  laces  enough  to  relieve  the  pressure  on  the 
tendons.  If  a  woman  insists  on  lacing  her  boots  tight, 
to  make  her  ankles  look  small,  the  tops  of  her  boots 
fit  very  smoothly,  she  may  place  a  pad  of  felt  beneath 
the  laces.  Bathing  and  massaging  the  feet  will  re- 
lieve pains  which  come  from  teno-synovitis.  Occa- 
sional changing  from  boots  to  low  cuts,  such  as  put- 
ting on  slippers  at  night,  tends  to  prevent  teno-syno- 
vitis.— Boot  and  Shoe  Recorder. 


New  Calfskin  Finish 

There  has  recently  been  placed  on  the  market  a 
new  finish  for  calfskin.  It  is  a  pencil  grain  gun  metal 
calf  made  after  the  same  process  as  regular  gun  metal, 
except  that  it  has  a  fine  pencil  stripe  on  the  grain 
side.  It  is  used  for  the  tops  of  men's  shoes,  especially 
for  a  dress  shoe  in  combination  with  patent  leather. 
In  women's  shoes  it  is  used  both  for  topping  and 
vamps.  The  use  of  this  finish  for  cutting  into  tops 
and  vamps  requires  latitudinal  and  longitudinal  grain 
as  the  case  may  be.  If  vamps  are  to  be  cut  the  strip- 
ing must  go  across  the  skin.  If  used  for  tops,  the 
striping  must  go  lengthwise  of  the  skin.  The  finished 
appearance  of  the  shoe  gives  one  the  idea  at  first 
glance  of  a  grosgrain  silk  efifect. 


Short  Skirts  to  Remain 

At  the  style  show  of  the  National  Cloak  and  Suit 
Manufacturers'  Association,  held  in  Cincinnati  a  cou- 
ple of  weeks  ago,  a  question  of  very  great  importance 
to  shoe  retailers  was  discussed,  viz.,  the  length  of 
skirts  for  next  fall  and  winter.  This  association  went 
on  record  as  favoring  skirts  ranging  from  six  to  eigh^^ 
inches  from  the  ground.  Lengths  will  vary,  howe\'er. 
according  to  different  styles  of  suits.  The  evident  con- 
clusion is  that  this  points  to  a  continued  popularity  of 
nigh  top  boots  and  the  general  prediction  may  saieiy 
be  made  that  the  eight  inch  top  will  be  good  tor  some 
time  to  come. 


Flowers  Keep  Away  Flies 

Flowers  are  used  more  or  less  in  the  decorating  of 
all  retail  stores,  but  one  retailer,  at  least,  utilizes  them 
in  the  summer  for  keeping  flies  from  within  his  win- 
dows and  store.  "The  odor  of  mignonette  is  so  un- 
l^leasant  to  them,"  he  said,  "they  will  not  go  near  it, 
and  one  sprig  of  it  in  a  window  will  keep  it  free  from 
these  pests."    It  is  said  that  sweet  peas,  whicli  are  ad- 


mirable for  window  decorations,  will  also  drive  flies 
away.  It's  worth  trying,  anyway,  ljut  at  the  same  time 
don't  forget  to  have  a  fly-swatter  in  your  vest  pocket. 


Size  Schedule  for  Shoes  and  Hosiery 

The  following  table  will  be  of  interest  to  dealers 
and  clerks  in  shoe  stores  which  also  feature  the  sale 
of  hosiery.  It  will  enable  you  to  judge  the  size  of  a 
person's  hosiery  when  all  the  information  they  are  able 
to  give  you  is  the  approximate  size  of  the  shoe. 

Scale 

Showing  corresponding  sizes  of  shoes  and  hose. 
Men 

Shoe  51^-6  6^,-7  7/2-8  8/-9  Q^-IO  10/-11 
Hose         9/        10      10/       11       11/  12 

Shoe      1/-2    2/-3    3/-5-5/    6-6/    6/-7  7-8 
4/ 

Hose        8        8/        9     9/  10 

Children 
Shoe       6-7       8-9  10-11 
Hose    5-5/     6-6/  6/-7 
Shoe      12-13       1-2       2/-3  3/-4 
Hose     7-7/     7/-8     8/-9  9/-10 


10/  11 


Shoemen  Want  Style  Conservation 

The  shoe  retailers  of  Pittsburgh  are  agitating  for  a 
style  conservation  movement.  It  is  urged  that  there 
are  so  many  different  leathers,  so  many  colors  and  so 
many  styles  being  offered  that  women  are  at  their  wits' 
end  to  know  the  correct  thing  to  buy.  There  seems 
to  be  much  in  favor  of  the  idea,  but  it  is  doubtful  if 
anything  can  come  of  it. 


Hand-painted  Shoes  the  Latest 

Hand-painted  shoes  for  midsummer  wear  are  being 
shown  hi  New  York — principally  of  white  kid  deco'^ 
rated  with  flowers.  Another  novelty  is  a  yellow  satin 
slipper  with  tiny  painted  black-eyed  daisies. 


It  is  stated  that  military  heels  1^  to  1/  inches, 
for  women,  are  attracting  a  great  deal  of  attention  in 
the  style  centres. 


It  is  stated  that  a  San  Francisco  firm  recently  re- 
fused a  million  dollar  order  for  Russian  army  boots 
because  they  could  not  get  the  necessary  leather.  Eng- 
land, on  the  other  hand,  recently  accepted  orders  for 
nine  million  pairs,  and  is  not  looking  to  the  States 
for  leather. 


It  is  the  opinion  of  Haverhill  (Mass.)  manufac- 
turers of  women's  fine  footwear  that  plain  pumps  will 
be  a  big  winner  for  summer,  as  well  as  fall  trade.  They 
will  be  made  in  gold,  silver,  white,  gray,  patent,  and 
brown,  with  full  Louis  or  half  Louis  wood  heels." 


A  large  shoe  retailer  in  Akron,  Ohio,  having  some 
doubt  as  to  the  wearing  qualities  of  substitute  leather 
for  soles  bought  a  few  pairs  and  put  them  on  his  sales- 
man's shoes.  Knowing  then  just  what  the  soles  would 
do  he  was  in  a  position  to  talk  convincingly  to  his  cus- 
tomers. 
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Montreal  Jobbers  Strike  a  Snag 

'I'lio  increases  in  the  cost  of  leather  and  InKhnj^s 
will  result  in  a  chantje  in  the  methods  of  business  be- 
tween Montreal  shoe  manufacturers  and  the  jcjbbers. 
'Jlie  custom  for  many  years  has  l)cen  for  jobbers  to  sell 
from  samples,  and  in  turn  buy  from  the  manufacturers 
such  .^oods  as  retailers  reciuired.  I'ut  the  war  has  en- 
tirely chanj^ed  conditions.  Manufacturers  sellino-  to 
jobbers  have  on  occasion  had  losses,  owing-  to  the  very 
serious  advances  in  leather  and  findinf^s,  between  the 
dates  at  which  prices  were  quoted  to  the  jobbers  and 
those  at  which  the  orders  were  executed.  The  manu- 
facturers were  in  these  instances  not  covered  for  tlic 
raw  materials,  and  as  the  markets  have  been  for  sev- 
eral months  on  the  up-s^rade,  it  is  not  surprising  that 
the  materials  could  not  be  obtained  at  prices  which 
were  figured  on  when  (juotations  were  made  to  tlie 
jobbers. 

In  view  of  tlie  uncertain  outlook  for  these  mater- 
ials, and  to  guard  against  such  losses,  some  manufac- 
turers have  decided  to  alter  their  system.  ToI)bers 
will,  for  next  spring's  goods,  have  to  abandon  selling 
from  samples  and  give  dclinite  orders;  in  other  udids, 
they  will  have  to  sell  to  the  retailers  from  stock.  This 
will  give  the  manufacturers  the  chance  to  cover  the 
jobbers'  orders,  the  goods  to  l)e  shipped  as  they  arc 
made,  oi-  at  such  dates  as  may  l)e  arranged.  Manu- 
facturers say  they  cannot  afford  to  risk  losses  by  tak- 
ing chances  as  to  the  course  of  markets  for  leatlier, 
etc. ;  they  want  orders,  based  on  prices  at  which  the 
goods  can  be  produced  at  a  profit  to  themselves  and 
to  the  jobbers.  This  ])lan  of  selling  from  stock  is  a 
reversion  to  the  custom  which  was  usual  about  35 
years  ago. 

Other  manufacturers  state  they  will  be  willing  to 
sell  to  jobbers  at  prices  figured  on  the  cost  of  making, 
plus  their  profit,  at  the  date  of  receipt  of  order,  ])ro- 
vided  the  leather  is  obtainable.  This  will  safeguard 
the  manufacturer,  and  the  jobber  will  protect  himself 
bv  advancing  his  quotation  to  the  retailer,  slinuld  ibis 
be  necessary. 


England  Well  Supplied  With  Leather 

Some  matuifactiu-ers  in  the  United  .States  received 
quite  a  shock  when  the  Russian  military  order  for 
9,000,000  pairs  was  placed  in  Great  Britain,  and  the 
Shoe  Retailer  (Boston),  in  a  recent  issue,  declared  that 
if  England  expected  she  could  purchase  leather  in  thj 
United  States  to  fill  the  order,  she  is  due  for  a  rude 
awakening.  However,  I'Jigiand  is  apparently  well 
supplied  with  leather  and  is  not  moving  in  the  dark. 
A  Brockton  manufacturer  having  visited  Canada  re- 
cently, returned  with  the  statement  that  he  was  told 
the  Candian  Government  would  not  find  it  necessary 
to  call  on  factories  in  the  United  States  to  produce 
army  footwear  for  Canada.  No  one  can  deny  that 
Uncle  Sam  is  some  producer,  but  is  it  not  possible  he 
is  suf¥ering  from  a  slight  hallucination  in  assuming 
this  parental  attitude  toward  the  Allies? 


Cultivate  the  Virtue,  "  Patience  " 

"Travelers  are  sometimes  unreasonable  owing  to 
delays  in  filling  their  orders,"  said  a  manufacturer  who 
makes  mainly  staple  lines.  "They  do  not  sufficiently 
recognize  the  fact  that  it  is  impossible  to  carry  large 
stocks  of  all  lines,  and  that  it  takes  time  to  manufac- 
ture goods.  Retailers  sometimes  require  quick  deliv- 
ery,  but  the  maker  is  oftentimes  imable  to  fill  the  or- 
ders on  account  of  a  particular  run  on  the  lines  speci- 
fied. No  manufacturer  having  a  wide  range  of  sami)les 


can  afford  to  carry  heavy  stocks  of  all  the  goods;  he 
has  not  the  capital  to  invest  nor  the  warehouse  rof>m 
to  store  the  shoes.  He  cannot  tell  what  orders  his 
travelers  will  send  in,  and  no  man  with  f)rdinary  busi- 
ness caution  will  sink  his  capital  in  making  tens  of 
thousands  of  pairs  on  the  chance  of  their  being  sold. 
Hence  there  is  bound  to  sometimes  be  delay  in  execut- 
ing orders ;  this  no  doubt  is  annoying  to  travelers  and 
retailers,  particularly  if  the  former  are  in  danger  of 
losing  orders.  But  there  is  no  way  out  of  the  difficulty, 
and  all  we  can  do  is  to  ask  our  customers  to  be  patient 
and  to  recollect  that  it  is  as  much  to  our  interest  as  to 
theirs  for  us  to  shi])  the  goods  as  i)r<im])tly  as  pos- 
sible." 


In  the  Way  of  Suggestion 

Shirt-sleeves  are  generally  permitted  in  the  sum- 
mertime— no  person  particularly  wants  a  salesman  to 
be  uncomfortably  hot  simply  for  the  sake  of  appear- 
ance— but.  at  the  same  time,  there's  no  getting  away 
from  the  fact  that  it's  not  the  projjer  dress  in  vvhirii 
to  ai)iJroacli  a  customer.  A  clean.  well-ap|)ointf(l 
store,  catering  to  high-class  trade,  especially  ladies' 
trade,  is  somewhat  of  an  incongruity  if  it  contains  an 
assortment  of  clerks  in  various  hued  shirt-sleeves. 
This  coming  summer  why  not  be  a  little  different? 
Set  the  example  yourself  and  insist  upon  your  clerks 
wearing  at  least  white  shirts  and  belt — never  suspen- 
ders. The  white  coat,  which  for  years  was  symbolic 
of  only  two  or  three  particular  occupations,  is  now 
being  used  extensively  in  many  other  lines  of  busi- 
ness. In  a  shoe  store  a  staff  of  white-coated  sales- 
men in  summertime  would  look  extremelv  cool  and 
l^leasing. 


Can  You  Stand  the  Woodshed  Test? 

To  determine  whether  it  is  safe  to  lend  a  farmer 
money,  a  banker,  familiar  with  life  in  the  country,  uses 
the  "woodshed"  test.  If  he  finds  a  good  stock  of  wood 
on  hand,  with  plenty  of  it  split  and  neatly  piled,  and 
some  split  very  fine  so  tliat  it  will  kindle  easily,  he 
concludes  that  the  man  is  forehanded,  looks  out  for 
his  wife's  comfort,  does  not  spend  his  rainy  days  at 
the  crossroads  store,  and  is  a  good  risk.  If  the  wood- 
shed shows  shiftlessness  he  refuses  to  lend.  How 
many  shoe  retailers'  cellars  and  stock-rooms  would 
slaud  a  test  of  this  kind? 


Everv  time  you  fail  to  induce  a  man  to  buy.  let 
him  go  with  a  smile.  Sit  down  by  yourself  then  and 
have  a  serious  think.  What  was  the  reason  vou  failed? 
I'ind  it — correct  it.  Eorget  the  failure,  but  hang  on 
to  the  lesson  it  has  taught. 


Momentum  w  ill  not  carry  3'our  business  very  far 
if  the  pcnver  is  shut  off".  And  bv  the  same  token 
there's  manv  a  business  with  an  80  horse-i^ovver  ex- 
terior and  a  10  h.p.  engine. 


Friction  between  employees  and  em- 
ployer will  do  to  a  business  just  what  fric- 
tion does  to  machinery.  The  engineer  who 
gets  the  utmost  out  of  his  engine  is  a  mas- 
ter hand  in  the  art  of  oiling.  Couldn't  you 
use  a  little  more  oil  of  co-operation  to  ad- 
vantage around  your  store? 
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Pro  Patria 

Mr.  William  W.  Breithaupt,  second  son  of  L.  J. 
Breithaupt,  of  the  Breithaupt  Leather  Company,  Lim- 
ited, Berlin,  Ont.,  has  enlisted  for  overseas  service  and 
is  takino;  an  officer's  course  at  the  London  training 
camp.  Mr.  Breithaupt  is  a  graduate  of  the  University 
of  Toronto,  where  he  specialized  in  commercial  chem- 
istry, and  two  years  ago  took  the  practical  end  of  lea- 
ther manufacturing  at  the  Berlin  plant  of  the  Breit- 
haupt company.    Later  he  transferred  his  energies  to 


Mr.  W.J.  Breiihaiipt 


the  Penetang  Tannery  and  from  there  to  the  Hastings 
Plant,  where  he  has  been  engaged  in  the  production  of 
Trent  Valley  Oak.  Mr.  Breithaupt  was  doing  good 
work  in  helping  along  the  manufacture  of  leather  for 
our  soldiers,  but  he  left  he  would  not  be  doing  his  full 
duty  without  donning  the  King's  uliiform.  Mr.  L.  ]. 
Breithaupt,  president  of  the  Breithaupt  Leather  Com- 
pany, also  has  a  son-in-law,  Dr.  John  R.  Parry,  who 
is  a  captin  in  the  Medical  Corps,  and  is  at  present  sta- 
tioned at  the  Hamilton  Overseas  Hospital. 


Now  The  Parker  Shoe  Co. 

The  name  of  the  Solid  Leather  Shoe  Co.,  Limited, 
of  Preston,  Ont.,  has  l^een  changed  to  the  Parker  Shoe 
Co.,  Limited,  which  has  just  been  federally  incorpor- 
ated with  a  capital  stock  of  $49,000,  and  takes  over  the 
assets,  goodwill,  plant,  etc.,  of  the  former  company. 
An  extension  is  now  being  erected  to  the  factory 
which  will  double  the  capacity  for  the  second  time  in 
the  past  year. 

S.  H.  Parker  as  managing  director  of  the  company 
for  the  past  two  years  and  over,  deserves  much  credit 
for  his  enterprise  and  aggressiveness.  The  Parker 
Shoe  Co.  now  specialize  in  women's  line  McKays.  Mr. 
Parker  has  been  at  the  game  35  years  and  is  well  liked 
by  all  his  customers.  He  began  his  career  with  his 
brother,  J.  C.  Parker,  now  of  St.  Albans,  Vermont, 
when  the  latter  ran  a  shoe  store  in  Montreal,  as  a  re- 
tail branch  of  James  Leggatt.  Later  he  was  employed 
in  the  large  warehouse  for  a  couple  of  years,  but  re- 
tiu-ned  afterwards  to  the  retail  end,  when  his  ])rother 
became  proorietor  of  the  branch  lousiness  on  McGill 
street,  which  he  had  been  conducting.  S.  H.  Parker 
was  with  the  Tetrault  Shoe  Mfg.  Co.  for  about  ten 
years,  first  calling  upon  the  retail  trade  for  five  years 


and  afterwards  supplying  the  wholesale.  Several 
years  ago  he  joined  the  staff  of  the  W.  A.  Marsh  Co., 
at  Quebec,  as  sales  manager,  and  made  frequent  visits 
to  wholesalers  in  Quebec,  Ontario  and  the  Maritime 
Provinces,  with  whom  he  established  a  strong  connec- 
tion. He  became  manager  of  the  Solid  Leather  Shoe 
Co.  in  December,  1913. 


The  Mecca  of  Shoemen  in  Boston 

For  close  to  a  century  tourists  visiting  Boston  have 
made  their  home  at  the  United  States  Hotel.  Situated 
in  the  heart  of  the  shoe  and  leather  district,  two  min- 
utes from  the  South  Terminal  Station,  this  hostelry 
of  "Tilly  Haynes"  fame  has  been  the  Mecca  of  shoe 
and  leather  buyers  from  all  parts  of  the  world.  Cana- 
dians who  are  contemplating  visiting  the  Shoe  and 
Leather  Fair  in  July  will  find  many  of  their  fellow- 
countrymen  stopping  at  this  well-known  hotel  and  will 
find  the  accommodations  and  service  offered  much  to 
their  liking.  Although  this  hotel's  existence  dates 
back  to  1826,  the  present  liberal  management  has  mod- 
ernized the  hotel,  and  its  present  up-to-date  conveni- 
ences leave  little  to  be  desired.  A  large  number  of 
comfortable  rooms,  the  latest  appointments  and  num- 
erous parlors  and  reception  rooms,  the  excellent  talkie 
service  and  moderate  prices  account  for  the  big  pat- 
ronage which  the  present  management  enjoys  among 
business  men,  tourists,  and  savants. 


Henry  Gitterman  &  Co. 

Henry  Gitterman  &  Co.,  of  33  Spruce  Street,  New 
York  City,  U.S.A.,  the  well-known  shoe  fabric  hotise, 
with  offices  in  Boston,  St.  Louis,  Rochester,  and  Hav- 
erhill, in  the  United  States,  as  well  as  quite  a  few 
foreign  representatives,  intend  to  drum  the  Canadian 
trade  more  than  they  have  done  heretofore,  and  have 
therefore  appointed  Mr.  E.  R.  Lewis,  of  21  Scott 
Street,  Toronto,  as  their  Canadian  agent.  This  house 
carries  a  very  extensive  line  of  shoe  fabrics,  many  of 
which  they  convert  themselves,  and  are  originators  of 
very  many  fancy  shoe  fal^rics.  The-<'  are  also  large 
converters  of  white  shoe  cloth,  and  \vd\  e  an  extensive 
line  of  shoe  bindings. 


Know  Your  Merchandise 

"For  several  years,"  said  a  business  man,  'T  have 
worn  a  certain  make  of  shoe.  I  called  on  my  shoe 
dealer  one  day  for  a  new  pair,  but  he  was  out  of  this 
l)articular  make  and  the  clerk  showed  me  a  shoe  which 
he  said  was  'just  as  good.'  TIow  do  you  know  it  is 
just  as  good?'  I  asked  him,  and  he  had  to  admit  that 
he  didn't  know  an3'thing  at  all  a])()Ut  how  the  shoes 
were  made,  or  what  kind  of  leather  was  in  them.  His 
little  story  was  that  they  sold  large  quantities  of  both 
kinds  and  never  had  complaints.  Now,  the  shoe  he 
offered  me  might  have  been  even  better  than  the  one 
T  wanted  ;  possibly  it  would  have  yvorn  longer,  held 
its  shape  better  and  been  more  comfortable,  but  the 
clerk  could  tell  me  nothing  that  would  lead  me  to  be- 
lieve the  things  he  told  me,  and  so  he  lost  the  sale." 


Do  you  know  how  many  customers  you  lose  be- 
cause there  are  no  price-tickets  on  the  goods  in  your 
windows?  The  policy  of  some  stores  is  not  to  j^ut  a 
price  mark  on  anything,  but  it  is  safe  to  say  that  the 
average  person  will  be  pretty  cautious  about  setting 
their  mind  on  any  particular  shoe  on  display  if  the 
price  is  not  liable  to  fit  his  pocket-book.  Don't  make 
them  guess. 
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FOOTWEAR  FINDINGS 

Happenings  in  the  Shoe  and  Leather  Trade 


Geo.  W.  Macfarlane,  of  Regina.  manaiger  of  the  western 
branch  of  Williams  Shoe,  Limited,  has  been  elected  presi- 
dent of  the  Saskatchewan  Credit  Men's  Trust  Association. 

James  M.  Palmer,  secretary-treasurer  of  the  Palmer- 
McLellan  Shoepack  Company,  Frederictori,  N.B.,  was  mar- 
ried recently  to  Miss  Florence  A.  Greene. 

Robert  E.  Bennet,  Western  Ontario   representative  of 
Ed.  U.  Lewis,  leather  dealer,  Scott  Street,  Toronto,  was  mar- 
ried on  May  .3]  to  Miss  E.  Reed,  617  St.  Clarens  Avenue, 
■Toronto. 

The  Woelf^e  Shoe  Co.,  Ltd.,  Hcrlin,  ()nt.,  are  w(jrking 
overtime,  and  in  spite  of  the  fact  that  about  7.')  per  cent,  of 
their  male  help  have  enlisted  for  overseas  service,  the  pro- 
duction of  their  lines  of  women's  McKays  has  been  consid- 
erably increased. 

Fred  P.  Beemer,  Western  Ontario  representative  of  the 
Blachford  Shoe  Manufacturing  Company,  has  returned  from 
the  west  and  reports  good  business. 

L.  ]"".  Jackson,  of  Toronto,  has  returned  from  an  ex- 
tended selling  trip  throughout  the  Maritime  Provinces,  in 
the  interest  of  the  Brandon  Shoe  Co.,  Brant  ford,  Ont..  and 
the  Blachford  Shoe  Manufacturing  Company,  of  Toronto. 

The  daylight  saving  plan  is  said  to  be  giving  general 
satisfaction  to  the  merchants  in  St.  John,  N.B. 

Richards  &  Sons,  boot  and  shoe  dealers,  Winniijeg,  Man., 
have  dissolved  t^artnership,  Geo.  Richards  continuing  under 
the  same  style. 

A  by-law  was  passed  in  Simcoe,  Ont.,  on  May  22,  auth- 
orizing the  loan  of  $20,000  to  the  Unique  Shoe  Company,  of 
Toronto.  This  company  is  at  the  present  time  operating  in 
Toronto,  but  owing  to  the  necessity  of  larger  quarters,  de- 
cided on  a  change  of  location. 

On  May  1,  the  Quebec  branch  of  the  Canadian  Consoli- 
dated Rubber  Company  moved  to  new  quarters  in  the  Begin 
Building,  on  Crown  Street.  Provision  has  been  made  for 
carrying  a  lieavy  stock  of  footwear  and  rubber  goods  for 
the  trade  in  Quebec  city  and  surrounding  territory. 

Geo.  E.  Boulter  &  Co..  Limited,  have  moved  from  their 
old  address.  189  Church  Street,  to  larger  warerooins  at  ;! 
Wellington  Street  East,  corner  Yonge. 

The  annual  convention  of  the  Miner  Rubber  Company 
will  be  held  at  Granby.  P.Q.,  at  the  end  of  June. 

H.  Wood,  late  of  the  Robert  Wilson  shoe  store.  Hamil- 
ton, Ont.,  has  been  appointed  manager  of"  the  Palace  Shoe 
Store,  Barton  Street,  Hamilton. 

P.  R.  Corson,  of  the  Regal  Shoe  Company.  Toronto,  is 
now  covering  his  regular  territory  through  Eastern  Ontario. 
Quebec,  and  the  Maritime  Provinces. 

Edmour  Brosseau.  who  for  some  time  represented  the 
Canadian  Arrowsmith  Mfg.  Co.,  Limited.  Nia.gara  Falls,  Ont., 
in  Quebec  and  the  Maritime  Provinces,  and  later  in  Ontario, 
is  now  with  Corbeil,  Limited,  shoe  manufacturers,  Montreal, 
and  is  covering  the  city  of  Ottawa  and  Province  of  Quebec 
from  Three  Rivers  to  Sherbrooke. 

John  Melrose,  of  the  wholesale  shoe  firm  of  F.  J.  Weston 
&  Sons.  Toronto,  who  formerly  handled  part  of  the  Toronto 
trade,  is  now  managing  the  entire  city  territory. 

WMlliam  Wood,  shoe  retailer,  has  taken  the  premises 
formerly  occupied  by  the  McRobbie  Shoe  Company,  on  Has- 
tings Street,  Vancouver,  B.C. 

James  Elmhurst.  shoe  retailer.  Port  McNicoll.  Ont..  suf- 
fered loss  by  fire  recently,  which  broke  out  in  a  next-door 
drug  store.  By  moving  most  of  his  stock  to  the  street  the 
loss  was  minimized. 

Employees  of  the  Muskoka  Leather  Co.,  Bracel)ridge, 
recently  received  a  10  per  cent,  increase  in  wages. 

Samuel  Levinson,  shoe  rei)aircr,  Brockville,  has  sold  his 
business  to  Max  Levinson. 

Darner,  Lumsden  &  Company,  wholesale  shoe  dealers. 
Vancouver,  B.C.,  are  now  in  their  new  and  larger  quarters 
on  Pender  Street,  in  that  city. 

John  Hughes,  shoe  repairer,  IJndsay,  Ont.,  has  enlisted 
with  the  109tli  Battalion.  During  his  absence  his  business 
will  be  in  charge  of  Robert  Cornforth. 

The  shoe  retailers  of  Toronto,  east  of  the  Don,  have 


mutually  agreed  to  close  their  stores  every  Wednesday 
afternf)on  during  the  months  of  May,  June,  July,  .\ugust  and 
.September. 

C  .  Svvitzer  lias  opened  a  shoe  repair  shop  in  Sunder- 
land. Ont. 

Howard  C.  Blachford,  i)resident  of  the  Toronto  Shoe 
Retailers'  Association,  has  qualified  and  is  now  a  lieutenant 
in  the  12th  York  Rangers. 

Frank  Hickey  has  been  appointed  manager  of  W.  F. 
Cassidy's  Shoe  Store  at  Amherst,  N.S. 

O.  B.  Holden  &  Company,  shoe  retailers,  Vernon,  B.C., 
have  been  succeeded  by  the  Vernon  Shoe  Company. 

The  Empress  Boot  Shop  on  Granville  Street.  Vancou- 
ver, has  been  purchased  by  E.  Trabrum.  formerly  manager 
for  Rae's  Shoe  Store. 

Walter  R.  Legge  has  resumed  his  duties  as  treasurer  of 
the  Granby  factory  of  the  Dominion  Rubber  System.  For 
some  time  he  has  been  assisting  the  chief  accountant  at  the 
head  office  in  Montreal. 

The  ratepayers  of  Elmira.  Ont.,  recently  carried  a  by- 
law to  grant  a  loan  of  ,$6,000  to  the  Ardiel  Shoe  Company. 

G.  I"".  Powell,  shoemaker,  Lumsden.  Sask.,  has  sold  out 
to  H.  J.  Menall. 

Shoe  retailers  in  Halifax  state  that  business  is  good,  the 
bulk  of  it  being  in  women's  lines.  Very  little  protest  is 
being  made  on  the  new  scale  of  increased  prices. 

Harry  Dorson.  stitching  room  foreman  for  the  Clarke 
Bros,  factory  at  Moncton.  N.B..  has  concluded  his  services 
with  that  concern  and  gone  to  Boston. 

G.  &  J.  Bahna,  shoemakers,  Montreal,  Que.,  have  regis- 
tered. 

A.  A.  Strang,  of  St  rang  Brothers,  Winnipeg,  manufac- 
turers of  shoe  polish,  recently  left  on  an  extended  business 
trip  through  the  Prairie  Provinces. 

J.  VV.  Brown,  shoe  retailer,  Stirling.  Ont.,  has  sold  out 
to  J.  T.  Cook  &  Son,  who  will  continue  in  the  same  premises. 
Mr.  Brown  has  been  in  ill-health  for  some  little  time. 

The  Kingsbury  Footwear  Company,  Montreal,  Que.,  will 
manufacture  women's  welts.  New  machinery  is  being  instal- 
led for  that  purpose. 

William  Parker,  an  employee  of  the  Parker  Shoe  Co.. 
Preston,  Ont..  has  joined  the  colors.  His  fellow  workmen 
presented  him  with  a  fine  wrist  watch. 

W.  R.  Billings  has  taken  a  position  witli  the  Regal  Shoe 
Co.,  Toronto,  and  will  cover  the  territory  in  Western  On- 
tario. Mr.  Billings  was  formerly  with  the  Smardon  Shoe 
Co..  Montreal. 

Edward  F.  Keene.  new  superintendent  for  the  Regal 
Shoe  Company.  Toronto,  has  had  wide  experience  in  the 
shoe  trade.  He  was  for  some  time  in  the  leather  business  at 
Whitman,  Mass..  general  manager  of  the  Fisk  Shoe  Com- 
pany, Holbrook,  Mass.,  and  latterly  in  charge  of  the  shoe 
factory  of  Sears- F^oebuck  &  Co.,  at  Randolph.  Mass. 

Fred  Antrobus,  shoe  repairer,  Coleman,  .\lta.,  is  now  a 
sergeant  shoemaker  with  the  192nd  Battalion.  His  business 
was  purchased  by  A.  Gentile,  who  has  been  in  the  repair 
business  for  five  years. 

Russell  C.  Foy  is  a  recent  addition  to  the  traveling  staff 
of  Minister-Myles,  Toronto,  coverin.g  the  city  of  Toronto. 

E.  Lippert,  shoe  retailer,  Wiarton,  Ont..  has  sold  his 
business  to  Ashley  Brothers,  of  the  same  place. 

The  Humberstone  Shoe  Company,  Humberstonc.  Ont.. 
estimate  that  during  the  year  they  will  manufacture  a  total 
number  of  8.5.000  pairs  of  sandals. 

T.  J.  Mullins.  of  the  Toronto  warehouse  staff  of  the 
Kaufman  Rubber  Company.  Berlin.  Ont..  was  married  re- 
cently to  Miss  Rhea  Mitchell. 

H.  L.  Geene.  Eastern  Ontario  representative  for  the 
White  Shoe  Coinpany,  Toronto,  has  opened  sample  rooms 
at  41  Queen  Street,  Ottawa. 

Shoes  scientifically  designed  bv  the  .American  Posture 
League  are  now  being  manufactured  by  the  E.  W.  Burt  Co., 
Boston,  Mass. 

G.  H.  David,  of  Toronto,  who  represents  the  St.  Henri 
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THE  WHITE  CLEANER 


KEEPS  WHITE  SHOES  WHITE. 

That  is  the  first  reason  for  its 
popularity.  It  really  does  the 
work  it  is  meant  to  do. 

And  it  is  so  easy  to  use— applied 
in  a  moment. 

Once  a  "BLANCO"  user,  always 
a  "BLANCO"  user- that's  the 
rule.  Thus  your  customers  grow 
from  more  to  more. 

It  is  worth  while  stocking  a  line 
that  sells  itself,  sells  quickly,  and 
keeps  on  selling. 


Order  YOUR  Stock  To-day. 

ALL   JOBBERS    HAVE  IT. 
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Slioc  Company,  Montreal,  is  on  liis  ffct  again  after  a  serious 
attack  of  pneumonia. 

A.  T.  Haines  has  joined  the  travehn<i  staff  of  the  Miner 
Kuhher  Company,  Toronto,  and  will  cover  the  north-western 
Ontario  territory.  Me  was  lately  with  y\mes-Holden-Mc- 
Cready,  Montreal. 

E.  J.  Uunbrook  is  a  new  shoe  retailer  in  llerlin.  His 
shop  is  neat  and  well  appointed. 

R.  N.  Williams,  who  until  recently  couducU-d  a  shoe 
l)usiness  on  Roncesvalles  Avenue,  Toronto,  has  taken  a  posi- 
tion in  the  footwear  department  of  tlie  Robert  Simpson  Co., 
'i'oronto. 

John  T'".  Faulds,  formerly  on  the  sales  stafT  of  ff.  Ash- 
plant  &  Sons,  I^ondon,  Ont.,  joined  the  Mechanical  Trans- 
port Section  of  the  Canadian  Overseas  forces  and  is  now 
1  raining  in  ICngland. 

C.  L.  Owens,  s:eneral  manager  of  the  I\()yal  Shoe 
Comi)any,  Limited,  Toronto,  has  resigned  and  will  open  a 
store  of  his  own  in  the  premises  now  occupied  by  Wm.  Mara. 
He  will  have  associated  with  him  J.  T.  Elmes,  who  has 
also  been  connected  with  the  Royal  Shoe  Store,  latterly  m 
the  capacity  of  assistant  manager.  The  new  general  mana- 
ger of  the  company  is  N.  S.  Smyth,  and  the  assistant  mana- 
ger, C.  L.  Timmins,  both  of  whom  have  l)een  for  some  time 
with  the  Royal  Shoe  Store. 

iMre  recently  gutted  the  shoe  store  of  .].  Kdnmnd  Drdet 
at  :!().!  St,  John  Street,  Quebec. 

The  Montreal  Publicity  Association  has  organized  a  re- 
tail branch.  One  object  is  to  protect  the  retailer  agamst 
the  wholesale  evil,  a  growing  tendency  on  the  part  of  the 
individual  to  buy  from  the  manufacturer  and  retailer:  while 
another  is  to  secure  unity  in  the  matter  of  closing  hours. 

The  Vossisclie  Zeitung  states  that  it  is  planned  to  es- 
tablish leather  cards  in  Germany,  the  same  as  are  now  issued 
for  food  stuffs.  In  this  way  the  civilian  population  is  to  be 
I)rovided  with  leather,  and  the  supnly,  especially  of  the 
smaller  shoemakers,  is  to  be  secure.  The  apportionment  of 
leather  to  the  shoemakers  is  to  be  pro  rata  with  the  num- 
ber of  workmen  they  employ. 

The  Stag  Shoe  Company  is  a  new  jobbing  lirm  with  of- 
fices and  sainple  rooms  at  74  Victoria  S(|uare.  Montreal.  Mr. 
II.  Sabloff  and  Mr.  E.  VVisenthal,  late  of  Daoust,  I^alonde  ik 
Company,  are  the  proprietors.  The  former  looks  after  the 
oflice  and  the  latter  calls  on  the  retail  trade.  At  present  the 
operations  are  of  a  local  character. 

The  stock  of  the  Harvard  Shoe  Company,  Winnipeg, 
Man.,  was  slightly  damaged  l)y  fire  a  short  time  ago. 

Captain  S.  E.  Vermilyea,  of  the  Belleville  Shoe  Co., 
Ik'lleville.  Out.,  has  been  a  soldier  practically  all  his  life, 
having  enlisted  in  a  bugle  band  at  the  age  of  fifteen  years. 
He  is  now  with  the  C.  E.  I'..  l-y',\h  I'.attalion,  stationed  at 
I'icton,  Ont. 

W.  A.  English,  of  Edmonton,  Alta.,  is  covering  Western 
Canada  from  Moose  Jaw  to  Vancouver,  for  the  Hartt  Boot 
and  Shoe  Company,  of  Fredericton,  N.B. 

At  the  annual  meeting  of  the  London  Retail  Shoe  Deal- 
ers' Association!  on  Monday,  May  17,  the  following  officers 
were  elected:  l^resident.  J.  E.  Thorne,  of  Thorne  ]5ros.; 
vice-president,  John  R.  Morrison,  of  the  Morrison  Shoe  Com- 
pany; second  vice-president,  Philip  Cook,  of  the  J.  P.  Cook 
Co.;  secretary-treasurer,  Wm.  J.  Ashplant,  re-elected.  The 
financial  report  submitted  by  the  treasurer  showed  that  the 
Association  was  in  sound  and  healthy  condition.  A  resolu- 
tion to  close  every  Wednesday  afternoon  during  June.  July 
and  August,  was  submitted  and  adopted. 

Hoots  and  shoes  are  included  in  the  latest  l\oyal  procla- 
mation extending  the  lists  of  articles,  the  importation  of- 
which  is  prohibited  into  the  United  Kingdom,  except  under 
license  from  the  Board  of  Trade.  This  is  due  to  lack  of 
sliip))ing  facilities,  the  Government  requiring  all  the  tonnage 
possible  for  war  purposes.  Canada  is  not  affected  to  any  ex- 
tent, but  the  prohibition  is  likely  to  seriously  hit  United 
.States  exi)orts  of  boots  and  shoes. 

J.  Wesley  Hessenaucr,  son  of  Aid.  J.  f  l.  Hesscneuer,  shoe 
dealer,  Jierlin,  Ont.,  has  enlisted  with  the  118th  liattalion. 

Fred  Hendren,  shoe  retailer,  Winnipeg.  Man.,  who  had  a 
store  in  the  Kensington  Block,  recently  disposed  of  his 
stock,  being  jmable  to  secure  a  suitable  continuation  of  his 
lease,  which  had  expired.  It  is  understood  he  will  open  an- 
other store  on  Portage  Avenue. 

Valentine  &  Martin,  shoe  manufacturers,  Waterloo,  Out., 
recently  took  out  a  federal  charter— capital  stock,  $200,000. 

The  business  men  of  Sydney,  C.B.,  are  agitating  for  a 
military  camp.  One  of  the  most  active  workers  is  Robert 
Sloan,  shoe  retailer. 


At  the  last  meeting  of  the  Toronto  Shoe  I^etailers'  Asso- 
ciation on  May  .'iO,  considerable  discussion  centererl  around 
the  daylight  saving  scheme,  and  a  resolution  was  submitted 
atul  adopted  favoring  the  plan. 

The  Chatham  Shoe  Manufacturing  Co.,  Ltd.,  have  com- 
menced work  in  their  new  premises  in  Chatham.  E.  D. 
Crosse,  late  of  Rochester.  N.Y.,  has  been  engaged  as  pattern 
man.  and  the  company  expect  tf)  shortly  turn  riut  1,200  pairs 
a  day. 

Edwin  l[.  Johnston,  of  Johnston's  Big  Shoe  House. 
Limited,  New  Westminster,  B.C.,  recently  joined  the  I31st 
Westminster  Battalion. 

Petitions  were  recently  presented  to  the  City  Council  of 
Vancouver,  B.C.,  by  merchants  in  different  lines,  asking  that 
all  jjusinesses  be  licensed  in  order  to  enable  the  six  o'clock 
closing  by-law  to  be  enforced  more  easily.  It  was  suggested 
tliat  tlie  license  fee  be  made  .$.5.00  a  year. 

Z.  Roy,  who  has  conducted  a  shoe  repairing  liusiness  in 
Cornwall  for  some  time,  left  recently  tf)  go  into  business 
with  his  son  in  Quebec,  Que. 

A  recent  style  development  which  some  retailers  are  tak- 
ing advantage  of  is  women's  belts  to  match  shoes.  The  best 
sellers  are  gray,  ivory,  black  and  white  kid.  They  retail  at 
.$1.00  and  are  used  with  sport  skirts  and  shoes,  while  some 
are  worn  with  middy  blouses. 

In  succession  to  Mr.  Howe,  Mr.  Kimber  has  been  ap- 
pointed superintendent  of  No.  2  factory  of  Ames-Holden-Mc- 
Cready,  Montreal.  Mr.  Kimber  was  formerly  making  rooni 
foreman  of  No.  1  factory. 

Among  recent  visitors  to  Montreal  were  Messrs.  Eccle- 
stone  and  Feetham,  of  the  T.  Eaton  Company,  Toronto;  W. 
S.  Bond,  of  liobert  Simpson  Co.,  Toronto,  and  W.  Taylf)r. 
of  Wm.  Taylor  &  Co.,  Halifax. 

At  the  annual  meeting  of  the  Montreal  branch  of  the 
Canadian  Manufacturers'  Association  on  June  6,  Geo.  A.  Sla- 
ter, of  Geo.  A.  Slater,  Ltd.,  Maisonneuve,  was  appointed 
chairman — the  first  shoeman  to  occupy  this  position. 

This  season  you  can't  tell  a  sheep  from  a  goat  in  a  shoe 
store  window,  because  the  horns  are  removed  before  the 
tanner  begins,  and  the  finish  of  the  skin  looks  the  same 
when  either  comes  out  of  the  chemical  bath. 

(jagnon,  Lachapelle  and  Hebert,  Montreal,  have  added 
further  hand  method  McKay  lasting  machines  of  the  United 
Shoe  Machinery  Company  of  Canada's  manufacture. 

The  Imperial  Shoe  Company  have  opened  a  store  in 
Regina,  Sask. 

J.  G.  Maxwell  has  started  a  shoe  store  in  Swift  Cur- 
rent. Sask. 


General  Store  News 

H.  Lobe,  general  storekeeper.  Neepawa,  Man.,  has 
moved  to  Birnie. 

H.  J.  McMahon  has  opened  a  new  shoe  and  men's  fur- 
nishing store  in  Chesterville,  Ont. 

II.  P.  Leslie,  Bell's  Corners.  Ont..  has  purchased  the 
f?eneral  store  of  Mrs.  M.  A.  Watters. 

M.  Ward  has  opened  a  store  in  the  Covert  Block, 
Canning,  N.S.,  and  will  carry  a  full  ine  of  rubbers,  boots 
and  shoes,  as  well  as  dry  goods  and  men's  furnishings. 


Obituary 

Napoleon  Quintin,  general  storekeeper.  Iberville.  Que., 
is  dead. 

J.  fl.  Lachaiice,  one  of  Quebec's  most  prominent  manu- 
facturers, died  recently.  He  was  for  many  years  proprietor 
of  the  Dominion  Shoe  Company,  but  retired  from  business. 

Emmanuel  Garrett,  one  of  Bracebridge's  oldest  citizens, 
passed  to  the  great  majority  on  May  15.  He  had  for  a  con- 
siderable len.gth  of  time  conducted  a  tannery  in  that  town. 

George  A.  Kent,  shoe  retailer,  Truro,  X.S..  died  recently. 
He  was  for  some  years  in  business  in  Halifax. 

There  passed  away  on  May  26  one  of  the  oldest  and 
most  respected  residents  (^f  the  town  of  Mount  I'orest.  Ont. — 
Mr.  James  Brown.  He  conducted  a  boot  and  shoe  business 
practically  all  the  time  he  lived  there.  He  had  taken  a  keen 
interest  in  all  matters  pertaining  to  the  welfare  of  the  town 
and  served  for  some  years  on  the  school  board. 

1).  C.  McDonald,  a  well-known  shoe  traveler  in  the 
Maritime  Provinces,  died  recentlv  in  .\ntigonish.  \.S. 
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TOEKOMFDRT 


D!VERNILYEAS 


CURES 
FOOT 
AILMENTS 

MADE   IN  CANADA. i 


Our  Advertising 
is  at  work 

for  you 
among  two 

million  readers. 


NO  ADVANCE 

in  our 

ARCH  SUPPORT  PRICES 


Foot-Komfort  Arch  Support 

is  the  lightest  on  earth;  is  guaranteed  for  one 
year,  and  easily  adjusted  by  the  wearer. 
$12.00  doz.  pairs.    Retails  $2.00  a  pair. 


Ask  for  sample  of  E-Z-CLEAN,  the  best  white 
cleaner  on  earth. 

Vermilyea  Mfg.  Co. 

211  8th  Ave.  W.,  Calgary,  Alta. 

An  Appliance  or  Remedy  for  Every  Foot  Ailment 


Shoe  Store  Settee 


This  attractive  hexagonal  settee  is  one  of 
our  best  sellmg  pieces  of  shoe  store  furniture. 

it  allows  of  many  original  effects  in  a  store 
and  is  a  most  useful  furnishing. 

Have  you  our  catalogue  ? 

^  Valley  City  Seating  Co., 

Limited 

Dundas,  Ont. 


For  the  most  complete  and  artistic  line  of  Shoe  Ornaments 

suitable  for  every 
kind  and  every 
grade  of  women's 
footwear—The  Can- 
adian Shoe  Manu- 
facturer should  get 
in  communication 
with 


Mr.  G.  S.  Trudeau 

365  Ontario  St.  East 
MONTREAL 

who  is  our  exclus- 
ive selling  agent  in 
Canada. 

D.  W.  Coultas  Co. 

292  Eddy  St. 
PROVIDENCE,  R.I.,  U.S.A. 
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Guay  Counters 


All  Lcatlior  Fair  Stitching' 


Outwear  the  Shoe 

That's  our  claim  for  Guay  All- 
Leather  Counters.  We  will 
pay  cash  for  every  pair  of  shoes  in 
which  our  counters  are  used,  and 
which  they  fail  to  outwear. 

ALL  LEATHER  INSOLING 

a  large  stock  of  all  kinds  always 
on  hand. 

Prices  and  Samplee  on  Application 

230  St.  Margurite  Street 
MONTREAL 


EUGENE  GUAY, 


We  also  make  Union.  Standard  and  I.ealher  Hoard  Counters 


Fixtures 
Sell  More 
SHOES 


There  is  no  doubt  an  at- 
tractive display  of  your  stock 
will  do  more  to 
influence  the 
casual  prospect 
than  having  the 
same  stock  lymg 
around  any  old 
way.    Ever  notice  how  the 
up-to-date  stores  take  ad- 
vantage of  every  opportun- 
ity to  use    neat  fixtures? 
They  know   how  much  it 
helps. 


Send  for  our  Shoe  and  Hosiery 
display  fixture  price  list. 


DELFOSSE  &  CO. 


Office  and  Sample  Room  249  Craig  St. 
Factory  — 1-19  Hermine 


Montreal,  P.Q. 


PEERLESS 
MACHINES 


Universal  Skiver 

Acknowledged  by  the  shoe  manufacturers  every- 
where as  the  most  rehable  Skiver  made.  Gives 
greater  production  at  minimum  cost. 


Peerless  Folder 

No  matter  what  the  shape  of  the  upper  this  machine 
will  fold  the  edge  over  perfectly.  Turns  over  seams 
and  back  stays.  For  rapid  clean  work  this  machine 
is  without  a  rival. 


Automatic  Perforator 

Spaces  evenly  on  any  curve  without  the  use  of  knee 
or  any  other  attachment.  30  to  50  per  cent,  more 
output  at  a  minimum  cost. 

The  Peerless  Machinery  Co. 

44  Binford  St.  BOSTON,  Mass. 
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Landis  Curved  Needle  and  Awl 
Shoe  Soling  Machines 


O 

o 


•M 

V. 
3 

o 


PRICE  AND  TERMS 
LANDIS  NO.  12  STITCHER 
Weight,  crated -About  750  lbs. 
Head  only,  crated— About  500  lbs. 

Price- Complete  with  Stand,  power  only,  $500.00,  F.  0.  B.  St.  Louis. 

Head  only,  $475.00,  F  O.  B.  St.  Louis. 
Terms— 15f!  discount  for  cash. 
Time  Payments-$50.00  cash  and  $15.00  per  month. 
Deferred  payments  to  be  closed  by  notes  without  interest. 


PRICE  AND  TERMS 
LANDIS  NO.  10  STITCHER 
Weight,  crated-About  7001bs. 
Head  only,  crated-About  .300  lbs. 

Price— Complete,  with  Stand,  foot-power  or  power,  $400.00,  F.  O.B. 
St.  Louis. 

Complete,  with  Stand,  combination  foot-power  and  power, 

$410.00.  F.  O.  B.  St.  Louis. 

Head  only-$375.00,  F.  O.  B.  St.  Louis. 
Terms— 15f^  discount  for  cash. 
Time  Payments- $25.00  cash  and  $10.00  per  month. 
Deferred  Payments  to  be  closed  by  notes  without  interest. 


Model  22  Landis  Shoe  Repair  Outfit,  Left  Hand 
Manufactured  by  LANDIS  MACHINE  CO.,  St.  Louis,  Mo. 

Landis  Machine  Company 

St.  Louis,  Missouri,  U.  S.  A. 

WE  ALSO  MAKE  THE  LANDIS  HARNESS  MACHINES.   ASK  YOUR  HARNESS  MAKER  ABOUT  US. 
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BOSTON  OFFICE 

134  SUMMER  STREET 

NEW  YORK  OFFICE 

WOOLWORTH  BUFLDING 
BROADWAY  AT  BARCLAY 

SAN  FRANCISCO  OFFICE 
29    KEARNY  STREET 


i^ST  GRADE  P] 


EUROPE 

COVENTRY  HOUSE.  SOUTH  PLACE 
FINSBURY.  E.C..  LONDON,  ENG 
» 

SOUTH  AMERICA 

BUENOS   AIRES  ARGENTINE. 
LIMA  486 

AUSTRALIA 

401  POST  OFFICE  PLACE  WEST. 
MELBOURNE 


Our  models  are  exclusive  and  embody  comfort  and  elegance  of  the  highest  order — the 
result  of  fifty  years'  experience  in  the  drafting  and  making  of  a  superior  quality  of  men  s 
boots  and  shoes  for  all  occasions. 


eh 


Factory  and  Home  Office 

East  Weymouth,  Mass.,  U.S.A. 


'The  Riviera' 


"The  Renault" 


Awarded  the  Grand  Prize  for  Men's  Fine  Shoes  at  the  Panama-Pacific  International  Exposition,  San  Francisco,  1915. 


Have  Your  Shoes  Made  with 


mm 

^^^^  PAT.  Ofi^^^ 


INSOLES 

For  Welts  and  McKays 

An  insole  that  insures  comfort  and  durability,  will  not  shrink  or  swell,  uniform  thickness  and  flexibility, 
worked  dry  without  sorting,  free  from  chemicals  which  are  injurious  to  the  feet ;  made  in  oak  and  white 
colors ;  are  fast  color ;  sold  by  the  sheet,  roll,  or  blocked  ;  economical  cutting  and  will  stand  the  hard- 
est kmd  of  service. 

FELT 

of  every  description 

Also 

Cut  Felt  and  Imitation  Leather  Heel  Pads.    Send  for  samples  and  prices. 

We  invite  visiting  trade  to  inspect  our  products  at  the  Shoe  &  Leather 
Fair,  Mechanics'  Building,  Boston,  Mass.,  July  12-19th.    Space  No.  194 

KEN  WORTHY  BROTHERS  CO.,  uosu-nmers...  Boston,  Mass. 

International  Supply  Co.,  Berlin,  Ont.       —CANADIAN  AGENTS—  Horace  D'Artois,  Montreal,  P.Q. 
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CHANDLER'S  COLONIAL  COMBINATIONS 

"WHITE  SPECIALTIES" 


FLEXO"  BOWS 

SHOE 
ORNAMENTS 

SHOE 
NOVELTIES 

SHOE 
RIBBONS 


WRITE  FOR 
NEW 
ILLUSTRATED 
FOLDERS 
SHOWING 
CHANDLER 
SPECIAl  TIES 


WHITE  CANVAS  COMBINATION  "FAN"  C.149 

White  Canvas  "  Fan "  Tongue  with  canvas 
finish  Metal  buckle. 

COMBINATION  B-130 

The  same  style  as  above,  made  with  White  Kid 
Tongue,  covered  buckle  to  match. 

WHITE  COMBINATIONS 

All  white  combinations  shown  at  catalogue  prices  are  packed 
in  transparent  dust-proof  envelopes,  one  pair  in  an  envelope. 

C.  A.  Browning  Co.,  Boston,  Mass. 

30  Franklin  Street 


YOUR  FRONT  SHOULD  BE  EARNING  MONEY  FOR  YOU 


Have  it  properly  designed  and  construct- 
ed to  enable  you  to  display  all  of  your 
lines,  all  of  the  time,  to  the  best  ad- 
vantage. 

Write  for  Booklet 

\t  contains  valuable  infor- 
mation. 


Made  in 
Canada 


9.y  '.^"ft  -W  V7«K.«. 


0.  t.  MACDONILD  &  BROS  LIM^tlD 


We  are  specialists  of  many    years  ex- 
perience m  making  fronts  pay. 
50,000  of  our  fronts  producing    big  / 
returns  are  good  evidence  of  our 
ability.  X 

Let  us  help  you  to  help  X 

/  Kawneer 
yourself.  /  947  Front  St. 

/    Guelph,  Ont. 

  /  Without  cost  to  me, 

Boostino' 


KAWNEER  MFG.  COMPANY,  LIMITED 

947  Front  Street 
GUELPH      -      -      ONTARIO  / 

/ 


/ 


/  please  send  Boos 
^    Business  Booklet. 
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Boys',  Youths',  Misses'  and 
Children's 

Eclipse 
Footwear 


"The  Quality  Line' 


Dealers  have  no  dead  stock  in 
Eclipse  P'ootwear.  The  Rcli])se 
line  is  especially  noted  for  its 
(jnick  selling-  features. 

We  make  a  s])ecialty  of  this 
])arlicular  line,  and  in  consef[uence 
it  is  high-grade  all  through. 

The  new  h'all  Styles  are  neat 
and  conform  to  the  very  latest 
designs.  In  fact,  we  have  origin- 
ated several  styles  that  can  onl\' 
he  ol)tained  in  ludipse  Footwear. 


Write  us  for  details 


Gait  Shoe  Mfg.  Co. 

LIMITED 

Gait,   -  Ontario 


A  Louis  Heel  Breast 

Trimmer 
that  finishes  the  job 

from  edge  to  edge  following  line  of  sole 
requiring  no  hand  work  or  rough  scouring 

SAFE   and  RAPID 

Every  pair  of  heels  like  template  used 

Manufactured  and  Sold  by 

The  Louis  G.  Freeman  Co. 

Cincinnati,  Ohio,  U,  S.  A. 

Eastern  Representatives 
Markem  Machine  Co.,  Boston,  Mass. 
Western  Representatives 
Manufacturers  Supply  Co.,  St.  Louis,  Mo. 
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The  United  States  Hotel, 

BOSTON,  MASS.,  U.  S.  A. 


Beach,  Kingston 
and    Lincoln  Streets 


Only  two  blocks  from  the  South  Terminal  Station  in  the  cenlie  of  the  Shoe  and  Leather 
District  and  within  easy  walking  diflance  of  the  shopping  di^trid,  theatres,  etc. 
Good,  comfortable  rooms,  unexcelled  cuisme,  and  reasonable  rates. 
American  and  European  plans.    Send  for  circulars. 


TILLY  HAYNES,  Proprietor 


BEAT  IT! 


CANVAS  IhSOLIhG 

WE  MAKE  IT 

I 

BETTER  ThAN  LEATHER 
AS  YOU  WANT  IT  — 
0-p  Meavy  Duck- 
Duck  and  Fel-t> 
Strong 
Cheap 
Two  Ply 
Tbrfee  Ply 
Tor  M"^  Kay  s 
For  Baby's 


TOLEDO 


BOX  TOES  THAT 
COME  ALIKE 


full  line 


JAS.  G.  HIGKEY,  Manager 


INDEPENDENT  BOX  TOE  CO.,'''^''^^)^^^^lt°"''' 


Fortuna  Skiving  Machine 


For  Manufacturers  who  Skive  Leather,  Felt, 
Cork,  Rubber  or  Paper 

Used  extensively  by  Manufacturers  of 

Shoes,  Box  Toes,  Trimmings,  Insoles,  Ankle 
Supporters,  Welting,  Arch  Supporters 

Sole  Agents  for  Canada 

Fortune   Machine  Co. 


127  Duane  Street 


NEW  YORK 


V.D.t\R,MSTROIG 


ENGRAVEROF  FINE  STEELSTAMPS  &DIES 

675 


23q,c,-^>NES;jMONTREALPHo/w 
CR^^^c^^^r^  QUE 


MY  STAMPS  ARE  UPTO  DATE  IN  DESIGN 
&  ADD  AN  ARTISTIC  FINISHTO  VOUR  SHOES<t» 
•  WHICH  WILL  INCREASE  YOUR  SAUES 
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ALPHABETICAL  LIST  OF  ADVERTISERS 


Aird  &  Son  

Anu's-Holden-McCrcady   IT 

Annstron.L;,  \V.  D   4!) 

I'oot  and  Slioe  Workers'  Union  ....  '>2 

[joston  Blacking  Company   13 

Hreilhaupt  Leather  Company   50 

Brockton  Heel  Company   51 

Brodie  &  Harvie   ■''G 

Browninf^-  Company   47 


Canadian  Consolidated  Riiliber  Co.  .'i-30 

Canadian  Footwear  Limited    GO 

Champion  Shoe  Machinery  Co   5:! 

Clapp  &  Son.  Edwin   4C 

Commercial    5G 

Cote,  J.  A.  &  M   54 

Delfossc  &  Company   44 

Dominion  Die  C^ompany   5G 

Diifresne  &  Galipcaii   4 

Dunlop  Tire  &  l^uhher  Cioods  Co.  ..  IS 

I  )iipi  ml  &  Frere  


F"ortnna  Machine  Com|)any    4!) 

Freeman  Company.  Louis  fr   48 

Gait  Shoe  Mfg.  Co   48 

(jnay,   Eugene    44 


Hnmherstnne  Slioe  Company   58 


Independent  Box  Toe  Company  ....  4!) 
Indei)endent   l^uhl)er  Cnmpany   ....  14 


Kieffer  Bros   54 

Kenwortliy  Bros   46 

Kawneer  Mfg.  Company   47 

Landis  Machine  Com])any   45 

Landers  Bros   40 

Mc Martin,  IC.  W   58 

Minister  Myles  Shoe  Company  ....  19 

McLaren  &  Dallas   11 

Montreal  Box  Toe  Cf)mpany    54 

Muir  t'ompany,  Jas   IC 

Murray  Shoe  Company   5 


Narrow  Fabric  Company   58 

Newl)egin  Company,  L.  R   51 

New  Castle  Leather  Company   56 

['anther  Rubber  Company   2 

I'arker,  Irwin,  Limited   10 

F'arker  Shf)e  Company    10 

F'eerless  Machinery  ("ompany   44 

I'ickering  Company,  Jas   41 

Ralston,  Robt   51 

Regal  Slu)e  Company   1 

Restorff  &  Bettmann   51 

Rice  &  Hutchins   15 

Robinson,  Jas   8-9 

Sisman  Shoe  Comjjany  

Slater  Shoe  Company   7 

Tel)butt  Shoe  &  Leatiier  Co.  G 

Tetrault  Shoe  Mfg.  Co   1."? 

United  Shoe  Machinery  Co.  Ltd.  55-57-50 

United  States  Hotel.  Boston   49 

\  allcy  City  Seating  Co   43 

\  ermilyea  Mfg.  Co   4:5 


SOLE  LEATHER 


OAK 


—  HEMLOCK  — 


TRADL  MARK 


OAK 


UNION  OAK 


TRADE'W'^f    -  "KM ARK 


These  Five  Lines  Reliable  Vat  Tanned  Stock  Made  at  Our  Three  Tanneries 
BERLIN  PENETANG  HASTINGS 

Agencies:    MONTREAL.      QI  EBIX,      TORONTO.      ST.  HYACINTH!-: 


The  Breithaupt  Leather  Co.,  Limited 


Berlin,  Canada 
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"JAP ANGLE"    BLACK  STAIN 


THE  WONDERFUL  INSTANTANEOUS  BLACK  DYE  THAT  NEVER  COMES  OFF 

Makes  COLORED  Leather  BLACK 
Makes  BLACK  Leather  BLACKER. 


R.  &  B.  "JAPANOLE"  is  the  only  Dye  onthe  market 
that  blackens  all  kind  of  colored  leather  to  Perfection. 
Suitable  equally  well  for  old  a«  well  as  new  shoes. 

If  your  Dealer  cannot  supply  you  with  "Japanole" 
Dye  at  these  prices,  plus  custom  duties,  send  us 
your  order  and  we  will  send  you  your  requirements, 
transportation  charges  paid,  but  not  custom  duties 
paid,  on  open  account  if  you  are  rated,  otherwise 
send  cash  with  order.  No  order  too  small — none  too 
large. 


Prices 

No.    400  About  4  Ounces  $2.00  per  doz 

No.  1600  About  1  Pint  .  .     .40  each 

No.  3200  About  1  Quart  .     .75  each 

No.  5000  About  1  Gallon.  3.00  each 

No.  6000  About  5  Gallons  15.00  each 


Made  by  RESTORFF  &  BETTMANN        Glycerole  Polishes 

New  York,  U.S.A.,  79  Mercer  Street  Established  1874 


DRESSING 

I  ,^  *  DRESSINC  FOB 

^  BOOTSVSHOES  ^ 


RALSTON 

POLISHES 


1'^  CONTAINS 

OIL 

PRESERVES' 

JET  BLACK 
FINISH 

Rofi'T  Ralston  e  Co. 

y.  HAMILTON 


Applied  quickly  with  a 
sponge,  and  has  no 
equal. 


The  most  popular 
white  dressing  on 
the  market. 


Ralston  Shoe  Pol- 
ishes are  always  on 
the  job  with  the  new  things. 

When  Shoedom  produces  a  new 
leather  or  finish,  Ralston  produces 
a  polish  for  it. 


Puts  a  brilliant  po'ish 
on  boots  and  shoes. 
Removes  stains  and 
makes  a  most  peifect 
cleaner. 


Our  Bronze  Shoe  Dressing  is  guar- 
anteed to  be  perfectly  reliable  and 
has  already  proved  itself  to  be  a 
popular  seller. 


Ralston's  Shoe  Cream 

Cleaner  and  polisher  of  Glazed 
Kid. 

Made  in  Black,  Brown,  White, 
Champagne,  Midnight  Blue 
and  Grey 


Your  jobber  will  supply  you 
any  of  the  lines  illustrated. 


w 


ith 


When  there  is  new  polish,  Ralston 
has  it. 


MARKING  INKS 


FOR  LININGS — Famous  "King  Markwell"  Compounds.  .Stocked 
in  colors.  Yellow,  White,  (ireen.  Blue,  and  KlacW.  In  order- 
ing V'ellow  inks  state  whether  for  Patent,  .Smootli,  or  Heavy 
stock,  and  whether  for  pen  or  machine. 

FOR  COUPON  TAGS— No.  1002  ;H  "Kinu  Markwell"  iilack  hand 
or  power  machine  ink. 

FOR  CARTONS— No.  1902-4  "KinK  Markwell"  Black  hand  or 
power  machine  ink. 

We    also    handle    Power    Lining    Markers,    Tag    Markers,  Carton 
Markers,   Embossing   Machines,  and  a  -  comprehensive  line  of 
Shoe  Findings. 

THE  L.  R.  NEWBEGIN  CO. 

1 1  St.  Sacrament  St.,  MONTREAL 


We  want  to  EUV  for  CASH  all 
tlT€  PIECED  HEEi  STOCIC  you 

Brockton  Heel 
Company 

BROCKTON,  MASS. 
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CANADIAN  WOODWORKER 


June,  1916 


.WORKERS  UNION^ 


UNION/nSTAMP 


Factory 


Learn  the  Value  of 

The  Union  Stamp 


WORKERS  UNION/ 


UNIO^gSTAMP 


FOR  MANUFACTURERS  : 

The  Union  Stamp  means  a  market  for  your  shoes  among  the  Union 
men  of  this  country. 

It  means  continued  factory  production,  with  arbitration  of  all  labor 
disputes. 

It  means  a  high  grade  of  factory  workmanship. 

It  means  the  use  of  a  stamp  that  is  endorsed  by  the  American  Feder- 
ation of  Labor  with  a  buying  power  of  10,000,000  people. 

FOR  RETAILERS : 

The  Union  Stamp  marks  the  only  Union  made  shoe  which  the 
Union  man  demands  for  himself  and  his  family. 

The  Union  Stamp  marks  a  well  made  shoe,  the  product  of  skilled 
shoe  workers. 

It  means  the  product  of  factories  working  steadily  through  the  year, 
where  shoes  may  be  obtained  promptly  and  where  manufacturing  is 
never  interrupted  by  labor  difficulties. 

It  means  a  satisfactory  shoe  FOR  ALL  THE  PEOPLE !  Manufac- 
turers and  Retailers,  Insist  on  EFFICIENCY  AND  SERVICE  AND 
UNITE  ON  THE  UNION  STAMP. 


Boot  and  Shoe  Workers^  Union 


Affiliated  with  the  American  Federation  of  Labor 


^WORKERS  UNION 


246  Summer  Street 


UNION^STAMP 


BOSTON 


MASSACHUSETTS   \  workers  unTon 


JOHN  F.  TOBIN 

General  President 

CHAS.  L.  BAINE 

Gen.  Sec.  Treasurer 


UNION/^STAMP 

Factory 


June,  1916 
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Champion  Shoe  Repair  Machinery 


Champion  Shoe  Repair  Outfit 

OVER 

$100,000,000 

it  is  said,  is  the  volume  of  business  done  in  Shoe  Repairing  each  year,  in  the  United  States 
.nd  Canada.  Every  Dollar  of  it  should  be  done  on  Shoe  Repair  Machinery  that  can  be  bought 
outright  and  not  on  Royalty  Machines. 

WHY? 

Because  there  are  no  leases  to  sign.  No  perpetual  Royalty,  and  No  Big  Installation  Fees 
to  pay,  to  obtain  the  right  to  use  the  machinery. 

Champion  Shoe  Repair  Machinery  embody  every  feature  of  the  highest  importance  to  every 
shoe  repairer — Working  efficiency — Simplicity  of  construction — Ease  of  operating,  and  when 
once  you  have  paid  for  your  machinery  it  is  yours  and  you  have  nothing  more  to  pay. 

Thorough  personal  instructions  given  on  all  Champion  Stitchers,  Repair  Outfits  and  Nailers, 
and  a  complete  book  of  instructions  furnished  without  additional  charge. 

Over  12000  Champion  Stitchers  Now  in  Use 

The  best  reference  in  the  market,  as  to  merit  and  quality. 

The  Champion  line  of  Shoe  Repair  Machinery  is  the  largest  and  most  complete  in  the 
world. 

Write  us  for  our  new  Catalog,  prices  and  terms. 

Champion   Shoe   Machinery  Company 


CHAMPION 

SHOE  MACHINERY  CO. 

ST.  LOUIS.  MO. 

Give  particulars 

Address  

3723-3741  Forest  Park  Boulevard 

St.  Louis      -      -  Missouri 

BRANCH  OFFICES: 

Boston,  Mass. — 65  High  Street 
San  Francisco,  Cal. — 65  McAllister  Street 
New  York,  N.  Y.— 209  Centre  Street 
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Buzzel  Sandpaper  Machine 


Speed  700  to  800. 

Size 

of    pulley     used — 6. 

Made 

entirely    in    our  own 

shop. 

Send    for  complete 

details 

and  prices. 

'I'lulf  is  always  one 
right  way  for  every 
mamifacturiiig  process. 
Ill  this  important  part  of 
your  shoemaking  a  Buz- 
zell  Sandpaper  Machine 
is  undoubtedly  RIGH'i" 
in  every  sense  of  tlie 
word. 

fJur  practical  know- 
ledge of  what  a  Sand- 
paper Machine  should 
do  combined  with  our 
forty  seven  years  exper- 
ience enables  us  to  init 
on  the  market  a  machine 
that  will  not  only  do 
file  work  you  want  it  to 
do  but  do  it  well. 


KIEFFER  BROS.,  REGD. 

ESTABLISHED  1869 

96  Prince  St.,  Montreal,  Que. 


Montreal  Box  Toes 

have  substance 


They  outlast 
the  shoe 


Few  box  toes  will  outlast  the  shoes  that  stand  the  hardest 
wear,  yet  Montreal  Box  Toes  do  it.    When  you 
want  toes  that  wear  write  us.    We  make 
them  for  Goodyear  and  combination 
work.    Also  Men's,  Boys' 
and  Women's  heels 
in  all  grades. 

The  Montreal  Box  Toe  &  Heel  Co. 

321  Aird  Ave.,  Montreal 


Popular 
Lasts 


J.  A.  &  M.  Cote  McKays 

for  Mettj  YouthSy  Boys  and 
Little  Gents 

The  majority  of  your  shoe  sales  are  for  the  j)opular  lasts, 
not  tlTe  ultra  fashionable,  nor  yet  the  work  boot. 

J.  A.  &  M.  Cote  McKays  are  just  this  style.  Made  to  sell 
every  day  in  the  year.  The  kind  of  shoes  that  build  up  a  steady 
business  with  the  people  who  make  up  the  bulk  of  your  trade. 

Si.x  sensil)le  styles  in  solid  leather,  workmanship  the  best 
throus^hout. 

Write  us  for  more  information. 

La  Compagnie 

J.  A.  &  m.  Cote 

Montreal  Sample  Rooms,  St.  Hyacinthe 

Room  14  "La  Patrie  Building"  Of  TITRIT^^' 

Mr.  Henry  Martineau   Representative  ^1 '-''^'-'^ 


June,  1916 
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We  Can 
Supply  Anything 
From  a  Tack 
To  a  Full  Factory 
Equipment 


If  there  is  anything 
you  want,  write  us 


United  Shoe  Machinery  Company  of  Canada^  Limited 

MONTREAL,  QUE. 
Toronto  Quebec 
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PERMANENT  PASTE 

will  hold  leather  backing  firmly  and 
evenly  until  the  shoe  is  worn  out  or 
discarded.    To  get  this  result  use — 

Brodie's  Patent 
Flour  Paste 

Been  used  long  enough  now  to  prove  its 
own  worth.  Needs  no  boosting  if  you 
use  it  just  once.  Never  dries  out  under 
any  condition.  Spreads  evenly  and 
is  easy  to  handle.     Nicely  perfumed. 

Kegs,  Half  Barrels  or  Barrels 
Write  for  price  on  sample  shipment 

Brodie  &  Harvie 

LIMITED 
14  Bleury  St.  Montreal 


Dominion 


Di 


les 


stand 
Hard 
Service 


"Dominion"  Dies  have  both 
essential  qualities  that  cutting 
rooms  desire.  They  are  the  best 
quality  steel  and  they  are  exact 
in  pattern. 

Dominion  Dies  cut  leather,  rub- 
ber, paper  and  cloth  and  they  do 
it  right.  Let  us  figure  on  your 
requirements. 


Dominion  Die 

36a  St.  George  Street 
MONTREAL 


Co. 


Glazed 
or 
Mat 


Black 

or 
Colors 


Uniform  Substance 
Superior  Cutting  Qualities 
Fine  Grain 
Great  Strength 

and  as  Low  in  Price  as  its 
High  Quality  Permits 

Write  or  wire  for  samples. 

New  Castle  Leather  Co. 

NEW  YORK 

Canadian  Branch:— 335  Craig  St.  W.,  Montreal 
Factory Wilmington,  Del.,  U.S.A. 


Middle  and  Western  Canada 
Demands  the  Best 
in  Footwear 


To  successfully  introduce  your  lines  and  maintain 
a    satisfactory    business    you    must    interest  the 

General  Merchants  in  the  Prairie  Prov- 
inces and  British  Columbia. 

The  General  Merchants  are  Departmental  Stores— in  miniature- 
found  in  every  hamlet,  village,  town,  and  city  in  the  Great  Western 
Provinces  of  Canada.  Every  General  Merchant  sells  boots  and  shoes 
— there  are  no  exceptions.  No  exclusive  shoe  paper  can  interest  this 
trade,  because  the  General  Merchant  is  not  an  exclusive  shoe  dealer. 


1Q)MMERCIAL 

atwui  Tuit  «wiMnjL^«>>  eua  »ut> 

Over  33  years  in  its  field 

''CANADA'S    GREA  TEST   TRA  DE    PA  PER. ' ' 

Issued  twice  a  month  at  WINNIPEG,  Canada. 

Is  the  ONLY  PAPER  reaching  the  General 
Merchants  in  all  points.  Port  Arthur  and  West 
to  the  Pacific  Ocean. 

Get  a  sample  and  advertising  rates,  of  "That 
Western  Paper  that  brings  results." — "THE 
COMMERCIAL." 

Branches  at 

Vancouver,  Toronto,  Montreal,  Chicago,  New  York,  London,  Eng. 


June,  1916 
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YOUR 


GUARANTEE 
FOR  QUAUTY 


United  Shoe  Machinery  Company  of  Canada^  Limited 

Toronto  Montreal,  Que.  Quebec 


^8 
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N  CANADA 
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quality  shoe  laces 
for  every  requirement 

In  bulk  for  the  factory  trade. 

Single  paired  for  the  fine  job- 
bing trade. 

Finished  with  Nufashond 
Fabric  Tips  (pa  tent  apphed  for). 
Part  of  the  braid  itself.  Rustless, 
waterproof,  won't  pull  off. 

Samples  and  prices  upon  request. 

Narrow  Fabric  Company 

Reading  Pa. 


Made  in  Canada  Sandals 


NON-RIP 

Like  most  patriotic  deal- 
er.? you  are  specializing 
on  "Made  in  Canada" 
footwear.  Ask  your  job- 
ber to  show  you  samples 
of  the  well  known  non- 
rip  Humberstone  sandal. 

Order  early 


Humberstone  Shoe  Co. 

HUMBERSTONE,  ONT. 


Aird  Shoes  for  Fall 


Several  new  ideas  capably  expressed,  and  backed  up 
with  the  workmanship  and  materials  that  have  made 
Aird  shoes  so  popular  with  the  great  buying  public. 

McKays  and  Turns  for  men,  boys,  youths  and 
women. 


JOBBERS!    WRITE  OR  CALL 


AIRD  &  SON,    «  MONTREAL 


BOOT  LACES 

Large  stock  always  on  hand.  New  long  lengths 
for  Ladies'  High  Cut  Shoe.  Tubular  Round 
and  Flat  Laces.  Every  kind  in  thread  and 
leather.  Black,  White  or  Colored.  I'll  be  glad 
to  send  you  samples  if  you  write.  My  prices 
are  always  reasonable. 

E.  W.  McMARTIN 


45  St.  Alexander  Street 


Montreal 


Store  Management 

An  illustrated  book  of  212 
pages,  by  Frank  Harrington 

Price  50  cents. 

Footwear  in  Canada  "^*o'J'Si?*Tl'  " 
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Has  Anybody  Jumped 
Your  Claim? 

If  the  repair  requirements  of  your  customers  are 
not  already  taken  care  of  in  an  entirely  satisfactory 
manner  [and  by  that  we  mean  by  somebody  equipped 
as  we  can  equip  them],  it  will  pay  you  well  to  write  us 
now  for  a  catalog  and  full  information  regarding  the 
advantageous  terms  on  which  we  place  our  machines 
with  shoe  retailers.  We  would  also  be  glad  to  supply 
any  specific  information  you  may  require  about  this 
wonderful  and  growing  part  of  the  shoe  retailer's 
business. 


We  are  pioneers  in  this  business.  Our  machines 
have  earned  a  high  reputation  for  excellence  in  con- 
struction and  durability.  They  are  in  use  by  the 
most  successful  shoe  retailers  and  shoe  repairers  and 
with  them  we  supply  a  service  that  is  only  paralleled 
by  that  which  has  built  up  the  great  shoe  industry 
of  the  country.  Your  request  for  information  will 
place  you  under  no  obligation  to  us.  We  are  glad 
to  supply  it. 


United  Shoe  Machinery  Co.  of  Canada 

Montreal,  Que.  Limited 

122  Adelaide  Street  W.,  TORONTO  492  St.  Valier  Street,  QUEBEC 

179  King  Street  West,  BERLIN 
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Quick  Selling 

Button  Shoes 

Canadian  Footwear  Co.  shoes  are  making  a  strong  impression  on  the  dealers  this  year. 

The  1916  Fall  models  have  a  distinctive  appearance,  making  them  stand  out  prominently  in 
any  shoe  store. 

They  have  an  attractiveness  that  makes  them  sell  quickly  and  will  bring  new  customers  to 
your  store.    You  will  do  well  to  order  a  shipment. 

WRITE  US  IF  YOU  HAVE  NOT  SEEN  THIS  LINE. 


morlcl    will    suit    a    maiority    of    your  No,  0353 

younger  customers.     It  is  coiistructefl  Hi^h  Cut  Shut. --Due  of  ihc  ncuci 

along  sensible  lines  and  will  give  an  designs  for  well  tlressetl  women.  To 

unusual  amount  of  comfort  and  wear.  harmonise  witli  t!ie  latest  demands  of 

Dame  Fashion's  decrees  in  ladies'  ai>- 
parel.  You  will  find  this  last  sells 
easily   if   giyen  display. 


Canadian  Footwear  Co. 

Sales  Office  LilTlltecl  Factory 

Montreal  Pointe-Aux-Trembles 
44  St.  Antoine  St.  Quebec 


Vol.  VI.-No.  7 


Toronto  July,  1916 


The  Most  Popular  Shoe  in  the  World 


Alphabetical  lodex  to  Advertisers  Page  42 
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THE  SOLES 
THAT  SELL 


When  you  suggest  "PANTHER"  Tested  Fibre  Soles  and 
Heels  to  your  customers  there  is  instant  approval. 

Certainly — the  PANTHER  name  is  assurance  of  a  quality 
unsurpassed  in  Fibre  soling. 

They  sell  readily — look  like  leather,  and  are  quite  as  easily 
stitched  and  trimmed,  and  will  not  allow  stitches  to  "  pull  out." 
They  will  not  crack.    They  are  waterproof  and  they  will  not  slip. 


PANTHER  Fibre  Soles  are  made  in  all 
colors  and  are  guaranteed  by  makers. 


PANTHER 

Tested  Fibre  Soles 


The  recommendation  of  hun- 
dreds of  dealers  should  be  convin- 
cing proof  of  the  popularity  of 
the  "PANTHER"  line. 

If  you  want  an  improvement 
for  this  part  of  your  business  we 
would  suggest  you  send  for  fur- 
ther details  of  our  dealer  proposi- 
tion —  our  guarantee  and  our 
prices. 


PANTHER  RUBBER 

MANUFACTURING  COMPANY 

Sherbrooke,  Quebec 


July,  1916 
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SHOES 

for  every  sport 
and  recreation. 


Write  our  nearest  branch,  if  your  stock  is  not  complete 
with  Fleet  Foot  Shoes  for  men,  women  and  children. 


ftOMiNlOW 


Canadian  Consolidated 

Rubber  Co.,  Limited 
MONTREAL,  P.Q. 

28  'Service'  Branches  throughout  Canada 
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Building  A 
Profitable 
Shoe  Business 


You  probably  often  wonder  at  the  seemingly  easy  success  of 
some  business  men.  I  find  in  the  boot  and  shoe  business,  the 
matter  can  be  boiled  down  pretty  thoroughly  in  this  way  :  Give  the 
people  what  they  want. 

That's  the  keynote  of  my  business.  I  made  it  a  point  years 
ago,  when  I  first  started  to  supply  shoes  to  the  trade,  to  find  out 
just  what  would  be  most  acceptable  to  the  many  shoe  dealers  I  was 
serving. 

This  idea  has  been  more  than  successful.  It  has  placed  my 
business  in  the  advanced  line  of  supply,  and  I  attribute  this  success 
almost  altogether  to  my  first  idea  of  giving  dealers  what  they 
wanted. 

It  takes  a  lot  of  time  and  hard  work  to  keep  in  touch  with  the 
markets  and  change  in  styles,  etc.  The  extra  care  is  worth  while. 
When  I  establish  dealer  relations  it  is  a  matter  of  principle  with  me 
to  look  after  that  dealer  to  the  very  best  of  my  ability.  You'll  find 
James  Rcbinson  dealers  among  the  most  successful  shoe  men  in 
Canada  today. 

James  Robinson 

Montreal 


July,  1916 
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These  Trade- 
Marks  Stand 
for  Quality 


When  a  maker  advertises  his  product  to  the  public  under  a 
Trade  Mark  he  wants  the  people  to  remember  his  line. 

He  has  confidence  in  the  manufactured  article  that  it  will  please 
the  buyer  and  make  him  come  back  again  for  the  same  line. 

He  knows  a  steady  business  can  be  built  up  only  with  first-class 
goods,  no  matter  how  much  the  other  kind  may  be  advertised.  The 

Bostonian  Shoe 
Kant  Krack  Rubbers  Dainty  Mode  Rubbers 

Royal  Rubbers  Bull  Dog  Rubbers 

These  Trade  Marked  products  have  been  on  the  market  long 
enough  to  establish  their  reputation  as  being  unmistakably  good. 

I  have  sold  all  of  these  footwear  lines  for  years  and  they  give 
value  and  satisfaction  every  time. 

For  summer  wear  in  tennis  and  outing  shoes  the  "SPEED 
KING"  rubber  soled  footwear  will  meet  every  requirement  of 
dealers  to  satisfy  their  best  trade. 

I  shall  be  glad  to  give  you  particulars  of  any  or  all  of  these  lines. 


James  Robinson 

Montreal 
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Canada's— 

Largest  Producers 
Largest  Stocks 
Most  Complete  Lines 
Most  Efficient  Service 

50  travelers  are  leaving  our  branch  distribut- 
ing houses  to  serve  our  customers  in  relation 
to   Spring   Sorting   and   Fall   Placing  Orders. 

AMES 
HOLDEN 
McCREADY 

LIMITED 

ST.  JOHN  —  MONTREAL  —  TORONTO  —  WINNIPEG  —  EDMONTON  —  VANCOUVER 


July,  1916 
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"  SPEED  KING  " 

Tennis  and  Sporting  Shoes 

Speedy  ! — You  bet,  right  from  the  drop  of  the  hat.  Speed  King  Tennis 
Shoes  got  away  with  a  good  big  lead  first  thing  this  season  and  we  have 
been  kept  more  than  busy  right  along  taking  care  of  the  unprecedented 
repeat  orders  that  have  come  to  us  from  enthusiastic  customers  who  insist 
on  having  this  popular  brand.  There's  no  getting  around  it,  Speed  King 
Tennis  Shoes  certainly  cornered  the  market  this  year. 


I  Our  Line  -  Up  for 

I  Fall  and  Winter 

I  The  "IMPERIAL'^  Shoe 

M  Made  in  all  fine  leathers — Goodyear 

5  Welts  and  McKay  Sewn. 

I  The  "MAPLE  LEAP'  Brand 

1  Solid  leather  working  shoes,  every 

m  pair  guaranteed. 

I  The  "VARSITY"  Brand 

g  Men's,  Boys',  Youth's  Medium  fine  shoes, 

S  McKay  sewn. 

I  The  "LITTLE  CANADIAN" 

I  An  extra  fine  line  of  Misses'  and 

I  Children's  Shoes. 

I  The  "SPORTSMAN'S'^  Boot 

I  Made  in  Chocolate  Calf,  Pearl,  Black 

J  and  Smoked  Elk. 

I  "WITCH-ELK" 

=  Prospectors'  and  Hunters'  Boot. 


Everybody  Buys  These 
Hot  Weather 
Specials 


Be  sure  you  have  a  goodly  stock  of  our  non-rip 
Barefoot  Sandals  for  Infants,  Children  and  Misses. 
They  are  selling  especially  well  in  all  sizes  this  year. 

Also,  a  complete  range  of  White  Canvas  Button 
Boots  and  Colonial  Pumps  for  Women,  Misses  and 
Children.  Here's  another  good  money  making  line — 
Mary  Jane  Pumps  in  Patent,  Gunmetal,  Dongola  and 
White  Canvas  with  Cuban  or  low  heels.  You'll  be 
when  you  handle  a  complete  assortment  of  our  quick 
sellers. 

Our  Fall  and  Winter  lines  this  year  are  particularly 
attractive.  Look  over  the  list  and  consider  your  re- 
c|uirements. 

You  can  count  on  a  mighty  quick  service.  There 
isn't  a  speedier  organization  when  it  comes  to  helping 
a  dealer  when  his  wire  order  says,  "RUSH," 

Try  us. 


McLaren  &  Dallas 


Toronto 


Ontario 
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Professor 


Tebbutfs 
Popular 

SHOES 


There  is  always  a  great 
satisfaction  in  selling 
shoes  that  are  really 
popular.  There  is  no 
preliminary  talk.  You 
get  the  correct  size  and 
the  sale  is  made. 


Tebbutt's  Special  Anti- 
septic Shoes,  sell  time 
after  time  to  the  same 
customer.  The  shoes 
give  extra  good  value 
and  naturally  they  sell 
again. 


Tebbutt  Shoe 

and  Leather  Co. 


Limited 


Three  Rivers, 

Quebec 


Not  extreme  in  any  sense 
of  the  word.  Natural, 
sensible  styles  and  first 
class  materials  are  the 
main  points  about  the 
"Doctor"  and  "Profes- 
sor "  models.  Their 
neatness  will  satisfy  your 
regular  customers.  The 
kind  of  shoes  that  make 
the  backbone  of  the  shoe 
retailer's  stock. 

Send  for  Catalogue,  etc. 


Doctor 
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In  Stock  Department 


Suitable  for  Semi-dress  Occasions 


No.  524  No.  2520 

Patent  Colt  Straight  Foxed  Blue.  Patent  Colt  Whole  Foxed  Button 

Matt  Calf  Top.  Matt  Calf  Top. 


In  Stock  for  Immediate  Shipment 


Slater  Shoes  have  been  popular  for  many  years  and  we  are  very  par- 
ticular to  maintain  the  style,  fit  and  wearing  quality  of  every  new 
model  so  that  it  will  be  worthy  of  a  place  in  the  Slater  Line. 

If  you  are  located  in  a  town,  where  we  are  not  represented,  we  would 
be  pleased  to  have  you  as  our  agent  and  assist  you  in  every  possible 
manner.    We  have  an  interesting  proposition  for  you. 

Write  for  Catalog  and  Information 
MENS  and  BOYS  WELTS  Exclusively 


Slater  Shoe  Co.,  Limited 
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Stability 
Character 


iiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiim^ 


This  Trade  Mark 

stands  for 

Quality  of 
Materials 
Workmanship, 
Style 

Wholesale  Houses 

The  Rice  &  Hutchins 

Chicago  Co. 
The  Rice  &  Hutchins 

New  York  Co. 
The  Rice  &  Hutchins 

•St.  Louis  Co. 
The  Atlas  Shoe  Co. 

Boston,  Mass. 
The  Rice  &  Hutchins 

Baltimore  Co. 
The  Rice  &  Hutchins 

Cleveland  Co. 
The  Rice  &  Hutchins 

Cincinnati  Co. 
The  Rice  &  Hutchins 

Atlanta  Co. 
Joseph  I.  Meanv  &  Co., 

inc.,  Phila. 


illlllllllllllllllilllllllllilllllllllllllllllllllllllllllllllllli 


Today  the  consumer  requires 
very  convincing  reasons  to  be 
assured  of  merit  in  an  unknown 
product.  Why  waste  time  pro- 
ducing such  arguments  when 
known  shoes  sell  with  ease  ? 

Consumers  are  predisposed  toward  shoes  that 
arc  favorably  known  throughout  the  length 
and  breadth  of  the  country. 

All  America  Shoes  for  men  possess  every 
qualification  of  stability  and  character.  The 
men  know  All  Americas  and  put  their  con- 
fidence in  them. 

Besides  they  are  a  stock  proposition  in  each 
of  the  nine  wholesale  houses. 

Fiftieth  ^^^VersaRy 

RICE.  &  HUTCHINS.  INC 

1 A  fi  ft  SHOE  MANUFACTURERS  i  Q  -f  ^ 
1.U  VJ  ^  poR  HALF  A  CENTURY  A  C7  J.  V/ 

The  Rice  &  Hutchins  Chicago,  Co. 

231  West  Monroe  Street 
CHICAGO        -        -  ILL. 


iiiiiiiiiii 


iiiiiii 


RICE  &  HUTCHINS,  INC. 

24  High  Street,    ::   Boston,  Mass. 


m 
m 
m 


iiiiiiiiiiiiiiii 


i 

1 
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^ovfootiott 

is  af famed  in  sfioGs  made  of 

Wfiife  W57cloSfiooClofh 

MAKES  WELL— LOOKS  WELL— FITS  WELL— WEARS  WELL— CLEANS  WELL 

Stylish  appearing,  trim  looking,  comfortable  feeling  foot- 
wear results  from  the  use  of  "  Wyclo  "  white  shoe  doth. 

Order  a  sample  pair  of  "  Wyclo  "  shoes  from 
your  manufacturer  and  have  some  member 
of  your  family  wear  them  for  convincing 
evidence  of  the  superiority  of  *  'Wyclo  "  for 
footwear  purposes. 


Henry 


&  Co, 


33  Spruce  Street 

NEW  YORK 


Bran<;hes:    BOSTON  PHILADELPHIA 


ROCHESTER        ST.  LOUIS        HAVERHILL        TORONTO,  CAN. 
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I  For  the  Busy  Factory 
I  and  Hot  Weather 

I                 You  are  too  busy  to  take  any  chances  with  | 

I           a  doubtful  quality  Cement.    It  is  wise  economy  | 

I           in  a  busy  factory  to  use  a  Cement  you  KNOW  | 

I           will  do  its  part  of  your  work  the  first  time  and  | 

I           all  the  time.  | 

Hot  Weather 

I                 A  busy  factory  in  hot  weather  surely  needs  | 

j           an  honest,  dependable,  high  quality,  well  made  | 

I           Cement.  | 

I                 We  have  all  these  points  in  mind  and  can  | 

I           recommend  our  Cements  to  you  and  guarantee  | 

I           you  entire  satisfaction  even  during  the  trying  | 

I           weather  conditions  for  Cements  now  coming.  | 

I                 Send  us  your  Cement  orders  and  you  can  j 

I           forget  that  part  of  your  business.  | 

I  BOSTON  BLACKING  CO.  | 

I    152  McGill  St.      -      -     Montreal,  Canada  I 

B  'I 
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Duf resne&  Galipeau 

LIMITEE 

If  you  want  it 

—our  advice  is — 

Buy  Liberally  this  Fall 

If  there  is  any  change  in  shoe  prices  it  will  be  UP. 

Our  salesmen  will  go  to  the  trade  early  this  fall  with 
advantages  we  know  will  enable  them  to  show  better 
goods,  better  styles,  and  better  dollar  value  than  ever 
before. 

It  Had  to  Come— Another  Factory 

We  are  now  equipped  with  the  very  best  of  everything  to  enable  us  to 
make  our  own  pegged  shoes  and  keep  them  up  to  our  high  standard 
no  matter  where  the  price  of  leather  may  go. 

More  Advice 

Get  a  look  this  fall  at  our  own  shoes  made  in  the  Dufresne  &  Galipeau 
new  factory. 

Send  us  your  name  and  a  salesman  will  call  early  with  a  full  line  of 
samples. 

Dufresne  &  Galipeau 

LIMITEE 

Montreal 
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Re-Introducing  "Lady  White^^ 

To  Jobbers,  Department  Stores  and  Multiple  Shoe  Stores 

"Lady  White^^  is  Here  for  All  Summer 


The  Popular  Boot 


^  In  Women's 


We  have  sold  a  carload  of  these  High  Cut  White  Can- 
vas Boots,  as  we  predicted  in  our  advertisement  in  the  April 
issue  of  "FOOTWEAR  IN  CANADA."  The  demand  has 
been  away  ahead  of  the  supply.  We  have  not  been  able  to 
keep  any  in  stock  ahead  of  our  orders,  but  have  endeavored 
to  keep  all  our  customers  satisfied. 

It  looks  to  us  as  if  the  sale  of  these  Boots  is  going  to 
continue  all  Summer.  They  are  the  logical  Boot  for  Sum- 
mer wear — cool  and  stylish.  We  have  them  on  order  to 
come  along  up  until  the  middle  of  July  and  have  just  sup- 
plemented our  orders  with  a  quantity  of  smaller  sizes  (36 
pair  to  the  case),  assortments  2  to  4,  2  to  5,  and  3  to  5,  tb 
meet  the  demand  in  some  Districts  for  smaller  sizes. 

We  have  these  cases  of  small  'sizes  in  now.  and  would 
suggest  that  you  advise  us  quickly  as  to  the  number  of 
cases  you  wish.  We  have  a  good  supply  coming  along 
in  the  regular  sizes.  They  are  going  out  about  as  fast  as 
they  come  in,  but  if  you  will  let  us  know  what  you  want,  we 
will  try  and  take  care  of  you,  but  would  advise  your  antici- 
pating your  requirements  as  far  ahead  as  possible,  and  don't 
overlook  that  we  have  Women's  White  Canvas  Rubber  Sole 
and  Heel  Oxfords  and  Bals  in  stock  and  in  transit. 

Two  of  our  most  popular  white  models  can  l)e  shipped 
immediately  in  sizes  2"/^  to  6,  and  3  to  7.  White  Canvas 
Rubber  Soles  and  Heels,  American  make. 


Lady 
White 


This  is  an  exact  reproduction  of  the  boot 
we  are  offering.  Wos.  8  inch — -square  top — 
laced  Bal — (Canvas)  good  quality — pointed 
toe  —  imitation  turn  —  white  heel  —  white 
laces. 

Made  in  order  for  Import  in  all  widths 
A  to  E.  In  stock  in  Canada  in  D  width 
only. 


Chas.  E. 
Slater 

491  St.  Valier  Street  «  Quebec 
132  Lincoln  Street   -    -  Boston 
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This  is  the  Shoe  Polish  Display  Case  you  have  been  look- 
ing for  and  it  goes  to  you  free  with  an  order  for 
two  gross — approximately  twenty 
dollars  worth — of 

Tilley  s  Regent  Shoe  Dressings 


Regent  Shoe  Paste 

Black,  Tan,  Ox  Blood, 
Mahogany,  Gun 
Metal,  White 

75c  per  doz. 

Ladies'  Shoe  Dressing 

75c  and  $1.50  per  doz. 

Patent  Leather  Cream 

85c  and  $1.50  per  doz. 

Combination 
Shoe  Dressing 

75c  and  $1.50  per  doz. 

Dubbin  and  Water 
TiteOil 

75g,  and  $1,25  and  $1.75  per  doz. 

White  Canvas 
Liquid 

75c  and  $1.50  per  doz. 


REGENT 

SHOE  DRESSINGS 


Bronze  Dressing 

$2.00  per  doz. 

Nu-Buck  Liquid 

$1.50  per  doz. 

Nu-Buck  Powder 

Sprinkler  or  Bag  Form 

$1.50  per  doz. 

White  Kid  Dressings 

$2.00  per  doz. 

KleanOy  for  fabrics 
and  shoes 

$1.75  per  doz. 

Suede  Leather 
Dressings 

Liquid  or  Powder 

$1.50  per  doz. 


This  unique  cabinet  is  substantially  made  in  polished  oak,  golden  finish,  and 
fitted  with  glass  door  and  two  drawers  with  top  shelf  concealed  by  permanently  at- 
tached dummy  tins. 

You  will  appreciate  its  convenience,  and  the  attractive  design  and  quality  of 
workmanship  mike  it  an  ornament  to  any  store. 

Ask  us  to  suggest  an  assortment  from  our  complete  range  of  high  class  Shoe 
Dressings  and  you  are  welcome  to  make  what  changes  you  desire, 

CHAS.  TILLEY  &  SON 


Toronto 


90  Richmond  Street  West 


Ontario 


You  cannot  buy  better  rubber  soled  Tennis  Shoes  than  those 
bearing  the  "Speed  King"  trade  mark. 

You  cannot  get  a  better  stock  and  shipping  service  than  that 
by  which  "Speed  King"  Tennis  Shoes  are  supplied. 

If  you  have  not  already  learned  this,  why  not  send  us  a 
sorting  order  ? 


The  Amherst  B^ot  &  Shoe  Co.,  Limited  Amherst,  N.S. 

The  Amherst  Central  Shoe  Co.,  Limited  Regina,  Sask. 

A.  W.  Ault  Co.,  Limited    ...      -  Ottawa,  Ont. 

White  Shoe  Co.,  -      -      -      -      -      ■  Toronto,  Ont. 

Kilgour,  Rimer  Co.,  Limited     -      -      ■  Winnipeg,  Man. 


The  J.  Leckie  Co  ,  Limited 


Vancouver,  B.C. 


The  London  Shoe  Co.,  Limited      ■      ■    London,  Ont. 

McLaren  &  Dallas  Toronto,  Ont. 

James  Robinson  Montreal,  Que. 

Brown,  Rochctte,  Limited       ■      -      -   Quebec,  Que. 

McFarland  Shoe  Co.  Calgary,  Alta. 

T.  Long  &  Brother  Collinswood 


The  Independent  Rubber  Co.^  Limited 


MERRITTON 


ONTARIO 
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THE  "NUGGET"  POLISH  CO.,  LIMITED 

9,  11  and  13  Davenport  Road 
TORONTO  ....  ONTARIO 
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HIGH  GRADE  QUALITIES 

When  buying  Dominion  Rubber  System  Footwear  you  can 
depend  upon  high  grade  qualities.  That  protection  is  appreciated 
more  and  more  by  the  trade  throughout  Canada. 

High  Grade 
Qualities 

The  First  Consideration 


Dominion  Rubber  system  qualities,  combined  with  Dominion 
Rubber  System  value  and  service,  make  it  well  worth  your  while 
to  buy  Dominion  Rubber  System  Footwear. 

No  matter  what  the  need  in  Rubber  Footwear 
may  be,  write  to  our  nearest  branch,  or  to  the 
Head  Office,  where  your  request  will  receive 
prompt  and  courteous  attention. 


Canadian  Consolidated  Rubber  Co. 

Limited 

Montreal,  P.  Q. 

28  "  Service  "  Branches  Throughout  Canada 
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Three  Price 
Stores 


The  delivery  problem  with  the  av- 
erage retailer  is  a  bugbear  and  an 
annoyance.  Also  it  is  expensive, 
and,  consequently,  puts  a  crimp  in  the  profits.  Credit 
is  a  bother  because  of  the  extra  book-keeping  involved 
and  the  cost  of  sending  accounts  and  collecting.  They 
are,  of  course,  just  a  part  of  the  service  which  every 
successful  retailer  is  bound  to  give  his  clientele.  The 
Saturday  Evening  Post  prescribes  for  this  service  an 
ingenious  remedy : 

"The  one-price  store  has  a  deservedly  strong  hold 
on  public  favor,  because  for  the  same  goods  it  charges 
the  same  price  to  all  customers.  But  most  stores  sell 
service  as  well  as  goods,  and  not  all  customers  want 
the  same  service.  So — especially  on  the  Pacific  Coast 
— quite  a  number  of  stores  have  tried  a  three-price 
system  and  found  that  it  works  satisfactorily. 

"The  price  for  the  goods  is  the  same  to  everybody. 
But  if  a  customer  wants  the  goods  delivered,  that  is 
a  service ;  if  he  wants  credit,  that  is  another  service. 
If  a  customer  wants  the  goods,  plus  delivery,  plus 
credit,  he  pays  a  certain  price.  If  he  carries  the  goods 
home,  thus  dispensing  with  delivery  service,  he  gets  a 
five  per  cent,  reduction.    If  he  carries  the  goods  home 


and  pays  cash,  thus  dispensing  with  both  delivery  and 
credit  service,  he  gets  ten  per  cent.  ofif. 

"If  a  customer  does  not  require  the  delivery  service 
or  the  credit  service  he  does  not  have  to  pay  for  them 
— which  is  obviously  fairer  than  a  rigid  one  price, 
whether  or  not  delivery  and  credit  services  are  in- 
cluded. If  a  customer  does  not  want  the  bother  of 
making  change  with  every  purchase  he  can  deposit  a 
given  amount,  against  which  his  purchases  are  charged. 

"Those  who  have  tried  it  say  the  success  of  the 
system  depends  upon  the  rigidity  with  which  it  is 
adhered  to." 


A  bright  man  never  wastes  his  time  gazing  at 
the  dark  side  of  life. 


_^    „       „  The  man  with  a  smile  is  a  man 

The  Rare  Tact  of  ,  •, 

Seriousness  "^^''^^  while— a  much  quoted  ex- 
pression and  a  very  apt  one.  But 
at  the  same  time  does  he  always  know  where  to  smile 
and  when?  A  good  undertaker  would  scarcely  think 
of  smiling  or  cracking  a  joke  while  selling  a  casket, 
even  though  in  his  heart  he  were  bubbling  over  with 
good  nature.  The  vice-president  of  one  of  the  largest 
corporations  in  the  world,  a  dignified  and  courteous 
gentleman  whose  smile  was  as  pleasing  as  it  was  rare, 
remarked  once  tliat  he  believed  in  smiling,  occasion- 
ally, but  to  smile  continually  was  silly. 

So  it  is  in  our  talking;  we  must  come  to  a  realiza- 
tion of  the  time  when  we  have  said  enough.  It  is  one 
of  the  small  tragedies  of  life  that  friendship  begins  to 
wane  as  volubility  increases.  Mutually  sympathetic 
people  often  find  it  sufficient  merely  to  be  in  one  an- 
other's company ;  the  man  we  have  got  to  talk  to  is 
often  a  bore. 

The  serious-faced  customer  whose  every  manner 
indicates  that  he  will  not  appreciate  any  attempt  at 
levity  on  your  part  should  not  be  inflicted  with  the 
annoyance  of  having  to  listen  to  you.  In  the  lives  of 
all  of  us  there  are  times  and  occasions  when  we  enjoy 
in  others  a  co-operative  spirit  of  feeling.  If  a  man 
has  a  grouch,  let  him  nurse  it ;  but  don't  add  to  it ; 
next  time  he  calls  he  will  be  in  a  different  mood  and 
will^  require  different  handling.  Learn  to  apprehend 
the  customer's  frame  of  mind,  and  treat  him  accord- 
ingly. 


Many  a  man  has  business  ability  enough  to 
make  money  but  not  sense  enough  to  keep  it. 


A  large  shoe  store  recently  found 
SmallMFoot  Sale       themselves  overburdened  with  a 
stock  of  small  sizes  which  threat- 
ened to  warm  the  shelves  for  an  indefinite  period. 
The  problem  of  hovv  to  turn  this  stock  without  un- 
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due  price-cutting  was  a  pretty  big  one  to  solve,  but 
finally  the  manager  hit  upon  a  scheme  of  appealing 
to  women's  vanity  by  having  a  "Small-I'"o()t  Sale." 
Women  with  small  feet  arc,  justly,  not  a  little  proud 
of  them,  and  sometimes  very  susceptible  1o  flatlcrv. 
It  was  j)lanned  at  first  to  cpiote  both  the  price  and  l!ic 
size,  but  at  the  last  moment  it  was  decided  that  the 
store  could  hardly  take  upon  itself  the  task  of  decid- 
ing what  was  a  small  foot.  The  sale  was  a  success 
from  start  to  finish  and  the  manager  said  he  was  glad 
he  mentioned  nothing  about  size  in  his  advertising  for 
he  never  knew  that  opinions  differed  so  widely  as  to 
what  constituted  a  small  foot. 


A  lazy  man  is  not  very  much  more  useful  than 
a  dead  one  and — takes  up  more  room. 


Know  the  Whys 
and 

the  Wherefors 


Some  salesmen  seem  to  believe 
that  shoes  speak  for  themselves, 
and  that  all  they  have  to  do  is 
])ull  down  a  few  dififerent  styles  and  let  the  customer 
decide.  If  you  ask  these  clerks  simple  questions  con- 
cerning the  manufacture  they  can't  tell  you  and  con- 
sider you  a  nuisance  for  asking.  Your  customer,  for 
the  time  being,  is  more  interested  in  footwear  than 
anything  else.  Satisfy  that  curiosity  as  far  as  it  seems 
to  be  appreciated.  That's  service.  Incidentally  it  pre- 
supposes a  well  informed  salesman  for  you  cannot  tell 
wdiat  you  don't  know.  It  follows  that  a  footwear  sales- 
man should  be  well  equipped  with  reliable  informa- 
tion about  his  stock.  The  shoe  salesman  who  "does 
not  know"  will  not  get  far  in  the  race  to-day. 


Good  nature  is  like  a  free  coupon  lottery — 
doesn't  cost  anything  but  you  stand  some  show 
of  gaining  a  whole  lot. 


The  Value  of 
Slogans 


Are  slogans  a  benefit  to  the  shoe 
retailer?  The  value  of  a  slogan 
lies  in  its  appropriateness  and  its 
repetition  ;  usually  it  is  displayed  in  every  advertise- 
ment of  the  store  it  represents  and  in  time  photographs 
itself  on  the  memory  so  that  it  is  associated  instantly 
with  the  store  whenever  it  is  seen.  Therein  lies  its 
value. 

Good  slogans  have  been  important  factors  in  the 
making  of  'famous  men  and  businesses,  but  indifferent 
and  mediocre  slogans  are  useless  and  may  work  posi- 
tive harm. 

The  majority  of  shoe  retailers  are  not  gifted  with 
the  fertile  imagination  of  a  novelist,  but  it  seems  rea- 
sonable that  the  origination  of  a  good  slogan  is  not 
beyond  their  capabilities. 

Usually  little  thought  is  given  the  effect  of  a  slogan 
on  the  reader.    Phrases  lacking  in  rhythm  or  force, 


like  "Smith's  shoes  are  best,"  "Jones  the  low  priced 
store,"  are  valueless.  On  the  other  hand,  a  much 
fought  after  house  wiring  contractor  credits  his  suc- 
cess to  the  hap])y  choice  he  made  for  his  slogan.  "Wire 
b)nes  to  wire." 

I'lither  a  good  slogan  or  no  slogan  at  all  is  the 
safest  rule  to  follow.  A  good  slogan  is  a  short  phrase 
that  will  tell  the  public  something  true  and  interesting 
about  your  business  and  one  which  repetition  will  only 
(emphasize.  The  shoe  business  has  lent  itself  particu- 
larly to  the  development  of  many  unique  slogans,  but, 
on  flic  other  hand,  many  more  bad  ones. 

The  selection  of  a  slogan  is  by  no  means  an  easy 
matter — it  is  something  that  cannot  be  settled  in  five 
or  ten  minutes.  It  might  take  months,  and  the  time 
will  not  be  wasted,  in  thinking  up  some  good  strong 
])hrase  or  sentence  that  will  interest  jjcrmanently  the 
people  your  advertising  is  intended  to  reach. 


Be  sure  you  are  right 

before 

you  go  ahead. 

but  be  doubly  sure  you're 

wrong 

before  you  re- 

treat. 

Toronto  Repair  Men  Off  to  a  Good  Start 

On  June  22  the  Toronto  Shoe  Repair  Men's  As- 
sociation wias  formed  at  a  meeting  held  at  the  shop 
of  Charles  F.  Robertson,  457  Queen  Street^ East.  Ow- 
ing to  the  increase  in  price  of  all  shoe  repairing  ma- 
terials and  the  lack  of  many  repairmen  to  raise  their 
prices  to  the  customer  it  was  felt  that  with  some  such 
organization,  whereby  the  repairmen  could  get  to- 
gether and  arrange  their  prices  in  combination,  more 
profitable  business  could  be  transacted  and  working 
hours  decreased.  Charles  Jeeves,  418  College  Street, 
presided,  and  Mr.  Arthur  Butterworth,  557  Yonge  St., 
acted  as  secretary.  Mr.  Jeeves  spoke  very  compre- 
hensively on  the  increased  price  of  materials,  gave 
various  reasons  and  explained  the  benefits  to  be  derived 
by  associating,  and  the  gathering  unanimously  decided 
to  organize.  The  officers  elected  are  as  follows :  Presi- 
dent, Charles  F.  Robertson;  vice-president,  Charles 
Jeeves;  secretary,  Arthur  Butterworth  ;  executive  com- 
mittee, D.  Pretty,  F.  J.  Barry,  A.  Brodie,  D.  B.  Butler, 
Jos.  Sagar  and  T.  J.  Carter.  Every  effort  will  be  made 
to  include  in  the  association  every  shoe  repairman 
in  the  city. 

*        *  * 

A  shoe  manufacturer  has  offered  a  rebate  of  fiftv 
cents  for  each  pair  of  worn-out  shoes  of  his  manu- 
facture. The  shoe  retailer  allows  the  50  cents  to  the 
customer,  returns  the  shoes  to  the  manufacturer  and 
is  reiml)ursed. 


It  i>  estimated  that  during  the  course  of  a  vear  the 
average  i)crson  of  normal  activity  walks  about  I,<^00 
miles,  and  wears  out  three  pairs  of  shoes. 


July,  1916 


FOOTWEAR    IN  CANADA 


21 


Does  Advertising  Benefit  the  Shoe  Retailer? 

Most  of  them  believe  it  does— Success  depends  on  system  and  truth 
—You've  got  to  live  up  to  your  statements 

operations.  The  firm  of  J.  P.  Morgan  &  Company, 
New  York,  have  no  sign  over  their  doors,  the  suppo- 
sition being  that  vv^hoever  is  wealthy  enough  to  want 
to  see  Morgan,  and  whom  Morgan  wants  to  see,  knows 
where  he  can  find  him.  Altmans,  a  high-class  depart- 
ment store,  and  Tiffany's,  the  famous  jewellry  firm, 
I'oUovv  the  same  policy.  Well  known  as  these  places 
of  business  are,  however,  fabulous  sums  of  money  are 
still  spent  on  advertising.  It  has  been  demonstrated 
tluit  advertising  the  obvious  has  amassed  many  a  small 
fortune  in  the  past  few  years.    Not  to  do  so  is  some- 


Do  you  advertise? 

"Why  should  I  advertise,"  some  retailer  will  ans- 
wer? "I  have  been  in  this  stand  fourteen  years;  my 
business  is  established.  Advertising  may  be  all  right 
for  newcomers,  but  not  for  me." 

Doesn't  he  forget  that  the  most  successful  manu- 
facturers and  merchants  are  those  who  advertise  when 
their  businesses  are  nmning  to  capacity? 

"I  tried  a  few  ads  once,"  another  will  say,  "but 
they  didn't  bring  me  anything.  Why  should  I  waste 
more  money?" 

The  attitude  expressed  above  is  one  that,  until  a 
short  time  ago,  was  common  in  big  business  as  well  as 
small.  Concerns  such  as  the  Bell  Telephone  Com- 
pany, the  Standard  Oil  Company,  large  public  utilities 
and  many  others,  were  formerly  looked  upon  as  hope- 
less in  the  advertising  field,  yet  to-day  their  advertis- 
ing is  carried  in  many  of  the  leading  newspapers  and 
magazines  throughout  the  country.    They  realize  the 


In  this  article  and  elsewhere  in  the  present 
issue  we  are  reproducing  a  number  of  suggestions 
for  newspaper  advertisements  for  the  shoe  re- 
tailer, following  the  lines  along  which  some  of 
our  most  successful  dealers  have  met  success. 
These  ads  are  calculated  to  catch  the  eye  of  the 
reader,  hold  his  attention  long  enough  to  deliver 
a  message,  and,  finally,  to  remain  fixed  in  his 
memory.  If  these  should  appeal  to  our  readers 
as  likely  to  prove  useful,  cuts  may  be  obtained 
from  us  and  reading  matter  inserted  to  suit  in- 
dividual cases. 


value  of  keeping  their  names  constantly  in  the  public 
mind. 

The  Bethlehem  Steel  Company,  a  thirty  million 
dollar  concern,  is  advertising  in  4,000  daily  and  weekly 
newspapers  throughout  the  continent  in  a  final  effort 
to  save  a  seven  million  dollar  plant  from  the  auction 
block. 

There  are  just  two  classes  in  this  world — either 
we  have  something  we  don't  want,  or  we  want  some- 
thing we  haven't  got.  Life  is  just  one  continual  "ex- 
change." Something  to  facilitate  and  hasten  that 
exchange  is  what  we  need  most.  That  something  is 
"advertising"  in  one  form  or  another. 

The  first  wail  of  the  infant  who  says  plain  as  print 
"milk  wanted,"  is  direct  advertising,  while  giving  a 
$100  man  a  $500  funeral  is  just  advertising  the  pride 
and  vanity  of  his  relations. 

A  Mistaken  Idea 

"But  why  advertise  the  obvious,  another  man  will 
ask?  My  store  is  here,  my  goods  are  on  the  shelves, 
people  pass  my  place  all  the  time.  Why  should  I 
spend  money  to  tell  them  what  they  already  know? 

That  is  an  attitude  which  may  safely  be  adopted 
by  only  such  firms  or  individuals  whose  existence  is 
essential  owing  to  their  wealth  or  the  extent  of  their 


Shoes  to  Match  Your  Tea  Gown 

We  carry  a  stock  that  will  delight  your 
eyes — variety  in  color  and  style. 

R.  S.  GENDRON  &  CO. 


Ad.  suggestion  No.  1— Indicates  style  and  variety. 

thing  akin  to  getting  too  close  to  our  work.  We  our- 
selves can  see  the  good  points  in  a  shoe,  for  instance, 
;i,nd  consider  it  should  be  perfectly  obvious  to  the  cus- 
tomer, when  it  is  not. 

Make  Them  Want  It 

The  fault  with  most  advertising  is  that  it  has  not 
the  effect  of  creating  desire  to  buy.  From  a  clip  of 
Ontario  shoe  dealers'  advertisements  the  following  are 
typical  of  the  headings  used : 

You  want  the  best  in  footwear  and  at  the  right 
price. 

A  close  study  of  our  shoes  will  fail  to  reveal  a 
single  point  in  which  they  can  be  improved. 
Come  in  and  inspect  our  stock. 
Now  is  the  time  to  buy  footwear. 
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Our  shoes  are  worth  looking  at. 
We  have  just  what  you  want. 
We  sell  good  shoes. 

Don't  buy  shoes  until  you  have  seen  ours. 

Oi  course,  the  customer  wants  the  best  shoes  at 
the  right  price — you  don't  need  to  tell  him. 

He  hasn't  got  time  to  study  your  shoes  to  find 
where  they  can  be  improved— that's  your  business. 

Why  have  the  customer  inspect  your  stock — you 
want  to  sell  shoes. 

Why  is  now  the  time  to  buy  footwear? — the  time 
should  be  every  day  in  the  year. 

Our  shoes  are  worth  looking  at — a  phrase  similar  to 
that  "inspection"  idea  and  suggests  right  at  the  out- 
set that  the  customer  only  "look." 

We  have  just  what  you  want — many  j)eople  dcjn't 
know  what  they  want — why  not  tell  them? 

We  sell  good  shoes — why  not  play  up  the  strong 
features  of  the  shoes  you  sell ;  let  the  public  judge 
whether  or  not  you  sell  good  shoes. 

l^on't  buy  shoes  until  you  have  seen  ours — why 
not  tell  them  not  to  eat  three  meals  a  day  until  they 


Dainty  Ankle  Straps 

Baby's  boots  are  just  as 
important  as  her  dress. 

J.  D.  Climie 


Ad.  suggestion  Ko.  2  —Will  touch  the  heart  of  any  parent. 

have  tried  going  without.  They'll  do  what  they  please 
if  you  can't  put  it  up  to  them  any  stronger  than  that. 

Why  Use  Them 

These  more  or  less  meaningless  and  useless  sen- 
tences and  phrases  are  relics  of  the  '80's  and  their  use 
to-day  suggests  rigor  mortis  in  the  business.  Con- 
sider by  comparison  the  advertising  of  breakfast  food 
manufacturers.  They  would  find  little  sale  for  their 
product  if  they  approached  the  public  in  terms  of  "we 
make  good  breakfast  food."  Instead,  they  conjure 
in  the  minds  of  their  readers  the  delicious  taste,  the 


craving  for  more,  the  health  jioints,  and  so  f.n.  They 
make  the  reader's  mouth  water  instead  of  saying, 
"Drop  into  your  grocery  and  look  at  a  jiackage  of  our 
l)roduct." 

Take  a  shoe  up  in  your  hand,  consider  its  appear- 
ance, its  wearing  qualities — tell  the  reader  just  how- 
much  he's  going  to  enjoy  possessing  it— create  in  his 
mind  ccjnfidence  and  the  idea  that  it's  just  about  the 
thing  he's  been  looking  for  anrl  is  going  to  get  right 
away.    Interest  him. 

What  They  Think  of  Advertising 

Recently  we  put  the  question  to  a  number  of  Can- 
adian shoe  retailers:  "What  do  you  think  of  advertis- 
ing— what  kind  of  advertising  do  you  consider  best?" 
In  a  very  brief  space  of  time  we  located  nearly  (jne 
hundred  enthusiastic  advertisers — not  counting  our 
larger  cities,  where,  of  course,  they  spend  large  sums 
in  publicity  work.  Here  are  a  few  typical  letters. 
Opinions  vary  somewhat  as  to  the  best  mediums,  but 
all  agree  in  the  essentials — advertising  must  be  per- 
sistent, attractive,  truthful.  It  is  pleasing  to  note  the 
s])ecial  stress  laid  on  the  latter  essential. 

*       *  * 

Short  Copy,  Emphasis  on  Prices 

St.  Catharines,  Out.,  June  26,  1916. 
lulitor  Footwear  in  Canada : 

My  study  of,  and  actual  experience  with,  advertis- 
ing, has  taught  me  that  local  newspapers  are  the  most 
fruitful  medium.  They  are  read  by  nearly  everyone 
and  are  the  "people's  information  bureau"  for  styles 
and  bargains.  No  other  forms,  such  as  folders,  hand- 
bills, letters,  etc.,  can  secure  equal  results,  for  the  rea- 
son that  they  are  read  in  haste  and  are  limited  in  their 
appeal  to  a  certain  class  of  people. 

Even  newspapers  will  fail  in  results,  however,  if 
studious  care  and  originality  are  not  applied  in  the 
layout  and  wording  of  the  advertising.  Plenty  of 
white  space,  half  the  ad  for  cuts  and  the  balance  for 
short,  descriptive  copy,  with  emphasis  on  prices,  is 
my  idea  of  a  result-getter.  In  the  case  of  a  special 
sale,  the  illustrations  should  be  supplanted  by  large, 
heavy  head-lines  and  prices  made  very  conspicuous 
throughout  the  advertisement. 

By  following  this  method,  I  have  secured  most 
gratifying  results  from  newspaper  advertising  and  I 
have  come  to  look  upon  it  as  my  most  efficient  sales 
promoter. 

Yours  trulv, 

R.  U.  Howe, 

W^ak-In  Shoe  Store. 

^       ^  ^ 

Get  "Confidence"  of  the  People 

CoUingwood,  Ont.,  June  27,  1916. 

Editor  Footwear  in  Canada : 

We  find  advertising  results  depend  largely  on  the 
kind  of  ad.  It  certainly  pays  to  advertise  providing 
the  ad  is  a  real  description  of  the  goods  you  want  to 
sell  and  also  if  your  price  corresponds  with  the  value 
of  the  goods  you  ofifer.  We  believe  that  when  the 
buying  people  understand  the  goods  you  are  offering 
are  genuine  value  then  the  results  are  bound  to  fol- 
low. We  never  advertise  something  that  we  don't 
intend  to  do.  If  we  pull  oft  a  sale  we  make  it  worth 
while  for  the  purchasing  public  to  take  the  advantage 
and  we  find  our  sale  always  pulls  fully  up  to  our  ex- 
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pectations.  The  main  object  is  to  get  the  public  to 
believe  that  you  mean  what  your  ad  calls  for.  In  ad- 
vertising when  results  are  not  obtained,  it  is  visually 
the  fault  of  the  advertising  party.  Confidence  is  the 
word  that  the  public  must  realize.  The  fewer  words 
used  in  your  ad,  the  most  profitable  it  always  is. 

•Yours  truly, 

W.  P.  Honeyford. 

*  *  =!: 

Prominent  Space  in  Both  Dailies 

Kingston,  Ont.,  June  27,  1916. 
Editor  Footwear  in  Canada : 

There  are  two  first-class  daily  papers  in  Kingston, 
and  we  have  prominent  space  in  each.  In  this  way 
we  keep  our  store  and  what  we  have  to  ofi:er  constant- 
ly before  the  people,  and  although  we  cannot  always 
see  direct  results  from  day  to  day,  we  have  found  that 
very  often  we  advertise  a  line  to-day  and  may  not 
hear  one  inquiry  until  a  few  days  later  the  same  article 
and  the  paper  of  certain  date  are  brought  to  our  at- 
tention. In  this  way  we  feel  that  the  fact  that  we  are 
always  before  the  public  makes  our  money  well  spent, 
and  we  derive  benefits  that  we  would  not  through  any 
other  class  of  advertising. 

Yours  very  truly, 

•  The  Lockett  Shoe  Store, 

Per  W.  H.  Mack. 


Day  of  iBills  and  Circulars  is  Past 

Belleville,  Ont.,  June  27,  1916. 
Editor  Footwear  in  Canada: 

I  have  always  been  a  strong  believer  in  newspaper 
advertising,  and  use  a  good  size  space  in  both  our 
local  papers,  both  daily  and  weekly.  Find  it  pays 
to  use  good  up-to-date  cuts  and  not  too  much  word- 
ing. I  have  spent  thousands  of  dollars  in  bills  and 
circulars  but  believe  their  day  is  past,  and  have  to 
a  large  extent  cut  them  out,  and  now  I  depend  largely 
on  newspapers  and  our  windows  for  all  advertising,  and 
find  they  are  both  doing  us  good  service. 

.  Yours  truly, 

J.  J.  Haines. 

An  Opinion  of  Value 

An  old-established  dealer  in  a  central  Ontario  city 
writes  as  follows : 

"For  the  past  thirty  years  I  have  used  a  50  line 
space  in  our  daily  every  day  and  in  other  two  dailies 
u  100  line  space  every  other  day,  but  for  the  past 
couple  of  years  I  have  used  this  100  line  space,  50 
lines  one  week  and  then  150  lines  the  following  week. 

''I  use  plain  reading  matter  along  with  cut,  and 
my  ads  are  absolutely  true.  I  have  no  use  for  posters 
or  any  other  form  of  advertising.  I  feature  quality 
and  one  price  to  all,  and  live  up  to  it.  An  ad  once 
in  a  while  I  consider  of  no  use — must  stick  to  it  all 
liie  time.  It  has  cost  me  a  lot  of  money,  but  then  I 
have  made  money  out  of  shoes  and  am  the  only  shoe 
merchant  in  this  city  who  closes  store  at  6  p.m.  every 
night  in  the  year,  excepting  Saturdays — have  done  so 
for  the  past  20  years.  The  shoe  business  should  not 
lend  itself  to  such  fakes  as  souvenirs  in  the  shape  of 
calendars,  jack-knives — ^I  never  use  them.  I  intend 
continuing  on  the  same  lines  as  at  present,  so  long  as 
I  am  in  business.   That  is  what  T  think  of  advertising." 


Cut-Price  Advertising  Don't  Pay 

Lindsay,  Ont.,  June  24,  1916. 
Editor  Footwear  in  Canada : 

We  find  that  advertising  in  the  local  papers  pays 
us  very  well  when  we  specialize  one  particular  line  of 
shoes  in  each  ad.,  using  a  cut  as  near  as  possible  to 
the  shoe  advertised,  saying  very  little,  but  making  it 
plain  to  the  reader  that  it  is  quality  that  we  are  sell- 
ing— not  price. 

Most  people  appear  to  be  under  the  impression  that 
the  only  way  to  get  any  possible  results  out  of  ad- 


Summer 
Shoes 


F.  C,  Wilkinson's 
Shoe  Store 


High,  low,  slippers,  pumps,  rubber 
soles,  comlortable  low  heels,  flylish 
high  ones,  shoes  lor  sport  and 
general  wear,  for  old  and  young. 


Ad.  suggestion  No.  .3-Emphasizes  the  "Service"  idea.— Cuts  may  be 
obtained  from  the  publishers. 

vertising  is  to  be  continually  cutting  prices,  but  I 
have  found  that  in  doing  so  it  does  not  pay  for  the 
advertising  itself. 

Now  I  think  that  a  nice  ad.  with  an  attractive  cut, 
short,  simple  wording,  followed  up  with  a  personal 
circular  mailed  twice  a  year,  (spring  and  fall)  will 
bring  good  results. 

Very  truly  yours, 

Felix  Fobert. 

^       ^-^  ^ 

Believes  Most  in  Circulars 

The  experience  of  a  retailer  in  one  of  our  livest 
northern  towns  is  given  in  the  following  interesting 
letter.    The  writer  wishes  his  name  withheld  : 

"I  have  tried  advertising  very  extensively  and,  al- 
tliough  I  have  got  results,  I  notice  that  when  in  years 
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J  spent  a  lot  of  money  in  advertising  I  got  results  and 
did  the  business,  but  at  the  end  of  the  year  when  it 
came  to  stock-taking  1  found  my  profits  fell  short  of 
what  1  had  expected.  For  instance,  one  year  my  turn- 
over was  over  $36,000,  and  I  made  a  handsome  profit 
on  the  business.  That  year  1  did  just  a  limited  amount 
of  advertising  by  circulars.  The  next  year  I  decided  t(j 
increase  my  business  considerably  so  I  advertised  ex- 
tensively by  circulars.  1  got  results,  as  1  increased 
rny  business  over  $5,000,  but  at  stock-taking  was  quite 
surprised  to  find  that  my  net  profits  were  over  $900 
less  than  the  year  previous,  when  I  did  $36,000,  so  1 
came  to  the  conclusion  that  my  advertising  was  cost- 
ing too  much  and  so  decided  the  following  year  on 
premiums.  I  gave  a  piano  away  and  with  other  ad- 
vertising at  the  end  of  the  year  1  found  I  had  results, 
but  still  my  profits  were  not  what  I  expected. 

"After  those  two  years,  experience  I  found  it  was 
not  paying  so  then  got  down  to  a  limited  amount  of 
advertising  and  found  that  it  was  profitable  and  net 
l)rofits  kept  up  to  expectations. 

"In  a  small  town  with,  say,  4,000  population,  I  do 
not  figure  that  newspaper  advertising  pays,  although 
J  do  a  certain  amount,  and  may  get  results  indirectly 
by  having  my  name  before  the  public,  but  1  have  not 
been  able  to  trace  directly  to  newspaper  advertising 
where  it  pays. 

"When  I  do  advertising  it  is  by  half  sheet  circulars, 
which  are  put  in  every  house  in  town  and  the  sur- 
rounding districts,  and  it  always  brings  good  results. 
But  it  can  be  overdone,  and,  if  just  done,  say,  once  a 
month,  I  have  found  by  experience  it  pays  better  than 
weekly  or  semi-monthly.  When  a  merchant  advertises 
he  has  to  show  some  real  bargains  to  get  the  customers 
to  keep  coming,  and  by  doing  it  just  monthly  a  mer- 
chant can  always  find  cjuite  a  few  specials  to  induce 
the  people  to  come  and  buy,  while  if  it  is  oftener  than 
once  a  month  you  can't  ofifer  the  same  inducements 
unless  you  want  to  cut  prices  on  goods  that  should 
not  be  reduced. 

"One  instance  I  will  give  you  of  my  experience  in 
newspaper  advertising  vs.  circulars.  Last  year  I  ad- 
vertised eight  or  ten  special  lines  of  goods  in  our  local 
paper  for  two  weeks.  The  paper  is  printed  every 
Thursday,  and  comes  out  Friday,  so  I  expected  some 
results  for  Saturday,  which  is  our  busy  day.  The  re- 
sult was  that  I  had  one  customer  ask  for  the  goods 
advertised. 

"The  week  following  I  thought  I  would  try  the  cir- 
cular, to  see  if  it  was  because  they  were  not  reading 
my  advertisement  in  the  paper  or  if  it  was  that  my 
prices  were  not  right,  although  I  was  positive  they 
were.  Well,  it  was  quite  surprising.  Advertised  the 
very  same  goods,  along  with  other  lines,  and  I  had 
great  success  with  it,  which  proved  that  the  circular 
got  results  where  the  newspaper  didn't. 

"Although  I  do  not  conclenni  newspaper  advertis- 
ing, I  think  it  is  all  right  in  larger  places  where  they 
have  a  good  circulation.  I  believe  a  little  advertising 
in  small  towns  is  alright  if  you  want  to  let  the  people 
know  you  are  in  business  to  do  business,  and  as  the 
local  newspaper  helps  to  boost  the  home  merchant,  it 
is  up  to  the  merchant  to  give  him  business." 

Advertise  Systematically 

Brockville,  Out.,  June  23,  1916. 
Editor  Footwear  in  Canada: 

It  is  difficult  to  determine  what  profit  you  obtain 
from  newspaper  advertising.     I  carry  daily  twelve 


inches  of  space  in  our  two  daily  papers,  practically 
changing  ads  every  day  and  dress  windows  as  fas  as 
possible  to  correspond;  put  out  dodgers  three  or  four 
times  in  the  year ;  do  not  use  letters,  although  am 
disposed  to  think  that  they  would  be  business  bring- 
ers.  It  costs  me  about  3  per  cent,  to  carry  my  adver- 
tising and  to  cover  specials,  such  as  dodgers,  etc.  1 
use  cuts  a  great  deal  and  at  times  a  specially  named 
article  or  articles  in  the  movies.  I  am  not  much  in 
favor  of  periodical  sales  but  rather  feature  special 
lines  each  day  at  full  prices  and,  say,  for  Friday  and 
Saturday  putting  out  a  few  well-known  lines  at  odd 
prices,  reduced  a  little,  if  you  will.  On  the  whole  1 
think  shoes  are  sold  at  retail  at  too  small  an  advance. 
Staple  shoes  should  be  marked  at  least  forty  j)er  cent. 


over  cost  and  millinery  shoes  from  fifty  to  one  hun- 
dred per  cent.  1  think  it  l)ays  to  advertise  if  system- 
atically carried  out. 

Yours  truly, 

D.  W.  Downey. 

Good  Results  Secured 

London,  Ont.,  June  23,  1916. 
Editor  Footwear  in  Canada  : 

We  find  advertising  in  the  daily  papers  very  satis- 
factory. We  figure  that  we  get  value  for  our  money 
si)ent  in  advertising,  but  you  must  give  the  people 
what  you  advertise. 

Yours  truly, 

Knechtel  &  Company. 


REFLECTING 


That  her  dainty  feel  would  not  have 
looked  half  so  bewitching  if  she 
hadn't  bought  them 
from 

SHERWELL  &  ERASER 


Ad.  suggestion  No.4  —  For  the  young  people. 
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Novelty  Advertising  Found  Good 

Deserbnto,  Ont.,  June  23,  1916. 
Editor  Footwear  in  Canada : 

I  carry  an  ad  in  our  local  paper  here  the  year 
around.  Directly  I  do  not  hear  a  great  deal  about  it, 
but  I  think  it  pays  satisfactorily  as  it  keeps  my  name 
before  the  public  and,  therefore,  indirectly  I  consider 
we  derive  some  benefit. 

Re  otber  kinds  of  advertising  matter.  I  find  that 
we  get  good  results  from  novelty  advertising,  such  as 
giving  away  caps,  pencils,  scribblers,  and  so  on.  These 
interest  the  children  and  with  the  children  interested 
you  will  be  sure  to  get  the  family  trade,  including  the 
parents. 

Yours  truly, 

N.  D.  Carter. 

*       *  * 

Some  Good  Advice 

A  large  eastern  Ontario  firm  writes : 
"We  do  principally  newspaper  advertising  in  the 
loQal  papers  as  well  as  adjoining  towns,  and  find  this 


Shoes  Plus  Service 


I      Johnston  &  Murray  | 
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Ad.  suggestion  No.  5— Shopping  a  pleasure.-  Cuts  may  be  obtained 
from  the  publisher. 

kind  of  advertising  very  satisfactory.  We  change  our 
ads  very  often  and  run  them  in  6-inch  double  column 
in  the  choicest  part  of  the  paper.  We  always  use 
cuts  and  express  our  ads  in  as  few  words  as  possible. 
Unless  you  have  the  stock  of  goods  to  back  up  your 
ads  we  consider  it  is  money  wasted. 

"We  would  advise  those  who  are  contemplating  an 
advertising  campaign  to  first  spend  a  little  money  in 
paint  and  varnish,  good  hot  water  and  soap  and  start 
cleaning  out  the  dirty  corners  of  their  places  of  busi- 


ness. A  bright,  clean-looking  store,  with  well-dressed 
help  is  one  of  the  best  assets  in  advertising  that  a 
store  can  have. 

"We  taboo  all  kinds  of  novelty  and  programme 
advertisements.  However,  we  do  use  large  sign- 
boards on  all  roads  leading  to  the  city.  We  find  this 
a  splendid  mode  of  publicity. 

"We  are  great  believers  in  printers'  ink,  as  we  have 
built  up  one  of  the  largest  retail  businesses  in  this 
part  of  the  province  in  the  short  period  of  ten  years,  by 
persistently  sticking  to  newspaper  advertising." 

*  *  * 

Make  It  Attractive  to  the  Eye 

And  from  a  Southwestern  Ontario  city  comes  the 
following : 

"After  trying  all  kinds  of  advertising  we  have  ar- 
rived at  the  conclusion  that  we  can  get  better  results 
from  our  advertising  by  using  our  local  papers  three 
times  a  ,week  and  always  having  the  advertisement  in 
the  same,  space.  Since  adopting  this  means  of  advertis- 
ing we  are  very  well  satisfied  with  the  results  ob- 
tained and  always  use  illustrations  of  the  lines  we  are 
advertising,  taking  care  that  our  reading  matter  is 
placed  so  it  will  be  attractive  to  the  eye  and  not  too 
prosy." 

*  *  * 
Large  Ads.  at  Intervals 

Owen  Sound,  Ont.,  June  27,  1916. 
Editor  Footwear  in  Canada : 

I  believe  in  taking  a  good  size  space,  using  cuts 
and  quoting  prices,  giving  descriptions  of  shoes,  etc. 
I  prefer  this  style  at  intervals,  instead  of  a  small  ad- 
vertisement regularly. 

Yours  truly, 

F.  C.  Wilkinson. 

*  *  * 

The  Other  Point  of  View 

Charlottetown,  June  24,  1916. 
Editor  Footwear  in  Canada  : 

We  find  results  from  our  newspaper  advertising 
good.  It  is  a  form  of  publicity  we  believe  to  be  best 
and  we  consider  we  have  received  value  for  our  money. 
We  find  that  a  smaller  space  regularly  is  better  than  a 
display  occasionally.  We  say  as  Httle  as  possible  and 
beUeve  illustrations  necessary.  We  find  newspaper 
publicity  better  than  letters  or  posters. 

Yours  truly, 

Alley  &  Company. 

*  * 

As  Much  for  Advertising  as  for  Rent 

Truro,  June  25,  1916. 

Editor  Footwear  in  Canada : 

We  certainly  do  get  full  value  for  our  money  in 
our  advertising,  or  we  would  not  continue  it.  We 
pay  about  as  much  for  advertising  as  we  do  for  rent, 
and  consider  one  as  necessai-y  as  the  other.  Consider 
newspaper  space  with  locals  in  reading  columns  the 
best.  When  we  have  anything  special  we  take  large 
space.  We  condense  our  wording  as  much  as  pos- 
sible and  believe  a  good  cut  adds  much  to  the  appear- 
ance of  an  advertisement.  All  other  forms  of  adver- 
tising just  merely  emphasize  the  newspaper,  and  are 
therefore  just  secondary. 

Yours  truly, 

The  Cash  Shoe  Store,  Limited, 
Per  J.  H.  Gillespie. 
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Why  Do  You  Lose  Your  Customers? 

Inferior  Quality  of  Goods  a  Minor  Factor  —  Lack  of  "Service"  Most  Frequent  Reason — 
Substitution,  Trici<y  Methods,  Poor  Delivery  Also  Common  Causes. 


Tl  I  RRE  is  ju.st  one  thint;-  more  important  to  the 
retailer   than    "getting   customers — that  one 
thin<j  is  "keepint;"  them.    Did  you  ever  sit 
down  and  lioure  what  percentage  of  your  es- 
tahhshcd  customers  leave  you  in  one  year? 

Then  did  you  ever  have  a  heart-to-heart  talk  vvitii 
yourself  as  to  the  cause  of  these  losses? 

The  retailer  who  can  solve  the  i)r()hlem  of  why 
he  loses  his  customers  has  s'ot  to  study  human  na- 
ture pretty  closely.  Why  they  leave  a  certain  store 
and  go  to  another  is  a  subject  on  which  few  men  talk — 
the  dealer  must  find  out  for  himself.  His  success  in 
finding  out  will  de])end  almost  entirely  on  whether  he 
can  follow  the  workings  of  the  mind  of  the  human 
being  that  stands  on  the  opposite  of  his  store 
counter. 

There  isiuo  getting  away  from  the  fact  that  nowa- 
days people  like  to  go  where  tiiey  are  well  treated. 
This  counts  even  more  than  the  (piality  of  the  product 
they  buy.  The  big  word  in  retailing  to-day  is  service. 
A  man  comes  into  your  store  to  buy  a  pair  (;f  boots. 
Incidentally  he  asks  for  something  else  with  it — ser- 
vice. That  is,  he  comes  into  l)uy  shoes  plus  store 
service. 

The  All-Important  Element  of  "Service." 

Shoes  without  service  will  be  almost  as  useless  to 
him  as  service  without  shoes.  The  army  of  people 
with  crippled  feet  who  tramp  ])ast  our  stores  every 
day  prove  this  fact. 

Just  what  do  we  mean  by  service?  That  depends 
somewhat  upon  the  individual,  but  everyl)ody,  without 
a  single  excepticjn,  likes  to  be  treated  with  considera- 
tion. This  doesn't  mean  familiarity  or  condescension 
— far  from  it.  It  means  serving  him  in  such  a  way 
that  he  will  see  that  you  understand  h?  is  ])aying  you 
for  that  service. 

A  writer  in  a  recent  issue  of  "System"  enlarges 
on  this  topic  in  a  very  interesting  manner.  He 
also  produces  some  figures  to  back  up  his  ar- 
guments— figures  compiled  from  replies  received  from 
a  large  number  of  business  men  in  answer  to  the  en- 
quiry, "Why  did  they  lose  your  trade?"  Their  replies 
are  not  only  exceedingly  interesting,  but  they  are  en- 
tirely reasonable  and  human,  showing  clearly  the  lines 
along  which  the  average  man  reasons  in  such  things. 
Out  of  194  answers,  received  as  to  why  customers  had 
sought  other  stores,  47  give  "indilTerence  of  sales- 
people" as  the  cause.  Strangely  enough  only  one  sin- 
gle individual  gave  "poor  quality."  Study  the  table 
given  herewith  and  judge  of  the  value  of  "service." 
We  quote  extracts  below  from  the  article: — 

"A  short  time  ago  I  dropped  into  the  little  hal)erdasliery 
itore  around  the  corner  from  my  office  to  .juy  a  couple  of 
collars.  T  had  Ijeen  dealing  with  this  little  shop  for  years, 
and  while  niy  trade  probably  averaged  only  about  live  or  six 
dollars  a  month,  it  was  enough  to  give  me  a  casual  acquaint- 
ance with  the  proprietor  and  with  his  three  clerks. 

"I  was  approached  this  time  as  usual  by  one  of  the  sales- 
men. J  stated  my  wants — two  collars  of  a  specified  brand, 
size,  and  style — a  type  of  collar  I  had  been  in  the  habit  of 
buying  at  this  particular  counter.  I  gave  no  heed  to  the 
routine  of  filling  my  order  and  slipped  into  my  pocket  the 
little  package,  paid  the  check  at  the  desk,  and  gave  the  trans- 
action no  further  tliouglit — until  1  got  home. 


"1  hen  I  discovered  that  the  salesman  had  substituted 
for  my  definite  order  a  collar  of  a  different  make. 

"Tile  collars  he  gave  me  were  very  much  like  the  style 
I  iiad  specified.  Perhaps  they  were  even  a  better  style.  Per- 
haps they  were  of  a  better  quality,  too.  But  they  were  not 
tlie  collars  for  which  I  had  asked.  My  pique  at  the  substi- 
tution jirompted  me  to  take  them  Ijack. 

"I  singled  out  the  salesman  who  had  waited  upon  me. 
I  returned  the  cDllars  to  hiin.  I  again  specified  my  wants. 
He  made  a  desultory  search  for  the  brand  I  demanded,  and 
then  turned  to  explain  that  the  line  was  "just  out  of  stock." 
l)ut  tiiat  a  new  supply  would  be  in  the  next  day.  In  the 
meantime,  could  I  not  use  the  two  collars  he  had  given  me. 
which  were  'exactly  the  same  thing.' 

"I  could  not.  His  question  came  too  late.  Had  he 
called  my  attention  to  this  new  brand  before,  I  might  have 
accepted  it  without  more  than  a  passing  sense  of  disappoint- 
ment." 


REASONS  GIVEN 


NUMBER  OF  ANSWERS 


Indifference  of 
Salespeople 

Attempts  to  Substitute 
Errors 

Tricky  Methods 

Slow  Deliveries 

Over  Insistance  of 
Silespeople 

Insolence  of  Employees 

Unnecessary  Delays  in 
Service 

Tactless  Business 
Policies 

Bad  Arrangement  of 
Store 

Ignorance  of  Sales 
People  Concerning 
Goods 

Refusal  to  Exchange 
Purchases 

Poor  Quality  of  Goods 


10      t5      £0    £5     so     35    -fO    45  50 


System's  investigation  among  one  hundred  representative  business  men  brought 
out  194  specilic  reasons  for  withdrawal  of  their  trade  from  retail  shops. 
These  reasons  fell  into  groups  as  indicated  above. 

Some  of  the  experiences  reported  dated  back  sev- 
eral vears.  The  average  man's  trade  is  sensitive  to 
mistreatment,  and  of  the  various  kinds  of  mistreat- 
ment, neglect  apparentlv  ranks  first  with  him.  He 
takes  the  attitude  that  "every  one  of  the  faults  of  sales- 
people is  due  to  the  attitude  of  the  merchant  himself; 
salespeople  are  simply  reflections  of  the  employer." 

In  other  words,  when  an  cmiiloyee  expresses  indif- 
ference, the  average  man  evidently  assumes  that  the 
employer  is  also  indifferent.  The  exasperation  that 
this  particular  form  of  incompetence  often  creates  is 
portrayed  in  pungent  form  by  "F.  P.  A.,"  the  humorist 
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of  the  New  York  Tribune,  in  the  follovvin.s:  report  of  a 
colloquy  overheard  in  a  shoe  store: 

"A  pair  of  high  white  sneakers,  please." 

"What  size?" 

"Eight,  I  think." 

"Clerk  measures  customer's  foot  and  goes  away  for  four 
minutes.  Returns  and  says  to  another  clerk:  "1  toldja  Mc- 
Call'd  get  his."  He  has  one  brown  gold  shoe.  "Would  this 
do?"  he  asks. 

"No." 

"We're  selling  lots  of  those." 
"That's  nice." 

"Sneakers  you  wanted,  wasn't  it?" 
"It  was.    It  still  is." 

(To  another  clerk).  "Have  we  got  any  sneakers?' 
"Sneakers?"  "Yeah,  tennis  slippers."  "I  do'  know.  Jask 
Henderson?"  "Yeah,  he  do'  know,  neither."  (To  customer.) 
"We  don't  carry  those  kind  of  shoes  now.  It's  out  of  sea- 
son. (With  contempt).  We  don't  have  no  demand  for  those 
kind  of  things  anyhow?" 

"Thank  you." 

(To  another  clerk).  "I  toldja  McCall  didn't  have  a 
chance." 

[Editor's  Note — F.  P.  A.  evidently  forgot  to  mention 
clerk  was  chewing  gum]. 

Substituting 

The  second  most  frequent  cause  of  complaint  lies 
in  attempts  at  substituting'.  Twenty-four  per  cent,  of 
the  men  stated  that  they  withdrew  their  trade  because 
of  tactless  efforts  of  salespeople  to  sell  them  Article 
B  when  they  specifically  asked  for  Article  A.  Whe- 
ther or  not  Article  B  is  better  apparently  does  not 
enter  the  question  ;  the  point  is  that  Article  B  is  pushed 
upon  him  by  force  or  by  stealth  in  a  manner  that  the 
average  man  resents. 

This  fault  may  also  be  remedied  with  little  effort ; 
even  so  slight  a  things  as  a  standardized  form  of  ex- 
pression for  calling  a  customer's  attention  to  another 
brand  or  grade  of  article  may  eliminate  this  source  of 
loss  to  the  merchant  to  a  large  extent.  The  following 
letter  summarizes  the  point  of  view  of  the  average  man 
on  this  point : — 

"I  know  four  retail  stores  in  which  the  salesmen  assume 
to  know  more  about  my  tastes  and  my  wants  than  I  do. 
This  assumption  is  wrong.  It  keeps  me  away  from  those 
stores.  When  I  go  into  a  store  to  buy  a  pair  of  shoes,  for 
example,  I  know  that  I  want  a  certain  soft  leather  because 
my  feet  are  injured  by  a  heavy  leather.  I  know  that  I  want 
a  certain  style  of  last  because  my  feet  will  run  over  the  sides 
of  my  shoes  if  I  don't  get  it.  In  one  case  the  salesman  as- 
sured me  that  the  shoe  I  wanted  was  not  stylish;  next  he 
told  me  that  the  shoe  was  designed  for  old  men.  And  when 
he  could  not  fit  me  he  seemed  peevish  because  my  feet  were 
not  built  like  a  kodak,  so  that  I  could  fold  them  up  and  tuck 
them  into  the  sizes  he  showed  me.  Now  I  buy  my  shoes 
from  a  store  that  sells  me  what  I  want  and  not  what  its 
salesmen  think  I  ought  to  want." 

Trickey  Methods 

Under  "trickey  methods"  are  recorded  several  of 
the  little  schemes  for  making  sales  that  overstep  the 
usual  border  lines.  They  have  been  largely  relegated 
to  the  small  and  unsuccessful  store,  which  has  not  yet 
learned  the  follv  of  such  tactics.  Extravagant  claims 
about  merchandise,  fictitious  "sales  prices,"  mislead- 
ing labels,  natnes  of  trade  symbols  and  price  tags  in 
the  windows  that  do  not  conform  with  the  price  tags 
inside  tiie  shop,  are  among  the  items  listed  under  this 
head.  Such  efforts  to  win  trade  are  infrequent,  how- 
ever, and  when  they  do  occur — and  are  foiuid  out — 
they  invariably  cause  abrupt  losses  of  trade. 


Poor  Delivery 

Seventeen  men  out  of  the  hundred  reported  that 
stores  lost  their  trade  because  of  failure  to  deliver 
goods  when  promised.  This  fault  may  also  be  listed 
in  the  category  of  those  that  may  be  and  should  be 
rectified.  It  is  traceable  either  to  an  incompetent  de- 
livery system  or  to  a  lack  of  co-ordination  between 
the  delivery  department  and  the  salespeople ;  in  either 
case  a  capable  management  would  find  an  effective  ad- 
justment. 

The  following  extract  from  a  letter  of  a  prominent 
business  man  expresses  his  viewpoint : — 

"The  most  irritating  fault  of  a  retail  merchant  is  his 


Ad.  Suggestion  No.  6— Demands  attention  because  unusual 


failure  to  make  good  on  promises.    Particularly  is  this  true 
in  regard  to  the  delivery  of  merchandise.    I  know  any  num 
ber  of  men  who  have  changed  their  tailors  for  this  reason. 

T  personally  have  done  business  with   Brothers,  of  New 

York,  for  eleven  years.  During  that  time  they  have  not  once 
failed  to  deliver  merchandise  as  agreed.    That,  I  believe,  is 

the  best  advertisement  for  ^   Brothers  that  they  could 

possibly  have,  and  I  have  heard  other  men  say  the  same 
thing.  I  could  mention  other  instances  of  the  same  kind. 
I  think  the  average  man  objects  so  strenuously  to  non-fulfill- 
ment of  promises  made  because  he  realizes,  from  his  experi- 
ence, that  mistakes  of  this  kind  are  due  to  an  inefficient  or- 
ganization." 

The  pride  of  the  average  man  is  a  factor  for  the 
merchant  to  reckon  with.  Especially  does  an  older 
man  resent  tactlessness  from  a  younger  salesman. 
Here  is  a  typicd  protest  referring  to  this  fact: — 

"A  drug  clerk  laughed  at  my  incorrect  pronunciation  of 
a  trade  name  and  corrected  me  abruptly.  It  was  a  small  mat- 
ter, but  his  manner  of¥ended  me.  Either  he  should  have  ig- 
nored the  matter  entirely  or  pointed  out  my  mistake  po- 
litely." 

Quite  so.      The  United  Cigar  Stores  Company 
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meets  this  problem  scinarcly  I)y  a  j;encral  rule  com- 
pelliiif^'  its  salesmen  to  rei)ea(  the  pronunciation  of  the 
customer,  whether  he  is  ri.yht  or  wrong. 

The  Sensitive  Customer 

Here  is  a  complaint  that  is  not  without  its  humor. 
It  comes  from  a  business  executive  who  is  always  up- 
to-the-momcnt  in  his  attire:— 

"The  reason  why  I  have  not  continued  to  deal  with  one 
haberdashery  store  is  because  its  sales  clerks  persist  in  re- 
commending? articles  by  claiming  to  wear  them  themselves. 
Somehow,  tliis  argument  never  seemed  entirely  conclusive." 

Service 

Another  writes  in  more  guarded  terms : — 
"The  only  reason  I  can  rememl)cr  for  leaving  one  store 
to  go  to  another  was  because  the  manager,  who  had  person- 


ally looked  after  my  wants  for  years,  left  the  old  place  for 
the  new  one.  His  attention  had  always  been  pleasant  and 
he  knew  so  much  about  my  wants  that  1  let  him  take  my 
trade  along  with  him." 

In  like  vein  another  average  man  writes: — 
"I  shop  only  in  three  or  four  stores  in  which  I  am  ac- 
quainted. In  each  there  is  a  certain  salesman  who  just  takes 
charge  of  me.  I  tell  him  about  what  I  want  and  he  tells  me, 
in  an  easy  and  conversational  manner,  what  he  has  on  hand 
that  might  suit  me.  Each  one  of  these  salesmen  know  about 
what  I  want  and  knf)w  how  to  handle  me — and  I  like  it." 

Therein  lies  the  kernel  of  the  problem  of  handling 
the  trade  of  the  average  man — service.  Of  the  194 
reasons  given  by  him  for  withdrawing  his  trade,  55 
are  attributed  to  faulty  methods,  and  139 — 71.6  per 
cent. — to  incom])etent  service. 


Are  You  Affected  by  the  Mail  Order  Business? 


ONfi  of  the  large  department  stores  in  Toronto 
is  building  a  monster  mail  order  building,  en- 
tirely separate  from  their  retail  store.  They 
must  be  getting  the  business  to  warrant  this 
expenditure — in  fact  it's  a  safe  bet  that  they  are  get- 
ting it;  taking  it  away  from  the  individual  retailer. 

Why  do  people  buy  by  mail?  If  it  were  possible 
to  ask  that  question  of  each  purchaser  the  answers 
would  likely  be  many  and  varied.  The  anticipation 
of  lower  prices  is  in  some  cases  the  reason  ;  perhaps 
the  thought  that  the  goods  will  be  newer  and  fresher. 
In  "Printers'  Ink"  a  small-town  retailer  outlines  the 
situation  as  he  sees  it: 

As  a  small-town  retailer  I've  heard  many  queer  ex- 
planations offered  in  excuse  of  buying  by  mail.  The 
qtiestion  of  a  supposed  difference  in  price  between  the 


If  a  man  does  not  read  his  trade  paper,  either 
he  thinks  he  knows  it  all,  or  he  has  no  ambition  to 
learn. 


local  store  and  the  catalogue  house,  I  will  admit,  is 
the  one  thing  that  seems  to  induce  most  people  to 
send  away  for  their  goods,  but  it  is  by  no  means  the 
only  reason  advanced,  as  will  be  shown  when  the  story 
gets  under  way. 

The  mail-order  business  has  such  a  tremendous 
effect  on  all  merchandising  that  any  new  evidence  on 
the  subject  is  always  of  interest  to  advertisers  gen- 
erally. 

Mail-order  houses  claim  that  the  fact  that  they  offer 
a  great  variety  of  merchandise  to  select  from,  that  they 
show  the  latest  styles  and  give  astonishing  values,  are 
among  the  chief  reasons  for  their  success.  But  there 
are  many  other  reasons  why  people  purchase  by  mail 
that  are  even  more  significant  to  those  who  may  be 
;il)le  to  profit  from  the  moods  of  the  buying  public. 

Many  persons  lack  self-assertiveness.  They  know 
what  they  want,  but  haven't  the  stamina  to  insist  on 
getting  it.  In  dealing  with  others  they  usually  get  the 
worst  of  it.  For  this  reason  many  business  men  try 
to  conduct  their  important  deals  by  mail.  In  this  way 
thev  are  firm  and  insistent  on  their  rights,  and  do  not 
give  the  other  fellow  a  chance  to  i)ut  one  over  on  them. 
I'eople  have  more  confidence  in  themselves  in  their 
own  homes  or  offices.  They  can  do  business  much  more 


successfully  talking  across  their  own  desks  than  they 
can  over  the  desk  of  the  other  fellow^ 

These  little  things,  insignificant  and  subtle  as  they 
may  seem,  have  an  enormous  influence  in  piling  up 
mail-order  sales.  One  who  has  not  dealt  with  the 
customer  across  the  counter  has  no  conception  of  the 
niunber  of  persons  who  are  too  timid  to  buy  what  they 
want  with  ease  and  assurance.  What  a  relief  it  is  for 
these  folks  to  find  refuge  behind  the  pages  of  a  cata- 
logue ! 

Purchases  from  Retailers  Get  Too  Much  Neighborly 
Attention 

What  a  source  of  revenue  for  the  mail-order  houses 
is  the  bashful  young  man  in  a  small  town  or  cotmtry 
community  who  has  a  sweetheart!  He  is  one  of  the 
foundation-stones  of  many  a  big  catalogue  success, 
notably  in  the  jewelry  field.  To  go  into  a  local  store 
and  ask  for  a  piece  of  jewelry  or  a  set  of  furs  or  any 
orher  such  tell-tale  article  requires  more  courage  than 
the  average  young  swain  possesses.  In  a  few  hours 
the  news  would  be  all  over  town.  "Have  you  heard 
that  Tom  Tones  bought  a  set  of  fox?  I  bet  it  is  for 
Mary  Ann,"  is  the  kind  of  persiflage  that  would  be  put 
frirth  to  the  embarrassment  of  both  the  persons  most 
intimately  concerned  in  the  purchase.  Even  though  he 
may  be  unknown  in  the  store,  the  sensitive  young 
man  hates  to  be  suspected  of  having  a  sweetheart. 
To  avoid  suspicion  he  sends  to  the  mail-order  house 
for  the  article  of  adornment  for  his  "girl."  Should 
anyone  be  inclined  to  doubt  the  importance  of  this 
reason  for  purchasing  by  tnail,  just  let  him  talk  to  the 
express  agent  in  almost  any  town  under  25,000! 

Professional  men  have  the  mail-order  habit.  Many 
doctors,  lawyers  and  clergymen  dislike  to  shop.  They 
seem  to  have  a  natural  distaste  for  bartering  for  the 
potty  things  in  which  storekeepers  deal.    Perhaps  this 


You  can't  stop  a  customer  from  going  out 
without  making  a  purchase  at  times,  but  do  your 
best  to  find  out  why  he  would  not  buy,  and  be 
ready  for  the  next  similar  case. 


trait  is  an  inheritance  from  their  professional  ances- 
tors, who  had  an  aversion  for  "mere  tradesmen."  While 
the  professional  men  who  buy  by  mail  are  in  the  min- 
ority, their  number  is  sufficiently  large  to  entitle  them 


July,  1916 


FOOTWEAR    IN  CANADA 


29 


Be  Careful  How  You  Buy— But 

I  want  to  say  to  you,  my  fellow  retailers,  be 
careful  of  your  buying.  Look  up  the  stuff  you 
have  on  your  shelves,  both  in  forward  stock  and 
in  reserve.  Study  carefully  to  see  if  you  cannot 
sell  these  good  shoes,  which  cost  you  less  money 
than  they  would  to  replace  them,  instead  of 
some  fancy  notion  that  you  might  have  in  your 
mind.  Not  that  I  do  not  want  you  to  share  in 
the  advantages  of  the  fancy  things,  because  they 
have  their  advantages,  but  because  some  manu- 
facturers of  shoes  are  to-day  taking  orders  for 
novelties  as  well  as  for  staples,  which  they  can- 
not deliver  to  you  in  time  for  you  to  make  your 
expected  profits  from  them. 

There  are  a  thousand  and  one  things  along 
this  line  of  argument  that  I  might  present,  but 
they  would- all  tend  to  illustrate  just  one  thought 
I  want  you  to  keep  in  the  front  part  of  your 
mind  and  that  is  Caution!  Caution!  Caution!  Get 


More  Careful  How  You  Sell 

your  capital  out  of  your  surplus  stocks  and  you 
will  be  a  little  more  independent  than  you  are 
when  you  over-buy. 

Another  word  on  another  subject:  Do  not  be- 
gin your  summer  clearance  sale  until  the  month 
of  August.  Make  your  profit  during  July  and 
you  will  have  less  to  sell  in  August  at  a  loss  and 
you  will  sell  it  just  as  readily.  A  good  merchant 
undoubtedly  will  find  that  he  can  offer  his  cus- 
tomers at  lower  prices  in  August  just  as  he  can 
in  the  month  of  July.  What  I  refer  to  is,  of 
course,  yoitr  general  clearance  sale,  but  no  man 
is  a  good  merchant  who  does  not  take  advantage 
of  special  offerings  that  he  can  buy  under-price 
and  pass  on  to  his  customers  at  good  profit,  and 
still  under  what  would  ordinarily  be  the  regular 
selling  price. — A.  C.  McGowin.  President  Na- 
tional Shoe  Retailers'  Association,  Philadelphia. 


to  consideration  in  tliis  article.  They  find  it  much 
easier  and  more  in  keeping  with  their  dignity  to  look 
u])  what  they  want  in  a  catalogue  and  send  a  cheque 
off  for  it  than  to  go  to  the  inconvenience  of  going  out 
to  a  store  and  thus  probably  taking  an  hour  of  their 
time.  Of  course,  the  people  who  buy  through  the 
mails  to  avoid  the  bother  of  shopping  are  not  confined 
entirely  to  the  professional  ranks. 

Catalogue  Habit  Pleasing  to  Some  People 

While  many  persons  purchase  from  a  catalogue 
because  they  dislike  to  shop,  there  is  still  another 
class  who  buy  in  this  way  because  they  like  to  shop. 
Those  who  live  in  the  country  haven't  much  oppor- 
tunity to  go  on  a  shopping  tour.  Running  through 
the  fascinating  pages  of  a  bulky  catalogue  is  the  near- 
est that  they  can  come  to  experiencing  the  same  plea- 
sure that  the  city-dweller  finds  in  rummaging  through 
many  stores  in  quest  of  the  elusive  bargain.  As  is 
well  known,  the  propensity  of  women  to  go  into  a 
store  for  the  sole  purpose  of  buying  only  a  five-cent 
package  of  hairpins  and  who  usually  buy  many  other 
things  in  addition  before  they  come  out,  is  what  makes 
the  job  of  catering  to  the  feminine  buyer  so  attractive. 
The  catalogue-purchaser  has  much  the  saiiie  habit. 
Picking  up  the  book  with  the  intention  of  selecting  a 
half  dozen  towels,  the  person  often  winds  up  by  mail- 
ing a  rather  lengthy  order.  The  lure  of  the  illustra- 
tions and  the  descriptions  leads  the  reader  of  the  cata- 
logue to  shop  through  its  pages  for  hours  at  a  time. 
In  the  meantime  the  order  grows.  In  the  winter  time 
the  favorite  indoor  sport  of  the  farmer  is  the  perusal 
of  his  choice  assortment  of  catalogues.  He  and  his 
family  shop  all  through  the  winter.  "The  shopping 
tendency  of  people,"  said  a  mail-order  man,  "is  one  of 
the  most  important  factors  in  the  success  of  our  busi- 
ness." 

People  go  to  the  luovies  to  be  thrilled.  There  are 
those  who  buy  by  mail  for  the  same  reason.  I  know 
many  persons  who  send  off  for  their  goods  for  no 
other  reason  than  they  like  the  thrill  of  waiting  for  the 
shipment  to  arrive.  The  suspense  and  expectancy 
give  them  a  pleasure  that  is  hard  to  describe. 

In  every  town  there  are  a  number  of  impecunious 
families,  who  finally  succeed  in  running  up  a  bill  with 


every  merchant  whom  they  can  induce  to  trust  them. 
Eventually  their  local  credit  becomes  worthless.  In 
the  long  run,  these  people  almost  invariably  become 
mail-order  buyers.  Not  being  able  to  have  their  pur- 
chases charged,  they  won't  give  the  merchant  the  sat- 
isfaction of  selling  them  for  cash.  The  country  over 
there  must  be  thousands  of  families  in  this  class.  In 
the  little  city  in  which  the  writer  lived  for  years  there 
were  dozens  of  them. 

Mail-Order  Houses  Give  Courteous  Attention 

"I  am  sending  you  this  order  for  a  peculiar  reason," 
wrote  a  woman  to  a  mail-order  firm.  "I  ain  a  hunch- 
back, and,  while  it  is  not  difficult  to  fit  me,  still  I  find 
it  unpleasant  to  buy  my  clothing  in  our  local  stores. 
The  clerks  do  not  like  to  wait  on  me,  and  often  I  hear 
tliem  making  slighting  remarks.  This  is  the  first  time 
I  ever  bought  by  mail,  but  if  I  find  is  a  satisfactory 
method  of  purchasing  I'll  order  all  my  clothing  in 
this  way." 

That  was  several  years  ago.  The  trial  order  turned 
out  so  well  that  this  lady  has  been  buying  from  a  cata- 
logue for  herself  and  family  ever  since.  If  you  thought 
3^ou  knew  why  people  purchase  by  mail,  did  you  ever 
think  of  the  reason  given  by  this  woman?  Yet  her 
letter  explains  why  many  thousand  people  prefer  to 
buy  from  some  distant  mail-order  house  rather  than 
patronize  their  local  dealers.  Not  all  of  them  are 
]")hysically  deformed,  of  course,  but  they  are  impelled, 
nevertheless,  by  motives  similar  to  those  that  induced 
this  shrinkine  little  lady  to  send  away  for  her  apparel. 
Timidity  of  Patrons  Kills  Retail  Sales 

Strange  as  it  may  seem,  many  persons  are  too  sen- 
sitive or  too  bashful  to  go  into  a  store  and  buy  the 
thing  they  need.  They  may  be  particular  in  their 
tastes,  but  too  diffident  to  insist  on  getting  exactly 
what  they  want,  and  hence  come  away  with  some- 
thing that  they  let  the  clerk  sell  them,  but  which  is  not 
satisfactory.  This  is  one  reason  why  farmers  are  so 
]jrone  to  buy  through  the  mails.  Of  course,  not  all 
farmers  are  tiinid  about  asking  for  what  they  want, 
as  anyone  knows  who  has  dealt  with  them.  Still,  the 
fact  stands  that  many  country  people  buy  through  the 
mails  because  they  are  shy  about  asserting  themselves 
when  in  personal  contact  with  others.    This  is  espe- 
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cially  true  when  it  comes  to  purchasing  articles  with 
which  the  buyer  is  not  famih'ar,  or  that  is  not  bought 
every  day,  such,  for  instance,  as  a  suit  of  clothes  or  a 
hat.  It  does  not  require  any  courage  to  go  into  a  store 
to  buy  a  quarter's  worth  of  sugar  or  a  can  of  peas, 
but  almost  any  shoe  clerk,  for  instance,  will  tell  you 
that  many  people  are  embarrassed  about  buying  a  ])air 
'.)f  shoes. 

"Dealing  with  the  bashful  customer,"  said  the  pro- 
prietor of  a  clothing  store  in  a  small  town,  "is  one  of 
the  problems  of  my  business.  Of  course,  I  don't  mean 
that  they  are  so  shy  that  we  have  to  go  out  in  the 
street  and  coax  them  in  with  a  piece  of  sugar.  They 
come  in  the  store  and  ask  for  what  they  want,  l)ut 
unless  the  clerk  is  both  patient  and  tactful  he  is  likel}' 
to  sell  them  something  that  does  not  suit  or  else  drive 
them  away  without  buying  at  all.  Many  a  lost  sale  is 
due  to  the  clerk's  inability  to  deal  with  a  shy  buyer, 
llovvever,  I  would  sooner  lose  a  sale  than  have  the 
customer  take  the  first  thing  that  is  shown  him,  be 
dissatisfied  and  as  a  result  send  his  future  orders  to  a 
mail-order  house.  This  is  something  that  is  likely  to 
ha]jpen  very  freciuently  unless  the  merchant  takes  pre- 
cautions to  guard  against  it." 

A  department-store  man  in  a  somewhat  larger  city 
has  had  a  similar  experience.  "We  find  it  necessary," 
he  said,  "to  make  things  easy  for  the  diffident  shoj)- 
])cr.  It  is  hard  to  make  our  clerks  realize  that  a  cer- 
tain few  of  the  customers  who  approach  them  ever}^ 
day  are  timid,  and  should  be  treated  with  exceptional 
courtesy  and  kindness,  but  nevertheless  this  is  a  ser- 
vice that  we  try  to  give." 

All  Retailers  Don't  Have  Confidence  of  Their 
Customers 

Those  who  are  not  familiar  with  small-tfuvn  condi- 
tions have  no  idea  of  the  enmity  that  exists  in  many 
places  between  the  farmer  and  the  merchant.  The  re- 
tailer is  regarded  as  a  parasite.  He  is  supposed  to  be 
living  on  his  wits.  If  he  shows  any  evidence  of  pros- 
perity the  farmer  jumps  to  the  conclusion  that  it  is 
all  coming  out  of  his  pocket.  "I'll  be  gumfozzled  if 
I'll  support  that  fellow,  with  his  stilT  collar  and  gold 
watch-chain,  any  longer.  My  orders  are  going  to 
Chicago  after  this."  While  this  may  appear  to  be  a 
joke,  it  became  a  very  serious  matter  in- some  sections. 
It  is  to  counteract  this  very  condition  that  farmers' 
and  merchants'  clubs  are  being  organized  all  over  the 
Central  West.  Fortunately  these  clubs  are  working 
wonders  in  creating  a  feeling  of  co-operation  between 
the  country  people  and  the  business  men  of  the  town. 

The  dealer  himself  educates  many  persons  in  the 
advantages  of  mail-order  buying.  Poor  storekeeping 
has  driven  more  i)eoi)le  to  patronize  the  catalogue 


It  is  very  unlikely  that  the  time  spent  gos- 
siping over  the  mistakes  of  other  business  men 
will  help  you  in  avoiding  mistakes  yourself. 


houses  than  any  other  single  cause,  excepting  only 
the  price  argument.  For  example,  such  a  little  thing 
as  the  faihire  of  many  merchants  to  mark  their  goods 
in  plain  figures  has  turned  many  patrons  to  the  people 
who  sell  by  mail.  A  shopper  is  rightly  suspicious  of 
the  retailer  who  marks  his  merchandise  with  a  cipher 
price.  Furthermore,  many  people  are  a  little  hesitant 
abotit  asking  the  price  of  an  unmarked  article.  They 
are  afraid  it  may  be  more  than  they  thought.  How 
dealer-negligence  works  into  the  hands  of  the  cata- 
logue houses  is  such  an  extensive  subject  in  itself  that 


I  have  space  but  to  barely  refer  to  it  in  this  article. 
Of  course,  there  are  many  reasons  why  people  buy 
through  the  mails  other  than  those  I've  mentioned, 
but  most  of  them  are  well  known  and  it  is  not  neces- 
sary to  discuss  them  here.  The  purpose  of  this  article 
has  been  to  show  that  many  factors  enter  into  mail- 
order buying  besides  thf)se  that  are  commonly  recog- 
nized. 


F.  S.  Carr  Rubber  Co.  of  Canada,  Limited 

The  F.  S.  Carr  Rubber  Company  of  Canada,  Lim- 
ited, have  removed  their  factory  and  office  equijjment 
into  the  premises  i)urchased  from  Walpole  Rubber 
Company,  Limited,  at  (iranby,  Que.,  consisting  (jf  a 
five-storey  brick  main  factory  building  and  a  brick 
cement  mixing  building  complete  in  every  detail,  with 
automatic  sprinklers,  firewall,  doors,  etc.  The  F.  S. 
Carr  Rubber  Company  were  formerly  located  at  Til- 
bury, Ont.,  where  they  rapidly  outgrew  their  space 
and  found  it  necessary  to  seek  larger  quarters.  Their 
present  line  consists  of  the  well-known  Neverleek 
auto  fal)rics,  of  which  they  are  the  largest  producers  in 
the  world,  and  their  "Victor"  rubber  heel,  which  has 
taken  well  with  the  shoe  trade.  They  are  well  known 
as  proofers  of  Mackintosh  fabrics  for  the  trade,  as 
well  as  making  a  complete  line  of  rubber  sheetings, 
hos})ital  supplies,  druggists'  sundries,  carriage  robes 
and  top  materials,  ground  sheets,  shoe  factory  supplies, 
to  which  may  be  added  a  complete  line  of  mechanical 
rubber  goods.  The  officers  of  the  company  are  as 
follows :  Frederick  S.  Carr,  Boston,  president ;  W.  B. 
Rood,  vice-president;  T.  H.  Dumper,  treasurer;  R.  S. 
Cummings,  secretary;  J.  .A.  Duval,  factory  manager; 
P.  G.  Dunham,  Granby,  Que.,  general  manager  for 
Canada. 


How  Goodyear  Welts  are  Made 

"Goodyear  Welt  Shoes :  How  They  are  Made,"  is 
the  title  of  a  booklet  issued  by  the  United  Shoe  Mach- 
inery Company  of  Canada,  Limited,  Maisonneuve,  P. 
Q.  This  describes  in  detail  and  by  means  of  numerous 
illustrations  how  a  Goodyear  welt  is  built  up,  the 
important  part  machinery  plays  in  the  making  of 
shoes,  and  the  development  of  the  shoe  industry  due 
to  the  application  of  machinery.  The  cost  of  shoes  is 
a])preciably  reduced  by  these  modern  methods,  enabl- 
ing men  to  turn  out  the  highest  class  of  goods  at  a 
rate  which  was  of  course  impossible  when  hand  labor 
was  alone  employed.  The  booklet  is  of  great  value  to 
every  retailer  and  his  clerks,  as  it  imparts  information 
which  will  be  of  immense  assistance  in  selling  shoes. 
A  man  with  a  knowledge  of  the  variotis  intricate  pro- 
cesses involved  in  making  shoes  is  clearly  in  a  better 
position  to  give  service  to  his  customers  than  a  man 
who  has  very  hazy  ideas  on  the  subject ;  he  can  in- 
telligently explain  points  which  are  bound  to  arise 
almost  hourly,  and  the  booklet,  if  carefully  studied, 
will  materially  improve  his  status  as  a  salesman.  The 
comi)any  will  furnish  copies  on  request. 


Shoe  manufactiuers  in  Xew  York  are  working  on 
an  idea  which  is  calculated  to  do  away  with  the  ob- 
jection tci  high  leather  boots  in  hot  weather.  The 
vamp  and  cpiarters  will  likely  be  of  soft  light  kid  and 
the  tops  of  some  sheet  material  like  chiffon  or  voile. 
I  ein forced  with  lace  and  backstays  and  possibly  a  col- 
lar. A  similar  idea,  made  necessary  by  the  shorl 
skirts,  is  to  make  spats  of  this  same  material  to  i)e 
worn  over  pumps. 
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Higher  Business  Standard  Urged  by  Winnipeg 

Retailer 


Al"  the  recent  convention  of  the  Manitoba 
branch  of  the  Retail  Merchants'  Association, 
held  in  Winnipeg-,  Mr.  C.  F.  Rannard,  the 
well-known  Winnipeg-  shoe  retailer,  was  re- 
elected president.  In  his  address  to  the  association, 
which  was  a  feature  of  the  proceedings,  Mr.  Rannard 
sounded  a  clear  call  to  the  merchants  of  the  province 
to  stand  together,  to  co-operate,  to  seek  a  higher  level 
of  business  efficiency,  and  to  render  true  service.  His 
talk  is  printed  in  extract  herewith : — 

Mr.  Chairman  and  members  of  the  Retail  Merch- 
ants' Association  of  Manitoba:  In  presenting  the  an- 
nual address  as  president  of  this  association,  I  find 
myself  moved  by  conflicting  emotions.  I  appreciate 
more  than  you  can  know  the  high  honor  which  yon 
have  shown  me  in  electing  me  president  of  this  asso- 
ciation and  organization,  which,  i  believe,  is  calcu- 


If  you  are  sharp  and  abrupt  with  clerks  you 
may  expect  them  to  be  the  same  way  with  cus- 
tomers. It  is  a  strong-minded  clerk  who  does 
not  adopt  to  a  very  considerable  extent  the  man- 
nerisms of  his  employer. 


lated  and  planned  to  bring  to  the  retail  trade  not  only 
a  higher  standard  of  efficiency,  but  a  stimulus  and 
l)ride  in  our  opportunity  of  community  building. 

At  the  outset  of  my  address  I  desire  to  express  my 
api)reciation,  also,  to  the  other  members  of  the  execu- 
tive committee  who  have  been  associated  with  me  in 
the  year's  work;  they  have  all  proven  themselves 
bi oad-minded,  broad-hearted,  unselfish  men,  willing 
to  leave  their  own  personal  business  at  any  time  to 
attend  to  the  various  matters  that  come  before  us,  and 
tliis  association  will  be  fortunate,  if,  in  future  years, 
as  efficient  and  unselfish  a  group  of  men  can  always 
be  found  to  carry  on  its  important  affairs. 

This  annual  convention  still  finds  our  country  in 
the  throes  of  the  crudest  and  most  exacting  war  that 
the  world  has  ever  known,  a  war  that  is  not  only  tak- 
ing a  tribute  of  our  noblest  sons  from  our  best  homes, 
but  has  left  its  paralyzing  hand  on  business  and  coiii- 
niercial  development  and  is  contributing  to  the  al- 
ready acute  burdens  of  our  business  men-  Our  hearts 
have  been  filled  with  pride  at  the  glorious  valor,  and 
splendid  chivalry,  with  which  the  country  has  res- 
ponded to  the  great  call  of  service  overseas,  and  we 
pay  our  highest  tributes  to  those  who  have  made,  and 
are  making,  their  great  sacrifice  for  king  and  country. 

Manitoba  has  much  to  be  thankful  for  in  conditions 
as  we  find  them  in  spite  of  a  world  at  war.  The  crop 
of  1915  was  a  providential  uplift  and  blessing  of  oiir 
people,  and  times  to-day,  in  spite  of  the  depressing- 
conditions  of  war,  are  wonderfully  improved  to  what 
they  were  a  year  ago. 

Association's  Policy 

I  he  i)olicy  of  our  association  is  to  secure  the  co- 
operation of  every  retail  merchant  in  Manitoba  of  high 
standards  of  shop-keeping,  that  commercial  exchange 


may  be  developed,  that  wastage  and  loss  by  overlap- 
ping, price-cutting-  and  suicidal  competition  may  be  re- 
duced to  a  minimum,  and  that  many  abuses  under 
which  the  individual  merchant  suffers  to-day  may  be 
remedied,  and  larger  opportunities  for  his  service  to 
his  community  be  created. 

No  Protection  Before 

Before  this  association  was  organized  there  was 
little  protection  for  the  retail  merchant.  IJe  was  the 
target  for  fakir  and  thimble-rigger,  who  exploited  the 
communit}'  and  generally  left  between  two  streaks  of 
light.  The  trading  stamp  and  phoney  premiums  were 
debauching  his  business,  his  credits  were  uncertain 
and  unscientific,  and  he  was  driven  from  pillar  to  post 
by  exactions  that  were  often  unreasonable  and  unfair; 
l)ut  by  working  together  many  of  these  old  abuses 
have  been  eliminated,  wise  and  remedial  legislation 
has  been  secured,  scientific  credits  are  coming  more 
and  more  to  the  front,  and  a  healthy  and  hearty  spirit 
of  fraternal  co-operation  is  being  evidenced  more  and 
more  every  day  so  that  it  seems  no  idle  boast  to  say 
that  here  in  the  West  we  are  on  the  eve  of  a  new  era 


"On  with  the  dance" 


The  joy  of 
dancing  is 
marred  if 
your  shoes 
hurt  you. 


Come  where 
we  consider 
comfort  as 
much  as 
quality. 


D.  W.  DOWNEY 


Ad.  suggestion  No.  7~Any  of  these  cuts  may  be  obtained  from  the  publisher. 

in  merchandizing,  so  that  if  this  spirit  grows  as  it 
should  the  retail  merchant  will  find  many  of  his  excess 
burdens  taken  from  his  shoulders,  and  he  will  be  able 
to  distribute  his  goods  to  the  ultimate  consumer  at 
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the  least  possible  cost  and  I  lie  hi<(hest  standard  of 
salesmanship. 

Clean  Advertising 

The  success  of  business  enterprises  is  linked  with 
judicious  advertising-.  No  commercial  activity  is  more 
closely  connected  with  every  other  commercial  or  in- 
dustrial enter|)rise  the  world  over,  nor  is  any  single 
line  of  Inisiness  so  interwoven  in  these  modern  times 
as  advertising  retail  business.  To  a  greater  extent 
than  is  generally  realized,  a  business  is  built  and  suc- 
cessfully carried  on  by  advertising.  If  it  is  true  and 
coi  rect,  it  has  a  big  inlhiencc  in  swaying  your  business 


Click !    Some  drive  !    Now  you  walk. 

You  will  walk  in  comfort 
if  we  fit  you. 

N.    D.  CARTER 


Ad  suggestion  No.  8  -Seasonable— Cuts  may  be  obtained  from  the  publisher. 

in  a  right  direction,  but  if  it  is  false  and  dishonest  it 
will  act  as  a  loadstone  to  your  business. 

Why  is  it  that  advertising  stands  on  a  much  higher 
plane  than  it  did  a  few  years  ago?  Because,  in  early 
days  advertising  was  used  in  the  promotion  of  almost 
every  act  of  fraud,  and  people  looked  askance  upon 
everything  that  was  advertised,  but  nowadays  it  has 
ac<|uired  a  new  dignity  and  new  strength.  Business 
in  Canada  is  facing  better  days.  The  national  confi- 
dence has  been  quickened,  with  the  result  that  sincer- 
ity and  honesty  ])ay  bigger  dividends  than  ever  beft)re. 

Let  our  motto  be  "Truth  in  Advertising."  The 
greatest  enemy  to  successful  advertising  and  to  .-.uc- 
cessful  business  is  the  cpiack  and  the  fakir,  and  the 
more  money  they  contribute  the  greater  the  io^'--. 
livery  time  a  man  or  woman  is  cheated  by  a  bogus 
advertisement  the  pulling  power  of  all  advertising  is 
so  much  weakened,  because  the  fakir  and  the  pub- 
lisher accepting  tlic  advertisement  have  taught  just  so 
many  more  people  to  distrust  all  advertising.  There 
will  be  more  advertisers  and  they  will  get  more  and 
quicker  results  when  the  quacks  and  fakirs  are  dri\en 
out  of  business,  and  during  this  last  few  months  this 


association  has  been  driving  them  out  of  business 
every  day,  and  I  am  sure  all  advertisers  will  agree 
that  they  ought  to  be  driven  o'ut,  as  they  are  a  detri- 
ment to  all  channels  of  better  business,  as  well  as  de- 
frauding the  public  out  of  their  money. 

Our  legislative  committee  has  been  able  to  assist, 
by  counsel  and  co-operation,  in  securing  several  pieces 
of  important  legislation.  W'c  have  a  "P.ulk  Sales  Act" 
so  framed  that  no  man  can  sell  his  business,  put  the 
money  in  his  pocket,  and  depart  for  fields  new  and 
pastures  green,  without  paying  his  just  debts.  There 
may  be  objectionable  points  in  the  legislation  as  at 
present  framed  ;  if  so  this  organization  ought  to  be 
big  enough  and  wise  enough  to  so  amend  them  as  to 
meet  the  changing  or  enlarging  demands  of  the  times. 
It  is  not  the  intention  of  this  kind  of  laws  to  harrass 
honest  men,  but  rather  to  i)revent  the  crooks  getting 
away  with  the  spoils.  Legislation  bearing  on  the 
cieation  of  a  small  del)t  court  was  also  secured,  and 
while  the  present  status  may  not  be  all  that  we  desire, 
yet  it  will  facilitate  collections  of  petty  debts  by  tlie 
retail  dealer  at  a  minimum  cost,  and  I  am  sure  will 
repay  you  far  more  than  your  membership  fee  you 
liave  paid  to  this  association. 

Business  men  are  realizing  as  never  before  that 
trade  turns  more  and  more  on  the  spirit  and  person- 
ality of  the  man  behind  the  counter,  and  that  the  man 
who  denies  himself  the  fellowship  and  confidence,  and 
co-operation  of  other  men  engaged  in  his  own  line  of 
Inisiness  sooner  or  later  suffers  in  his  own  character 
and  efficiency,  and  in  the  rapidly  moving  procession 
of  l)usiness  progress  will  soon  be  trailing  far  in  the 
rear.  The  Retail  Merchants'  Association  is  calculated 
to  develop  the  best  and  broadest  elements  of  the  busi- 
ness man's  character,  which  increases  his  confidence 
and  regard  for  the  other  business  man  across  the 
street,  sharpens  his  intellect  by  presenting  new  meth- 
ods and  new  ideas,  increases  faith  and  confidence  in 
himself,  and  all  the  latent  good  that  is  in  human  na- 
ture; and  the  retail  mercliant  who  holds  himself  aloof 
from  his  fellows  and  eats  hir  heart  out  in  env}'  and 
suspicion,  whining  and  complaining  against  his  task 
and  his  day,  will,  in  the  very  near  future,  be  absolutely 
eliminated  from  the  twentieth  century  business  suc- 
cess. 

If  business  is  slow,  go  out  and  visit  your  custom- 
ers, drop  across  the  street  and  chat  with  your  compe- 
titors, get  in  closer  touch  with  your  community,  and 
see  if  you  have  not  overlooked  some  of  the  possibili- 
ties that  have  lain  dormant  about  your  door,  and  if 
this  convention  does  nothing  more  than  to  revive  your 
faith  in  yourself,  your  neighbor,  and  your  country, 
your  visit  here  will  have  been  well  worth  while. 


Here's  What  Happens  if  You  Don't  Advertise 

The  advertising  manager  of  one  of  the  largest  mail 
order  concerns  in  the  States  recently  told  the  members 
of  an  ad  club  : — 

"We  have  a  bureau  wluise  duty  it  is  to  read,  each  week, 
the  country  newspapers  from  all  over  the  country.  There 
is  not  a  paper  of  any  consequence  in  our  trade  territory  that 
our  bureau  does  nf)t  get.  This  bureau  looks  over  these 
papers,  and  when  we  find  a  town  where  the  mercliants  are 
not  advertising  in  the  local  paper,  we  immediately  flood  that 
territory  with  our  literature.  It  always  brings  results  far  in 
excess  of  the  same  effort  put  forth  in  territory  where  the 
local  merchants  all  the  time  use  their  local  paper." 


There  are  no  pessimists  at  the  front  in  France  or 
in  the  lead  in  the  commercial  world. 
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Miner  Rubber  Annual  Convention 


This  year  the  Miner  Rubber  Company,  Limited, 
held  their  annual  convention — the  fourth — earlier  than 
usual.  It  was  held  at  Granby,  P.  Q.,  on  June  26,  27, 
28,  whereas  last  year  the  dates  were  early  in  August. 
These  conventions  are  always  looked  forward  to  by 
the  officials,  selling  agents  and  branch  managers,  as 
occasions  when  they  can  discuss  the  various  problems 
which  naturally  arise,  selling  plans,  styles,  and  a  dozen 
and  one  points  which  can  be  thoroughly  threshed  out 
in  conference.  At  the  same  time,  business  can  be 
mixed  with  a  certain  amount  of  pleasure — and  a.  good 
time  can  safely  be  reckoned  on. 

The  staff  and  guests  arrived  at  Granby  in  a  special 
car  on  the  evening  of  June  26,  and  spent  the  evening 
at  an  impromptu  concert.  The  following  day  was,  as 
usual,  devoted  entirely  to  business.  This  started  with 
an  inspection  of  the  factory,  where  the  entire  opera- 
tions were  explained,  and  where  a  light  shoe,  an  Arc- 
tic and  a  rubber  boot  was  built  up  for  the  benefit 
of  those  who  were  not  acquainted  with  the  many  pro- 
cesses involved  in  the  making  of  rubbers.  In  the 
afternoon  the  conference  between  the  officials,  the 
selling  agents,  and  the  branch  managers  was  held,  and 
here  was  discussed  matters  relating  to  the  affairs  of 
the  company. 

In  the  evening  a  visit  to  a  picture  theatre,  where 
a  reel  showing  the  production  of  the  crude  rubber 
from  the  planting  of  the  tree  to  the  finished  article, 
was  followed  by  a  dinner  at  the  Windsor  Hotel,  pre- 
sided over  by  Mr.  W.  H.  Miner,  vice-president  of  the 
company.  The  speeches  were  few,  but  to  the  point. 
"Our  Guests"  was  proposed  by  the  chairman,  who 
reviewed  the  history  of  the  company,  and  compli- 
mented the  representatives  upon  the  fact  that  the 
sales  were  the  largest  in  the  history  of  the  company. 
He  anticipated  that  this  record  would  be  broken  dur- 
ing the  current  year. 

Mr.  Arthur  Congdon  responded.  Mr.  Alex.  R. 
Angus,  sales  manager,  replied  to  the  toast  of  "The 
Miner  Rubber  Company."  Other  speakers  were  Mr. 
R.  R.  Macaulay  and  Mr.  R.  B.  Griffith.  One  of  the 
pleasing  and  unexpected  incidents  of  the  dinner  was 
the  presentation  to  Mrs.  S.  H.  C.  Miner,  widow  of  the 
founder  of  the  company,  of  a  boquet  of  American 
Beauty  roses  by  the  selling  agents. 

The  following  were  present  at  the  convention : 
Miner  Rubber  Co.,  Messrs.  W.  H.  Miner,  vice-presi- 
dent ;  R.  R.  Macaulay,  secretary-treasurer ;  J.  L. 
Stapleton,  superintendent;  F.  H.  Meinzer,  stock  man- 
ager ;  A.  R.  Angus,  sales  manager.  Guests :  Coates, 
Burns  and  Wanless,  London,  Ont. — Messrs.  R.  B. 
Wanless,  Dolphe  Coates,  R.  Coates  ;  Congdon,  Marsh, 
Limited,  Winnipeg,  Man. — Messrs.  Arthur  Congdon, 
W.  F.  O'Dea,  J.  W.  Thornton;  R.  B.  Griffith  &  Co., 
Hamilton,  Ont.— Messrs.  R.  B.  Griffith,  Arthur  An- 
gus, Thos.  Morrow;  J.  M.  Humphrey  &  Co.,  St.  John, 
N.B.— Messrs.  C.  P.  Humphrey,  H.  P.  Hayes,  W.  H. 
Humphrey,  R.  E.  Crawford  ;  Jackson  &  Savage,  Lim- 
ited, Montreal — Messrs.  A.  E.  Jackson,  H.  V.  Shaw, 
J.  BiUouez,  S.  F.  Marshall,  O.  Poirier,  W.  N.  B.  Jack- 
son, W.  Larose,  R.  H.  Mills,  C.  M.  Mills,  J.  C.  Cassel- 
man  ;  Miner  Rubber  Co.,  Edmonton,  Alta. — Mr.  A.  W. 
Douglas,  local  manager;  Miner  Rubber  Co.,  Ottawa, 
Ont. — Messrs.  P.  Gauthier,  local  manager,  and  J.  R. 
Hill;  Miner  Rubber  Co.,  Montreal,— Messrs.  W.  G. 
Simpson  and  S.  Sherman  ;  Miner  Rubber  Co.,  Quebec, 


— Messrs.  F.  Maranda,  local  manager,  L.  A.  Poulin, 
P-.  A.  Poulin,  J.  E.  J.  St.  Laurent,  O.  Gregoire,  W. 
Motard;  Miner  Rubber  Co.,  Toronto,  Ont. — Messrs. 
G.  C.  Yearsley,  local  manager,  H.  G.  Jones,  G.  D. 
Lloyd,  L.  J.  lies,  A.  T.  Hanes,.S.  G.  Best. 


New  Button  Attaching  Machine 

The  Toledo  Button  Machine  Company  are  distri- 
buting a  very  comprehensive  circular  describing  and 
illustrating  their  new  button  attaching  machine.  This 
company  state  that  the  free  development  of  artistic 
ideas  in  button  shoes  has  been  restricted  in  the  past 
l)y  the  inability  of  button  fastening  fachines  to  fasten 
any  but  standard  buttons.  Buttons  of  off-shapes  and 
sizes,  as  well  as  various  colors  are  essential  to  a  com- 
plete development  of  the  button  shoe  as  an  artistic 
and  style-expressing  proposition.  The  difficulty  with 
which  novelty  buttons  were  fastened  discouraged  re- 
tailers and  limited  them  often  to  ordinary  button 
shoes,  allowing  lace  styles  to  predominate  in  high- 
priced  novelty  footgear.  The  Toledo  button  machine, 
however,  fastens  any  shoe  button  manufactured,  and 
the  claim  of  its  makers  is  that  it  will  fasten  any  but- 
ton which  provides  a  place  for  the  wire  to  run  through 
it.  The  Toledo  machine  is  sold  outright  so  that  any 
])urchaser  of  it  is  free  to  use  it  on  buttons  of  any 
manufacture.  It  is  said  to  offer  innumerable  modern 
details  of  service  which  make  fastening  of  buttons 
onto  shoes  pleasant  and  satisfactory.  Special  wire  for 
fancy  footwear  is  another  product  of  this  company. 


Canada  Trunk  &  Bag,  Limited 

Owing  to  the  decision  of  the  citizens  of  Kitchener  to 
make  a  change  in  the  name  of  their  city,  the  Berlin 
Trunk  &  Bag  Company  have  decided  to  also  change 
their  title  to  one  which  is  distinctly  Canadian,  and 
will  hereafter  be  known  as  the  Canada  Trunk  and  Bag, 
Limited.  This  company  began  to  manufacture  suit- 
cases and  club  bags  in  March,  1912.  With  rapid  in- 
crease in  business  they  soon  outgrew  their  original 
(juarters,  and  in  1913  erected  a  large  and  commodious 
building.  Under  the  new  name  they  will  continue 
along  the  same  progressive  lines,  manufacturing  a  full 
range  of  leather  goods,  and  a  large  assortment  of 
trunks,  running  from  the  cheaper  small  box  trunk  up 
to  and  including  their  Ever-ready  wardi'obe  trunk.  At 
the  time  this  latter  trunk  was  first  shown  in  Canada 
it  was  claimed  to  be  the  only  wardrobe  featuring  all 
the  conveniences  of  an  expensive  trunk  and  selling  at 
a  vei-y  moderate  price. 

The  representative  of  the  company  in  Western 
Ontario  is  J.  A.  Dickson,  and  in  Eastern  Ontario  C. 
W.  Vinson,  both  widely  known.  W.  E.  Boon,  repre- 
sentative in  Montreal  and  the  Maritime  Provinces,  is 
a  w^ell-liked  man  in  the  trunk  and  leather  goods  trade, 
having  spent  many  years  in  the  territory  which  he 
now  covers.  Through  the  Western  provinces  Canada 
Trunk  and  Bag,  Limited,  has  Adams  Bros.  Harness 
Mfg.  Co.  as  its  representatives.  They  carry  a  full 
stock  in  Winnipeg,  Saskatoon  and  Edmonton,  thus 
making  shipping  facilities  for  the  Western  Provinces 
very  convenient.  Further  west  in  British  Columbia 
Messrs.  Storey  &  Campbell  handle  a  full  stock  of 
goods  for  the  trade  on  the  Coast. 


If  a  clerk  will  only  take  the  time  and  effort  to  ex- 
l)lain  the  real  dift'erence  in  value  between  a  cheap  shoe 
and  a  higher  priced  on-e  it  is  ten  to  one  his  sales-total 
will  be  far  larger  at  the  end  of  the  week. 


34 


FOOTWI'.AR    IN  CANADA 


July,  19]f. 


Kaufman  Salesmen  Meet 

A  unique  event  was  held  in  Kitchener  durinjf  the  entire 
week  of  Monday,  June  19th,  when  tlie  Kaulnian  Rubber  Co., 
Limited,  entertained  their  different  branch  managers  in 
charge  of  the  stocks  carried  in  the  different  cities  through- 
out the  Dominion.  In  addition,  a  number  of  the  local  sales- 
men were  in  attendance.  The  purpose  of  the  convention 
was  to  discuss  business  topics,  and  more  particularly  "Life- 
Buoy"  rubbers,  the  well-known  product  of  the  company. 
Among  the  visitors  were  the  following;  Mr.  h'rank  Hender- 
son, branch  manager,  Vancouver;  Mr.  Geo.  .Slockand, 
branch  manager,  Edmonton;  Mr.  Ilarley  Henry,  brancli 
manager,  Saskatoon;  Mr.  Murray  McGowan,  salesman,  re- 
presenting Winnipeg  branch;  Mr.  S.  G.  Amero,  brancli 
manager,  London;  Mr.  J.  S.  Townsend,  branch  luanagei- 
Hamilton;  Mr  VV.  S.  Wood,  representative  Niagara  district, 
St.  Catharines;  Mr.  L.  B.  Hutchison,  branch  manager,  To- 
ronto; Mr.  James  Ijryant,  salesman,  Toronto  city;  Mr.  J. 
S.  Lovell,  salesman,  North-western  Ontario;  Mr.  L.  \. 
Chalk,  salesman.  Northern  Ontario;  Mr.  E.  E.  Code,  brancli 
manager,  Ottawa;  Mr  A.  D.  Kippen,  salesman,  Ottawa;  Mr. 
I\  W.  Burrill,  salesman,  Ottawa;  Mr.  John  J.  lJuggan, 
branch  manager,  Montreal;  Mr.  O.  J.  Killam,  branch  mana- 
ger, St.  John;  Mr.  W.  H.  Semple,  branch  manager,  Truro; 
Mr.  Chester  McLure,  branch  manager,  Charlottetown ;  Mr. 
J.  S.  Pierce,  salesman,  Charlottetown. 

The  business  of  the  company  received  Hrst  considera- 
tion, and  conventions  were  held  throughout  the  forenoons 
of  eacli  day.  Monday  was  reception  day,  the  visitors  being 
met  at  the  station  by  automobiles  as  they  arrived.  Tuesday 
forenoon  was  largely  spent  in  an  inspection  of  the  entire 
plant,  under  the  care  of  the  manager,  Mr.  A.  R.  Kaufman, 
and  the  superintendent,  Mr.  J.  H.  Roedding.  Needless  to 
say,  many  valuable  points  in  construction  were  exchanged, 
which  will  be  highly  beneficial  to  tlie  company.  The  after- 
noon of  Tuesday  was  taken  up  in  an  open  discussion  of 
general  matters,  and  at  about  four  o'clock  the  party  were 
the  guests  of  the  company  in  an  automobile  trip  to  the 
Cressman  Woods,  one  of  the  new  natural  parks  along  the 


(iraiid  River,  recently  taken  over  by  the  Waterloo  County 
I'arks.  and  which  is  being  preserved  and  beautified  for  the 
future.  The  forenoon  of  Wednesday  was  spent  entirely  in 
business  discussions,  and  again  on  this  occasion  much  valu- 
able information  was  conveyed  by  the  salesmen.  The  ex- 
pression of  opinions  on  the  different  lines  of  goods  from 
representatives  in  New  Brunswick  and  Nova  Scotia,  and  also 
the  opinions  on  the  same  lines  from  representatives  in  the 
extreme  West  were  exceedingly  interesting,  and  brought 
out  many  new  ideas  that  will  naturally  be  used  to  good  ad- 
vantage by  the  company. 

The  Clam-Bake 
In  honor  of  the  salesmen's  visit,  the  manager,  Mr.  A.  R. 
Kaufman,  declared  a  half-holiday  for  the  entire  office  staff, 
consisting  of  thirty,  on  Wednesday  afternoon,  and  a 
monster  picnic  of  staff,  salesmen,  and  a  number  of 
other  business  friends,  was  held  at  the  village  of 
Conestogo,  on  the  Grand  River,  a  point  about  eight  miles 
from  Kitchener.  The  picnic  was  the  sensation  of  the  entire 
week,  as  through  the  kindness  of  Mr.  Amero,  something  out 
of  the  usual  had  been  arranged.  Only  a  few  of  those  pres- 
ent were  acquainted  with  what  is  usually  termed  a  "Clam- 
Bake,"  and  naturally  the  others  were  eager  to  know  exactly 
what  the  main  feature  of  the  afternoon  had  in  st<jre.  Mr. 
Amero  had  made  due  arrangements,  and  a  large  shipment 
of  live  lobsters,  clams,  chickens,  etc.,  had  arrived  in  Berlin 
by  express  from  Gloucester,  Mass.,  on  the  Atlantic,  dur- 
ing the  morning,  and  had  been  carefully  stored  away  on 
ice.  During  the  forenoon  several  heavily  laden  automobiles 
had  made  the  trip  to  Conestogo  with  barrels,  several  dozen 
bags  of  charcoal,  picnic  tables,  etc.,  including,  of  course,  the 
delicacies  from  Gloucester.  A  large  quantity  of  stones  were 
first  selected,  about  which  the  charcoal  and  an  entire  cord 
of  wood  was  arranged  and  a  fire  started.  After  these  stones 
had  been  heated  to  a  white  heat,  a  quantity  of  them  were 
selected  and  placed  in  the  barrel  on  a  layer  of  sea-weed, 
and  over  them  another  layer  of  sea-weed  was  placed.  The 
entire  barrel  was  then  completely  filled  alternately  with 
layers  of  sea-weed,  chicken,  lobster,  clams,  onions,  potatoes, 
wieners,  and  other  articles,  sealed,  and  placed  under  ground 
for  several  hours.    The  most  interesting  event  occurred  at 
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Why  Shoe  Prices  Are  Going  Up 


A  tanner  of  kid  leather  gives  some  figures  to 
show  the  causes  of  the  rapid  increases  in  the 
prices  of  kid  leather:  ''Kid  skins  are  scarce  and 
high.  We  paid  last  week  95  cents  for  a  lot  of 
Hankow,  China,  skins.  We  bought  the  same 
skins  before  the  war  at  45  cents.  The  price  of 
the  raw  skins  has  more  than  doubled.  Freight 
and  insurance  rates  on  skins  are  very  high.  We 
recently  saw  a  parcel  of  84  skins  which  cost  $40 
to  bring  from  India,  the  cost  being  just  the  trans- 
portation and  insurance  charges.  Chrome  acid, 
the  chief  tanning  agent  in  making  kid  leather,  is 


very  high.  It  was  4  cents  a  pound  before  the 
war.  It  is  quoted  at  55  and  60  cents  these  days. 
A  large  tannery  will  use  300,000  pounds  a  year, 
and  unless  it  is  protected  by  contracts,  its  cost 
in  chrome  alone  will  increase  $150,000  a  year. 
Hematite  crystals,  a  chief  material  used  in  color- 
ing skins,  has  increased  from  17  cents  to  $1.70 
a  pound.  All  along  the  line  there  have  been  in- 
creases in  costs  of  materials  for  making  kid  lea- 
ther. Consequently  the  prices  of  kid  leather 
have  advanced  rapidly." 


about  six  o'clock,  when  the  barrel  was  unearthed  and  opened 
to  the  view  of  the  sixty  picnicers,  to  the  majority  of  whom 
it  was  something  entirely  new. 

The  entire  day  of  Thursday  was  devoted  to  business.  In 
the  evening  a  banquet  was  held  at  the  Walper  House,  at 
which  Mr.  A.  R.  Kaufman,  manager,  presided.  A  paper, 
consisting  of  about  twenty-five  pages,  containing  comic  re- 
ference about  various  salesmen,  jokes,  amateur  verse,  etc., 
was  distributed  at  this  time,  and  the  different  bits  of  litera- 
ture created  uproars  of  laughter  throughout  the  entire  ban- 
quet. After  the  sumptuous  repast,  an  address  of  welcome, 
on  behalf  of  the  company,  was  given  by  Mr.  Kaufman,  fol- 
lowed by  addresses  by  each  of  the  different  branch  mana- 
gers, who  reported,  not  only  on  general  trade  conditions  In 
the  different  provinces,  but  also  on  little  experiences  they 
had  with  the  trade  in  their  territory,  and  other  matters  of 
interest  concerning  the  cities  in  which  they  lived.  Mr.  S. 
G.  Amero,  of  the  London  branch,  assisted  in  the  programme, 
relating  many  amusing  storys  and  presenting  a  few  of  his 
slight-of-hand  tricks.  Mr.  Geo.  Stockand,  of  Edmonton, 
presided. 

After  the  prograinme,  Mr.  A.  R.  Kaufman,  manager  of 
the  company,  was  presented  with  a  handsome  bear  rug,  and 
Mr.  W.  E.  Wing,  sales  manager,  received  a  beautiful  set  of 
leather-upholstered  living  room  furniture.  The  presenta- 
tions were  made,  on  behalf  of  the  guests,  by  Mr.  S.  G. 
Amero,  wlio  referred  to  the  cordial  relations  existing  be- 
tween the  salesmen  and  the  company,  and  requested  that 
these  gifts  be  received  as  an  expression  of  their  good  will. 
The  recipients,  in  appropriate  replies,  thanked  the  guests 
for  their  kindness,  and  hoped  that  the  kindly  feelings  might 
long  continue.  The  banquet  closed  after  the  singing  of.  sev- 
eral songs,  and  the  National  Anthem. 

All  of  the  branch  managers  report  that  the  rubber  foot- 
wear business  is  excellent  in  their  respective  territories,  and 
the  company's  output  tliis  year  will  be  larger  than  ever  be- 
fore. The  outing  shoe  end  of  the  business  is  one  that  is  re- 
ceiving increased  attention  this  year.  The  high  price  of  lea- 
ther shoes  and  the  present  demand  for  white  footwear  are 
l)i)th  factors  in  augmenting  the  sales  of  this  department, 
which  sales  have  increased  ten-fold  during  the  last  three 
years. 


If  You  Have  a  Repair  Department 

Complete  the  job  !  All  work  before  being-  delivered 
should  be  neatly  finished.  Work  to  please  your  cus- 
tomers by  making-  the  shoes  look  as  much  like  new  as 
l)i)ssible.  Give  the  heel,  the  forepart  and  the  sole  a 
good  finishing  touch;  clean  the  shoes;  fasten  on  loose 
Inittons  ;  mend  slight  tears  and  if  the  laces  are  worn 
suggest  new  ones  or  set  your  original  price  to  cover 
them.  \our  customers  will  appreciate  and  willingly 
pay  _\  ou  for  your  thoughtfulness. 


The  Duff  Scut  Shoe  Lace  Holder 

A  new  shoe  lace  holder — the  Duff  Scut — has.  re- 
cently been  placed  on  the  Canadian  market  by  L.  H. 
Packard  and  Company,  Limited,  Montreal.  The  dis- 
advantages of  the  old  type  were  that  it  was  apt  to 
break  the  tips  of  the  laces,  and  that  the  latter  occa- 


sionally got  tangled  up  in  being  pulled  oft'  the  holder. 
The  new  fixture  will  hold  eighteen  dozen  laces,  six 
dozen  of  three  kinds,  while  the  laces  will  run  smoothly 
on  the  pegs  without  the  tips  being  damaoed.  The 
body  is  of  black  metal,  the  pegs  being  polished. 


A  maker  of  women's  shoes  has  designed  spats  that 
lace  up  the  front.  When  worn  with  pumps  they  look 
like  laced  boots. 


The  use  of  their  heads  prevent  wise  men,  as  well 
as  pins,  from  going  too  far. 
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FOOTWEAR  FINDINGS 

Happenings  in  the  Shoe  and  Leather  Trade 


Geo.  E.  Gales  and  Co.,  of  St.  Catherine  Street  West, 
Montreal,  placed  their  store  at  the  disposal  of  the  Iverley 
Settlement  for  the  purpose  of  a  tag  day.  The  company 
donated  10  per  cent,  of  the  day's  sales  to  the  Settlement. 
The  store  was  suitably  decoiated. 

New  heels  have  lifts  of  contrasting  colors — red,  green, 
etc.  These  are  known  as  "Vanity"  heels,  and  the  originator 
is  applying  for  a  patent. 

Guelph  has  secured  a  new  indusir\'  in  tlie  Partridge  Rul)- 
ber  Co.,  who  are  moving  from  Muntn.il.  They  will  em- 
ploy (55  hands  at  the  outset.  The  Iiumiu^s  will  be  running, 
it  is  expected,  by  October  1st. 

P'rank  J.  Boy  den,  of  the  .Slater  Shoe  Co.,  Montreal;  VV. 
P.  Francis,  of  the  John  Ritchie  Shoe  Co.,  Quebec,  and  H.  C". 
Carter,  of  the  Colonial  Hide  Co.,  Montreal  and  Quebec,  had 
charge  of  the  Canadian  delegation  to  the  Shoe  and  Leather 
Fair  at  Boston. 

George  Nickle,  proprietor  of  the  Nickle  Shoe  Shop,  Cal- 
gary, Alta.,  is  busy  buying  stock  for  a  new  store  which  he 


is  opening  at  313  Eighth  Avenue  West.  Mr.  Nickle  has  been 
conductin.g  his  present  business  for  the  past  two  years  and 
it  has  increased  to  such  dimensions  that  a  new  store  is  ne- 
cessary, while  the  old  store  will  be  continued  at  the  same 
stand.  The  fixtures  of  the  new  store  will  be  enamelled  white 
and  will  be  one  of  the  best  equipped  stores  in  the  West.  Mr. 
Nickle  formerly  owned  the  Yale  store  in  VVinnipeg,  and 
Ijrevious  to  that  was  in  business  in  Detroit,  Los  Angeles 
and  Philadelphia. 

Defective  electric  wiring  caused  a  fire  which  did  consid- 
erable damage  to  the  store  and  stock  of  Charles  D.  Jones, 
111)  King  Street  East.  Hamilton.  The  damage  to  the  stock 
was  caused  principally  by  smoke,  which  poured  out  of  the 
door  and  windows  in  volumes.  .\  s])ecial  lire  sale  was  held 
immediately  after. 

Fire  in  the  village  of  Steelman,  Sask.,  destroyed  the  shoe 
store  and  stock  of  Lewis  Ilirt. 

Wichita,  Kan.,  shoe  dealers  are  co-operating  with  their 


local  newspapers,  informing  the  public  of  increases  in  the 
cost  of  shoes.  J  hey  claim  it  has  paved  the  way  beautifully 
and  $10  and  $13  boots  are  sold  very  readily. 

Lieut. -Col.  Massie.  who  was  recently  divisional  mana- 
ger at  St.  John,  N.B.,  for  the  Canadian  Consolidated  Rub- 
ber Company,  and  is  now  (J.  C.  first  divisional  train  of  the 
Canadiati  Army  Service  Corps  in  France,  has  been  men- 
tioned in  despatches  for  gallant  and  distinguished  conduct 
in  the  held,  by  Sir  Douglas  Haig,  the  Commander-in-Chief 
of  the  British  forces  in  lielgium  and  France. 

R.  E.  Jamiesoii,  general  sales  manager  of  the  Canadian 
Consolidated  Rubber  Company,  was  elected  a  member  of  the 
general  executive  council  of  the  Canadian  Manufacturers' 
Association  at  the  annual  meeting  held  in  Hamilton. 

A  new  branch  building  for  the  Canadian  Consolidated 
Rubber  Company  is  now  being  constructed  at  Regina.  Build- 
ing operations  are  l)eing  rapidly  carried  on,  and  the  branch 
will  be  completed  by  the  fall. 

At  the  annual  meeting  of  the  shareholders  of  the  Ames- 
f lolden-McCready  Company,  Montreal,  profits  of  $;{2I.79I, 
for  the  twelve  months  ended  April  :iO,  were  reported.  Pros- 
|)ects  for  the  coming  year  were  described  by  the  president 
as  being  very  bright.  Sales  of  goods  for  fall  delivery  had 
shown  an  increase  of  75  per  cent,  so  far  this  year. 

Through  New  York,  the  Russian  Government  is  reported 
to  have  ofTered  contracts  to  several  Canadian  shoe  manu- 
facturers for  large  quantities  of  high  leg  boots.  These, 
however,  have  been  'declined  on  account  of  the  difficulty  of 
getting  leather  and  the  date  of  delivery. 

J.  A.  and  M.  Cote,  St.  Hyacinthe,  P.Q.,  are  installing  ad- 
ditional lasting  equipment  made  by  the  U.  S.  M.  Co.,  of 
Canada. 

A.  L.  Dupont,  of  Dupont  &  Frere,  Maisonneuve,  has 
been  on  a  business  visit  to  New  York  and  Boston. 

'I'here  is  said  to  be  a  prospect  of  additional  orders  for 
Canadian  army  bodts. 

Alex.  Angus,  sales  manager  of  the  Miner  Rubber  Com- 
pany, Montreal,  li.ns  been  on  a  business  trip  to  New  York 
and  Quebec  city. 

.'\  woman  running  a  bakery  and  confectionery  store 
li.is  added  a  line  of  boots  and  shoes.  Boots  and  buns  make 
a  i)eculiar  combination. 

Pf.  S.  Campbell,  shoe  retailer,  Fredericton,  X.B.,  has 
moved  to  his  new  store  in  the  Morrison  block.  This  store 
is  c()ini)letely  up-to-date.  A  polished  birch  floor  has  been 
laid  down  and  the  finishings  are  in  oak.  A  large  rug  has 
been  placed  in  the  centre  and  fumed  oak  leather-backed 
chairs  for  the  use  of  customers  have  been  installed.  It  is 
said  to  be  the  only  shoe  store  in  the  city  fitted  with  bicycle 
ladders,  two  of  the  very  latest  design  having  been  placed  on 
either  side.  Lighting  is  by  tungsten  lamps  enclosed  in  large 
white  globes.  In  connection  with  his  business  Mr.  Camp- 
bell has  for  several  years  conducted  a  repairing  department. 
This  is  located  on  the  third  Hoor  and  is  electrically  driven. 
A  Victor  machine  and  Progressive  linisher,  together  with 
other  necessary  eciuipment,  make  this  department  very  com- 
I)lete. 

H.  W.  Stark,  Ltd..  boot  and  shoe  dealers,  Winnipeg, 
suffered  fire  loss  recently,  but  were  wholly  insured. 

A  large  retailer  says  that  the  vogue  of  novelty  shoes  is 
making  women  too  hard  to  jilease — generally  wanting  some- 
thing just  a  little  different  than  the  store  has  to  offer.  How- 
ever, he  added  that  his  mark-up  was  sufficiently  high  to  off- 
set any  lost  sales,  so  "he  should  worry." 

Earl  Stewart,  shoe  retailer,  Owen  Sound.  Ont..  is  selling 
out  his  business,  having  been  advised  by  his  physician  to  se- 
cure an  outside  position. 

C.  D.  Jones,  shoe  retailer,   llamilton.  had  a  small  fire 

loss. 

Fred  Mercer,  of  the  firm  of  Hugh  Mercer  &  Son.  shoe 
retailers,  Markdale,  Ont..  was  married  recently  to  Miss  Rich- 
ardson. 

John  Matchall.  of  EarltiMi.  has  started  a  shoe  repairing 
business  at  Englehart,  Ont. 

F.  D.  Snyder,  formerly  with  the  Moncton  I'ootwear 
Company,  Moncton,  N.B.,  has  moved  to  Amlierst,  N.S., 
where  he  has  associated  himself  with  Walter  Cahoun  in  the 
footwear  business. 

The  Berlin  Trunk  and  Bag  Company.  Limited.  Berlin, 
in  consequence  of  the  decision  to  change  the  name  of  Berlin, 


''Gathering  Up  the  Sands'' 

Sandals  make  the  happy 
days  happier —  cool  and 
comfortable  —  we  have 
many  styles. 

KNECHTEL  &  CO. 


Ad.  suggestion  No.  9— Sandals  for  sands. 


BLANCO 


THE  WHITE  CLEANER 


T 


Manufactured  by  ;  ■  : 


Joseph  Pickering  &  Sons.  Ltd.,  Sheffield.  England. 
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liavc  changed  their  style  to  the  Canada  'J  ruiik  and  Bag 
Company. 

H.  Sabloff,  for  several  years  in  the  retail  business,  and 
E.  Wiscnthal,  who  was  a  representative  of  Uaoiist,  Lalonde 
and  Company,  'have  entered  partnership  and  will  carry  on 
a  wholesale  shoe  business  at  74  Victoria  Square,  Montreal. 

The  name  of  the  G.  V.  Oberholtzer  Company,  Ltd.,  Mer- 
lin, Ont.,  has  been  changed  to  the  Hydro  City  hhoe  Manu- 
facturers, Ltd. 

At  the  annual  meeting  of  the  Hartt  Boot  and  Shoe  Com- 
pany, l-'redericton,  N.B.,  held  a  few  days  ago,  a  dividend  of 
6  per  cent,  was  declared  on  the  capital  stock.  Last  year  tin; 
company  did  not  pay  a  dividend  owing  to  the  unsettled  con- 
ditions of  the  market,  but  report  now  that  the  outlook  is 
very  promising.  The  same  board  of  directors  were  elecltd 
for  the  ensuing  year  and  comprises  Mfessrs.  J.  1).  Palmer, 
J.  A.  Keid,  John  Kilburn,  Edward  Moore,  and  J.  VV.  Mc- 
iJready. 

The  Public  Benefit  Shoe  Conii)an\',  I^iiiiited,  lordnto. 
have  secured  a  charter. 

The  shoe  merchants  around  the  vicinity  of  Yonge  and 
King  Streets,  Toronto,  with  a  few  exceptions,  are  taking  the 
Wednesday  half  holiday  during  July  and  August. 

Thos.  Hollowcll,  a  shoemaker,  of  Brantford,  Ont..  has 
been  appointed  shoemaker  sergeant  in  the  iiSiUii  Bantams. 

P.  J.  Losier,  shoeman,  Weyiiurn,  Sask.,  has  moved  inlc) 
a  new  store,  which  has  l)ecn  completely  oviTliauIed  and  re- 
novated. 

It  is  stated  that  the  dyestuff  situation  is  l)ecoming  less 
acute  day  by  day.  About  3,J  per  cent,  of  all  dyes  used  are 
now  being  made  on  this  continent,  whereas  only  about  10 
per  cent,  was  manufactured  before  the  war.  The  balance  is 
chiefly  imported  from  Switzerland. 

T.  H.  Bigwood,  shoe  retailer,  492  Bloor  St.  West,  To- 
ronto, has  enlisted  with  the  20gth  Battalion  as  sergeant  in 
the  band.  His  wife  is  continuing  the  business,  having  been 
engaged  actively  in  the  same  capacity  for  some  years  assist- 
ing her  husband. 

J.  H.  Sutton  has  purchased  the  shoe  business  of  the  late 
Alex.  Gemmill,  who  was  in  business  on  King  Street,  near 
Yonge,  since  1850. 

L.  E.  Morrice,  of  Madoc,  Ont..  has  purchased  the  shoe 
stock  of  Rudolph  Miller,  of  Milverton,  Ont.,  and  has  moved 
to  that  place.    He  recently  sold  out  his  business  in  Madoc. 

W.  J.  Sisman,  of  the  T.  Sisman  Shoe  Company,  Aurora, 
Out.,  was  married  recently. 

A.  L.  Bartlett,  shoe  dealer.  596  College  Street,  Toronto, 
has  sold  his  branch  store  at  i:i60  Bathurst  Street,  to  Mr. 
Vv'alker,  of  Winona,  Ont. 

Down  in  Salem  a  leather  mine  is  being  worked.  Thi> 
mine  is  made  up  of  waste  leather  thrown  from  a  counter 
factory  during  the  past  twenty  years.  Many  tons  of  leather 
were  thrown  out  and  were  levelled  and  rolled  down  to  make 
a  roadway  around  the  shop.  Now  leather  is  so  high  in  price 
it  i)ays  them  to  dig  the  leather  out  of  the  deposit  and  make 
it  into  leatherboard.  which  nets  the  company  about  $50  a 
ton. 

A.  A.  Sinclair,  shoe  dealer,  Tillsonburg,  Ont..  has  leased 
the  John  McDonald  store  and  moved  his  stock  there.  The 
new  premises  give  Mr.  Sinclair  better  facilities  for  display- 
ing his  stock  and  attending  to  the  wants  of  his  customers. 

oecond  Lieut.  James  Harvie,  of  the  Royal  Field  Artil 
lery,  died  of  wounds  in  Hospital  Le  Touquet,  France.  He 
was  the  son  of  Mr.  Robert  Harvie,  of  Brodie  and  Harvie, 
Ltd.,  Montreal. 

Bignell  &  Knox,  wholesale  shoes,  Montreal,  Que..  ha\  e 
registered. 

P.  Robitaille,  Montreal,  has  secured  the  contract  for  the 
supply  of  boots  for  the  Montreal  police  and  firemen,  .-it 
$:(,sr9. 

Sergeant  P.  G.  McGibbon,  a  nephew  of  D.  J.orne  Mc- 
Gibbon,  has  been  wounded.  He  was  formerly  employed  with 
Ames-Holden-McCreadv  Limited,  Montreal,  and  is  one  of 
three  brothers  who  enlisted  early  in  the  war.  .Another.  Cap- 
tain G.  McGibbon,  was  killed,  and  a  third.  Captain  Roy  Mc- 
Gibbon, was  severely  wounded  last  year,  but  is  again  in  the 
trenches. 

The  financial  report  submitted  to  the  shareholders  of  the 
United  Shoe  Machinery  Company  for  the  year  ended  March 
1,  19 showed  assets  of  $59,77.3,693,  and  liabilities,  $44,854,- 
64;5.  There  has  been  a  noticeable  increase  in  the  business  of 
the  company  during  the  fiscal  year. 

Manufacturers  generally  are  not  predicting  market  de- 
velopments. Figuring  prices  is  largely  a  matter  of  summing 
up  conditions  that  have  prevailed  during  the  preceding  six 
months  or  more  and  basing  estimates  along  similar  lines. 

Daoust,  Lalonde  &  Co..  Limited.  Montreal,  are  enlarg- 
ing their  factory  on  Iberville  Street,  Montreal.  The  firm 
manufactures  leather  in  two  tannages,  chrome  for  gun  metal 


and  box,  and  combination  tannage  for  brown  and  black  men- 
nf)nite;  also  equipment  leather  for  army  requirements  and 
aiiriv  shoe  leather. 

A  woman  in  (ieorgetown,  Del.,  has  worn  a  pair  of  shoes 
for  seventeen  years  without  half-soling  or  mending.  They 
have  been  worn  every  Sunday,  884  days,  or  nearly  two  and  a 
half  years  in  all,  and  the  (jwner  declares  they  are  good  for 
another  five  or  six  years. 

The  Edrnontf)n  Shoe  and  Leather  Company  suffered 
$;3.'!,000  damage  on  June  19,  by  tire.  The  tannery  was  com- 
pletely burned  to  the  ground. 

The  Gutta  Percha  and  Rubber  Co.,  Ltd.,  of  Toronto, 
have  opened  a  branch  in  Halifax.  .\'.S.  Mr.  A.  E.  Doig,  who 
has  been  covering  the  Maritime  Provinces  for  this  company, 
will  be  the  manager.  This  branch  will  carry  a  complete 
stock  of  the  comi)any's  rubber  products. 

Edwin  I'armer.  Arnprior,  Ont.,  has  taken  over  the  shoe 
business  so  long  run  under  the  style  of  Farmer  Brothers, 
his  partner,  Mr.  William  Farmer,  retiring  from  business.  Mr. 
r'anner  is  a  thorough  shoeman  and  enjoys  the  confidence  of 
his  trade. 


Obituary 

The  death  is  announced  of  Mrs.  L.  O.  Breithaupt,  wife 
of  Mr.  L.  O.  Breithaupt,  of  the  Breithaupt  Leather  Co..  Ber- 
lin. Ont.  The  deceased  had  been  married  only  a  year  and 
during  her  residence  in  I'erlin  had  made  hosts  of  friends  who 
sincerely  regret  her  untimely  demise. 

We  regret  to  learn  of  the  death  of  Mrs.  Robin,  wife  of 
Mr.  L.  E.  l^obin,  of  Robin  Bros.,  last  makers,  Montreal. 
Mrs.  Robin  had  been  in  ill  health  for  some  time. 

Wilson  Wylie,  sr.,  who  formerly  carried  on  a  shoe- 
making  business  in  Vineland,  Ont.,  and  latterly  in  Hamil- 
ton, died  recently. 

Alexander  Gemmell.  the  well-known  King  Street.  To- 
ronto, boot  and  shoe  manufacturer  and  retailer,  died  a  short 
time  ago. 

George  Rumpel,  felt  shoe  manufacturer.  Berlin,  Ont..  is 
dead.  He  was  an  active  worker  in  civic  affairs,  having  once 
lieen  mayor,  and  was  looked  upon  with  high  esteem. 


We  Can  Save  Money  for  You  on  Your 
Shipping  &  Packing 

H  &  D  Solid  Fibre  Board  Boxes 


1.  — Tliey  protect  your  sliipment 

against  loss  from  dampness 
and  water. 

2.  — Tlicy    are    extremely  light, 

which  means  low  freight 
charges. 

3.  — They     cannot     be  opened 

without  breaking  the  seal. 


J. —  They  jave  tune  in  packing. 
■5. — They   save   storage  space, 
ti. — ''hey     have     stiong  adver- 
tising value. 

7.  — They  can  be  made  to  your 

Fnecifications. 

8.  — Their    first    cost    is  lower 

than  wood. 

Our  booklet  "How  to  Pack 
It"    explains    all — write  for 


The  Hinde  &  Dauch  Paper  Co. 

of  Canada,  Limited 
TORONTO  ONTARIO 
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INSOLES 

For  Welts  and  McKays 


An  insole  that  insures  comfort  and  dura- 
bility, will  not  shrink  or  swell,  uniform  thick- 
ness and  flexibility,  worked  dry  without 
mulling",  free  from  chemicals  which  are  in- 
jurious to  the  feet ;  made  in  oak  and  white 
colors  ;  fast  colors  ;  sold  by  the  sheet,  roll, 
or  blocked  ;  economical  cutting ;  will  stand 
the  hardest  kind  of  service. 


FELT 

of  Every  Description 


CUT  FELT  and 
IMITATION  LEATHER 
HEEL  PADS 


Send  for  Samples  and  Prices 


We  invite  visiting  trade  to  inspect 
our  products  at  the  Shoe  &  Leather 
Fair,  Mechanics'  Building,  Boston, 
Mass.,  July  12-19th. 


SPACE  No.  194 


Kenworthy 

Brothers  Company 

110  Summer  St.,  BOSTON,  MASS. 

Canadian  Agents 

International       Horace  D'Artois 

Supply  Co.  224  Lemoine  St. 

BERLIN,  ONT.  MONTREAL,  P.  0- 


The 
EVERYDAY 

Shoe 


This  is  the  staple,  money-making 
line  of  shoes  for  a  good  many  sensible 
dealers. 

Far  sighted  shoe  men  recognize  the 
fact  that  most  of  their  shoe  profits 
come  from  "Everyday"  sales — sales  to 
the  majority  of  their  customers  at  rea- 
sonable prices. 

The  Everyday  line  includes  quick 
selling  shoes  for  men,  boys,  youths, 
women,  misses  and  children  in  Elk, 
Box  Calf,  Storm  Calf  and  all  kinds  of 
side  leathers. 

Try  a  sorting  order  and  test  out  the 
profit  possibilities  of  the  Everyday 
Line. 

The 

T.  Sisman  Shoe  Co. 

Limited 
Aurora       -  Ontario 
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W  &  H  Heel  Breaster 


Ad  apted  to  all  kinds 
of  work  from  the 
largest  Boot  to  the 
smallest  child's  shoe 
fitted  to  breast  with 
the  last  in  or  out. 


KIEFFER  BROS.,  REGD. 

ESTABLISHED  1869 

96  Prince  St.,  Montreal,  Que. 


Montreal  Box  Toes 

have  substance 

They  outlast 
the  shoe 


Few  box  toes  will  outlast  the  shoes  that  stand  the  hardest 
wear,  yet  Montreal  Box  Toes  do  it.    When  you 
want  toes  that  wear  write  us.    We  make 
them  for  Goodyear  and  combmation 
work.    Also  Men's,  Boys' 
and  Women's  heels 
in  all  grades. 

The  Montreal  Box  Toe  &  Heel  Co. 

321  Aird  Ave.,  Montreal 


Popular 
Lasts 


J.  A.  &  M.  Cote  McKays 

for  Metiy  YouthSy  Boys  and' 
Little  Gents 

The  majority  of  your  slioe  sales  are  for  the  popular  lasts, 
■not  the  ultra  fashionable,  nor  yet  the  work  boot. 

J.  A.  &  M.  Cote  McKays  are  just  this  style.  Made  to  sell 
every  day  in  the  year.  The  kind  of  shoes  that  build  up  a  steady 
business  with  the  people  who  make  up  the  bulk  oS  your  trade. 

Six  sensible  styles  in  solid  leather,  workmanship  the  best 
throughout. 

Write  us  for  more  information. 
La  Gompagnie 

J.  A.  &  M.  Cote 

Montreal  Sample  Rooms,  St.  Hyacinthe 

Room  14  "La  Patrie  Building"  OITITRirr^ 

Mr.  Henry  Martineau   Representative  \Jf  \J  iU mJ £m\^ 
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THE  PARKER  SHOE  COMPANY,  LIMITED 


(FORMERLY  SOLID     EATHER  SHOE  CO.) 


^  We  are  the  largest 
manufacturers  of 
Women's  McKays  in 
Canada  selling  the 
wholesale  trade  only. 

^  Our  new  extension 
just  completed  gives  us 
double  the  floor  space. 

^  We  sell  jobbers  only. 
Samples  now  ready. 


Head  Office  and  Factory 


PRESTON,  ONTARIO 


Your  goods  are  half  sold  when 
shown  in  a  Kawneer  Store  Front 


Sf®ll  FEtlfS  ^ 
MADE   IN  CANADA 


Over  50,000  mercVianfs  are  making  money 
behind  Kawneer  Store  1' ronts.  Write  for 
Boosting  Business  Booklet.  It  shows  letters 
and  photographs;  it  is  free  aad  will  un- 
questionably  help  you   to  help  yourself. 


K^awneer 

Manufacturing  Company 
Limited 

francis  J.  Plym.  President 

843  Front  St. 
GUELPH,  ONTARIO 
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ALPHABETICAL  LIST  OF  ADVERTISERS 


Aircl  &  Son   54 

Anies-Hoklen-McCreadv    0 

Armstrong,  W.  D   50 


Boot  and  Shoe  Workers'  Union 
Boston  Blacking  Company  .... 
Breithaupt  Leather  Company  . . 
Brockton  Heel  Company  


OK 

54 


Canada  Trunk  &  Bag  Co   45 

Canadian  Arrowsmith  Mfg.  Co.  ...  48 
Canadian  Consolidated  Rubber  Co  3-18 

Canadian  Footwear  Limited   50 

Champion  Shoe  Machinery  Co   4'.) 

Commercial   44 

Cote.  J.  A.  &  M   40 

Doyle,' Thos.  C.  (Regd.)    44 

Dufresne  &  Galipeau   13 

Dunlop  Tire  &  Rubber  Goods  Co.  . .  47 

Duijrmt  &  Frere  


Fortuna  Machine  Company 


50 


(iitterman  &  Co.,  Henry   11 

Guay.  Eugene   4:; 


Humberstone  Shoe  Company 


Independent  Box  Toe  Company  ...  50 
Independent  Rubber  Company  ....  16 


Kieffer  Bros   40 

Kenworthy  Bros   'Mi 

Kawneer  Mfg.  Company   41 


Landis  Machine  Company    46 

Landers  Bros     50 


McLaren  &  Dallas   7 

Montreal  Box  Toe  Company   40 


Narrow  Fabric  Company    54 

New  Castle  Leather  Company    44 

Nugget  Polish  Co   17 


Odell,  L.  S   50 


i'anther  Rubber  Company    2 

I'arker,  Irwin,  Limited   45 

Parker  Shoe  Company   41 

Peerless  Machinery  Company   4:'. 

Pickering  Company.  Jas   37 


Ralston.  Robt   48 

Regal  Shoe  Company   1 

Rice  &  Hutchins     10 

Robinson.  Jas   4-5 


Sisman  Shoe  Company   39 

Slater.  C.  E   14 

Slater  Shoe  Company   !* 


Tebbutt  Shoe  &  Leather  Co   8 

TiUey  &  .Sons,  Chas   15 


United  Shoe  Machinery  Co.  Ltd.  51-53-55 
United  States  Hotel,  Boston  


Valley  City  Seating  Co  

Vermilyea  Mfg.  Co   43 


SOLE  LEATHER 


OAK 


—  HEMLOCK  — 


OAK 


UNION  OAK 


^RADE.  MARK 


These  Five  Lines  Reliable  Vat  Tanned  Stock  Made  at  Our  Three  Tanneries 
BERLIN  PENETANG  HASTINGS 

Agencies:    MONTREAL,      QUEBEC,      TORONTO,      ST.  HYACINTHE 


The  Breithaupt  Leather  Co.,  Limited 


Berlin,  Canada 
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Guay  Counters 


All  Leather  Fair  Stitching-. 


Outwear  the  Shoe 

That's  our  claim  for  Guay  All- 
Leather  Counters.  We  will 
pay  cash  for  every  pair  of  shoes  in 
which  our  counters  are  used,  and 
which  they  fail  to  outwear. 
ALL-LEATHER  INSOLING 
a  large  stock  of  all  kinds  always 
on  hand. 

Prices  and  Samples  on  Applicalicn 

230  St.  Margurite  Street 


EUGENE  GUAY/ 


MONTREAL 


We  also  make  Union,  Standard  and  Leather  Board  Counters 


TQE-KOMFORT 

CURES 
FOOT 
AILMENTS 

MADE    IN  CANADA. 


It  is  safe  to  assume  tliat  every  rlealer  in  this  country  knows  the 
value  of  the  ordinary  solid  or  tlie  spring-  arch  support  as  they 
have  heen  largely  marketed  in  the  past.  Dr.  Vermilyea  has  per- 
fected a  device  in  his  FOOT-KOMFORT  arch  support  that  out- 
classes any  article  of  the  kind  ever  put  upon  the  market. 

LIGHT  WEIGHT 

The  FOOT-KOMFORT  arch  support  is  by  far  tlie  Hghtest 
of  any  that  has  heretofore  been  manufactured,  and  this  point  alone 
will  insure  for  it  a  more  ready  sale.  If  the  dealer  will  cast  his 
mind  back  to  resvilts  from  use  of  arch  supports  in  the  past  he 
will  recollect  that  perhaps  90  per  cent,  of  complaints  he  has  heard 
against  arch  supports  is  their  weight.  Tlie  FOOT-KOMFORT 
support  eliminates  all  these  complaints  instantly.  At  the  same 
time  it  is  guaranteed  to  last  for  one  year  on  a  satisfaction  or 
money  back  basis. 

REAL  COMFORT  AND  EASE  IN  WEARING 

The  FOOT-KOMFORT  support  contains  no  German  Silver 
and  tiuis  eliminates  the  hard  metallic  feeling  to  tiie  feet,  wliich  in 
tlie  past  has  been  a  certain  source  of  occasional  complaint  from 
the  wearer.  FOOT-KOMFORT  does  more  than  remove  the  hard, 
metallic  feeling — it  flexes  with  the  foot  in  walking,  thus  giving  a 
pleasant,  equal  pressure  and  perfect  comfort. 

SELF-SUPPORTING  AND  STRONG 

Notwithstanding  the  easy  flexibility  of  FOOT-KOMFORT,  it 
will  stand  up  as  well  or  better  than  the  heaviest  arch  support 
formerly  known.  By  an  ingenious  device  patented  by  Dr.  Ver- 
milyea, the  reinforcements  of  these  arch  supports  are  held  up  in 
their  proper  shape  to  accomplish  the  best  results,  and  they  posi- 
tively will  not  break  down  the  shank  of  the  shoe,  nor  will  they 
wear  or  gouge  a  hole  in  the  sole  leather  of  the  slioe.  We  know 
of  no  other  arch  siipi'ort  of  wliich  this  can  be  truthfully  said. 
SIMPLEST  ADJUSTMENT  YET  DISCOVERED 

No  botliersome  fitting  machine  is  required  in  the  adjustment 
of  FOOT-KOMFORT  supports.  The  wearer  himself  can  do  this 
instantly  by  simply  loosening  or  tightening  the  device  which  holds 
the  heel  and  ball  of  the  support  from  spreading  too  far  apart. 

VERMILYEA  MFG.  CO.,  ^"  ak\^rRy^ALTA. 


PEERLESS 
MACHINES 


Universal  Skiver 

Acknowledged  by  the  shoe  manufacturers  every- 
where as  the  most  reHable  Skiver  made.  Gives 
greater  production  at  minimum  cost. 


Peerless  Folder 

No  fnatter  what  the  shape  of  the  upper  this  machine 
will  fold  the  edge  over  perfectly.  Turns  over  seams 
and  back  stays.  For  rapid  clean  work  this  machine 
is  without  a  rival. 


Automatic  Perforator 

Spaces  evenly  on  any  curve  without  the  use  of  knee 
or  any  other  attachment.  30  to  50  per  cent,  more 
output  at  a  minimum  cost. 

The  Peerless  Machinery  Co. 

44  Binford  St.  BOSTON,  Mass. 
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NEW  CASTLE  KID 

We  can  make  immediate  shipments  of 
the  famous  New  Castle  Kid,  Glazed  and 
Mat  in  black  and  colors,  also  in  fancy 
colors. 

For  years  this  excellent  leather  has 
been  noted  for  uniform  substance,  fine 
grain,  great  strength  and  superior  cutting 
qualities. 

For  a  product  of  this  quality  the  prices 
are  extremely  reasonable. 

Write  for  sample  and  prices 

New  Castle  Leather  Co. 

NEW  YORK 

Canadian  Branch: — 335  Craig  St.  W.,  Montreal 
Factory: — Wilmington,  Del.,  U.S.A. 


Middle  and  Western  Canada 
Demands  the  Best 
in  Footwear 


To  successfully  introduce  your  lines  and  maintain 
a    satisfactory    business    you    must    interest  the 

General  Merchants  in  the  Prairie  Prov- 
inces and  British  Columbia. 

Tlie  General  Mercliants  are  Departmental  Stores — in  miniature — 
found  in  every  hamlet,  village,  town,  and  city  in  the  Great  Western 
Provinces  of  Canada.  Every  General  Merchant  sells  boots  and  shoes 
— there  are  no  exceptions.  No  exclusive  shoe  paper  can  interest  this 
trade,  because  the  General  Merchant  is  not  an  exclusive  shoe  dealer. 


rjt^V^Um  riHAMCUL.CDWUIJ£JAl  8L 

■WVM.  TEAK  nywhpVL^e**  aua  wut. 

Over  33  years  in  its  field 

"CANADA'S    GREA  TEST   TEA  DE    PA  PER. ' 

Issued  twice  a  month  at  WINNIPEG,  Canada. 

Is  the  ONLY  PAPER  reaching  the  General 
Merchants  in  all  points,  Port  Arthur  and  West 
to  the  Pacific  Ocean. 

Get  a  sample  and  advertising  rates,  of  "That 
Western  Paper  that  brings  results." — "THE 
COMMERCIAL." 

Pranches  at 

Vancouver,  Toronto,  Montreal,  Chicago,  New  York,  London,  Eng 


The  Perfect  Button  Hole  Machine 

Makes  a  perfect  barred  hole  in  one  op- 
eration. Runs  equally  well  with  silk, 
cotton  or  mercerized  thread. 

''Reece  Rapid'' 

This  machine  is  exceptionally  speedy. 
It  eliminates  a  separate  barring  motion. 
An  operator  on  Reece  Rapid  recently 
made  1  2,800  button  holes  in  one  day, 
38  stitches  to  the  button  hole.  The 
machine  is  economical,  saving  thread, 
time  and  labor.  It  does  more  work  and 
better  work,  in  less  time,  than  any  other 
machine  of  its  kind  in  existence.  It  is 
strongly  made, — seldom  gets  out  of  ad- 
justment. 

Samples  of  work  and  prices 
for  the  asking. 

Thos.  C.  Doyle  ( Reg ti) 

Sole  Distributor  for  Canada 

71-73  St.  Alexander  St.  MONTREAL 
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THE  BERLIN  TRUNK  &  BAG  CO.,  LIMITED 

beg  to  announce  the  change 
of  their  firm  name  to 

CANADA 
TRUNK  &  BAG 

LIMITED 

They  will  contmue  to  manufacture  their 
well  known  line  of  trunks  and  leather  goods 


We  Will  Take  Care  of  You 


Sole  Selling  Agents 
for 

Perth  Felt 
Company 

PERTH,  ONT. 

Makers  of  the 
Finest  Line  of 

SHOE  FELTS 


"MADE  IN 
CANADA  " 


Some  of 
Our  Lines 

"Waxol " 
Shoe  Felts 
Blackings 
Dressings 
Box  Gums 
Fish  Glue 
Dry  Paste 
Waxes 

Shoe  Findings 


This  cut  illustrates  an  every-day  scene  in  front  of  our  enlarged  warehouse.  Waggons 
loaded  with  our  well  known  Blackings,  Dressings,  Cements,  etc.,  BomM  to  all 
parts  of  Canada.  There  must  be  a  reason  for  this  steady  business ! 


PARKER,  IRWIN  (LIMITED) 

Leading  Shoe  Manufacturers'  Supply  House  in  Canada 

MONTREAL 
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Curved  Needle  and  Awl 
Shoe  Soling  Machines 


O 

o 


3 

o 

o 


PRICE  AND  TERMS 
LANDIS  NO.  12  STITCHER 
Weight,  crated— About  750  lbs. 
Head  only,  crated— About  500  lbs. 

Price-Complete  with  Stand,  power  only,  $500.00,  F.  O.  B.  St.  Louis. 

Head  only,  $475.00,  F  O.  B.  St.  Louis. 
Terms— 15^  discount  for  cash. 

Time  Payments-$,50.00  cash  and  $15.00  per  month. 
Deferred  payments  to  be  closed  by  notes  without  interest. 


PRICE  AND  TERMS 
LANDIS  NO.  10  STITCHER 
Weight,  crated— About  700  lbs. 
Head  only,  crated— About  300  lbs. 

Price— Complete,  with  Stand,  foot-power  or  power,  $400.00,  F.  O.B. 
St.  Louis. 

Complete,  with  Stand,  combination  foot  power  and  power. 

$410.00.  F.  O.  B.  St.  Louis. 

Head  only-$375.00,  F.  O.  B.  St.  Louis. 
Terms— 15?  discount  for  cash. 
Time  Payments— $25.00  Ctish  and  $10.00  per  month. 
Deferred  Payments  to  be  closed  by  notes  without  interest. 


Model  22  Landis  Shoe  Repair  Outfit,  Left  Hand 
Manufactured  by  LANDIS  MACHINE  CO.,  St.  Louis,  Mo. 

Landis  Machine  Company 

St.  Louis,  Missouri,  U.  S.  A. 

WE  ALSO  MAKE  THE  LANDIS  HARNESS  MACHINES.    ASK  YOUR  HARNESS  MAKER  ABOUT  US. 
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DUNLOP  LINE  ^ 

Held  in  Favor  from  Coast  to  Coast 

DUNLOP  RUBBER  HEELS 

*'  Peerless,"  '*  Comfort,"  Outing  (cup-shaped) 
Whole  Heel 

-        Black,  White  and  Tan 

LIVE  RUBBER  WEAR  LONGER 

NO  JARRING  NO  SLIPPING 

Folder  tells  all  about  special  proposition  to  dealers 

DUNLOP  RUBBER  SOLES 

Men's  and  Women's  Full  Length,  %  Length  and 
Gut-Out  Toe 

Also  Taps  and  Soling  Rubber  in  sheets 

Black,  White  and  Tan 

Wear  indefinitely  and  give  maximum  resiliency 

Will  not  crack  nor  dry  out 

DUNLOP  RUBBER  CEMENTS 

For  Boot  and  Shoe  Manufacturers  and  Dealers  : 

"Channel,"  "Gem,"  "Sole-Laying," 
"Chrome-Folding  " 

Maximum  Adhesion  and  Speedy  Drying  qualities 

Special  Prices  on  Large  Quantities 

Put  up  under  special  label,  if  required 

DUNLOP  TIRE  &  RUBBilR  GOODS  GO. 

LIMITED 

Head  Office  and  Factories:  TORONTO 

Branches:  VICTORIA,  VANCOUVER,  EDMONTON,  CALGARY,  SAS^J!;)f^TOON,  REGINA,  WINNIPEG,  LONDON, 
HAMILTON,  TORONTO,   OTTAWA,  MONTREAL,  ST.  JOHN,  HALIFAX 
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Profitable  Summer  Specialties 


The  Arrowsmith  line  of 
foot  remedies  will  prove 
more  profitable  than  ever 
during  the  hot  summer 
season  when  people  have 
so  much  foot  irritation.  No 
matter  what  the  foot  ail- 
ment, you  can  get  a  remedy 
from  the  Arrowsmith  spec- 
ialties. 

First  among  the  popular 
sellers  we  would  suggest 
our  Arrowsmith  Foot 
Powder.  Once  introduced 
to  your  customers  you  will 


THAPE 


MARK 


have  a  steadily  increasing  demand  for  this  powder.  It 
effects  a  great  relief  if  used  regularly  m  hot  weather. 

For  other  foot  irritation  we  would  suggest  Curo-Foot 
This  composition  combmes  soothing  and  healirig 
elements  with  the  finest  curative  properties  known  to 
science.  Recommended  by  thousands  all  over  the  country. 

Along  with  these  summer  specialties  there 
is  a  constant  market  for  our  Bunion  Shields, 
Arch  bupports,  etc. 

If  you  have  not  already  in- 
vestigated this  money  mak- 
ing line,  write  us  today. 


Canadian- Arrowsmith  Mfg.  Co. 

Limited 

Manufacturers  of  Foot  Specialties 
Niagara  Falls       -       -  Ontario 


MASK 


''Shine,  Mister!" 

You'll  find  Ralston's  Shoe  Polishes  used  by  those  who  know  what  a  polish  should  be,  used  by  those  who  use  the  most  polish. 
There's  a  reason  for  this. 

To  manufacture  a  perfect  shoe  dressing  or  polish,  requires  a  process  intricate  and  careful  beyond  the  average  user's  imagina- 

lion.    That's  where  the  Ralston  line  "  shines."    We  take  the  care  and  we  have  the  correct  process. 

Therefore,  Ralston's  Polishes  have  become  very  popular  and  this  popularity  steadily  increases  from  season  to  season. 


A  Dressing 

You  can  stock  a  com- 
plete line  of  dressings 
for  every  shoe  and 
color  of  leather  from 
Ralston's.  The  three 
lines  pictured  are 
steady     and  reliable 


for  Every  Shoe 


sellers  all  over  the 
country.  Besides,  we 
have  "Suede  Dressing," 
Bronze  Dressing,  " 
"Matchless  Shoe  Dress- 
ing,*' "Shoe  Cream,  ' 
etc. 


A  high  grade  polish 
made  expressly  for 
fine  trade. 


Robt.  Ralston  &  Co. 
HAMILTON,  ONT. 


Puts  a  brilliant  polish 
on  boots  and  shoes. 
Removes  stains  and 
makes  a  most  peifect 
cleaner. 
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CHAMPION 

Shoe  Repair  Machinery 


If  you  have  not  as  yet  equipped  yourself  with 
Shoe  Repair  Machinery,  if  you  intend  to  do  so, 
here  are  some  facts. 

CHAMPION  Line  of  Shoe  Repair  Machinery  is 
the  Largest  and  Most  Complete  in  the  Market. — 
Over  15,000  in  use,  Consisting  of  Shoe  Stitchers, 
Combination  Harness  and  Shoe  Stitchers,  Repair 
Outfits  and  Nailing  Machines. 


standard  Straight  Needle  and 
Awl  Shoe  Stitcher. 


The 
Best 
Mechanical 
Principles 


Champion  Repair  Outfit. 


Distinguish  CHAMPION  Ma- 
chines over  all  others  in  in  the 
market. 

CHAMPION  Machines  are 
sold  Outright  for  Cash  or  on 
Time  Payments. 


Combination  Harness  and 
Shoe  Stitcher. 


Write  us  for  Catalog,  Price  and  Terms 


Ideal  Curved  Needle  and  Awl 
Shoe  Stitcher. 


Working 

Efficiency 

Ease  of 

Operating 


Clincher  Fastener  or 
String  Nailer. 


Champion   Shoe   Machinery  Company 


H 
0 


X 
H 

h 
U 


CHAMPION  SHOE  MACHINERY  CO. 

ST.  LOUIS,  MO. 

Give  particulars  on  


Name  . . 
Address. 


3723-3741  Forest  Park  Boulevard 

St.  Louis      -      -  Missouri 

BRANCH  OFFICES: 

Boston,  Mass. — 65  High  Street 
San  Francisco,  Cal. — 65  McAllister  Street 
New  York,  N.  Y.— 209  Centre  Street 
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ENGRAVEROF  FINE  STEEL  STAMPS  &.DIES 

|230-c»'V>NES^M0NTREAL.PHo/i,-.  675 
[CR^^^C^^^   Q  QUE       (ys^^  MA\U 

MY  STAMPS  ARE'UP TO  date"  IN  DESIGN 
&  ADD  AN  ARTISTIC  FINISHTO  VOUR  SHOES 
•  WHICH  WILL  INCREASE  YOUR  SALES  • 


137  McGlll  Street 
MONTREAL 


Upper  Leathers 

Patent,  Dongola,  Box  Sides,  Gun  Metal, 
Tongue  and  Wax  Splits,  both  Plain 
and  Ooze  in  Black  and  Tan 

Shoe  Cottons  of  all  kinds 
Shoe  Cements 
Top  Facing 
Box  Toe  Goods 
Buckrams 

SHOE  FELTS 

All  "Made  in  Canada" 

INQUIRIES  SOLICITED 


HEELS 

That  will 
not  check 


All  grades,  denomin- 
ations and  heights— a 
full  line. 

BOX  TOES  THAT 

COME  ALIKE 

nnade  inleather.  split 
comhination  leather, 
canvas  and  felt. 


INDEPENDENT  BOX  TOE 

102  Christophe  Colomb  Street,  Montreal 


CO. 


Fortuna  Skiving  Machine 


For  Manufacturers  who  Skive  Leather,  Felt, 
Cork,  Rubber  or  Paper 

Used  extensively  by  Manufacturers  of 
Shoes,  Box  Toes,  Trimmings.  Insoles,  Ankle 
Supporters,  Welting,  Arch  Supporters 

Sole  Agent*  for  Canada 

Fortune   Machine  Co. 

127  Duane  Street       -       NEW  YORK 
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Shoe  Machinery 

For  Every  Department  from  Lasting  to  Finishing 

TRADE     ■     B^^^^W     .  MARK 


Goodyear 
Welt  and  Turn 
Systems 


Consolidated 
Hand  Method 
Lasting  Machines 


Model-C 
Ideal  Clicking^ 
Machines 


Rapid  Standard 
Screw 
Machines 


Davey 
Horn  Pe£[£(in£( 
Machines 


Heel  Protector,  Driving,  Heel  Compressing,  Loading  and  Attaching 
Machines,  Heel  Trimming,  Breasting,  Scouring  and  Finishing 
Machines  ;  Loose  Nailing  and  Slugging  Machines  ;  Cementing,  Buff- 
ing and  Skiving  Machines;  Gem  Insole  Machines;  Eyeletting 
Machines  ;  Eyelets,  Shanks,  Brushes,  Etc. 


United  Shoe  Machinery  Company  of  Canada,  Limited 


122  Adelaide  Street  West,  TORONTO  MONTREAL,  QUE. 


492  St.  Valier  St.,  QUEBEC. 
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By  This  Sign  Shall 
You  Know  Them 

By  one  mark,  and  one  alone  is  the  Shoe  Union  determined. 

It  is  the  official  seal  of  the  Boot  and  Shoe  Workers'  Union. 

No  other  shoes  are  Union  made,  no  other  shoes  are  the 
product  of  Union  factories  except  footwear  bearing  this 
brand. 

Retailers  who  wish  to  meet  all  the  trade  in  their  territory 
carry  shoes  bearing  the  Union  Stamp. 

Such  shoes  alone  are  satisfactory  to  the  Union  man  and 
his  family. 

Look  for  the  Union  stamp  and  insist  upon  it  on  shoes  for 
yourself  and  family. 

It  is  a  quality  mark  as  well  as  the  mark  of  Union  made 
footwear. 


Boot  and  Shoe 
Workers'  Union 

Two-forty-six  Summer  Street  ::  Boston,  Mass. 
John  F.  Tobin,  President      Chas.  L.  Baine,  Sec'y-Treas. 
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A  Satisfied 

stomer  is  a 


Cu 


repeater 

Repeating  may  not  be  good  in  politics 
-but  it's  mighty  good  in  business. 

Satisfaction  begets  Confidence,  and  \ 
Confidence  is  what  brings  the  customer 
back  to  you. 

Selling 
More  Lace  Shoes 

means  more  than  simply  making  sales; 
it  means  securing  your  customers*  con- 
fidence because  of  the  satisfaction  re- 
ceived in  the  permanent  fit  which  is 
always  assured. 

No  alterations  are  necessary  to  make  lace  shoes 
adjustable. 

Alterations  that  oftentimes  have  to  be  re- 
peated— which  mar  the  otherwise  attractive 
shoes — cause  annoyance  and  create  dissatis- 
faction of  which  you  never  learn,  because, 
unfortunately,  next  time  the  customer  trades 
elsewhere. 

Increase  your  sales  of  lace  shoes.  '  7\vill 
add  to  the  permanency  of  your  customers 
and  your  profits. 

There  is  indeed  a  wealth  of  distinc- 
tive styles  in  Lace  Shoes — styles 
for  your  every  need. 

United  Shoe  Machinery 
Co.  of  Canada, 

Limitad 
Toronto,  Montreal 
Quebec 
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quality  shoe  laces 
for   every  requirement 

In  bulk  for  the  factory  trade. 

Single  paired  for  the  fine  job- 
bing trade. 

Finished  with  Nufashond 
Fabric  Tips  (patent  applied  for). 
Part  of  the  braid  itself.  Rustless, 
waterproof,  won  t  pull  off. 

Samples  and  prices  upon  request. 

Narrow  Fabric  Company 

Readins  Pa. 


MADE  IN  CANADA 


NON-RIP 
SANDALS 

Now  is  the  time  to  place 
your  orders  for  sandals 
for  the  coming  season 
—  1916  —  if  you  expect 
present  prices  and 
prompt  deliveries. 
Write  us  for  samples. 


Humberstone  Shoe  Co. 

HUMBERSTONE,  ONT. 


Aird  Shoes  for  Fall 

Several  new  ideas  capably  expressed,  and  backed  up 
with  the  workmanship  and  materials  that  have  made 
Aird  shoes  so  popular  with  the  great  buying  public. 

McKays  and   Turns  for  men,    boys,    youths  and 
women. 


JOBBERS!    WRITE  OR  CALL 


AIRD  &  SON, 


MONTREAL 


Store  Management 

An  illustrated  book  of  212 
pages,  by  Frank  Harrington 

Price  50  cents. 


Footwear  in  Canada '"t^oSS^to  * 


We  vitAto  W  for  CASH  all 
th«  PECED  HEEi  STOCK  yau 

Brockton  Heei 
Company 

BROCKTON,  MASS. 
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IF  IT  BEARS 
THIS  MARK 


YOU  CAN  RELY 
UPON  THE  QUALITY 


United  Shoe  Machinery  Company  of  Canada^  Limited 

Montreal,  Que. 

122  Adelaide  Street  West,  Toronto  492  St.  Valier  Street,  Quebec 
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No.  0346 

For  Growiiiir  Girls. — This  popular 
model  will  suit  a  maiority  of  your 
younger  customers.  It  is  constructed 
a]ong  sensible  lines  and  will  give  an 
unusual  amount  of  comfort  and  wear. 


No,  0353 

High  Cut  Shoe. — One  of  the  newer 
design.s  for  well  dressed  women.  To 
harmoni-?e  with  the  latest  demands  of 
Dame  Fashion's  decrees  in  ladies'  ap- 
parel. You  will  find  this  last  sells 
easily   if   given  display. 


Fashionable  Footwear 

in  Button  Styles 

Button  shoes  have  always  been  popular,  but  the  great  demand  from 
every  section  of  the  country  for  "Canadian  Footwear"  button  shoes 
has  shown  conclusively  the  people's  preference. 

It  is  always  good  business  to  handle  shoes  that  satisfy  your  custom- 
ers. Canadian  Footwear  button  shoes  are  doing  this  for  hundreds 
of  dealers  and  they  will  do  the  same  for  you. 

The  two  lines  shown  here  are  particularly  suited  to  this  year's  styles. 
Materials  and  work  are  first  class.  You  have  only  to  sell  one  pair 
to  make  a  steadily  repeating  business. 

Canadian  Footwear  Co. 


Sales  Office 

Montreal 

44  St.  Antoine  St. 


Limited 


Factory 
Pointe-Aux-Trembles 
Quebec 
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Is  Sold  by  the  Most  Popular  Merchant  in  Town 

The  Regal  Retail  Advertising  Department--that  dynamo  of  business-building  ideas 
that  makes  Regal's  own  stores  so  successful—also  furnishes  selling  helps  to  Regal  - 
agents.    That's  why  they  grow  to  be  the  most  popular  merchants  in  their  towns. 

Sound  Advertising?    Then  send  for  a  copy  of  our  book  that  tells  about  the  Regal  Plan — "Shoes  plus  Service." 

REGAL  SHOE  COMPANY, 

Executive  Offices.  Regal  Building.  Boston,  Mass.  102  ATLANTIC  A\  E.,  TOROXTO 
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Made  In 


Canada 


RUBBER  MFC.  Co 

vmmN.MAssr  ^ 


NTHER 


Tested  Fibre  Sol 
and  Heels 


Wear  better  than  leather  —  look 
like  leather — please  customers  much 
better  than  leather  possibly  could. 

Is  it  any  wonder  *' PANTHER" 
Soles  and  Heels  are  used  on  so 
many  shoes  in  Canada? 

They  can  be  worked  just  as  easily 
as  leather — stitched  and  trimmed — 
and  will  not  allow  stitches  to  pull 
out.  They  will  not  crack.  They 
are  waterproof  and  the  Panther 
tread  prevents  slipping. 

They  are  easy  to  buy— sure  of 
supply. 

Write  us  today  for  more 
information 


h'T  Mfg.  Co. 
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OMINIO 


"SPRINGSTEP" 

RUBBER  HEELS 

The  Heel  with  a  RED  Plug 

If  you  follow  in  the  steps  of  the  wide-awake  shoe 
merchant  you  will  find  that  his  stock  is  well 
supplied  with 


Spring-Step 
Rubber  Heels 

They  wear  long  enough  to  satisfy 
the  most  exacting  customer. 

Write  our  nearest  branch  or 
direct  to  Head  Office 


Canadian  Consolidated  Rubber  Co.,  Limited 

Head  Office-MONTREAL 

28  **Service^'  Branches  throughout  Canada, 
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Solid  Leather 
Staple  Shoes 


Williams  Shoes  represent 
the  best  principles  of  shoe 
making.  For  wear,  comfort 
and  good  appearance  they 
are  unexcelled.  They  are 
being  sold  by  leading  dealers 
to  that  thrifty,  hardy  class  of 
people  who  make  up  the 
back-bone  of  Canada.  Are 
you  reaching  these  people 
with  the  kind  of  shoes  they 
want  ? 


We  have  many  new  models 
to  show  you  at  the  present 
season.  Our  experience  has 
been  centered  on  this 
special  line  of  shoes  for  men, 
women  and  children,  and 
you  will  find  WILLIAMS 
SHOES  will  meet  every  de- 
mand for  a  first  class  pro- 
duct at  a  reasonable  price. 

May  we  send  you  further 
details  ? 


WILLIAMS  SHOE  LIMITED 


Head  Office  and  Factory 

Brampton,  Ontario 


Branches 

Regina,  Sask.    ^    Truro,  N.S. 
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^  This  is  the  time  of  the  year 
when  you  are  Hable  to  have 
trouble  with  Cement. 

^  We  have  that  in  mind,  and  are 
making  our  Cements  of  such 
a  quaHty  that  you  will  not  have 
trouble  with  them  during  this 
dog  day  weather. 

^  We  offer  you  quality  of  goods 
and  the  best  of  service. 

jiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiii^^ 

Boston  Blacking  Co. 

152  McGill  Street 

Montreal    -  Canada 


liiBiiiiiiiiniiiHiiiiiiH^  ■■■■■■iiiiiiiiaiiM^^   iiiiiniiiie 


2b 


FOOTWEAR    IN  CANADA 


August,  loifi 


The  People^s  Footwear 


Our  1916  shoes  have  the  at- 
tributes of  shoes  costing  a 
great  deal  more,  style — 
comfort — neatness^ — wearing 
qualities.  You  can  satisfy  a 
greater  number  of  your  cus- 
tomers with  Dupont  shoes 
because  of  their  dependability 


and  all-round  serviceability. 
And  we  can  satisfy  you.  Our 
dealer  relations  have  been 
particularly  gratifying  during 
the  past  season,  in  the  face 
of  difficulties  never  before 
encountered  in  the  leather 
industry. 


Write  us  for  further  details 

DUPONT  &  FRERE 


301  Aird  Avenue 


MONTREAL 


The  Perfect  Button  Hole  Machine 

Makes  a  perfect  barred  hole  in  one  op- 
eration. Runs  equally  well  with  silk, 
cotton  or  mercerized  thread. 

"Recce  Rapid'' 

This  machine  is  exceptionally  speedy. 
It  eliminates  a  separate  barring  motion. 
An  operator  on  Reece  Rapid  recently 
made  1  2,800  button  holes  in  one  day, 
38  stitches  to  the  button  hole.  The 
machine  is  economical,  saving  thread, 
time  and  labor.  It  does  more  work  and 
better  work,  in  less  time,  than  any  other 
machine  of  its  kind  in  existence,  it  is 
strongly  made, —  seldom  gets  out  of  ad- 
justment. 

Samples  of  work  and  prices 
for  the  asking. 

Thos.  C.  Doyle  { Reg  (1) 

Sole  Distributor  for  Canada 

71-73  St.  Alexander  St.  MONTREAL 
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SLATER  SHOES 

The  Slater  Line  has  been  on  the  Canadian  market  longer 
than  any  other  make  of  high  grade  shoes. 

We  claim  no  distinction  for  this,  except  that  the  experience 
this  length  of  time  has  given,  enables  us  to  produce  shoes  that 
are  perfectly  suited  to  Canadian  customers. 

The  Canadian  people  have  appreciated  our  high  ideals  in 
shoe  making  to  such  an  extent  our  present  business  exceeds 
anything  we  have  done  heretofore. 

In  keeping  with  high  grade  product,  we  have  a  service  for 
dealers  that  is  reliable  and  efficient  to  the  last  degree. 

Our  "In  Stock"  Department  will  be  found  specially  prompt 
in  supplying  any  of  our  thirty  models  always  on  hand. 

The  shoe  illustrated  above  is  an  attractive  model  supplied  in 
Gun  Metal  calf  suitable  for  heavier  wear.  It  is  a  popular  last 
amongst  the  good  trade. 

Send  for  catalogue 


SLATER  SHOE  COMPANY 

Limited 

MONTREAL 
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Is  Your  Business  Good? 

Are  you  keeping  up  with  the  rising  cost  of  doing  business? 

Shoe  men  in  Canada  are  paying  closer  attention  to  details  than 
ever  before.  Those  Footwear  lines  that  withstand  this  extra  scrutiny 
on  the  part  of  dealers  are  going  ahead  by  leaps  and  bounds. 

Perhaps  that  is  why  my  business  has  a  volume  of  sales  that  is  a 
big  increase.  The  footwear  lines  I  represent  are  known  favorably  to 
more  shoe  men  in  Canada  than  any  other  makes. 

You  may  secure  a  good  connection  for  your  customers  if  you 
write  me.    It  never  hurts  to  investigate. 

The  Bostonian  Shoe  has  become  a  standard.  For  every  day 
satisfaction  at  a  reasonable  price  there  is  nothing  to  touch  it. 

I  have  a  large  supply  of  Footwear  on  hand  at  all  times  and  can 
ship  for  a  sorting  order  same  day  received. 

JAMES  ROBINSON 

MONTREAL 
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The  Big  Selling  Lines 

Be  seasonable. 

Go  after  the  people's  trade  with  a  an  up-to-the-minute  line. 

The  big  sellers  right  now  are  rubber  soled  footwear.  Tennis 
shoes. 

The  profit  in  this  line  is  particularly  good.     Especially  on 

Speed  King  Tennis  Shoes 

My  stock  of  these  shoes  is  complete.  If  you  need  several  sizes 
to  supply  your  demands,  let  me  know.  I  can  take  care  of  your  im- 
mediate business  so  that  you  can  get  every  advantage  of  the  warm 
season  trade. 

Always  remember  in  connection  with  the  regular  line  of  rubbers, 
etc.,  the  best  lines  for  profit  and  satisfaction  are  Kant  Krack,  Dainty 
Mode,  Royal  and  Bull  Dog. 

You  can  rely  on  them  every  time. 


JAMES  ROBINSON 

MONTREAL 
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YAMASKA 


The  Staple 
Men,  Women 


There  are  no  quiet  seasons,  no 
old  styles  or  obsolete  lasts  when 
you  sell  "  YAMASKA." 


Brand  for 
and  Children 


The  best  leather  and 
findings  are  used  in 
their  manufacture  and 
the  manner  in  which 
the)'  are  put  together  is 
thorough  and  lasting. 


The  result  of  these  manufacturing  precautions  is 
a  shoe  that  will  give  lasting  and  comfortable  wear 
and   put  a   customer's  confidence  m  your  store. 

May  we  quote  you  prices  on  "  YAMASKA 

La  Compagnie 

J.  A.  &  M.  COTE 

St.  Hyacinthe,  Que. 
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Selling  the 
All  America 


Every  retail  shoe  store  attracts 
more  or  less  high  class  business 
on  men's  fine  shoes. 

The  store  that  has  not  the  right  stock  loses 
this  business. 

The  store  that  has  All  America  shoes  gets  this 
business. 

All  America  shoes  are  made  for  discriminating 
men  who  demand  good  material,  good  work- 
manship and  shapely  lasts. 

All  America  shoes  have  an  enviable  reputation 
among  consumers. 

All  America  shoes  are  a  stock  proposition  in 
each  of  our  nine  wholesale  houses,  thus  making 
it  possible  for  retailers  to  do  business  with  this 
shoe  on  a  "  sizing  in  "  basis. 


FiFTIET 

RICE.  & 


RSAllY 

dlllNS,  INC 


ifKf\f\  SHOE  MANUFACTURERS  i  Q  1  f\ 
LU\J\J  FOR  HALF  A  jCENTUKy  Av^*^ 

The  Rice  &  Hutchins  Chicago  Co. 

231  West  Monroe  Street 
CHICAGO        -       -  ILL. 


This  Trade  Mark 

stands  for 

Quality  of 
Materials 
Workmanship, 
Style 

Wholesale  Houses 

The  Rice  &  Hutchins 

Chicago  Co. 
The  Rice  &  Hutchins 

New  York  Co. 
The  Rice  &  Hutchins 

St.  Louis  Shoe  Co. 
The  Atlas  Shoe  Co. 

Boston,  Mass. 
The  Rice  &  Hutchins 

Baltimore  Co. 
The  Rice  &  Hutchins 

Cleveland  Co. 
The  Rice  &  Hutchins 

v^mcinnati  Co. 
The  Rice  &  Hutchins 

Atlanta  Co. 
Joseph  I.  Meany  &  Co., 

Inc.,  Phila. 


RICE  &  HUTCHINS,  INC. 

24  High  Street,    ::   Boston,  Mass. 
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The  People's  Shoes 

Slioes  for  the  i)cnple — the  people  making  up  the  great  majority  of  Canada's  population — must 
he  made  to  give  extra  good  wear  at  a  moderate  price. 
TEBBUTT  SHOES  DO  THIS. 

Tliey  should  he  shoes  that  will  stand  month  after  month  of  comfortable  wear,  without  going 
all  (lilt  of  shape. 

TEBBUTT  SHOES  DO  THIS. 

They  should  be  shoes  made  along  special  antiseptic   lines   to   keep   them   healthful   under  the 
strain  of  this  constant  wear. 
TEBBUTT  SHOES. 

They  should  be  shoes  that  will  sell  all  the  year  round  and  nfit  be  dead  stock  on  the  dealers' 
shelves. 

TEBBUTT  SHOES. 

They  shdiild  be  shoes  that  allow  a  good  mark-up  so  the  dealer  can  secure  his  legitimate  profit 
and  continue  to  serve  his  customers  with  the  best  the  country  afTords. 

Better  investigate  Tebbutt  Shoes.  Carried  in  stock  by  good  Jobbers. 

Tebbutt  Shoe  &  Leather  Co.  Limited 


Quebec. 
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Canada's — 

Largest  Producers 
Largest  Stocks 
Most  Complete  Lines 
Most  Efficient  Service 

50  travelers  are  leaving  our  branch  distribut- 
ing houses  to  serve  our  customers  in  relation 
to   Spring   Sorting   and   Fall   Placing  Orders. 

AMES 
HOLDEN 
McCREADY 

LIMITED 

ST.  JOHN  —  MONTREAL  —  TORONTO  —  WINNIPEG  —  EDMONTON  —  VANCOUVER 
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When  at  the  Exhibition 
come  in  and  see  us 

Mix  a  Little  Business  with  Your  Pleasure 

^  I  his  invitation  is  extended  to  you  whether  )ou 
are  an  old  customer,  a  {)rospective  customer  or 
not  a  customer. 

^  Everybody  who  is  interested  in  footwear — and 
this  means  you — is  cordially  invited  to  drop  in 
at  our  warerooms  for  a  little  visit. 

^  We  would  be  pleased  to  see  you  and  we  will  try 
to  make  you  pleased  to  see  us. 

^  There  is  one  thing  sure,  we  can  show  you  one 
of  the  finest  displays  of  shoes  you  ever  wished  to 
look  at  and  a  lot  of  them  you'll  want  to  bu)'. 

^  It  won't  be  long  now  before  your  fall  and  winter 
lines  will  begin  to  sell  and  you  will  want  to  be 
ready  to  meet  the  demand  with  a  full  and  up-to- 
the-minute  stock. 

^  This  will  be  your  opportunity  to  get  a  line  on 
the  styles  that  are  going  to  be  the  best  sellers. 

Canadian  National  Exhibition,  Aug.  26-Sept.  11,  1916. 

McLaren  &  Dallas 

Boots,  Shoes  and  Rubbers 

Toronto  30  ^^''''^  ^^^^^^  Ontario 
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Re-Introducing  "Lady  White" 

To  the  Jobbing  Trade 

"Lady  White is  Here   for  Next  Summer 


The  Popular  Boot 

In  Women's 


We  have  sold  carloads  of  these  High  Cut  White  Can- 
vas Boots,  as  we  predicted  in  our  advertisement  in  the  April 
issue  of  "FOOTWEAR  IN  CANADA."  The  demand  has 
been  away  ahead  of  the  supply.  We  have  not  been  able  to 
keep  any  in  stock  ahead  of  our  orders. 

It  looks  as  if  the  demand  for  this  Lady  White  Boot  is 
going  to  be  stronger  than  ever,  for  next  season  those  who 
have  worn  them  will  want  another  pair  and  the  big  majority 
in  the  cities  who  could  not  get  them  on  account  of  the  short 
supply  will  be  sure  to  want  a  pair  for  next  summer,  and  in 
the  country  districts  where  the  craze  had  not  reached  the 
demand  will  be  accentuated.  It  is  a  long  way  ahead,  but 
those  who  did  the  big  business  this  year  were  those  who 
ordered  early  and  had  the  goods  in  on  time. 

We  are  now  ready  to  quote  PRICES  and  SUBMIT 
SAMPLES  for  next  season.  Can  supply  samples  for  Trav- 
ellers on  a  few  days'  notice. 


Jobbers  Take  Notice 

We  are  now  ready  to  quote  prices  on  this  LADY  WHITE 
Boot  for  direct  shipment  from  the  factory  in  Boston  for 
next  season^s  Trade.  Can  supply  traveller's  samples 
promptly  from  Stock  in  Quebec. 

Chas.  E.  Slater 

491  St.  Valier  Street,  QUEBEC      '  132  Lincoln  Street,  BOSTON 

For  Canadian  enquiries  address  Quebec  Office 


This  is  an  exact  reproduction  of  the  boot 
we  are  offering.  Wos.  8  inch — square  top — 
laced  Bal — (Canvas)  good  quality — pointed 
toe  —  imitation  turn  —  white  heel  —  white 
laces.  Made  to  order  for  Import  in  all 
widths  A  to  E. 
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NO  SHORTAGE 

OF 

AMMUNITION 

FOR  OUR 

BIG  DRIVE 

We  are  ready  to  deliver  the  goods  right  on 
the  date  specified. 

Our  factory  system  will  allow  us  to  accept 
more  orders  and  give  an  absolute  promise 
of  delivery  at  the  price. 

'Watch  Your  Step" 

Keep  up  with  Tetrault 

TETRAULT  SHOE  MFG.  CO.  ' 

Largest  Men's  Goodyear  Welt  manufacturers  in  Canada — bar  none. 

331  Demontigny  Street  East       -      -  MONTREAL 
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MUIR  MADE 
SHOES 


Shoes  That  Sell 

It  is  a  fine  thing  to  be  a  crackerjack  salesman,  so  that  you  have  httle 
trouble  in  moving  the  stock  from  your  shelves. 

But  w^hat  good  would  your  salesmanship  do  unless  you  sold  good  shoes — 
shoes  that  your  customers  would  buy  a  second  time  ? 

Put  in  a  stock  of  Muir-Made  SHOES  for  men.  They  come  nearer  to 
selling  themselves  than  any  other  shoe  on  the  market. 

Good  salesmanship,  coupled  with  an  attractive  product,  will  make  your 
business  flourish  to  an  extent  never  dreamed  of. 

Our  Fall  line  is  particularly  interesting.  It  will  cost  you  nothing  to  look 
at  the  models.  Write  us  today  and  we  will  gladly  arrange  to  have  you  see  them. 


Company 


The  James  Muir 

MONTREAL 


14 


FOOTWEAR    IN  CANADA 


\iit<ust,  i9ir, 


LET 
US 

  EMPHASIZE! 


On  this  page  last 
month   we  said : — 

"If  there  is  any  change  in 
Shoe  Prices   it  will  be  —  up!" 

Up  it  surely  will  be 

See  the  samples  our  men  will  carry  shortly  to 
you.  They  are  made  up  to  the  same  high 
standard    as  heretofore. 

Considering  conditions  they  are 

Better  Goods;  Better  Styles;  Better  Dollar  Value 


Pegged  shoes  are  now 
made  in  our  own  new 
factory.  They  are  ab- 
solutely reliable. 


Duf  resne  &  Galipeau 


LIMITEE 

Montreal 
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Have  Them  in  Stock 

Order  by  Number 
Prices  Subject  to  Change  Without  Notice 

Terms  60  Days  Net  2  Per  Cent,  30  Days 


In  stock — No.  53F — Fine  Gun 
Metal   Balmoral,  dull   calf  top, 
on  Torpedo  last;  D  width,  sizes 
3-10;  Goodyear  welt,  single  sole. 
Price  $3.90 


THE  TORPEDO 

In  stock  —  No.  54  F  —  Nut 
Brown  Calf  Balmoral,  on  Tor- 
pedo last;  D  width,  sizes  5-10, 
Goodyear  welt,  single  sole. 
Price  $4.15 


In  stock — No.  41  F — Patent 
Balmoral,  8  inch  curve  cut, 
dull  Kid  Top,  light  flexible 
sole,  Louis  heel,  Tiffany 
Last,  C  and  D  widths;  sizes 
3^-7. 

Price  $3.15 


WRITE  US  FOR  IN-STOCK  SHEET 

We  Have  Other  Lines  in  Stock 
Equally  Good  Values 

The  Murray  Shoe  Co.,  Limited 

London,  Ont. 


"Derby"   and   "Murray  Made" 
SHOES  FOR  MEN 


"London  Lady"  and  "Mayflower" 
SHOES  FOR  WOMEN 
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"NUGGET" 

Shoe  Polish  " 

will  again  be  demonstrated  to  your  customers  at  the 
various  exhibitions  throughout  Canada. 

You  can  see  for  yourself  the  advantages  of  hand- 
ling a  polish  that  is  advertised  so  well,  and  one  that  is 
known  from  Atlantic  to  Pacific  as  a  quality  polish. 

There  is  a  nice  profit  for  you,  too. 


Make  yourself  known  to  us 


TORONTO  EXHIBITION  Aug.  28th  to  Sept.  9th 

QUEBEC  Aug.  28th  to  Sept.  2nd 

SHERBROOKE  Sept.  2nd  to  9th 

OTTAWA  Sept.  9th  to  16th 

HALIFAX  Sept.  13th  to  20th 

LONDON  Sept.  9th  to  16th 


The  Nugget  Polish  Co.,  Limited 

9,  11  and  13  DAVENPORT  ROAD 

Toronto  Ontario 
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When  you  come 
to  Toronto  

during  the  Canadian  National  Exhibi- 
tion don't  overlook  anything  in  the  foot- 
wear business.  See  us  at  our  warehouse, 
48  York  Street,  two  minutes  walk  from 
the  Union  Station,  where  we  will  be  glad 
to  meet  you  and  our  travellers  will  be  at 
home  to  welcome  our  customers  from 
their  respective  territories. 

As  usual,  we  will  have  our  Annual  Ex- 
hibition Sale  and  will  offer  a  large  variety 
of  goods  in  all  kinds  suitable  for  present 
and  fall  trade  at  special  prices. 

Our  Annual  Sale  has  always  been  a 
success  from  the  buyers'  point  of  view 
and  we  will  this  year  have  something 
very  special  to  offer  that  will  make  it 
worth  your  while  paying  us  a  visit. 

White  Shoe  Co. 

48  York  Street,  Toronto 


IS 
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Service 

and 

Satisfaction 

go  hand  in  hand  when  you  make  your 
Rubber  Footwear  purchases  from  the 
Dominion   Rubber  System. 

No  matter  what  the  Rubber  Foot- 
wear need  may  be  it  is  our  aim 
to  serve  and  please  you. 

Canadian  Consolidated  Rubber 

Company,  Limited 

Head  Office       -  MONTREAL 
28  "Service  Branches  throughout  Canada." 
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Why  Not  a  Cana- 
dian Style  Show? 


The  shoe  manufacturers  of 
Rochester,  N-Y.,  recently  got  to- 
gether and  held  a  style  show  in 
(lue  i)i  the  big  hotels  in  that  city.  The  idea  was  con- 
cei\  ed  last  February,  when  the  Rochester  Association 
ui  Travelling  Shoe  Salesmen  passed  a  resolution 
auth(jrizing  a  committee  to  enlist  the  co-operation  of 
the  manufacturers  in  the  proposition.  The  subscrip- 
tion list  grew  until  practically  every  factory  in  Roch- 
ester had  taken  dis|)lay  space  in  the  hotel.  Ivetailers 
iTdU!  all  over  llu;  States  were  in  attendance,  and  all 
were  highly  entliiisiastic.  (_)ne  buyer  remarked  that 
lie  had  purchased  in  one  da}'  as  much  as  he  ce)uld  have 
(liiuc  in  two  days  in  the  ordinary  way.  The  success 
III'  ihe  affair  depended  to  a  great  extent  upon  a  splen- 
did (irgauizatiou.  In  the  lobb}  of  the  hotel  were 
directories,  giving  a  list  of  the  exhiljitors,  with  their 
rocjin  uuml)ers.  Abinljeis  nf  the  Sliue  Tra\'ellers' 
.Xssdciation  werf  du  hand  l(]  gi"eel  the  buyers,  and 
care  was  taken  lo  see  that  uu  l)uyer  left  the  hnlet 
w  illmul  seeing  all  <  A  ihe  t-.\hil)ils. 

We  Canadians  are  slrungly  reticent  —  perhaps 
narriiw-minded-  in  lln'  mailer  n\  associalitms  (if  this 
kind  and  get-li  igellier  nii'etings.  Recent  meiUs  in  the 
States  iiave  been  this  Kuchesler  st  \  le  slmw,  ihe  Shoe 


and  Leather  Fair  at  Boston,  different  meetings  of  the 
National  Shoe  Retailers'  Association,  the  Boston  Shoe 
Salesmen's  Association,  the  Ohio  Shoe  Retailers'  As- 
sociation, the  Indiana  Shoe  Retailers'  Association, 
the  Boston  Shoe  Travellers'  Association,  National 
Shoe  Travellers'  Association,  and  so  on,  almost  with- 
out number. 

As  a  sugg-estion,  couldn't  a  Canadian  manufac- 
turers' style  show  in  our  larger  cities — Winnipeg,  To- 
ronto, or  Montreal— be  made  of  deci4ed  value  both  to 
the  retailer  and  the  manufacturer?  Do  Canadian  re- 
tailers lack  sufficient  interest  in  their  businesses  and 
the  trade  generally  that  they  would  allow  an  atTair  of 
this  kind,  once  started,  to  sag  in  the  middle  and  dis- 
solve into  thin  air?  The  success  of  the  idea  depends 
upon  absolute  co-operation  on  all  sides  of  the  triangle 
--manufacturer,  retailer,  and  traveller.  Manufactur- 
ers, we  feel,  would  welcome  the  idea  if  assured  of  the 
support  of  the  shoe  retailers.  What  do  you  think  of 
the  plan?  Drop  us  a  line  or  two,  and  tell  us  how  you 
believe  it  vvould  work  out. 


Practice  Promotes  Proficiency 

Practice  and  training  will  enable  a  dog  to 
walk  on  his  front  legs,  a  boy  on  his  hands,  and, 
likely,  if  you  stick  at  it  long  enough  you  can  get 
a  duck  to  walk  on  its  wings.  It  takes  practice 
to  sell  shoes,  clean  wrindows,  or  grow  potatoes, 
and  the  more  you  practice  the  more  proficient 


you  become.  To  merely  go  through  the  routine 
work  of  the  day  is  habit — not  practice.  To  prac- 
tice is  to  experiment,  originate,  and  try  out.  To 
do  the  same  things,  in  the  same  way,  day  after 
day  and  year  after  year,  is  purely  mechanical  and 
lethargic,  and  gets  you  nowhere.  Keep  practic- 
ing. 


Change  Window 
Displays  Often 


Flow  often  should  a  shoe  retailer 
change  his  window  display?  Size 
of  town  or  city  will  influence  this 
((uestion  considerably,  as  will  the  district  in  which 
located  and  the  class  of  trade  handled.  The  most  con- 
sei'\'ali\'e  estimate,  liovvever,  would  appear  to  be  at 
least  once  a  week.  Nobody  is  very  particular  about 
reading  a  i)aper  that  they  have  seen  before,  and,  like- 
wise, people  who  arc  in  tiie  habit  of  ])assing  your  win- 
dow daily  w  ill  not  bother  to  look  at  it  a  second  time, 
idiat  means  tliat  lo  a  certain  percentage  of  jjeople  your 
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display  is  only  elTectixe  (mic  day  out  of  six.  Ntm', 
suppcjsini^-  your  display  is  chaii,i;fd  twice  a  week,  its 
adveitisiniii'  \'aluc  to  that  certain  ])ercentaj.fe  is  just 
diiuMc'd.  I'Cvv  dealers  elian,^e  tlieir  di>])lays  too  often 
-the  hi,^  majority  of  them  err  decidedly  in  the  o])po- 
site  direction,  and  do  not  c'.ianj^e  them  often  enough. 
A  dis|)lay  which  is  left  loni^'  cnouL;h  to  be  covered  by  a 
lilni  of  dnsl  and  dead  Hies  is  no  incentive  for  a  pros- 
peel  t(i  either  enter  your  store  or  even  stop  to  look  in 
the-  window. 


The  oftener  you  have  to  say  of  a  staple  article 
"just  out  of  it"  the  oftener  you  give  your  com- 
petitor the  chance  to  grab  a  sale. 


lO  a^k  if  \HU  are  well  LToomed 

Are  You  Well 
Groomed"'  docs    nut    necessarily    mean  are 

you  well-married  or  curry-combed 
with  a  stilt  brush,  which  are  the  dictionary  dehuitions 
of  the  word,  i'ut  are  you  well  dressed,  clean  of  ap- 
])earance,  and  attractive-  to  the  eye?  Every  man  owes 
it  t(j  his  fellow-men  that  he  keep  himself  as  acceptable 
as  possible.  Where  one  is  continually  meeting  people, 
])ersonal  ai)pearaiice  counts  for  much  of  the  success  of 
life.  A  man  is  justly  proud  who  can  stand  before  any 
customer  who  enters  his  store  and  say  to  himself,  "1 
appear  as  well  as  he."  Even  though  a  man  may  ap- 
pend a  dozen  university  degrees  to  his  name,  his 
words  run  the  risk  of  losing  weight  if  attention  is 
diverted  to  his  slovenly  appearance.  In  the  store  how 
nuich  more  is  this  true  then?  Too  often  a  retailer  or 
his  clerk  becomes  wedded  to  some  particular  suit,  hat, 
or  tie,  totalK'  disix'garding  the  i)robable  effect  on  the 
customer.  Likewise  with  his  boots.  Few  shoe  retail- 
ers appreciate  the  advertising  possibilities  of  being 
well  shod.  ^ 

In  a  vvt)rd,  "change  the  scenery"  more  frequently 
if  \  iiu  would  establish  a  good  iinpressicm  in  your  cus- 
tomers and  increase  your  business. 


Lie  not  at  all — also  refrain  from  passing  along 
all  you  hear,  which  may  or  may  not  be  true. 


What  About  Your 
Lighting  System? 


Is  it  good,  bad  or  indifterent  ? 
Hear  in  mind  that  "good  light- 
ing" is  not  always  a  matter  of 
hii^h-|K)vver  lighting — for  instance  the  use  of  unpro- 
tected nitrogen  units.  Lighting  which  may  be  con- 
sidered good  by  the  retailer  is  a  harsh  and  offensive 
glare  to  the  customer.  \u>r  window  lighting  the  un- 
its, to  be  most  beneiicial,  should  be  concealed.  h'.x- 
posed  high-power  lam])s  detract  the  attention  of  the 
l^asserby  from  the  display  to  the  lights.  Harsh 
lighting  at  night  is  particularly  objectionable  to  i)eo 
pie  with  weak  eyesight — has  a  tendency  to  make  them 


hmry  past  as  they  would  try  to  hurry  away  from  any 
other  annoyance.  The  most  efficient  lighting  is  the 
duplication  as  closely  as  possible  of  daylight.  This 
i>  best  accomplished  by  the  use,  in  the  main  body  of 
the  st(jre,  of  indirect  or  semi-indirect  fixtures  with 
nitrogen  lamps.  Concealed  lamps  in  proper  reflec- 
tors should  be  used  in  the  window.  Have  a  depenrl- 
able  electrician  install  your  lighting  intelligently  and 
with  consideration  for  the  i)ublic. 

Decorative  colors  should  be  given  particular  at- 
tention. Walls  and  ceiling  should  be  as  light  in  color 
as  possible,  the  walls  being  possibly  just  a  little  darker 
than  the  ceiling.  Light  colors  diffuse  the  light, 
whether  sunlight  or  artificial.  I3ark  colors  retain  the 
light  and  make  necessary  the  use  of  more  lighting 
units.  In  choosing  colors  be  careful  to  get  shades 
that  blend  well  and  that  are  pleasing  to  the  eye.  It 
has  been  claimed  that  colors  have  a  direct  bearing 
upon  the  maintenance  of  our  mental  ecjuilibrium.  Xot 
long  ago  the  case  was  cited  of  a"  family  having  their 
living-room  redecorated  in  red.  They  liked  the 
effect  very  much  but  a  short  time  later  they  com- 
menced to  develoj)  "nerves";  one  of  them  finally  ap- 
proaching a  state  of  nerv(His  collapse.  The  family 
doctor,  who  was  something  of  a  psychologist,  was 


False  economy  means  dirty  windows,  second- 
rate  clerks,  lack  of  system,  no  policy — in  the  end, 
extravagance. 


called  in  and  expressed  his  opinion  that  it  was  nothing 
more  or  less  than  the  red  decoration.  The  room  was 
re-decorated  and  the  affliction  vanished.  This  may 
be  a  rare  instance  and  a  trifle  hard  to  "swallow"  but 
at  any  rate  we  all  know  that  a  bull  gets  mighty 
jieevish  about  that  particular  color.  , 

Light  colors,  of  course,  must  be  clean  and  will  re- 
(juire  a  little  more  labor  and,  perhaps,  more  frequent 
decorating  but  any  objection  there  might  be  is  more 
than  offset  by  their  advantages.  White,  cream,  light 
greens  and  blues  are  all  good  cokirs  for  interior  de- 
coration. In  any  case  see  that  \\iur  store  is  not  de- 
pressing and  that  your  colors,  whatever  they  are, 
blend  with  one  another  as  far  as  possible. 


Low  Heels  Coming  into  Favor 

It  is  ;i  noticeable  tact  that  women  thi>  .•^lunmer  are 
wearing  luwer  heels.  Thex  will  nut  likelv  be  adopted 
for  Jashionable  afternoon  or  evening  wear,  but  for  the 
shop])ing  tour  or  walking  they  are  finding  increasing 
favor.  This  is  one  more  argument  for  the  retailer  to 
sell  more  shoes  of  different  stvles. 


"ile\',  Meiike,  phwat  do  ye  tliink  of  these  new  sani- 
tarv  drinking  cups?"  "Shure,  Pat,  and  soon  we'll  have 
to  shi)it  on  our  hands  wid  an  eyedropper." 
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How  Do  You  Keep  Track  of  Your  Stock  ? 

Stock-keeping  is  Synonymous  witli  Business  Keeping— An  Important  Adjunct  in 
the  Matter  of  Service— Little  Time  or  Expense  Required 


DOWN  in  Hawaii  one  of  the  favorite  sports  is  a 
race  wlnere  speed  doesn't  count.    Each  rider 
rides  another  rider's  donkey  and  tries  to  make 
it  go  so  iast  that  it  will  lose  the  race,  because 
the  race  is  for  slowness  and  the  prize  goes  to  the  owner 
of  the  slowest  donkey,  although  he  may  be  riding  the 
fastest  one. 

Did  you  get  that?  It's  kind  of  hard  to  grasp  at 
first  reading  but  it's  just  the  kind  of  a  mixup  a  re- 
tailer gets  into  when  he  comes  to  sizing  up  ancl  hasn't 
got  a  good  stock-keeping  system. 

Keeping  stock  is  largely  a  matter  of  keeping  busi- 
ness, for  the  better  you  look  after  the  stock  the  bet- 
ter your  business  will  be.  Little  delays  caused  by  not 
knowing  what  you  have  or  not  having- sized  up  when 
you  should  will  put  you  on  the  customer's  black-list, 
as  far  as  service  is  concerned.  If  a  customer  wants 
a  certain  staple  shoe,  a  certain  size  and  a  certain 
shape,  and  you  can  say  "off  the  bat,"  "L  have  it — 
here  it  is" — that's  service,  plus.  But  you  can't  do  it 
if  you  don't  know  your  stock  and  haven't  sized  up 
at  the  proper  time. 

Lack  of  system  has  consigned  more  businesses  to 
the  commercial  graveyard  than  almost  any  other 
cause.  Retailers  are  slow  to  realize  that  their  busi- 
nesses can  be  improved  by  more  systematic  methods. 
But  almost  every  user  of  a  good  stock-keeping  sys- 


tem realizes  its  advantages  and  enthusiastically  re- 
commends it  to  his  fellow  retailers. 

Give  it  a  trial — you  can't  lose  much,  anyway.  As 
we  pointed  out  last  month,  you  can  make  a  set  of 
home-made  cards  and  file  them  in  a  shoe  box.  Cost, 
possibly  a  few  cents ;  time,  ten  or  fifteen  minutes  a 
day ;  result,  a  better  kept  stock,  better  pleased  cus- 
tomers, more  sales  and  relief  from  a  tremendous  men- 
tal burden,  all  of  which  means  that  all  important  thing 
in  the  business  life  of  to-day — better  service. 
How  a  Toronto  Store  Does  It 

Here's  another  system  of  keeping  track  of  stock 
used  by  the  Slater  Shoe  Store,  Toronto,  and,  while 
the  basic  idea  is  similar  to  others  we  have  published, 
it  is  different  in  some  details : 

The  figures  on  the  sheet  we  are  reproducing  here- 
with cover  the  month  of  January,  but  on  the  upper 
half  of  the  sheet  space  is  provided  for  all  twelve 
months  of  the  year.  When  the  goods  are  received  the 
top  half  of  the  sheet  is  filled  out — style,  last,  cost,  etc., 
and  the  number  of  pairs  entered — in  this  case  84.  Then 
the  sizes  are  marked  on  the  lower  portion  of  the  sheet 
by  means  of  a  short  stroke.  Now  referring  to  the  up- 
per portion  of  the  sheet  we  find  that  on  January  2 
one  pair  of  that  style  was  sold.  Let  us  suppose  it 
was  a  No.  4-A.  This  has  been  marked  oft"  on  the 
lower  half  of  the  sheet  by  simply  drawing  a  line 
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through  the  existing  one.  Thus  in  that  one  size  we 
see  that  there  were  originally  two  pairs,  but  now 
there  is  just  one.  Now  on  January  5  two  pairs  of  the 
style  were  sold  ;  let  us  say  a  and  a  5-D.  These 

have  been  marked  off,  so  that  we  know  at  a  glance 
that  those  two  pairs  of  shoes  are  no  longer  in  stock. 

So  the  process  continues  all  through  the  month 
and  we  iind  that  a  total  of  twenty  pairs  have  been 
sold.  This  leaves  a  balance  on  hand  of  64,  which  is 
brought  down  under  the  84  as  representing  what  the 
dealer  has  on  hand  at  the  beginning  of  February.  Now 


you  can  take  this  sheet,  sit  down  and  look  it  over, 
determine  whether  or  not  sales  are  good  enough  to 
justify  thoroughly  sizing  up.  In  this  case  sizes  to  be 
ordered  are  indicated  by  a  short  horizontal  line,  as 
shown  on  the  drawing. 

The  lower  half  of  the  sheet  is  filled  in'  with  pencil 
and  is  changed  each  month.  It  will  be  seen  that  a  very 
brief  scrutiny  will  reveal  the  number  of  pairs  pur- 
chased, the  number  of  i)airs  sold,  the  cost,  the  style, 
the  selling  price  and  exactly  the  different  sizes  on  the 
shelves. 


How  Much  Trade  Comes  'Through  the  Window?" 

Thousands  of  people  shop  no  other  way— To  meet  this  situation  you  must  anticipate, 
know  your  goods  and  know  how  to  display  them 


DO  you  consider  every  customer  wiio  makes  a 
I)urchase  in  your  store  a  regular  customer? 
Tliat  is,  a  customer  who  will  come  to  you 
whether  you  advertise  or  not,  whether  your 
service  is  good  or  whether  you  dress  yuur  windows 
attractively.  Much,  of  course,  depends  ui)on  the  ii>- 
cality  in  which  you  are  situated.  The  shoe  retailer  in 
the  suburbs  of  a  city  has  more  chance  of  gaining  and 
iiolding  a  clientele  than  the  dealer  in  the  busier  sec- 
tions, where  trade  is  to  a  great  extent  transient.  The 


Footwear  Comfort? 
Simple  As 


Window  display  suggestion  No.  1— Seasonable  the  year  round. 


v.riler  knows,  Ircjin  his  own  experieiKe  and  the  cx- 
])ressed  experience  of  others,  that  there  are  hundreds 
-  thousands — of  people  in  es  ery  city  wln)  shop  largelv 
by  means  cjf  the  displav  windows.  They  will  ik^I 
enter  a  store  unless  tlieii-  attention  is  drawn  to  some 
l)articular  style  on  disjjlay  with  wliich  they  are  im- 
])ressed.  It  is  distasteful  to  many  peo|)le  to  enter  a 
store  simply  on  the  chance  of  securing  something  to 
suit  them  and  having  to  go  through  the  tiresome  pro- 
cess of  buttoning  and  unbuttoning,  lacing  and  unlac- 
ing, sales  arguments,  and  so  on,  without  being  satis- 
fied. On  the  other  hand,  if  a  customer  has  seen  a 
style  in  the  window  and  can  say  tf)  the  salesman,  "I 
like  that  style  you  have  in  the  window  there" — that  is 
half  the  battle  won  for  both. 

'J'he  matter  of  window  dressing  is  day  by  day 
becoming  more  important  in  the  life  of  the  shoe  re- 
tailer, due,  to  a  great  extent,  to  the  large- number  of 


novelties  at  present  necessary  to  satisfy  the  exactions 
ot  the  women's  trade. 

A  man  may  be  dead-broke  and  witiiout  a  friend  in 
the  world,  but  if  he  has  a  good  appearance  and  is 
attractively  clothed  it  is  ten  to  one  he  can  get  a  job  or 
secure  sufficient  aid*  to  weather  the  storm.  True,  a 
wise  man  once  said,  "Clothes  don't  make  the  man," 
but  an  ec|ually  wise  man  said,  ''They  make  all  there  is 
to  see  of  him  excejJt  his  hands  and  face"  Clothes  go 
a  long  way  toward  the  success  of  any  man,  and  the 
same  is  true  of  your  store's  clothes.  An  attractive 
I  roll  I  and  well-dressed  show  windows  insure  much  of 
the  success  of  the  average  shoe  retailer.  People  natur- 
ally judge  l)y  appearances.  The  beggar  or  tramp  you 
s(;e  walking  down  the  street  does  not  seem  to  you  to 
■  possess  any  fine  (pialities  or  characteristics  you  would 
desire  to  emulate — neither  does  an  unkept,  unclean, 
shoddy,  and  unjjrosperous  looking  window  inspire  ni 
t!ie  passer-by  a  desire  to  enter  and  purchase.  If  a 
man  dresses  like  a  tramp  and  acts  like  one,  people 
sluin  him.    Likewise  they  shun  the  "tramp"  window. 

I'irst  impressions  count  most  in  almost  every  cas.\ 
It's  like  going  to  a  strange  city;  if  the  weather  is  dis- 
agreeable, your  train  late,  and  nothing  seems  to  go 
right,  you  return  with  the  thought  uppermost  in  your 
mind  that  "there's  no  place  like  home."  If  the  first 
imi)ression  of  a  customer  looking  at  your  store  front 
and  in  your  windows  is  agreeable,  you  w'ill  have  in- 
stalled right  at  the  outset  a  spirit  of  confidence  not 
easily  shaken. 

Know  Your  Goods. 

Windows  are  the  mirror  of  the  store,  the  face  of 
the  store,  and  largely  the  shaper  of  the  store's  ulti- 
mate destiny.  To  dress  a  window  successfully  de- 
mands an  accurate  knowledge  of  the  goods  displayed 
and  the  probable  demands  and  styles  of  the  purcliasing 
])ublic.  In  a  word,  it  constitutes  "knowing  your 
stock."  Personal  salesmanship  is  (|uite  largely  a  mat- 
ter of  being  ac.piainted  with  w  hat  you  have  to  sell  and 
l)eing  able  to  ccjuvince  the  customer  that  vou  have  the 
right  "dope"  on  the  matter.  So  it  is  with  "silent  sales- 
manship" in  the  window.  You  must  be  up  with  the 
times — you  must  be  in  touch  with  the  methods  of  the 
moment,  and.  if  you  do  a  novelty  or  "smart  style' 
trade,  you  should  be  thoroughly  posted  as  to  st\le 
trend,  ami  arrange  your  displays  accordingly. 

■Visit  the  Larger  Centers. 

Any  progressive  merchant  will  tell  you  that  a  few 
days'  visit  to  some  of  the  larger  cities  is  neither  time 
nor  money  wasted-  It  is  well  worth  while  to  find  out 
just  what  the  other,  and  bigger,  stores  are  doing  in 
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tlie  matter  of  window  displays.  Little  jaunts  of  this 
kind  two  or  three  times  a  year  to  pick  up  new  ideas 
and  methods  are  invaluable  as  an  aid  to  good  window 
dressing.  Sticking  too  close  to  the  home  town  tends 
to  narrow  a  man.  Lie  gets  used  to  the  work  >of  other 
merchants  around  him  and,  unconsciously  or  con- 
sciously, allows  himself  to  float  along  with  the  tide. 
If  you've  lot  your  "pep"  there  is  every  reason  in  the 
world  why  you  should  pack  your  grip  and  leave  the 
business  to  your  clerk  for  a  few  days.  Drop  in  and 
have  a  chat  with  some  of  the  merchants  who  have  at- 
tractive displays;  they'll  be  glad  to  see  you.  There 
are,  of  course,  lots  of  icicles  in  every  business,  but 
you'll  find  most  shoe  retailers  are  human  beings. 

Perpetual  Advertising. 

Then,  again,  windows  are  on  the  job  twenty-four 
hours  out  of  twenty-four,  and  constitute  direct  adver- 
tising circulation  to  the  people  who  pass  your  store. 
Thousands, of  people  find  recreation  and  develop  pur- 
chasing tendencies  during  an  evening  stroll  along  the 
business  streets.   -Consequently  a  well-lighted  and  at- 


Window  display  suggestion  No.  2— A  hot  weather  layout. 


tractive  window  display  is  a  sales-getter  of  the  best 
kind.  Take  a  look  at  your  front.  Is  it  all  it  should 
be?  Is  it  developing  your  business?  Does  it  reflect 
a  weak  or  a  strong  store  personality?  If  you  are  too 
close  to  your  work  and  have  1)een  underestimating  the 
value  of  attractive  appearances  "knock  ofl^"  for  a  few 
days  and  see  how  the  other  fellow  does  it. 

In  this  number  we  are  reproducing  a  number  of 
illustrations  as  suggestions  for-  effective  window  dis- 
plays which  may  be  adopted  witht  a  minimum  of  ex- 
pense. For  these  wc  are  indebted  to  the  Dry  Goods 
Economist  and  the  Boot  and  Shoe  Recorder. 


Boston  Shoe  and  Leather  Fair 

TIIL  Shoe  and  Leather  Fair,  vvhicli  lias  just 
been  held  at  Boston,  Mass.,  was  unicpic  in  that 
it  was  represented  by  companies  from  Canada, 
the  United  States.  SiiUth  America,  and  Europe. 
iMassachusclts  is  tlu-  big  leallur  state  in  the  Union, 
and  was  justly  entitled  t(i  tlie  bcnclils  of  this  conven- 
tiiin.  The  exhibitors  numbered  more  than  150,  show- 
ing shoe  machinery,  leather,  footwear,  rubber  goods, 
and  so  on.  Unlike  most  conventions,  it  was  singularly 
devoid  of  speeches.  It  was  more  of  a  personal  gather- 
ing, where  travellers,  manufacturers,  retailers,  and 
jobbers  met  together  and  discussed  problems  of 
mutual  interest. 


The  United  Shoe  Machinery  Company's  exhibit 
was  a  feature  of  particular  interest,  being  surrounded 
at  all  times  by  an  appreciative  audience,  watching  the 
various  operations  used  in  the  making  of  shoes.  The 
Davis  Leather  Company  of  Newmarket,  exhibiting  a 
fine  line  of  side  leathers  for  army  footwear,  etc.,  up- 
held well  the  standard  of  Canadian  tanneries. 

A  striking  feature  of  the  fair  was  the  progress  ex- 
hibited in  the  manufacture  of  substitutes  for  use  in 
footwear.  Even  two  years  ago  exhibits  of  this  sort 
were  few  and  far  between,  but  at  this  convention  there 
were  on  view  more  than  twenty  articles  designed  for 
substitution,  including  composition  soles,  felt  pro- 
ducts to  take  the  place  of  leather  in  some  parts,  rubber, 
and  other  imitation  fabrics. 

An  innovation  displayed  was  a  laceless  and  but- 
tonless  shoe  for  women,  calculated  to  be  a  boon  to 
devotees  of  the  eight  and  ten-inch  creations.  All  the 
fair  maid  or  matron  is  called  upon  to  do  is  slip  the 
shoe  on,  pull  up  an  ingenious  contrivance  running 
down  the  centre  front,  and  the  work  is  done.  In 
shoes  of  this  type  an  elastic  gore  is  provided  at  the 
sides  to  allow  expansion  or  contraction. 

Metallic  Cloth  for  Slippers. 

Metal  cloths  made  of  aluminum  in  France  were 
displayed  for  use  in  evening  shoes  for  women.  This 
cloth  comes  in  plain  and  brocaded  designs,  and, 
although  it  sells  at  from  $4.00  to  $10.00  per  yard,  it  is 
upheld  as  a  substitute  for  leather. 

The  Big  Picnic. 

Thursday,  July  13,  was  gala  day  with  the  visitors, 
when,  in  co-operation  with  the  New  England  Shoe 
and  Leather  Association,  the  Boston  Shoe  Travelers' 
Association  entertained  the  visiting  retail  shoe  dealers 
and  buyers  to  an  outing  at  Nantasket  Beach.  Games 
followed  an  enjoyable  sail  round  Boston  harbor  and 
Massachusetts  Bay  and  provided  everyone  with  a  fine 
appetite  for  the  big  shore  dinner  at  Paragon  Park.  A 
cabaret  entertained  both  ofif-stage  and  on-stage,  and 
music  was  provided  by  a  military  band  and  orchestra. 
Some  500  members  of  all  branches  of  the  trade  en- 
joyed this  outing. 

Canadian  Day,  July  9. 

A  special  Canadians'  day  was  held  on  July  19,  when 
visitors  from  this  side  of  the  border  were  given  the 
"glad  hand."  Among-  the  Canadians  noted  Avere 
Frank  J.  Boyden,  of  Slater  Shoe  Company,  Montreal; 
W.  P.  Francis,  of  John  Ritchie  Company.  Ltd-,  Que- 
bec ;  H.  C.  Carter,  of  Colonial  Hide  Company,  Mont- 
real and  Quebec ;  Florace  Dartois,  A.  G.  Money, 
George  FI.  Davis,  G.  F.  Lister,  M.  C.  Mullarky,  John 
McEntyre,  Howard  Cobb,  Henry  Whitley,  Ernest 
Whitley,  Robert  Eraser,  J.  C.  Stevenson,  Frank  de 
Fancy,  Mr.  Locke,  Mr.  Dupont,  C.  Payson.  C.  S.  Al- 
bee,  Montreal ;  Fred  M.  Marois,  of  Tourigny  &  Marois  ; 
Mr.  Marsh,  of  W.  A.  Marsh  Company, 'Ltd. ;  L.  Rou- 
bier,  Mr.  Gale,  of  Gale  Brothers;  J.  E.  Samson,  O. 
Goulet,  Lachine ;  Mr.  Tanguay,  Quebec;  C.  H.  Lane, 
St.  Hyacinthe;  W.  R.  Morson,  Toronto;  W.  A.  Moore, 
Toronto;  L.  J.  Breiththaupt,  L.  O.  Breithaupt,  Berlin; 
Mr.  Daoust,  Montreal ;  Frank  Waine,  Ste.  Hyacinthe, 
Que. ;  Harold  Davis,  R.  Davis,  Elmer  Davis,  Newmar- 
ket;  E.  T.  Fleetwood,  St.  John,  N.B.,  and  Joseph  Wei- 
zel,  St.  John,  N.B. 


Walk  up  Main  Street  at  night  and  look  at  your 
competitors'  Avell-lighted  windows  and  stores.  If  you 
feel  that  you  are  hurt,  "holler,"  and  we  will  gladly 
come  to  the  rescue  with  a  few  suggestions  on  lighting 
problems. 
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A  "Man  on  the  Street"  Arraigns  Shoe  Retailers  in  General 


I  )1U" 

man 
arc. 
1  hal 


Till'".  follduin.Li'  letter  lias  l)ccn  rcoci\c'd  at  this 
office  from  a  "man  on  l!ic  street,"  wlio  wishes 
to  remain  anonymous.  1 1  is  iiilerestint;-  and 
valuable  as  representing  llie  i)iiinl  of  \ie\\  i>\ 
111'  a  elass  to  whom  every  retailer,  jdhlxr.  and 
ufactuier  nwes  his  li\inL;  and  yet  whose  opinions 
we  fear,  ton  often  ignored.  The  implied  ehari^e  is 
this  man.  and  many  others  like  liim,  are  simply 
imahle  to-day,  out  of  a  multii)lioity  nf  styles,  to  lind 
anything  in  the  way  of  fnotwear  lhal  has  nut  subor- 
dinated comfort  to  style,  common  sense  to  tashion.  It 
is  a  serious  chari;c,  and  surely  easily  remedied,  if  true- 
(.)iiitc  possibly  this  man  l)elon,i(s  to  a  class  oi  cus- 
tomer less  numerous  and  also  less  prohtable  to  the 
retailer — but  more  desirable  as  a  citizen — than  that 
other  class.  .  now  so  common  on  our  streets,  whose 
dress  would  almost  lead  ns  to  sui^pose  the  centre  of 
their  mental  activities  is  covered  by  their  boots  rather 
than  1)\-  their  hats.  Nor  can  the  retailer  be  blamed  for 
seekint;-  the  .greenest  jKisturcs.  But  there  is  somethin,^ 
more  in  the  business  of  shoe  retailing,  after  all,  than 
merely  makini;  a  livint;-,  and  we  belicxe  that  "some- 
thing" means  npliolding  the  dignity  and  maintainins;-  a 
sound  standard  in  the  shoe  bnsiness.  Any  man  who  is 
worthy  of  a  place  in  the  shoe  business  owes  it  to  that 
business  to  leave  it,  so  far  as  his  little  corner  of  it  is 
concerned,  a  liltlc  better  than  he  found  il.  I'.lindly 
following  the  dictates  of  extreme  fashion,  citeriuL; 
only  to  the  follies  and  fancies  of 
make  a  retailer  a  i^ood  living',  bn 
less  soothing;  reminiscences  lor 
wotdd  a  knowledi^e  tliat  he  Ikk 
energies  towards  easing-  the  pain 
rouyh  !)aths  of  his  suffering-  customers. 

.Sm-el\  we  lia\  e  n^t  reached  that  adv  anced  stage  of 
ci\ ili/.ation  in  this  nineteenth  centurx  when  a  man 
cannot  ijurchase,  with  ,<;()od  money,  a  cnm li  irtable,  L;en' 
tlemanly-lookin^-  pair  of  shoes,  lint  he|-e's  ihe  letter. 
Let  us  know  wdiat  you  think  of  it — and  liim  : 

Toronto,  July  ]:>,  \'.)\r,. 

]'',(lit<ir  l'"oolwc'ar  in  Canada: 

I  do  not  know  whether  you  and  your  readers  are  spe- 
cially interested  in  the  experience  and  oi)iiiions  of  the  man 
in  the  street — the  ordinary  customer  and  consimur  of  loot- 
wear;  iMit  if  you  are,  you  may  be  pleased  to  have  a  few 
lines  from  me  rcgardinj?  a  feature  of  the  footwear  business, 
wliieli  lias  struck  me  very  forcibly  during-  the  last  few  days. 

1  ^c't  out  one  day  recently  tr)  Iniy  a  pair  of  low  walking 


I  lickle  public,  may 
it  will  provide  him 
is  after-years  than 
^■i\-en  some  of  his 
and  sniiHilhiuL'  the 


siloes,  having  in  mind  that  I  would  like  to  get  a  pair  of  tans. 
Would  it  surprise  you  to  learn  that  I  visited  about  ten  retail 
stores  in  all;  then  in  desperation  trierl  a  wholesale,  and  finally 
.gave  up  the  search,  but  happened,  by  chance,  tr>  see  a  win- 
dow sign  across  the  street  which  le<l  tTie  intfi  a  store  where 
I  .got  wii.it  I  wanlefl. 

I  do  not  tiiink  tliat  I  am  o\tr-}iar<l  to  jdca^it'  ni  llie  mat- 
ter of  slioes.  as  I  ha\e  been  buying  them  in  Toronto  foi' 
al)out  twenty-live  years;  and.  though  I  have  generally  bought 
somethin.g  that  did  not  (juite  meei  my  wishes,  I  have  made 
due  allowanct:  for  the  fickleness  of  fashion,  and  have  taken 
what  was  offered  to  me  without  much  complaint,  feeling  that 
in  flic  course  of  ;i  month  tliey  would  probably  be  comfortable 

Tliis  time  I  went  forth  confidently  expectin.g  to  get  what 
i  wanted  in  tile  first  store  I  visited,  but  I  didn't.  I  went  the 
full  range,  from  iiigh-class  stores  to  those'  which  seem  to  me 
to  (Ic.il  in  siioddy  goods,  but  I  met  with  the  same  story 
every vviiere — "we  haven't  anything  in  tans  in  your  size" — OJ/^, 
and  fairly  wide  in  the  toe.  In  only  one  store  did  I  find  a 
siioe  that  lltled,  Init  it  was  such  a  cheap  and  flashy-looking 
piece  of  footwear  that  it  did  not  a|)pcal  to  me. 

It  struck  me  as  most  peculiar  tliat  there  should  he  such 
low  stocks  and  so  little  range  of  choice,  even  in  the  liest 
stores,  in  practically  every  store  I  found  exactly  the  same 
tyi)e  of  slioe;  in  several  cases  I  believe  they  were  the  same 
slioe,  made  by  the  same  manufacturer,  and  variously  priced 
iK-t  ween  $4  and  $5.  These  siioes  were  of  a  pointed  toe  type, 
with  very  tliin  .'-.oles.  and  looked  as  though  they  had  about 
.$1.!)!)  vvorlii  of  wear  in  tiiem. 

Can  you  teli  iiu>  wliv  it  is.  at  tiiis  time  of  year,  when  prc- 
sniiiabiy  low  tans  are  iioimiar.  1  could  not  .get  a  pair  to  suit 
my  moderate  tastes  in  any  of  the  stores,  or  even  in  a  whole- 
sale? It  seems  to  me  that  the  manufacturers  and  the  dealers 
iriust  be  payin.g  too  much  attention  to  the  problems  of  new 
st.\les  of  llasiiy  footwear  for  women,  and  so  overlooking  the 
reasonable  re'|uirciiiciils  of  tlieir  male  customers. 

I'lu'  point  tiiat  I  am  trying  to  l)ring  out  clearly  is  that  I 
went  into  mar.y  Toronto  stores  with  the  cash  in  my  pocket 
to  ])ay  for  a  good  pair  of  shoes;  that  I  was  not  over-exact- 
in,g.  and  that  T  could  not  l)e  fitted  in  nine  cases  out  of  ten. 

To  sliow  you  tliat  I  was  a  worth-w'nile  customer  I  only- 
need  say  tliat  i  finally  i)aid  $7.50  for  a  pair  of  shoes  that 
appeal  to  me  as  iicing  the  I)est  and  most  comfortable  that  I 
ever  l)ougiit.  and  I  found,  tliem  in  a  store  where  they  cater 
to  people  witli  deformed  or  tender  feet,  and  mine  are  not 
that  kind.  Tliis  was  the  only  store  that  made  any  pretence 
of  showing  me  a  shoe  to  meet  my  own  wishes,  all  of  the 


Knocker  vs.  Booster 


Someone  lias  said  tiiat  wticii  tiu'  C  reator  made 
all  tiic  ,u()od  things  tiicre  still  remained  some 
iiialerial  to  be  used  up;  so  He  made  wild  beasts, 
and  reptiles,  and  poisonous  insects,  and  when  he 
iiad  fmisiied  lliere  were  still  some  scraps  left;  so 
lie  i)Ut  tiiese  togetiier,  covered  it  witli  suspicion, 
wrapped  it  vvitii  jealousy,  marked  it  vvilii  a  \el- 
low  streak  and  called  it  a  ivnocker. 

'I'his  product  was  so  fearful  to  contemplate 
that  He  had  to  make  something  to  counteract  it; 


so  lie  took  ;i  sunl)eam.  put  it  in  the  heart  of  a 
cliild.  with  the  brain  of  a  man;  wrai)|)ed  these  in 
civic  pride,  covered  it  with  brotherly  love,  .gave 
it  .1  mask  of  \elvet  and  a  grasp  of  steel,  and 
called  it  a  Hooster;  made  iiim  a  lover  of  lields 
and  dowers  and  manly  sports,  a  believer  in  efpial- 
ily  and  justice,  and  ever  since  these  two  were, 
mortal  man  has  liad  the  priv  ilege  of  choosing  his 
own  associates. 

It  is  open  to  every  man  to  choose. 
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otliers  having  only  one  type  of  shoe,  and  tlial  a  fashionable 
but  not  a  comfortable  one. 

Has  it  come  to  this  that  a  man  must  follow  the  changes 
-of  fashion  in  footwear,  even  though  he  is  willing  to  pay  the 
price  for  a  pair  of  shoes  that  seem  to  him  to  be  of  a  sensible 
and  gentlemanly  style?  Surely  the  trade  in  a  city  the  size  of 
Toronto  will  warrant  a  few  retailers  in  stocking  a  moderate 
range  of  styles  and  qualities  in  men's  seasonable  footwear. 
1  never  before  found  so  great  a  dearth  of  design  and  of 
variety  in  width  as  there  is  in  this  one  lin^  in  the  retail 
stores  in  Toronto  to-day. 


As  I  have  finally  come  across  something  whicli  suits  me, 
the  whole  thing  is  only  a  matter  of  history  to  me;  but  1  am 
telling  you  about  it,  as  it  may  give  you  an  idea  worth  dis- 
cussing in  your  journal,  with  a  view  to  showing  your  readers 
that  one  consumer  at  least  thinks  there  is  something  wrong 
about  the-  retailers'  and  the  manufacturers'  methods  when 
they  cannot  sell  a  pair  of  shoes  to  a  man  who  has  the  money 
in  his  pocket,  and  whose  old  ones  are  so  shabby  that  he  is 
ashamed  of  them'. 

Yours  truly, 

"One  of  Many." 


Why  Sell  "At  Cost"  or  Have  Sales  at  All  ? 


"Are  you  paying  big  prices  for  shoes?  If  so, 
it  serves  you  right.  It's  like  throwing  your 
money  away  if  you  don't  buy  here.  Another  big 
stock  at  and  below  cost." 

This  is  the  opening-  paragraph  of  an  advertisement 
of  an  Ontario  shoe  retailer.  Without  resorting  to  ex- 
treme terms,  you  will  doubtless  agree  with  us  that 
either  this  man  is  a  poor  business  organizer  and  is 
making  quite  unnecessary  financial  sacrifices,  or  he 
lacks  enthusiasm  in  truth-telling.  In  either  case  it's 
bad  for  the  trade — including  himself. 

There  may  be  good  reason  for  advertising  a  stock 
of  damaged  shoes  or  factory  seconds  below  the  cost 
of  standard  quality  products  or  a  man  may  legitimate- 
ly, purchase  and  oflfer  a  bankrupt  stock  below  cost- 
that  is,  the  original  cost — an  advertiser  can  do  so  and 
still  be  telling  the  truth.  But  there  is  nothing  in  this 
advertisement  to  suggest  anything  other  than  that  the 
stock  is  a  brand  new  one,  and  first-class.  It  is  cer- 
tainly implied,  if  not  actually  stated. 

Is  it  Necessary  to  Have  Sales? 

Even  though  the  question  be  largely  theoretical, 
one  cannot  help  asking  himself  the  question :  Why 
have  merchants  got  to  hold  "cost  price"  sales,  espe- 
cially at  the  present  time?  The  war  in  which  we  are 
engaged  has  altogether  changed  the  ilnanufacturing 
and  retailing  outlook.  More  than  anything  else  it  has 
created  conditions  that  appear  to  offer  excellent  op- 
portunities for  a  revolution  in  retail  merchandising 
methods.  Our  armies  have  created  a  demand  for  foor- 
wear  far  beyond  any  we  have  ever  experienced.  Manu- 
facturers are  crying  "scarcity"  and  have  materially 
raised  their  prices.  Retailers  have  had  t(^  raise  their 
prices  to  the  consumer.  Staple  shoe  stocks  are  as 
good  as  a  gold  bond. 

In  the  face  of  these  conditions,  doesn't  it  seem  like 
folly  to  exploit  "cost  price"  sales  and  "bargain  sales"? 
Consider  carefully  every  phase  and  detail  in  the 
manufacture  of  footwear.  Would  the  maker  of  tan- 
ning materials  think  of  selling  his  product  at  cost  or 
bargain  prices?  Would  the  tanner  offer  skins  to  the 
manufacturer  at  cost?  Would  the  findings  manulac- 
turer  sell  to  the  shoe  manufactiu'er  at  marked-down 
IJrices?  And,  finally,  would  the  shoe  manufacturer 
sell  to  the  retailer  at  cost?  And  in  the  above  men- 
tioned classes  we  have  as  shrewd  business  men  as  are 
to  be  found  in  our  commercial  life. 

Why,  then,  should  the  retailer  sell  shoes  to  the  con- 
sumer at  cut-prices?    ^^^^y  should  he  venture  on  a 


policy  that  men  of  more  business  experience  do  not 
favor  ? 

Is  this  not  the  critical  moment  that  might  be  seized 
upon  by  progressive  Canadian  retailers  to  put  a  per- 
manent quietus  upon  the  artificial  "bargain"  and  the 
fictitious  "bargain  sale?"  Isn't  the  time  ripe  to  pro- 
mote an  active  campaign  against  this  unsound  prac- 
tice in  retailing?  Isn't  it  a  favorable  time  for  a  k»t 
of  our  merchants  to  cast  aside  their  policy  of  decej)- 
tion,  exaggeration,  and  unbelievable  drivel  in  news- 
paper advertising? 

No  Good  Reason  for  Sales 

Many  of  our  most  successful  retailers  tell  us  to-day 
that  there  need  be  no  reason  for  habitual  sales.  A 
semi-year  or  annual  sale  possibl}^  could  do  very  little 
harm  to  the  trade  generally-    However,  shoe  retailing 


in  Canada  has  developed  largely  into  a  series  of  com- 
petition bargain  battles.  Often,  too,  there  is  an  ele- 
ment of  "mud  slinging"  in  the  advertising,  not  entire- 
ly absent  in  the  present  case  in  the  suggestion  that 
"you're  throwing  your  money  away  if  you  don't  buy 
here."  Let  us  omit  personalities  and  comparisons  in 
our  advertising.  Even  if  you  have  a  poor  opinion  of 
your  competitor,  it  is  probably  a  better  policy  to  keep 
it  to  yourself.  Just  "saw  wood,"  which  means  at- 
tending Avell  to  your  own  business — but  to  nobody 
else's. 

It  is  likely  enough  that  sales  originally  were  bona 
fide,  but  later,  as  the  habit  grew,  dealers  were  utiable 
to  restrain  themselves  when  a  way  was  discovered  to 
stimulate  business  and  multiply  sales.  So  when  the 
public  showed  its  readiness  to  fall  for  the  "sales"  and 


Window  display  suggestion  No.  3— Harmonious  colors  for  shoes 
and  costume. 
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"bargain"  stiil'f,  tlicy  tlnm^lit  their  chief  effort  eonld 
be  directed  to  tlie  creation  of  more  sales  and  barj^ains. 
It  developed  like  the  dope  habit — the  more  they  took, 
the  more  they  had  to  take,  all  to  the  de<,^en'eration  of 
business.  To-day  the  "sales"  and  "bargain"  exploita- 
tions are  bccomin<i;-  too  i  nmmon,  and  as  a  result  legi- 
timate sales  have  lost  tiieir  power  of  appeal.  Pro- 
gressive and  thoughtfid  merchants  arc  looking  for  a 
turn  in  the  road.  Tiiev  are  coming  to  realize  that  cut- 
in  their  effect  as  dry  rot  in  a  wooden  structure. 

Sleeping  in  the  Tents  of  Their  Fathers 

Some  merchants  still  follow  the  old  superstition 
because  they  believe  it  is  the  only  way  of  doing  busi- 
ness. They  consider  a  "bait"  cuitc  as  necessary  in  re- 
tailing as  in  fishing.  Ibil  bait,  almost  everywhere  and 
under  nearly  all  circumstances,  has  only  one  object — 
to  deceive  and  cheat  the  \  ictim  that  swallows  it.  That 


Colored  kid  insert  in  top  of  black  kid  boot. 
A  novelty  idea  in  the  shape  of  an  underlay  of  red  kid  showing 
through  three  cut  outs  in  the  upper. 


is  not  the  basis  on  which  retailers  can  ever  hope  t(j 
build  up  a  ])rofital)le,  permanent  business. 

Then,  too.  lack  ol  a  good  accounting  sy  stem  is  tin- 
cause  of  many  business  failures,  the  attitude  likeh 
being  that  the  only  thing  necessary  is  to  sell  a  lar^e 
volume  of  goods  in  the  hope  that  there  wnuld  l)e 
enough  ])rofit  at  the  end  of  the  year  to  make  a  good 
showing.  When  the  desired  result  fails  to  mat ei  iali/c, 
many  merchants,  instead  of  seriously  trying  to  locate 
the  trouble,  simply  try  to  increase  the  nund)ei-  of  sales. 

Public  Have  the  Wrong  Attitude 

An  uidiealthy  condition  has  been  created  in  the 
pid)lic  mind  that  they  can,  if  they  keep  a  sharj)  look- 
out, buy  things  under  price-  In  this  way  thousands  of 
people  have  been  educated  into  accepting  goods  that 
are  not  exactly  what  they  want  in  order  to  secure  the 
alluring  price  reduction.  The  thought  in  the  mind  of 
almost  every  woman  who  picks  up  a  newspaper  is — 
"Are  there  any  bargains?"  That  is  a  situation  created 
by  retailers  themselves  in  their  over-zeal  for  sales  and 


(  lit  i)rices,  and  for  which  tiiey  have  no  f»ne  but  theni- 
>eK  es  to  blame. 

'I  he  world's  sujjply  of  materials  that  enter  into  the 
making  of  footwear  is  scarce  and  has  every  indication, 
of  becoming  more  so.  Having  that  in  mind  isn't  the 
fpiotation  of  alleged  "reduced"  prices  on  merchandise 
rather  an  insult  tf)  i)ublic  intelligence?  Are  habitual 
sales  caluculated  to  inspire  public  confidence  in  shoe 
retailers  in  the  face  of  these  "scarcity"  reports?  What 
argument  can  a  merchant  have  for  asking  an  increase 
on  a  $5.(X)  shoe  if  he  is  at  the  same  time  running  a 
sale  at  "greatly  reduced  prices"?  The  time  to  take 
the  "cure"  is  right  now.  The  cut-])ricc  and  bargafn- 
sale  propaganda  are  falling  behind  modern  progress 
and  the  field  is  open  to  merchants  who  can  do  real 
constructive  merchandising  and  ad\ertising. 


Shall  We  Toe  In  or  Out? 

Parents  in  the  earlier  days  were  usually  very  strict 
with  their  children  in  the  matter  of  "toeing  out."  We 
received  repeated  admonitions  to  keep  our  toes  pointed 
"45  degrees  from  the  perpendicular"  —  otherwise  we 
would  be  imgainly,  crippled,  and  generally  passe.  Con- 
trarily  we  were  taught  vertical  writing,  until  our 
boards  of  education  decided  that  the  best  way  to  write 
was  "on  the  slant."  Ideas  have  changed  now,  too, 
regarding  the  "slant"  of  our  feet,  and  the  Journal  of 
the  American  Medical  Association  says: 

"f.ikc  the  child's  toy  house  built  with  blocks,  the 
foot  stands  when  balance  is  maintained  and  becomes 
weak  and  wobbly  when  a  single  block  is  moved  suffi- 
ciently to  disturb  it?;  balance.  In  correct  position  the 
foot  carries  the  weight  of  the  body,  with  a  wide  mar- 
gin of  strength  to  spare.  Change  the  posture  and  the 
demand  upon  this  resei've  strength  beccmies  often  too 
great  to  be  jiermancntly  borne.  The  foot  is  then  under 
a  strain,  it  tires,  becomes  painful,  and  finally,  by  yield- 
in;.;  to  the  ligaments,  the  shape  of  the  foot  is  altered,  its 
efficiencN'  is  impaired,  and  oiir  whole  physical  being 
feels  the  loss  of  a  stable  foundation.  Body  posture 
directly  influences  the  maintenance  of  foot  comfort, 
and  foot  posture  has  a  direct  bearing  upon  correct 
attitude  of  the  body. 

"The  old  method  of  toeing  out,  as  taught  to  the  re- 
cruits of  the  army  in  Civil  War  times,  was  really  a 
position  of  weakness.  To  utilize  its  power  to  best 
advantage  the  walking  position  of  the  foot  should  be 
with  little  or  no  outward  pointing  of  the  toes.  In 
standing  slight  turning  out  of  the  toes  is  permissible. 
To  add  to  foot  comfort,  shoes  should  not  cramji  the 
ball  of  the  foot,  and  the  heels  should  be  low  and  broad, 
to  gi\e  stability  without  calling  upon  the  muscles  to 
maintain  balance.  Mcchanicallv  the  foot  is  a  wonder- 
ful creation,  but,  like  all  delicate  mechanisms,  it  must 
he  kejit  in  good  condition  .-md  used  intelligently  or  its 
e ffi e i ( M u- \  d i sa  1 )] )ea rs. " 

"(  anleh.i  think  a'  somelhin'  else  1  can  show  ya 
(|iieried  the  clerk,  rolling  his  tired  eyes  out  nf  the  win- 
dow and  chewing  his  gum  listlessly.    ■'^  es."  reiilied 
the  customer,  "a  little  courtesy.    Hut  I'tu  afraid  you 
ha\en'l  got  it  in  stock." 

Two  catc'iv  slogans  noticed  recently  arc:  "(  )ur 
Shoes  Talk — Their  Talk's  (iood,"  and  "Misrepresenta- 
tion is  not  our  Assistant's  Name." 


A  shoe  retailer  who  made  a  special  window  display 
of  .shoe  laces  stated  that  he  sold  over  $7.00  worth  in 
one  da^^ 


AtiL^iisi,  I'.iic, 
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Keeps  Business  Normal  the  Year  Round 


Little  done  in  the  way  of  sales— Believes  in  all  kinds  of 
advertising — Is  a  careful  buyer 


I 


is  the  pohey  of  our  store,"  said  a  prominent 
shoe  retailer,  "to  keep  the  volume  of  business 
just  as  even  as  possible  during-  the  entire  year. 
Of  eourse,  the  month  before  Christmas  is  far 
ahead  of  all  other  months,  but,  with  that  exception,  it 
runs  pretty  smoothly,  and  that  is  the  way  we  like  to 
have  it." 

This  dealer  pointed  out  that  to  accomplish  this  end 
requires  a  great  deal  of  planning  and  a  whole  lot  of 
hard  work,  but  the  results  amply  repaid  for  all  the 
time  and  labor  expended-  A  store,  he  thought,  whose 
business  ran  along  in  a  jerky  fashion  kept  the  retailer 
in  "hot  water"  all  the  time  and  often  ended  in  failure. 

The  carrying  out  of  such  a  policy  requires  for  its 
backbone — before  everything  else — the  proper  buying 
of  stock.  Usually  it  is  far  better  for  a  retail  shoe  store 
to  under-buy  rather  than  overbuy.  In  the  former  case 
the  dealer  has  the  money  that  in  the  latter  case  is  tied 
up  in  stock,  and  if  an  unforeseen  occasion  should  arise 
that  urgently  called  for  ready  cash  and  he  had  to 
depend  upon  the  sale  of  his  stock  to  realize  that 
money,  it  would  have  to  go  at  a  much  lower  price  than 
he  otherwise  would  sell  it.  The  most  important  phase 
of  good  buying  is  having  the  ability  to  look  forward 
and  anticipate  demand.  Especially  at  the  present  time 
this  is  particularly  difficult,  but  by  a  continual  close 
studv  of  the  market  and  the  trade  journals  a  retailer 
should  be  able  to  anticipate  at  least  a  few  months. 

"After  we  had  purchased  our  stock,"  continued  this 
retailer,  "we  map  our  plans  for  informing  the  public 
about  it.  The  question  of  demand  has  been  settled 
before  we  buy,  and  so  it  only  remains  for  us  to  let  the 
buying  public  know  we  are  ready  for  them. 

Good  Results  from  Weighing  Machine 

"You  will  notice  that  we  have  a  weighing  machine 
on  the  sidewalk  in  front  of  the  entrance  to  our  store. 
You  don't  have  to  put  a  coin  in  a  slot  to  get  weighed, 
either.  All  a  person  has  to  do  is  step  upon  the  plat- 
form and  he  knows  how  much  his  weight  is.  This 
feature  was  a  drawing  card  from  the  first,  as  it  caused 
many  people  to  be  weighed  that  would  have  otherwise 
]iasscd  l)y.  It  goes  further  than  that,  however,  for  in 
doing  so  many  times  they  are  attracted  to  some  article 
in  our  windows  and  investigate.  This  often  brings 
them  into  the  store,  and  our  sales  are  materially  in- 
creased. 

"Ave  ha\'c  gone  the  weighing  business  one  beller, 
ho\\e\ei-,  b\'  introdiu-ing  a  new  lealiire  of  our  own. 
W  e  ha\e  added  to  the  sc;de  properl)'-rnled  cards,  on 
whicii  those  usinv;  the  uiachine  can  record  their  weighl 
and  the  dale.  (  )f  course,  il  is  needless  to  sav  that  the 
card  also  carries  (iiir  name  and  address,  and  when  they 
are  taken  a\\a\  Ihe  peojjle  are  taking  reminders  of  our 
hrm  and  what  we  handle.  Then  when  they  are  in  the 
market  for  anything  in  our  line  Ihey  are  more  apt  to 
come  to  our  store. 

"So  much  for  the  ])edestrians  who  pass  oiu"  store. 
1'o  attract  the  attention  of  those' passing  in  street  cars, 
automobiles,  etc-,  we  are  in  the  habit  of  painting  on  the 
window  pane  the  likeness  of  some  particular  style  of 
shoe,  with  a  catchy  phrase  added  to  it.  Seeing  this 
the  people  learn  about  us,  and  business  comes  as  a  re- 
sult.   Of  course,  at  night,  when  the  store  is  lighted. 


this  feature  is  noticed  even  niore.  We  also  do  a  great 
deal  of  advertising  by  giving  away  useful  souvenirs, 
such  as  rulers  with  the  firm's  name  and  address  on 
them,  and  the  like.  This  is  a  business-getter,  and  helps 
the  business  to  run  smoothly.  This  is  all  in  addition 
to  newspaper  advertising,  which  we  use  regularly. 

"With  reference  to  sales,  it  is  not  our  policy  to 
conduct  special  sales  very  often ;  and,  when  we  do,  it  is 
only  on  the  goods  we  have  in  stock  that  are  likely  to 
go_  out  of  style.  We  think  it  is  the  best  plan  to  set  a 
price  on  the  stock  that  will  not  go  out  of  style  and 
depart  very  little  from  that  price. 

"In  summing  up,  I  would  say  that  to  keep  a  busi- 
ness running  smoothly  the  entire  year  it  keeps  a  dealer 
continually  on  his  job  and  entails  a  whole  lot  of  care- 
ful study  and  planning,  a  systematic  application  of 
this  forethought,  and  some  mighty  hard  work.  We 
find  this  pays,  however,  and  expect  to  continue  our 
business  here  with  a  continual  growth  from  year  to 
year." 


A  SMOE  FOM  EVEEY  §F®ET 


Window  Display  Suggestion  No.  4.— A  Sport  Shoe  Window. 


Lighten  the  Burden  of  Window  Cleaning 

•Cleaning  the  windows  is  an  almost  over-present  task 
— often  neglected  and  sometimes  only  half  performed. 
However,  clean  windows,  characterize  the  "live"  store 
and  a  window  display  is  only  about  50  per  cent,  effi- 
cient if  the  passerb}^  has  to  direct  his  -vision  through 
a  film  of  dirt.  Here's  a  recipe  for  lightening  the 
burden : 

"I'lepared  chalk,  nine  ounces;  wdrite  bole,  one-half 
ounce;  jevvcllei"'s  rouge,  one-half  dunce;  water,  live 
oimces  :  alcohol,  (liree  ounces;  nu'x  thoroughly.  Ap- 
jdy  this  paste  willi  a  soft  rag  and  rub  off  with  another 
clean  soft  rag." 

No  uialter  liow  siual!  yoin-  store  you  can't  afford 
to  have  dirty  windows.  It  is  careless,  to  say  the 
least. 


Giving  window  display  to  goods  that  can  never 
have  more  than  a  trifling  sale  is  wasting  time  and 
opportunity. 


a8  l'(  )0'IW  I'.  A  R    IN  CANADA 


Does  Advertising  Benefit  the  Shoe  Retailer? 


Since  onr  last  issue  went  to  i)ress  we  have  a  fnr- 
llicr  number  (A  interesting  letters  shovvinj;'  the  esti- 
mate shoe  relailers,  from  every  point  in  ("anada,  ])lac-e 
on  various  kinds  of  advertising;,  especiall\  in  ihe  local 
press.  These  men  advertise  because  they  ,L;et  results- 
A  typical  communication  comes  from  the  extreme 
West,  from  Mr.  John  Stewart,  1321  Dou.^das  Street, 
Victf)ria,  H.C 

I'.dilcir  h'ootwear  in  (  anada: 

1  am  sending;  3r)u  herewith  a  copy* of  one  of  the 
advertisements  used  recently  at  one  of  our  s])ecial  shoe 
■'  Drives." 

I  find  this  form  of  publicity  repays  the  money  ex- 
pended in  the  course  of  a  few  days  and  has  the  addi- 
tional advantage  of  keepinj^  the  store  in  the  public 
eye  in  a  bij?  and  impressive  manner.  While  no  doubt 
all  forms  of  newspaper  advertising  are  profitable  if 
the  matter  is  seasonable,  yet  it  certainly  is  an  indis- 
l)utable  fact  that  the  trade-compellino-  force  of  an  ad- 
vertisement with  stron<;'  display  is  away  greater  than 
a  small  one  without  cuts. 

Once  the  attention  of  the  reader  has  been  arrested 
it  rests  with  the  advertiser  to  feature  the  lines  that 
will  be  most  likely  to  be  in  big  demand. 

While  the  price  is  an  important  consideration,  il  is 
not  all-important,  and  as  an  instance  of  the  truth  nf 
this  1  find  thai  during  a  sale  it  is  always  possible  {<> 
get  35  to  40  per  cent,  on  cost. 

A  salesman  who  came  forward  and  ga\  e  a  long  de- 
scription of  a  shoe  without  actually  showing  the  shoe 
would  meet  with  poor  success,  but  would  be  just  like  a 
whole  lot  of  advertisers  who  don't  illustrate  their  co]iy. 
and  so  leave  it  to  the  imagitiation  of  the  reader. 

No  use  misleading  the  public,  and  nothing  is  so 
convincing  to  them  as  a  picture  of  the  verv  shoe  you 
tell  them  about.    But  you  must  have  the  shoe. 

Yours  faithfully, 

John  Stewart. 

*      *  * 

From  the  other  extreme  of  our  Dominion  akso 
comes  further  evidence  of  the  value  of  advertising. 
Note  the  injunction  to  change  the  ads.  frequently. 
Stale  cheese  does  not  attract  mice. 

Editor  Footwear  in  Canada  : 

Re  results  we  are  obtaining  from  advertising  in 
our  local  papers,  we  might  say  that  we  feel  that  we 
reach  our  cnit-of-town  patrons  I)est  by  this  form  of 
pul)licity  ;  and,  as  we  hear  from  many  of  our  ads.  de- 
finitely, we  believe  they  are  widely  read-  We  get 
results  in  the  way  of  mail  orders,  as  well  as  in  the 
regular  way. 

We  believe  an  ad.  slmuld  be  changed,  say,  fort- 
nightly in  a  bi-weekly  pai)er,  and  w  e  also  firmly  believe 
in  the  use  of  cuts  which  serve  id  catch  the  eye  at  all 
times.  U'e  have  used  a  three-inch  (U)uble  column 
space  in  oiu"  three  local  papers  for  the  past  ten  years, 
clianging  the  matter  every  three  weeks  at  least,  and 
ha\e  secured  results  in  the  wav  of  a  family  trade 
which  is  the  "backbone"  of  our  steadily  increasing 
business.  We  avoid  too  much  matter  in  all  our  ads., 
making  them  sliarp  and  to  the  point.  Have  used  the 
term  "Reliable  Shoemen"  in  connection  with  our  firm 


name  in  all  our  ads.  and  l)usiness  paper,  and  have 
Innnd  this  good  advertising  for  the  firm. 

Yoius  faithfully, 

I'orter  ^K:  Robbins. 

+      *  * 

Two  other  prominent  retailers,  who  wish  to  remain 
anonymous,  also  send  the  following  interesting  exper- 
iences : 

i*"ditor  I'ootvvear  in  ('anada: 

During  the  jjresent  season.  V)\6.  vvc  have  done 
very  little  advertising,  and  consider  that  we  have 
fared  just  as  well  as  when  we  were  advertising  regu- 
larly. This  season  we  adopted  the  i)lan  of  bigger 
space  and  occasional  display,  making  up  our  ads.  using 
the  best  of  cuts,  but  very  little  reading  matter,  bring- 
ing out  our  firm  name  in  heavy  type.  We  cannot 
conscientiiiusly.  say  wherein  the  fault  lies,  but  as  yet 


Footwear ! 


We  buy   Quality  and 
sell  Satisfaction 


Collins  Shoe  Stor 


Catchy  newspaper  advettising  suggestion. 


♦Unfortunately  not  suitable  for  reproduction, 
illustrated  "display"  measuring  about  11"  x  16". 


A  well-written,  carefully 


we  ha\e  never  realized  anv  direct  benefit  from  our 
ads.,  ])ar  sale  specials,  which  we  introduce  at  the 
clean-up  periods  of  the  year.  We  think  our  material 
always  good,  and,  as  mentioned  above,  we  always  have 
a  goodly  supply  of  the  latest  electros  on  hand,  but 
a])i)arently  the  Western  paper  concerns  seems  to  have 
only  a  limited  cptantity  and  selection  of  type,  conse- 
(|uently  the  setting  up  is  not  what  it  should  be.  'J'hen, 
again,  we  tliiid<  the  paper  circulation  is  too  small  to 
warrant  results,  but  if  an  ad.  is  not  i)roperly  appearing 
it  is  ujihill  work  getting  peoi)le  to  read  what  you  may- 
have  to  sav  to  them.  I  he  personal  letter  system  we 
C(jnsider  good.  ;iud.  in  fact,  we  were  going  to  adopt 
same,  but,  owing  to  the  large  depopulation  which  has 
taken  place  in  our  city  during  the  past  year,  we  found 
it  impossible  to  obtain  correct  lists  for  mailing  pur- 
poses. We  find  the  most  beneficial  advertising  of  all 
is  the  ino\  ic  slides,  which  brings  our  business  and  firm 


August,  I'JIO 
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name  before  the  public  daily.  Wishiny  your  journal 
every  success,  we  are, 

Yours  truly, 

*      *  * 

Editor  Footwear  in  Canada: 

Would  say  that  we  get  good  results  from  our  ad- 
vertising- Shoes  are  a  side  line  with  us  ,aud  we  only 
handle  staples.   We  buy  in  case  lots  and  sell  at  adver- 


tised prices  that  are  good  values  every  time.  We  put 
a  god  deal  in  our  ads.  in  the  weekly  papers  that  go  to 
the  country  districts.  We  figure  that  the}^  are  read, 
as  we  most  always  quote  prices. 

We  do  not  use  illustrations,  but  believe  they  are 
good.  Calendars  and  brief  luinted  stationery  is  the 
only  other  adx  ertising  we  do.  Have  never  used  posters. 

Yours  truly. 


How  Much  Profit  Should  a  Shoeman  Make? 


A  vital  question  discussed  in  a  comprehensive  manner— Mark-up  should  be 
43  per  cent,  on  cost — Net  profit  8  per  cent. 


What  should  the  percentage  of  prolil  be  in  a  store 
doing,  say,  $40,000.  with  an  overhead  of  $8,782?  This 
is  a  question  which  is  largely  mathematical  and,  per- 
haps, a  trifle  beyond  the  averjige  retailer's'  scope — at 
least  one  retailer  thinks  so,  for  he  recently  put  that 
question  to  the  "Shoe  Retailer."  He  figured  his  ex- 
penses as  follows : 

Rent   $1,020.00 

Light  and  ]K)wer   240.00 

Heat  .   180.00 

Advertising   250.00 

Insurance   185.00 

Telephone   51.00 

Incidentals,  estimated    500.00 

Clerk  hire    3,176.00 

Office  hire    780.00 

Salary  of  head   2,400-00 


$8,782.00 

Here  is  the  "Retailer's"'solution  to  tlic  problem: 

B/ised  on  the  general  theory  that  a  retailer  is  en- 
titled to  at  least  8  per  cent,  net  on  his  volume  of  busi- 
ness, a  30  per  cent,  gross  profit  would  yield  that  return 
in  addition  to  the  fairly  substantial  salary  included  in 
the  expense  account.  Your  total  expense  is  $8,782, 
which  figures  21.9  per  cent.  Therefore,  a  gross  profit  of 
30  per  cent.,  or  $12,000,  would  leave  an  earning  mar- 
gin of  8.1  per  cent.,  or  $3,218. 

To  reahze  30  i)er  cent,  gross  profit  you  should  add 
43  per  cent,  to  the  cost  of  your  goods.  It  would  be 
impractical,  however,  to  establish  this  as  an  arbitrary 
rule  for  all  departments.  A  shoe  costing  $2.85  usually 
retails  at  $4.00.  This  yields  a  margin  of  $1-15,  or 
nearly  29  per  cent.  To  earn  a  literal  30  per  cent,  profit 
on  this  shoe  you  should  sell  it  at  $4.07,  which  seems 
to  be  an  impractical  selling  i)rice  for  fijotwear. 

On  the  other  hand,  a  shoe  costing  $3.30  should  re- 
tail at  $5.00.  This  trade  yields  a  gross  profit  of  $1.70,  .  n- 
34  per  cent.  Thus,  the  margin  would  \ary  on  each 
particular  line,  but  the  a\erage,  or  total  gross  jn'ofit, 
on  the  total  \-olume  sliould  be  at  least  30  per  cent. 

Vour  gross  profit,  by  departments,  would  probabl}' 
show  a  similar  variation.  Women's  shoes,  because  oi 
the  greater  buying  and  stock  problem,  jshould  yield  a 
higher  margin  tiian  the  men's  lines.  The  figures  ])eln\\- 
show  wdiat  might  l)e  an  ave;-age  condition  on  a  $40,000 
volume. 

Department.  Sales.  Gross  prof.  Percent. 

Men's  $15,000       $4,200  28 

Women's  -   15,000        4,800  32 

Children's   5,000        1,500  30 

Miscellaneous-   5.000         1,500  30 


A  Well  Regulated  Expense  Account- 

You  have  an  exceptionally  well  regulated  expense 
account.  You  are  spending  a  little  more  in  the  com- 
bined labor  and  salary  account  than  the  average  store, 
but  you  are  able  to  do  that  because  of  some  unusually 
low  expense  items  in  other  departments.  Your  rent 
figures  $2.50,  considerably  under  the  average,  even 
for  cities  of  your  size.  We  hope  you  ha\'e  a  good  long- 
lease  at  your  present  figure. 

You  are  a  little  conservative  on  advertising,  and 
can  well  afford  to  increase  this  appropriation  to  1  per 
cent.  Advertising  of  the  right  sort  creates  volimie, 
and  a  greater  vohnne  would  give  you  a  still  greater 
area  over  which  to  spread  your  expense.  If  you  should 
spend  $500  in  adx'ertising  this  year  ,and  thereby  in- 
crease your  sales  $5,000,  you  would  have  a  $45,000 
volume  and  an  expense  of  $9,282.   This,  in  percentage. 


Total   $40,000     $12,000  — 


Novelty  lace  bcot;  patent  leather  vamp;  cloth  top;  change 
patch  pocket  on  side  ;  wood  covered  Louis 
heel  ;  turn  sole. 
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would  l)e  20.7,  leaving;-  as  adrlitional  niarj^in  for  net 
profit  of  over  one  per  cent. 

Some  Overhead  Items  Omitted. 

Two  nsnal  items  are  missinj;-  from  your  e\i)ense 
hst — frei.yht  and  exf^rcss  —  which  yon  may  p(jssil)ly 
add  to  the  cost  of  yonr  mcrrliaiulisc  ;  also  deprecia- 
tion, which  may  be  included  in  the  miscellaneous  item. 
If  not  handled  as  su.u^iTCsted,  yon  should  record  them 
as  "any  other  expense."  Taxes  should  also  be  in- 
cluded, and  you  should  dipreciate  yonr  fixtures  at  10 
I)er  cent,  of  their  v  alue  each  year,  if  yon  are  not  already 
doin<.j  it. 

It  is  difficult  to  separate  the  expense  for  straii4lU 
sellin<^  and  other  store  duties,  such  as  stock  handling, 
clerical  work.  etc.  Your  pay  roll,  outside  of  the  salary 
item,  is  nearly  $4,000,  or  10  per  cent.  The  recent  in- 
vestigation of  retail  shoe  store  expenses  by  Harvard 
University  showed  that  the  percentage  of  expense  f(^r 
salesforce  figures  anywhere  from  5  per  cent,  to  10-3 
percent.  A  model  group  of  stores  showed  8  per  cent, 
and  the  most  efficient  group  7  per  cent.  Your  figure  is 
over  this  average,  but  yon  can  af?ord  to  have  it  there, 
because  in  total  amount  your  selling  expense  is  under 
the  average. 


A  Decidedly  Novel  Idea 

An  idea  which  has  not  been  used  very  extensively 
in  Canada  is  to  hold  sales,  giving  your  employes  a 
certain  percentage  of  the  receipts.  The  value  of  this 
plan  lies  in  the  manner  in  which  it  is  advertised;  it 
works  better  in  smaller  localities,  where  the  employes 
are  well  known.  'I  lie  different  em|)loyes  are  given 
certain  days,  their  jiicturcs  are  inserted  in  the  adver- 
tisements, which  may  be  captioned  something  after 
the  style  of  "John  Smith  day  at  the  I'annor  Shoe 
Store."  The  percentage  to  the  clerk  is  made  fairly 
liberal,  and  it  is  calculated  that  a  spirit  of  good  feeling 
and  appreciation  will  l)e  created  between  the  public, 
salespeople,  and  retailer  which  will  materially  increase 
sales,  present  and  future. 


Opportunities  come  to  every  man's  door,  but 
generally  they  don't  push  the  front  door  in  nor 
kick  a  hole  in  the  kitchen  screen  door. 


An  Englishman  Discusses  Present  Shoe  Styles 

A  writer  to  a  Noi-lhaniptou  (  I'aigland  l  uew  spaiier 
recently  delivered  himself  as  follows: 

"h'or  many  years  my  tongue  has  declaimed  against 
the  abominalde  fashions  of  boots  and  shoes,  and  my 
fingers  have  been  itching  to  hurl  my  denunciation  to  a 
great  audience  with  my  pen.  The  t  i^jht -lit  I ing,  high- 
heeled,  narrow-toed  contraptions  on  which  |)eo|)Ie 
hobble,  by  which  almost  every  llritisher,  and  |)anicu- 
larly  the  softer  sex,  is  more  or  less  crippled  should  be 
swept  away  for  ever.  If  any  reader  I'.iinks  I  exagL;cr- 
atc,  let  him  compare  his  ow^n  foot,  with  its  crossing 
toes,  ngly  bunions,  excruciating  corns,  and  other  de- 
formities, with  the  natural  foot  of  a  bal)y,  with  its 
wide-spreading,  flexible  toes,  which  it  moves  as  easily 
as  its  fingers,  and  if  he  thinks  that  is  merely  the  form 
of  nndevelopment.  let  him  obseive  the  foot  of  the 
adult  negro  or  other  races  which  liave  never  worn 


boots,  and  he  will  see  the  infantile  ffjrm  continued.  Or 
lot  him  see  the  most  perfect  models  of  the  human 
form  portrayed  by  the  Greek  scidptor,  and  he  will 
then  be  able  to  realize  his  own  deformity.  Propose  a 
ten-mile  walk  to  a  woman  of  to-dav  in  fashionable 
footwear  and  she  will  think  you  mad;  but  there  is  no 
earthly  reason  why  any  healthy  woman  under  60,  with 
a  natural  nse  of  her  limbs,  should  not  df)  it  with  ease." 
Certainly  the  average  woman  would  consider  vou 


Window  display  suggestion  No.  5— A  vacation-time  setting. 


a  trifle  "oft"  if  you  proposed  a  teii-milc  walk  m  a  pair 
of  turn-sole  pumps  or  light  dress  boots — and  you 
would  be,  too.  IJut  when  a  woman  over  here  contem- 
plates any  little  ten-mile  jaunts  she  has  appropriate 
footwear  for  that  purpose.  Naturally  yon  wouldn't 
expect  to  see  a  man  doing  garden  work  in  a  full  dress 
suit  and  dancing  pumps.  It  is  just  this  idea  of  differ- 
ent shoes,  and  pretty  shoes,  for  all  occasions,  that  is 
placing  the  retail  footwear  business  on  the  top  rung  of 
the  ladder. 


British  Army  Boots  Best  Made 

.'\t  least  twenty-fi\e  million  pairs  of  arinv  boots 
have  been  prepared  in  (ireat  liritain  since  Angust. 
I' '14.  It  is  estimated  that  the  war  consumption  of 
boots  l)\  the  allies  and  enemy  is  at  the  rate  of  eight v 
million  pairs  per  annum.  .\  few  months  ago  it  was 
stated  lliat  manufacturers  in  the  I'nited  States  had 
completed  fifteen  million  i)airs  for  the  various  allies, 
it  will  be  seen  from  these  figures  that  the  allies  arc 
doing  their  share,  and  more,  toward  sujjply  the  eight v 
million,  'fhe  Shoe  and  Leather  Record  considers  that 
the  Uritish  contribution  is  of  first  importance,  both  in 
iesi)ect  to  (|uantily  and  (juality  as  well  as  variety.  The 
war  will  make  the  sterling  character  of  British  foot- 
wear better  known.  During  the  past  twentv-two 
months  the  b(>ot  trade  of  England  has  excelled  itself, 
and  whilst  there  has  been  so  far  no  instance  of  s<;)un<l 
ad\  erse  criticism,  there  has  emerged,  even  in  the  con- 
fusion of  war,  specifific  commendation,  the  accuracv  of 
which  will  be  confirmed  wherever  Hritish-made  good^ 
are  being  worn.  Mr.  John  llanan.  the  well-known 
New  York  shoe  manufacturer,  savs:  "The  English 
army  boot  is  the  best  made-"  A  British  officer,  writing 
from  the  front,  says:  "Surely  no  army  has  ever  been 
better  shod!"  Mr.  Harold  Baker,  Einancial  Secretary 
to  the  War  Office,  stated,  in  the  House  of  Commons, 
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that,  in  the  opinion  of  a  commission  that  liad  been  to 
France,  the  boots  used  by  our  troops  at  the  Front 
could  not  be  beaten. 

How  many  more  milHons  of  boots  may  be  required 
before  the  end  of  the  war  it  is  impossible  to  say.  Jkit 
so  long-  as  they  are  required,  British  boot  manufactur- 


ers may  be  looked  to  for  the  best  possible  results.  At 
present  they  are  commencing-  the  cutting  of  three  mil- 
lion pairs  of  Wellington  boots  for  the  Cossacks.  Each 
of  these — like  the  Russian  ankle  boots — will  be 
stamped  in  Russian  characters  with  the  words,  "From 
England." 


Broken  Arches  and  Other  Foot  Ailments  Cause 

Many  Afflictions 


The  average  persons  know  very  little  about  the 
care  of  their  feet.  A  corn  or  a  callous  is  something 
that  has  to  be  pared  down  with  a  razor  every  now  and 
then ;  broken-down  arches  are  tolerated,  and  blame 
placed  on  the  footwear  because  the  people  don't  know 
what  is  the  trouble.  Charlie  Chaplin,  that  funny  little 
fellow  who  plays  in  the  movies  to  the  tune  of  some- 
thing like  $100,000  a  year,  has  a  chiropodist  visit  him 
every  morning.  Fie  knows  the  value  of  keeping  his 
feet  in  condition,  for  a  large  part  of  his  success  is  due 
to  the  manner  in  which  he  uses  them.  Ilere's  what 
Physical  Culture  has  to  say  about  the  care  of  our  pedal 
extremities : 

There  are  as  many  bones  in  your  foot  as  there  are 
letters  in  the  alphabet,  and  even  more  gristle,  tendons, 
and  ligaments.  Odd  to  tell,  muscle  substance  is  thert 
in  only  small  amounts. 

Flesh  and  bone,  then,  is  not  there  in  equal  amounts. 
I'he  muscles  which  move  and  manipulate  your  heel 
and  toes  are  in  the  calf  of  the  legs,  and  reach  those 
nether  regions  as  levers  and  pulleys,  or  if  you  prefer, 
horse  reins. 

The  learned  Sir  William  Osier  was  fond  of  believ- 
ing that  "a  man  is  no  older  than  his  arteries,"  but  he 
would  have  made  a  better  phrase  and  one  nearer  to 
the  truth  had  he  said,  "a  man — or  a  woman — is  no 
worse  than  his  feet." 

Obviously  those  who  seek  a  proper  shoe  are  on 
the  right  track.  The  human  foot  was  never  created  to 
be  locked  up  in  the  straight-laced,  unventilated  prison- 
garb  of  snugly-fitting-  leather.  The  foot  was  intended 
to  be  clear,  free,  athletic,  and  loosely  mobile. 

Backaches,  lumbago,  sciatica,  '"rheumatism,"  and 
various  other  aches  and  pains  at  distant  areas  are 
often  all  traceable  to  the  rigid,  crystallized  malforma- 
tions of  the  feet-  The  foot  and  its  blood  supply  are 
held  as  in  a  vise.  Instead  of  a  free  and  easv  flow  of 
scarlet  blood  to  and  from  the  soft,  loose  flesh,  there  is 


Many  a  man  is  old  in  years  but  childish  in 
action. 


a  pale,  squeezed  out,  compressed  state  of  tense  skin 
and  bone. 

While  tight  shoes  play  perhaps  no  greater  role  in 
Ihe  production  of  flat  foot  and  fallen  arches  than  do 
loose  shoes  the  effects  are  the  same.  The  triangular 
wedges  of  bone  in  the  foot  with- the  jMiints  pointed 
downwards,  which  make  the  arcli,  become  iammcd 
like  the  emergency  brake  on  a  uKitor  car,  and  thus 
cause  the  "rheumatism"  or  arches  and  pains  of  tlat- 
footed  persons. 


Wads  of  gauze  or  cotton  and  adhesive  plaster 
straps  may  be  tried  to  elevate  the  fallen  arches,  but 
usually  a  jdaster  cast  of  the  sole  and  foot  is  demanded 
in  order  to  flfind  the  precise  degree  and  kind  of  col- 
lapse of  the  arch.  Then  it  falls  to  the  lot  of  the  victiin 
to  begin  barefoot  exercises  on  the  tip-toes,  dancing  in 
loose  canvas  shoes,  and  to  experiment  with  adjustable 
arch  supporters.  These  are  supplied  with  a  key  to 
gradually,  day  by  day,  raise  the  support  from  complete 
flatness  slowly  up  to  a  distinct  arch.  If  the  change  is 
made  too  suddenly  the  pain  is  increased  instead  of 
diminished.  Since  weakened  under-toned  muscles  are 
in  part  responsible  for  flat-foot,  the  object  of  the  bare- 
foot exercises  is  obvious. 

Heredity,  a  handy  scapegoat  of  the  unobservant, 
is  often  blamed  for  these  pedal  deformities.  Yet 
llatfoot  is  rarely  ever  found  at  birth  or  in  very  young- 
])eople.    It  is  one  of  the  visitations  of  the  decline  of 
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frolicksome  youtii  and  animal  spirits.  When  the  rut 
and  routine  of  house  and  home,  shop  and  factor}^ 
street  and  store  initiate  a  more  or  less  automatic  ex- 
istence, a  "misery  in  the  feet"  of  a  "rheumatiz"  nature 
may  be  looked  for,  and  its  name  is  legion.  Those  wluj 
stand  muc!i  and,  like  the  bow-legged  or  pigeon-toed 
floor-walker,  "locomote  just  this  way"  should  beat  the 
devil  around  the  bush  by  warding  off  flatfoot.  Motor- 
men  have  fewer  flatfeet  noW  in  cities  where  they  are 
provided  with  sldols  tn  sit  u])on.  I'ookkeepers  and 
fattory  workers,  who  are  permitted  to  have  chairs,  sel- 
dom suft'er  as  nnu'li  with  their  feet  as  those  forced  to 
stand. 

Dancers,  chorus  men,  chorus  girls,  tight  and  slack 
wire  walkers,  ballet  artists,  acrobats,  physical  cultur- 
ists,  athletes,  and  others  who  bounce  now  here,  now 


The  Put-It-Offs 

Mv  Friend,  have  you  lieard  of  tlic  town  of  \'avvn 

On  llic  Banks  of  the  !^i\  er  Slow, 
VVlicre  liloonis  the  W  ait-awliilc  llouer  fair, 
Where  tiie  Sonietinie-or-olher  scents  tlie  air. 

And  the  soft  (jo-easys  ^row^ 
ll  Hes  in  the  Valley  of  Wliat's-the-use, 

In  the  Province  of  Let-'cr-slide  ; 
'l  hat  tired  feelino-  is  native  there, 
it's  the  linnie  of  the  listless  l-don't-care, 

Where  tlie  Tnl  il-offs  abide. 
The  rnl-it-iilTs  smile  when  asked  to  work. 

And  say  they  will  <\i>  it  to-morrow, 
And  Ml  Ihey  delay,  from  day  nnto  day. 
Till  death  cycles  np  and  takes  them  away, 

And  their  families  starve,  bei^  or  l)orr(nv. 

IIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIh^ 

there  ou  their  ankles  and  tip-toes  by  the  very  character 
of  their  manoeuvers  cure  or  jirex  ent  many  maladies  ol 
their  lackadaisical  feet. 

liunious,  corns,  and  calluus  thickenin,<>s  of  the  sur- 
face layers  of  the  skin  may  arise  as  easily  from  locjse 
leathei-  shoes  as  from  tii^ht  ones.  In  any  event,  it  is 
not  a  matter  of  "ill-luck,"  "mischance,"  or  "bad  I'Vi- 
day,  the  thirteenth,"  which  sets  up  these  abomina- 
tions. The  law  of  avera.t^es,  however,  may  be  in  ])ai"t 
to  blame-  Lirielly,  hi^h  shoes,  made  of  imperfcjrate 
leather,  cause  a  retention  of  bad  air,  vapors,  and  de- 
composing- perspiration.  These  are  drugs,  poisons, 
decayed  or  fermented  substances,  which  are  necessar- 
ily caustic  and  injurious  to  the  feet. 

The  skin  and  ilesh  of  the  feet  should  ha\e  the  self- 
same complexion  and  texture  as  your  face.  ll  you 
hide-bound  your  face  aay  from  all  mobilit}',  sunlight, 
fresh  air,  fresh  water,  and  free  excretion  of  waste 
gases;  if  the  sweat  of  your  brow  was  dammed  in  by 
icid,  calfskin,  or  cowhide,  it  would  have  blisters,  sores, 
bruises,  corns,  warts,  bunions,  and  foul  odors,  just  as 
do  your  pedal  extremities. 

Such  plagues  of- comfort  cas  be  avoided  by  wear- 
ing the  thinnest  of  stockings,  the  most  porous  as  well 
as  the  lowest  of  shoes,  and  those  allowing  the  most 
freedom  of  air,  moisture,  and  evaporation. 

Corns  are  Nature's  measure  to  defend  the  jammed 
and  squeezed  blood  canals  nervules,  and  delicate  struc- 
tures from  the  poisons,  gases,  and  injuries  of  leather 
shoes.  When  between  toes  they  may  be  soft  from  t!ie 
excess  of  acid  sweat.  When  deep  enough  to  invob  e 
the  gristle  and  bone  of  the  joints  as  at  the  big'  toe, 
they  are  bunions.  Corns,  true  enough,  may  be  soaked, 
cut;  scraped,  razored,  or  ])lastere(l  off.  Chiropodists 
peri)etuate  these  absurd  and  tem])orar\'  makesliitts. 

The  way  to  cure  a  corn  is  analogous  to  the  only 
way  you  can  cure  rabies,  or  hydrophobia,  to  yvit,  i)re- 
vcnt  it  before  it  arrives.  I'orous,  loose,  non-leather, 
low  shoes  with  a  "guard-rail"  at  the  toes  and  joints,  a 
gap  or  si)ace  for  the  free  incjvcment  of  the  toes  as  well 
as  of  air  and  vapoi".  will  allow  the  skin  a  protective 
layer  of  ventilation. 

A  corn  or  a  l)uniou  is  a  thorn  in  liie  flesh.  Do  not 
put  it  in.  (  )r  i)luck  it  out  in  such  a  way  that  it  will 
not  return.  This  is  done  by  means  of  roomy  shoes  of 
a  non-leather  or  cloth  make,  (ilvcerine,  alcoh(d,  or 
compound  tincture  of  benzoin  applied  over  Ihe  tender 
toes  and  swollen  joints,  or  castor  oil  on  those  beneath 
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the  sf)les,  due  to  anatomical  distortions  or  Hat  foot — 
will  do  away  with  most  of  these  plagues. 

"I5ut,"  you  say,  "if  leather  shoes  are  the  fashirjn 
and  they  are  so  generally  guilty  of  so  manv  j)edal  di>- 
temi)ers,  what  would  you  have  us  do?" 

The  answer  is  jjlain.  In  it  lies  the  cure  of  many 
maladies.  Wear  sandals  or  slippers,  or  go  as  nearly 
barefoot  as  ])ossible  as  often  as  yon  can-  If  the  dic- 
tates of  fashi(jn  affright  yon,  wear  linen,  cloth,  suede, 
satin,  wo(j1,  or  shoes  (jf  some  other  material  that  might 
be  di.sguised  a  la  mode.  The  mere  fact  that  these  are 
not  water  or  cold-proof  is  beside  the  point.  f'"eet  ac- 
customed to  exposure  to  cold,  wet,  and  fresh  air 
become  so  hardened  and  adaptable  that  they  are  all 
the  moll'  ht  for  all  sorts  and  conditions  of  weather. 


Cordovan— A  Leather  with  the  Reputation  of 
Damascus  Steel 

C(  )RD()VAN  shoes  at  $10-00  a  pair  are  common 
footwear  for  men  these  days.  The  vogue  has 
come  with  added  impetus  because  of  the  de- 
mand for  dark  colored  fcjotwear. 
Cordovan  leather  is  real  high  grade  horse  hide.  It 
is  traditionally  one  of  the  linest  leathers  in  the  world. 
Tbe  fame  of  leather  made  in  Cordova,  in  Spain,  cen- 
turies ago,  still  abides,  even  as  does  the  fame  of 
swords  with  I)lades  of.  Damascus  steel. 

ilut  cordovan  leather  these  days  isn't  de])ending 
upon  the  tradition  for  its  reputation.  It  is  made  of 
selected  horse  hides,  tanned  in  bark,  and  shaved  and 
buffed  dtnvn  to  the  desired  weight  and  then  finished 
on  the  flesh  side.  It  makes  an  elegant  Icuther.  Shoes 
made  of  it  certaiidy  will  wear  as  long  as  a  pair  of  $7 
shoes  should  wear,  and  then  some  more. 

The  Selection  cf  Horse  Hides 

The  selection  of  horse  hides  has  a  great  deal  to  do 
with  tin-  (|ualit\  of  the  leather,    'file  hide  of  a  blooded 
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stallion,  that  has  been  fed  on  a  diet  all  his  life,  and 
curried  until  his  coat  is  as  hue  as  silk,  will  produre  an 
extra  line  piece  of  leather.  The  hide  of  a  farm  horse, 
that's  i)een  fed  on  grass,  and  curried  twice  a  \  ear.  will 
make  uj)  a  poor  ])iece  of  leather. 

file  maker  of  real  cordovan  leather  is  very  careful 
about  his  tannages-  lie  has  his  leather  curried  by 
hand  workmen,  and  is  able  to  produce  a  piece  of  lea- 
ther w  ell  w  I  irtlu  of  ,S7  bt  H  its. 

I.atelx,  there  li.is  api)eai'ed  oii  tiie  market  a  (Hiaii- 
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tity  of  medium  and  low  priced  boots,  that  are  cordo- 
van calf,  cordovan  cowhide,  or  chrome  horse  hide.  The 
cordovan  calf  is  a  calfskin  with  a  cordovan  finish.  It's 
a  high  fj-rade  leather.  The  cordovan  cowhide  is  a  cow- 
hide finished  in  imitation  of  real  cordovan  leather. 

The  chrome  horse  hides  are,  a  new,  and  a  quite 
interesting"  product  of  the  skill  of  the  tanner.  They 
came  into  prominence  a  few  years  ago,  when  Russia 
began  to  send  horse  hides  to  this  country.  The  first 
large  Russian  shipments,  by  the  way,  were  of  colt 
skins.  These  were  made  up  into  fine  patent  colt  lea- 
ther. Then  Russian  horse  hides  began  to  come  in. 
The  fronts  and  the  backs  were  tanned  and  finished. 
The  rest  of  the  leather  was  sold  as  oflfal.  A  lot  of  it 
was  sent  to  Europe,  and  sold  for  a  song.  The  leather 
was  really  cheap. 

When  the  war  cut  off  shipments  of  horse  hides 
from  Russia,  tanners  hunted  around  and  found  a  good 
many  horse  hides  in  this  country,  and  hides  of  very 
good  quality,  too.  They  also  got  many  dry  salted 
hides  in  South  America-  Lately,  horse  hides  have 
been  coming  from  England.  It  is  believed  that  many 
of  them  are  hides  taken  from  horses  killed  in  the  war. 

The  world's  supply  of  horse  hides  seems  to  be 
large.  Even  in  this  country,  where  there  has  l)een  a 
tremendous  development  of  the  automobile,  there  are 
more  horses  than  ten  years  ago.  So  it's  likely  that 
for  a  long-  time  to  come  there  will  be  chrome  tanned 
horse  hides  for  $4  shoes,  and  real  cordovan  leather 
for  $7  shoes. —  Boot  and  Shoe  Recorder. 


Wear  old  clothing  if  you  choose, 
That  will  scarcely  hang  together; 

But  your  health  depends  on  shoes 
Made  of  impenetrable  leather. 


Good  Success  in  the  Elimination  of  Com- 
parative Price  Advertising 

IN  our  last  issue  we  printed  the  experience  of  a 
large  retail  shoe  store  in  the  matter  of  eliminat- 
ing comparative  price  advertising.    They  found 
it  improved  their  business,  reduced  their  adver- 
tising- expense  and  created  a  greater  degree  of  confi- 
dence with  their  customers. 

In  a  letter  to  Nugent's  Bulletin,  of  New  York,  a 
publication  which  is  conducting  an  enei'getic  cam- 
paign in  behalf  of  the  movement  to  abolish  the  use  of 
comparative  prices,  the  advertising-  manager  of  a 
large  San  Francisco  store  writes  as  follows : — 

"I  have  done  the  advertising  here  at  the  Emporium 
during  the  eight  years  in  which  the  Emporium  has 
eliminated  comparative  prices.  You  see,  it's  not  a 
new  issue  with  us,  and  1  can  talk  from  experience. 

■'The  chief  objection  to  be  overcome  when  first 
abandoning  the  'ad  man's  easiest  argument'  was  not 
with  the  public,  but  with  the  department  managers 
themselves. 

"It  wasn't  that  we  didn't  get  the  results,  l^^ar  fron-i 
it.  WT"  told  the  pu])lic  what  we  were  going  to  dd,  Idok 
tiiem  into  our  confidence,  as  it  were,  and  they  res- 
ponded just  as  well  as  ever  to  the  advertisements 
without  the  comparative  prices. 

"But,  yon  know,  a  department  merchant  is  like  a 
mother  with  her  bab}' — theirs  is  the  finest  e\'er,  ab- 
solutely ! 


"No,  we're  not  losing  business;  we  are  planning 
for  more. 

"This  is  after  eight  years  of  the  elimination  of 
comparative  prices. 

"We  try  as  nearly  as  we  can  to  live  up  to  the  spirit 
of  this  law — eliminating  hyperbole,  exaggeration,  any- 
thing that  will  tend  to  mar  the  truth  or  the  confidence 
the  public  has  in  us. 

"We  find,  too,  that  our  advertising  is  very  much 
cheaper,  for  from  four  per  cent,  we're  down  to  one  and 


There's  a  heap  of  difference  between  the  man 
who  is  sworn  at  and  the  man  who  is  sworn  by. 


a  half  per  cent.,  which  speaks  well  from  the  financial 
end  of  it. 

"We  don't  find  it  necessary  to  spread  over  the 
page  to  gain  attention,  because  the  public  believes 
what  we  say.  The  elimination  of  cut  prices  was  the 
first  step,  and  we're  working  every  day  to  better  our 
advertising-  and  make  it  more  valuable  to  the  public 
and  to  the  store.." 

ILight  yeeirs  of  practical  experience  has  convinced 
this  store,  a  large  store,  that  business  can  be  increased 
rather  than  decreased  by  eliminating-  the  "regular 
^ti/.OO,  now  $3.98"  line  of  advertising-  talk. 

A  correspondent  of  "Printers'  Ink''  wrote  to  ask 
advice  as  to  whether  he  should  advertise  comparative 
prices  or  regular  prices,  and  the  following  extracts  are 
from  an  article  written  around  this  letter: — 

Provided  the  merchandising  policy  is  otherwise 
Sound,  there  is  no  good  reason  why  it  should  not  pay 
a  n-ierchant  in  any  sized  town  to  discontinue  the  use 
of  comparative  prices  in  his  advertising.  If  he  is  not 
convinced  of  the  advisability  of  entirely  abandoning 
the  comi^arative  quotation,  he  should  at  least  gradu- 
ally give  up  the  practice  and  note  the  effect  it  has  on 
his  business.  The  chances  are  he  will  iind  that  sales 
will  be  stimulated  rather  than  depressed. 

Merchants  who  have  stopped  using  comparative 
quotations  in  their  advertisements  and  who  have 
given  the  plan  a  fair  trial  are  invariably  so  satisfied 
that  they  would  not  think  of  going-  back  to  the  old 
methods.  There  isn't  much  excuse  for  bargain  ad- 
vertising in  which  price  quotations  are  made  to  do  all 
sorts  of  startling-  aerial  loop-the-loops  earthward. 

Then  why  do  not  merchants  abandon  the  use  of 
the  bargain  sale,  comparative  prices  and  all  other 


The  place  to  begin  to  save  money  is  on  the 
little  items  rather  than  to  wait  for  a  chance  to 
make  some  big,  spectacular  saving — which  may 
never  be  made. 


symptoms  of  the  same  trouble?  There  are  several 
reasons.    Among  them  are  : — 

(1)  Fear  that  the  competitor  will  be  given  an  un- 
due advantage. 

(2)  Fear  that  if  the  store  ceases  to  advertise  bar- 
gains its  appeal  will  lack  "punch." 

(3)  Tlic  belief  that  it  is  necessary  to  hold  bargain 
sales  to  gel  rid  of  sur])lus  stock  Avhich  has  accumu- 
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latfd  tlir(ju.((h  careless  buying,  off  seasons,  change  .n 
styles,  or  on  any  other  account. 

The  fear  that  the  competitor  will  be  given  an  a<b 
vantage  is  largely  mythical.  If  it  is  admitted  that  the 
use  of  the  comparative  ])ricc  is  of  doubtful  value,  any- 
way, why  not  let  Mr.  Comi)etitor  use  it  to  liis  heart's 
content?  When  every  other  great  reform  in  retailing 
was  at  lirst  suggested,  this  same  objection  came  up. 
.Such  movements  as  early  closing,  marking  goods  in 
l)lain  lignres,  and  many  others,  were  started  by  a  few 
retailers,  regardless  of  any  advantage  that  might  have 
been  given  their  com])ctitors,  and  hnally  most  of  the 
other  retailers  fell  into  line.  The  abolishing  of  jn-ice 
comparisons  will  prol)ably  have  the  same  history. 

The  experience  of  so  many  stores  who  liave  suc- 
ceeded with  their  advertising,  although  they  have 
■eschewed  liic  insidious  comparison,  should  be  suffici- 
ent answer  to  the  second  objection.  Of  course,  the 
advertisement  writer  who  has  boen  in  the  habit  of  lil 
ing  his  co])y  with  bargain  screams  woidd  have  to  dig 
for  real  talking-points. 

It  would  be  found  that  strong,  convincing,  inter- 
esting copy  actually  talking  about  the  mechandise 
would  be  much  more  effective  than  an  array  of  bar- 
gain synonyms  printed  in  boxcar  letters. 


I  here  is  more  justification  for  the  third  objection 
llian  for  the  others.  It  is  a  mooted  question  among 
mank  good  merchants  as  to  whether  or  not  the  bar- 
gain sail,  with  comparative  i)rices,  is  the  best  way  to 
get  rid  of  an  over  stock  or  a  line  that  is  not  selling. 
The  majority  seem  to  think  tliat  it  is.  Under  these 
circinnstances  it  would  api)car  that  the  price-reduc- 
tion sale  is  justilied.  Hut,  as  already  explained,  the 
widespread,  flagrant  al^use  of  the  sale  minimizes  the 
value  of  legitimate  events  of  this  kind,  h'or  tliis  rea- 
son the  stores  that  are  leading  in  this  movement  d(j 
not  quote  former  prices  when  advertising  a  reduction. 
.Some  of  them  even  do  not  announce  that  it  is  a  re- 
duction. They  advertise  at  the  new  price,  as  though 
it  were  the  original  price,  (living  the  buyer  such  a 
tremendous  bargain,  without  attempting  to  make  her 
apijreciate  the  value  she  is  getting,  may  seem  poor 
policy,  but  it  has  proved  very  effective.  The  buyer 
may  be  trusted  to  discover  her  bargain  and  ai)preci- 
ate  it  all  the  more  because  no  bragging  was  done. 

.Summing  up,  it  would  appear  that  the  movement 
for  the  abandonment  of  comjiarative  prices  is  grow- 
ing, it  is  re])orted  that  maiiy  big  stores  are  investi- 
gating the  subject  and  that  .some  of  tliem  are  on  the 
verge  of  coming  over  into  the  new  camj). 


Value  of  Circular  Letters  Lies  in  their  Preparation 


M ANY  retailers  believe  in  circular  letters  and 
use  them  regularly;  others  have  tried  them 
with  no  good  result.    A  retailer  told  us  the 
other  day:  "I  don't  circularize,  but  I  think  it 
would  be  a  good  plan  to  do  so."   Opinions  are  diversi- 
fied. 

There  are  many  ])oints  to  consider  in  the  making 
of  a  good  sales-getting  circular  letter.  What  class  of 
l)eopie  do  you  want  to  reach?  What  particular  style 
are  you  going  to  feature?  What  is  the  proper  length 
to  make  your  letter?  To  some  ])eople  the  average  let- 
ter is  like  grand  opera — very  pretty  and  nice  to  look 
at,  but — wiiat  are  they  talking  about?  Did  you  ever 
get  a  letter  of  that  kind — line  stationery,  neatly  writ- 
ten, and  so  on — but  when  you  got  through  reading  it 


Window  display  suggestion  No.  8-Sure  to  attract. 

all  you  couhl  grasp  remained  a  confusiuL;  juinblr,  un- 
al)le  to  resohe  itself  inld  an\'  deliuite  liiuuglil  in  yniir 
mind?  livery  man  kin)vvs  i)erfectly  well  liinisell  jnsl 
the  iJoint  he  wishes  to  drive  home  to  the  reader,  but 
the  snag  is  in  the  ni.inni  r  in  which  he  sets  his  tii(Piight 
on  paper. 


What  Length  of  Letter  to  Use. 

])ei)ends  almost  entirely  upon  the  class  of  people 
you  wish  to  reach.  For  instance,  if  you've  got  a  nice, 
nifty  style  for  women  you  can  make  your  message 
fairly  long,  because  women  will  read  longer  letters 
than  the  average  man.  Modern  practice  does  not  con- 
cede that  you  may  send  the  same  length  and  style  of 
letter  to  all  classes  of  people-  The  business  man 
wants  s(jmething  short,  crisp,  and  direct  to  the  point. 
The  housewife  has,  generally,  a  little  more  time  to  de- 
\()te  to  these  things,  and,  consequently,  the  letter  may 
be  more  lengthy ;  again,  while  it  should  also  be  straight 
to  the  point,  a  certain  amount  oF''soft  soap"  is  allow- 
able—  that  is,  by  ai)i)ealing  to  her  vanity;  by  telling 
her  just  how  dainty  her  feet  will  look  in  this  particidar 
shoe,  and  how  proud  she  will  be  of  them.  A  letter  to 
women  must  be  drafted  in  language  of  refinement  and 
taste.  For  example,  such  words  and  phrases  as  allur- 
ing creations,  wonderfully  enticing  values,  delicacy  of 
workmanship,  shoes  the  result  of  finely  discriminating 
selection,  excpiisite  in  design  and  character,  charming, 
bewitching,  dainty,  and  so  on,  all  of  a  more  or  less 
feminine  character,  and  woiifd  nol  in  any  sense  appeal 
to  a  business  man. 

Different,  Again,  With  the  Rural  Trade. 

Now,  if  you  arc  a  small-town  dealer  and  wish  to 
circularize  the  farming  districts  your  letter  will  require 
still  different  treatment.  For  one  thing,  you  can  make 
il  even  hjnger  than  to  any  other  class  of  prospect ;  they 
generally  get  so  little  reading  matter  of  any  kind  that 
mail  is  seized  upon  with  avidity.  \ou  will  have  to 
cliiMise  M>ur  wording  in  terms  the  farmer  and  his  fam- 
il\  will  underst.tnd.  Don't  be  so  abrupt  as  you  wttuld 
likeU  be  with  a  l)nsiness  man.  .Start  oul  with  asking 
.ibout  the  cows  and  the  chicken--  i^et  him  interested, 
tlu  ii  spring  j'our  mes.sage. 

\iiu  cannot,  with  success,  send  ymn-  circidar  pro- 
miscuously lo  every  name  on  yom-  mailing  list.  You 
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must  classify  and  systematize.  If  you're  going  to  fea- 
ture $8.00  fine  kid  shoes  it  would  be  most  unwise  to 
send  that  letter  to  a  laborer's  wife ;  or  if  you  were  ad- 
vertising stout  working-  shoes  your  field  would  be 
unfruitful  among  the  business  and  professional  men. 
Perhaps,  you  argue,  you  will  incoroporate  in  your  let- 
ter a  paragraph  to  appeal  to  each  class,  but  you  can 
rarely  do  that  with  profit.  Your  letter  would  very 
often  just  be  a  confused  mass  of  generalities.  AVouldn't 
the  people  be  inclined  to  wonder  just  what  jiarticular 
thing  you  were  talking  about? 

Must  Be  Properly  Written. 

Ineffective  sales  letters  can  qenerally  be  divided 
into  three  classes:  (1)  Those  that  are  badly  multi- 
graphed,  badly  filled  in,  and  on  cheap  stationery,  but 
the  wording  of  which  may  be  good ;  (2)  those  that 
ma}^  be  perfectly  multigraphed  and  filled  in,  but  which 
arc  too  short  or  too  long  for  the  purpose  intended; 
and  (3)  those  which  may  be  perfect  in  all  mechanical 
construction  and  stationery,  but  that  do  not  state  the 
message  in  a  convincing  and  compelling  Avay-  After 
having  prepared  the  best  copy  )'ou  know  how,  it  must 
be  remembered  that  everv  Tom,  Dick,  and  Harry  can- 
not multigraph  a  good  letter.  Setting  up,  printing, 
and  filling  in  attractive  circular  letters  is  a  business, 
rather  an  art,  that  requires  considerable  study  and 
practice.  Before  placing  your  order,  hunt  out  the  best 
man  you  can  find  to  do  the  work,  and  insist  upon  hav- 
ing it  perfect.  The  color  of  ribbon  used  in  filling  in 
the  name  and  address  should  be  a  perfect  match  with 
the  body  of  the  letter.  Remember,  too,  that  little 
things  like  mistakes  in  typewriting  or  the  spelling  of 
a  name  may  render  your  circular  only  50  per  cent, 
effective. 


Advertising  vs.  the  Mail  Order  Business 

"It  is  demonstrated  beyond  all  question  of  doubt, 
that  the  finest  medium  of  advertising  in  the  world  to- 
day is  the  local  newspaper,  as  it  is  not  only  sure  of 
getting  into  the  homes,  but  into  the  hearts  of  the 
]ieople.  The  local  merchant  who  does  not  pay  pro- 
per attention  to  his  advertising  is  simply  leaving  the 
gate  open  for  the  mail  order  house  to  come  in  and 
harvest  his  crop.  For  remember,  if  you  are  not  get- 
ting into  the  home,  the  mail  order  catalogue  is  very 
much  there." — L.  M.  Yoimg,  before  Manitoba  Retail 
Merchants'  Convention. 

Mr.  C.  H.  S.  Bamford,  at  the  same  convention,  ex- 
l)ressed  himself  as  follows: 

"I  want  to  say  a  word  or  two  about  advertising. 
i;)oes  it  pay?  If  judiciously  done.  Yes!  Otherwise, 
No!  T  believe  from  observation  that  there  are  vast 
sums  of  money  wasted  every  year  in  poor  advertising. 
Tvvery  time  T  make  a  trip  into  the  country  I  am  as- 
tounded at  the  expensive  advertisements  adorning 
hotel  registers,  clocks,  writing  tables,  pool  rooms  and 
other  places  not  frequented  by  the  public  who  read 
arlvertisements.  I  pick  up  the  local  country  paper  and 
T  see  eoods  advertised  out  of  season.  You  might  as 
well  throw  your  money  in  the  fire  as  buy  and  pay 
for  tuiseasonable  advertising.  It  is  worse  than  use- 
less. Gentlemen,  I  believe  in  advertising,  and  I  re- 
commend that  you  not  only  buy  it  but  use  it  judici- 
ously to  advertise  seasonable  lines.  Change  your  ad- 
vertisements in  every  issue  of  the  newspaper  you  are 
using  and  always  have  something  new  and  seasonable 
to  firesent  to  the  public.  T  realize  that  your  copy  must 
be  homemade  but  with  careful  thought  you  can  make 
it  readable  and  attractive  and  productive  of  results." 


A  Successful  Repair  Business 

Wl'^  reproduce  an  advertisement  of  a  Montreal 
shoe  rei)airer  which  is  out  of  the  beaten 
track,  [t  is  attractive,  and  the  announce- 
ment of  the  removal  is  stated  in  humorous 
terms,  which  are  certain  t()  catch  the  reader's  atten- 
tion. The  advertisement  may  possibly  not  be  suitable 
for  some  classes  of  the  trade,  but  for  others  it  will 
serve  as  a  model  fcr  attracting  notice.  The  free  am- 
bulance service  is  intended  to  tell  the  public  that  Mr. 
H.  A.  Shapiro,  the  i^iop  ietor,  is  willing  to  call  for  and 
to  deliver  goods  which  require  repairing.  This  store 
is  equipped  with  a  repair  outfit  supplied  by  the  United 
Shoe  Machinery  Company  of  Canada. 

Each  job  on  being;  brought  to  the  store  is  ticketed, 
every  ticket  bearing  a  number.  The  ticket  is  perfor- 
ated so  as  to  allow  a  portion,  with  a  duplicate  number, 
to  be  torn  off  and  retained  by  the  customer.  The 
various  shoes  are  easily  kept  track  of  in  this  way. 
Although  the  store  is  in  the  centre  of  the  down  town 
district  a  considerable  amount  of  work  comes  from 
the  suburbs.  Customers  will  brino  their  shoes  into 
the  store  on  their  way  to  business  in  the  morning  and 
take  delivery  on  their  way  home  in  the  evening.  Mr. 
•Shapiro  attributes   this  portion  of  his  trade  to  the 


efficiency  of  the  work.  "Give  a  customer  efficient  ser- 
vice." he  said,  "and  he  will,  as  a  rtile,  stick  to  you." 

Although  the  price  of  leather  and  shoe  findings  has 
advanced,  competition  has  not  allowed  shoe  repairers 
to  charge  customers  more.  Mr.  Shapiro  pointed  out 
that  many  proprietors  of  repairing  stores  do  not  figure 
their  outlay  and  profit ;  they  know  that  leathers,  etc., 
are  costing  them  more,  btit  they  have  no  idea  of  the 
relation  of  their  expenditure  to  their  profits,  and  are 
thus  content  to  keep  their  prices  at  the  old  level. 
Other  storekeepers  charge  according  to  the  varying 
cost  of  goods ;  shoe  repairers,  however,  have  estab- 
lished a  more  or  less  fixed  scale,  and  apparently  are 
not  prepared  to  vary  it,  although  their  outlay  for 
materials  has  largelv  increased. 

Mr.  .Shapiro  keeps  a  considerable  stock  of  findings, 
which  is  displayed  in  the  window.  Diu-ing  the  winter 
the  shoe  repairing  business  is  natiu-ally  not  so  brisk 
as  in  the  summer,  but  this  is  offset  to  some  extent  by 
the  repairs  of  rubbers  and  the  sharpening  of  skates. 


Removed — But  Still 
On  the  Level 

We  have  made  so  much  since  we  started 
repairing;  shoes  and  have  made  so  many  tired 
"soles"  happy  that  we  have  been  able  to  tell 
our  former  landlord, 

Good-bye,  Good  Luck,  and  God  Bless  You 
and  Good  Night, 

and  now  we  are  at 

21  BLEURY  STREET 

(Just  above  Craig  Street.) 

Central  Shoe  Hospital 

Formerly  140  St.  Peter  Street.    Main  3224. 

P.S.— Free  Ambulance  Service  to  our  Customers  with  Broken 
Boots  on  the  Road. 
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Travelling  Rack  for  Sorting  Work 

We  reprodiu-c  licrcwith  a  traveling;  rack  tor  tlie 
shoe  repair  department  taken  from  Modern  Shoe  Re- 
pairing. Any  carpenter  or  shoe  repairer  who  is  handy 
with  tools  conld  build  this  travclins.::  rack  without  any 
trouble.  U  has  boards  nailed  at  re^jular  ititcrvals. 
Each  board  has  pe.^s  a  sufficient  distance  apart,  {(> 
catch  and  hold  a  shoe.  Thus  after  work  is  finished  the 
shoes  can  be  hunji^  on  tlie  pej^s,  and  so  kept  neatly  in 
pairs,  and  where  they  can  be  quickly  identified  and 
wrapped.  A  rack  can  be  used  similarly  for  jobs  as 
they  are  brought  in,  thus  savinf^  trouble  and  confu- 
sion. No  shoe  can  possilily  t^et  lost  or  separated  from 
its  mate  if  kept  in  this  way.      Tiie    lower  frame  is 


provided  with  casters,  so  that  the  rack  may  be  moved 
from  place  to  i)lace  easily.  At  each  end  are  leather, 
wooden,  or  metal  handles,  by  wliicli  it  can  l)c  pulled  or 
pushed. 

Every  busy  re|)air  man  could  use  (jue  or  more  of 
these  racks.  The  exjjense  of  the  wood  and  making  is 
very  small,  and  the  convenience  of  having  shoes  right 
at  hand  is  so  great  that  it  more  than  pays  for  itself  in 
the  time  and  work  it  saves.  Show  this  design  to  your 
carpenter  if  you  have  no  time  to  make  the  rack  your- 
self, or  if  you  have  a  boy  studying  manual  training  he 
will  find  it  an  easy  task. 


Holds  Out  for  Increased  Prices 

"What  is  to  be  the  limit  in  the  price  of  shoes?" 
queried  a  Montreal  retailer  in  a  moderate  way  of  trade. 
"With  the  ever-changing  fashions  and  the  enormous 
rise  in  the  price  of  goods,  some  of  us  hardly  know 
where  we  stand.  Business  is  more  difficult  than  it 
ever  was  in  my  experience,  and  I  now  find  it  essential 
to  keep  a  larger  variety  of  lines  in  order  to  compete 
with  the  departmental  stores.  This  means  an  extended 
capital,  and  also  the  added  chance  of  getting  stock 
which  depreciates,  especially  in  view  of  the  changes  in 
women's  goods.  I  have  just  come  back  from  select- 
ing goods  at  a  large  factory,  and  although  T  had  ex- 
pected some  advance  in  values,  T  was  not  prepared  for 
the  extensive  rise  on  practically  all  lines.  I  keep  little 
but  staple  shoes,  my  trade  being  of  a  family  character, 
and  some  of  my  customers  have  been  kicking  strenu- 
ously at  what  they  consider  an  unfair  advance.  I 
have  to  explain  that  shoes,  like  other  commodities. 


are  rising  in  value ;  that  I  have  to  pay  higher  prices, 
owing  to  the  manufacturers  charging  me  more  on 
account  of  the  phenomenal  advance  in  leather  and 
findings  and  also  the  higher  cost  of  labor.  Some  of 
the  customers  are  very  reasonable  f)ver  it,  but  others 
think  [  am  trying  to  hold  them  u]).  The  latter  are  ap- 
parently unwilling  to  believe  that  there  are  substantial 
reasons  for  the  increase,  and  having  been  accustomed 
to  pay  a  certain  price  are  sur{)rised  I  should  ask  for 
more.  But  I  stick  to  my  ground,  and  if  they  will  not 
pay  what  is  a  reasonable  price,  they  must  try  else- 
where." 


An  Experience  with  Fibre  Rubber  Soles 

AMIOEMAN  recently  had  presented  i<.  him  by 
a  fibre  rubber  sole  manufacturer  a  pair  of 
soles  and  rubber  heels  with  the  request  that 
he  have  a  pair  of  shoes  equipped  with  them 
for  trial-  Not  being  a  repairman  himself,  he  took  the 
)( il)  to  the  best  shop  in  the  town  where  he  lived.  When 
he  received  the  completed  shoes  he  had  a  little  discus- 
sion with  the  repairman  in  which  he  (the  repairman) 
observed  that  it  would  be  ridiculous  to  suppose  that 
fil)re  rubber  soles  could  ever  take  the  place  of  leather 
for  the  same  purpose.  In  the  heel,  for  instance,  he 
claimed  that  there  was  not  sufficient  body  in  a  fibre 
sole,  if  it  extended  right  through,  to  support  a  heel 
properly.  In  this  job,  although  the  fibre  soles  were 
of  full  length,  sole  and  heel,  they  were  were  skived 
ofif  about  a  quarter  of  an  inch  beyond  the  heal  seat  and 
the  original  leather  heel  left  in  place.  This  repair- 
man's regular  charge  for  the  job  is  $2.50,  but  an  al- 
lowance of  $1.00  was  made  for  the  soles  and  heels 
which  the  shoeman  had  given  to  him.  The  same  shop 
charges  $2.00  for  a  leather  sole  and  rubber  heel  job. 
When  asked  the  reason,  he  stated  that  it  was  so  hard 
a  job  attaching  fibre  soles  that  an  additional  charge 
was  necessary. 

.\s  this  experience  did  not  coincide  with  the  manu- 
facturer's representations,  this  shoeman  wrote  ex- 
plaining the  situation,  and  asked  for  their  opinion. 
The  following  is  their  reply: — 

"We  note  with  interest  what  your  repairman  had 
to  say  upon  the  general  subject  of  composition  soles 
and  heels. 

"So  far  as  heels  are  concerned,  he  states  that  there 
is  not  sufficient  body  in  the  substance  to  be  practical. 
We  do  not  believe  he  knows  what  he  is  talking  about. 
It  is  generally  well  known  by  this  time,  that  a  fair 
grade  of  rubber  or  composition  heel  will  easily  out- 
wear leather  two  to  one.  This  is  not  merely  a  claim, 
but  it  is  a  fact,  which  any  one  can  readily  prove  to 
his  own  satisfaction  bv  actual  comparative  service 
te.st. 

"From  your  description,  we  imagine  that  you  have 
gotten  a  very  poor  job  of  attaching  of  the  soles  to 
your  shoes.  It  is  doubtful  if  it  is  either  substantial  or 
satisfactory  to  you  in  appearance-  \\'hat  the  man 
should  have  done  was  remove  both  sole  and  heel,  then 
attach  a  complete  fibre  sole,  covering  the  entire  length 
of  shoe,  afterwards  putting  on  either  a  new  rubber 
heel  or  leather  heel  on  top  of  it.  This  would  have 
given  you  a  job  with  which  you  would  have  been  de- 
lighted both  as  to  appearance  and  wear. 

"^'our  repairman  is  evidently  a  bit  conservative,  to 
the  point  of  being  prejudiced  against  these  new  ideas 
in  shoe  bottoming,  and  his  state  of  mind  and  lack  of 
experience,  we  beHeve,  accounts  largely  for  his  state- 
ments to  you  and  the  higher  price  you  mention.  He 
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will  fall  in  line  sooner  or  later,  properly  equipping 
himself  for  work  with  fibre  soles,  and  will  be  telling 
a  different  story. 


New  Spring  Styles 

Although  it  is  too  early  to  state  anything  definite 
as  to  the  new  spring  styles,  Montreal  and  Maisonneuve 
manufacturers  are  of  opinion  that  there  will  be  a 
stronger  demand  next  year  for  white  shoes  in  women's. 
Some  of  them  are  also  looking  forward  to  a  diminu- 
tion in  the  number  of  colored  shoes,  and  a  return  to 
more  cloth  tops.  It  seems  certain  that  the  fashion  in 
high  cuts  will  continue,  although  as  longer  skirts  are 
likely  to  be  worn,  the  boots  will  probably  not  be  cut 
as  high.  Generally  speaking-,  no  very  radical  changes 
are  expected,  while  much  will  depend  upon  the  quan- 
tities of  the  various  leathers  available. 

Some  advance  fashions  from  New  York  and  Bos- 
ton show  a  certain  number  of  freak  combinations  in 
men's,  but  it  is  questionable  whether  they  will  find 
general  favor  in  Canada.  Plain  effects  in  men's  are 
just  now  very  popular,  and  it  is  probable  that  these  will 
continue  to  be  worn. 


When  You've  Got  the  Goods 

You  may  know  the  pinch  of  famine. 

You  may  know  the  clutch  of  debt ; 
There  may  be  but  little  lamb  in 

Any  fricassee  you  get. 
All  the  dubs  may  try  to  flop  you. 

Any  trick  to  lay  you  low ; 
But  they  cannot  really  stop  you 

If  you've  got  the  goods  to  show. 

They  may  knock  you  down  and  trample 

On  the  wares  you  have  to  sell ; 
They  may  hand  you  out  a  sample 

Of  a  little  bit  of  h— ; 
They  may  turn  on  you  and  thunder : 

"Back,  you  lobster,  to  the  woods," 
But  they  cannot  keep  you  under 

If  you've  really  got  the  goods. 

True,  it's  hard  for  you  to  suffer 

What  you  know  you  don't  deserve, 
But  it  rather  makes  you  tougher 

And  it  stiffens  up  your  nerve. 
Let  "em  slam  and  damn  and  flout  you— 

Bear  it  all  as  best  you  can ; 
But  the  world  can't  do  without  you 

If  you've  got  the  goods.  Old  Man. 


lif- 

A  Fable 

In  order  to  stimulate  his  trade,  the  village  black- 
smith hung  out  a  sign  that  read :  "Whatever  it  is,  I  can 
Repair  it."  On  the  morning  of  April  Fools'  Day,  the 
town  wag  elbowed  his  way  through  the  usual  crowd 
that  was  collected  'round  the  door,  and  handed  the 
smithy  the  parts  of  a  broken  lamp  chimney. 

"I'd  like  you  to  put  this  together  for  me  as  soon 
as  you  can,  John,"  he  said,  winking  toward  the  crowd. 

The  smith  took  the  ragged  bits  of  glass,  examining 
them  carefully  while  the  idlers  looked  on  with  con- 
siderable amusement.  He  then  went  into  the  room 
in  the  rear  of  his  shop.    Stepping  across  the  alley  to 


the  grocery  store,  which  was  out  of  sight  of  the  crowd, 
he  bought  a  ten-cent  lamp  chimney  exactly  like  the 
broken  one.  Returning  by  the  way  he  went  he  put 
the  whole  chimney  in  the  astonished  wag's  hands  with 
the  dry  remark : 

"That's  a  difficult  job  ;  I'll  have  to  charge  you  a 
dollar  for  it." 

It  costs  money  to  be  a  fool. 


New  Polish  Display  Case 

Charles  Tilley  &  Son,  Toronto,  are  supplying  with 
every  order  for  two  gross — approximately  $20  worth — 
of  Regent  Shoe  Dressings,  the  shoe  polish  display 
case  illustrated  herewith.  This  unique  cabinet  is  sub- 
stantially made  in  polished  oak,  golden  finish  and  fitted 
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with  glass  door  and  two  drawers  with  top  shelf  con- 
cealed by  permanently  attached  dummy  tins.  Its 
convenience,  attractive  design  and  quality  of  work- 
manship make  it  an  ornament  to  any  store. 


New  Footwear  Book 

Introduction  Into  the  Theory  and  Practice  of  Boot 
and  Shoe  Manufacture,  by  Frank  Plucknett,  assistant 
master,  Cordwainers'  Technical  College,  London,  Eng- 
land. This  book  has  been  written  with  the  idea  that 
it  may  prove  useful,  not  only  to  students  in  technical 
schools,  for  whom  it  is  primarily  intended,  but  also  to 
the  large  circle  of  those  who  are  interested  in  the  rapid 
modern  developments  of  the  industry  and  who  have 
not  the  advantages  of  technical  instruction.  An  at- 
tempt have  been  made  to  provide  the  technical  student 
with  a  clear  conception  of  the  fundamental  ideas 
underlying  the  processes  of  the  trade  ,a  firm  grasp  of 
which  will  better  fit  him  to  grapple  with  the  problems 
which  are  inevitable  in  a  progressive  industrj^  Long- 
mans, Green  &  Co.,  New  York,  are  the  publishers;  the 
price  is  $2.00  net,  and  size  about  6x9  inches. 
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Lack  of  Accounting  System  Weakness  of  Retailers 

 By  W.  H.  Hammell  *-  


Liquid  Asset 

VVc  liiul  anioni^  h\>  a>>cts  tlirec  items  which  max 
I)e  considered  as  Hquid.  viz.:  Cash,  $2rX);  accounts  re- 
ceivable, $5,200.  and  bills  receivable,  $3,500,  makinj^  a 
total  of  $8,900.  It  will,  of  course,  take  some  time  to 
liquidate  the  latter  two  items.  Flis  stock  we  can 
scarcely  consider  as  li(|uicl.  a'^  he  must  keep  his  stock 
up  to  ai)proximately  its  present  value  if  he  is  to  con- 
tinue in  business-  Amoncj^  his  lia})ilities  we  find  a 
total  of  $6.5.50.  which  mav  be  classified  as  current,  viz. : 
Accounts  payable  $6,000,  bank  overdrafts  $300  and 
overdue  interest  $250,  while  he  has  obligations  which 
will  mature  in  the  near  future  amounting  to  $3,950, 
viz. :  bills  payable  $3,500  and  interest  accrued  $4.^0, 
inakinis:  his  total  liabilities  unsecured  $10,500,  a-> 
a.L';ainst  total  liquifl  assets  of  $8,000. 

Now  it  is  perfectly  apparent  that  this  man  must 
receive  help  from  some  source,  and  owino^  to  the  exist- 
in<,r  encumbrances  on  his  property  he  is  jjoing-  to  have 
to  pay  a  hi^h  rate  of  interest.  Tie  must  either  f>o  to 
his  wholesale  houses  and  arranj^e  to  be  carried  alon,!:^ 
at  a  hi.s;-h  rate  of  interest  or  go  to  the  bank  and  bor- 
row at  a  high  rate  of  interest,  and  he  probably  will 
have  to  do  both.  Now,  how  will  this  affect  his  pro- 
fits? It  means  that  out  of  his  profits  he  must  first  pay 
the  interest  on  the  extra  capital  he  has  been  obliged 
to  borrow  to  carry  on  his  business,  and  what  is  left 
he  will  have  for  himself.  How  is  a  man  in  this  posi- 
tion going  to  carry  on  business,  compete  with  his  more 
businesslike  neighbor,  or  the  mail  order  business,  and 
make  a  fair  return  on  his  investment?  He  cannot  do 
it  ;  yet  there  are  lots  of  merchants  in  Western  Canada 
who  are  in  a  similar  position,  and  instead  of  trving  to 
find  out  what  is  the  matter,  thev  spend  their  time 
abusing  their  competitors  at  home  and  abroad. 

The  moral  of  this  statement  is  that  vou  cannot  suc- 
cessfully and  profitably  conduct  a  business  unless  vou 
have  suflficient  liquid  capital  to  enable  you  to  meet 
your  obligations  promptly,  take  your  discounts  and 
lake  advantage  of  favorable  opportimities  for  pur- 
chasing. You  can  never  tell  just  what  your  obliga- 
tions are  going  to  be.  or  approximate  with  any  degree 


A MATT  I (jf  grave  concern  to  business  inter- 
ests throughout  the  entire  North  y\merican 
continent  is  the  alarming  and  rapidly  increaj^- 
ing  mortality  in  business,  and  more  than  75 
per  cent,  of  the  total  number  of  failures  occur  in  the 
retail  business.  The  weakness  is  due,  in  a  large  mea- 
sure, to  the  lack  of  an  accounting  system,  which  would 
give  the  retailer  an  accurate  statement  of  the  standing 
of  his  liusiness  at  any  time. 

r  am  going  to  show  you  here  a  chart  showing 
statements  of  assets  and  liabilities  which  will  illus- 
trate in  a  very  definite  and  forceful  wav  the  need  of, 
and  use  for  such  a  record  as  we  have  here-  Now,  this 
statement  shows  total  assets  of  $34,000,  and  total  lia- 
bilities of  $20,000,  leaving  a  net  surplus  of  $14,000, 
which  von  will  agree  should  be  an  ample  margin,  and 


The  percentage  of  mistakes  a  man  makes  be- 
cause he  could  not  do  any  better  is  small.  Care- 
lessness and  lack  of  attention  are  grit  in  the  bear- 
ings.   Better  clean  it  out. 


it  is  in  fact  an  ample  margin  on  which  to  cany  on  a 
successful  business,  but  let  us  look  at  this  statement 
closely,  for  this  man  is  in  trouble  inasmuch  as  he  can 
not  meet  his  liabilities.  He  is  virtually  bankrupt,  be- 
cause, in  the  strictest  sense  of  the  term,  a  man  is 
bankrupt  when  be  cannot  meet  his  lial)ilities  when 
they  fall  due. 

Some  Inside  History 
Now  I  am  going  to  give  you  a  little  history  of  this 
business.  Five  years  ago  this  man  was  a  prosperous 
farmer;  he  owned  a  farm  which  was  clear  of  encuni 
brance  and  which  the  loan  company  valued  at  $12,500. 
He  decided  that  he  was  tired  of  farming  and  would 
like  to  go  into  business.  He  arranged  with  a  loan 
company  for  a  loan  of  $6,500  on  his  farm,  which  he 
proposed  to  use  as  capital  for  his  business.  He  built 
a  store  which  cost  him  $5,000,  and  on  which  he  raised 
a  mortgage  of  $3,000.  He  carried  on  business  for  five 
years  without  a  proper  system  of  accounting.  By  the 
end  of  that  lime  he  was  having  great  difficulty  in 
meeting  his  obligations  when  they  fell  due,  and  he 
decided  to  employ  an  accountant  to  take  oil  a  state- 
ment of  his  business  which  would  show  him  exactly 
where  he  stood.  After  a  great  deal  of  difficulty,  due 
to  the  incompleteness  of  his  records,  the  accountant 
was  finally  able  to  give  him  a  statement,  which  was 
only  approximately  correct,  and  you  have  it  here.  Of 
course,  the  figures  are  fictitious  and  represent  even 
amounts  to  facilitate  our  demonstration,  but  the  state- 
ment is  both  typical  and  representative.  Let  us  ana- 
lyze this  statement.  In  the  first  place,  the  farm  in 
which  our  merchant  has  an  equity  of  $6,000,  is  in- 
cluded among  the  assets.  This  farm  is  a  separate 
business  entirelv,  and  should  not  be  included  in  the 
statement  at  all.  If  the  business  cannot  stand  on  its 
own  feet  it  (uight  not  to  continue;  the  man  is  simply 
jeopardizing  his  other  assets.  His  automobile  also 
ought  not  to  appear  in  the  statement,  as  it  is  no  more 
an  asset  oi  the  business  than  his  household  effects. 

*  Before  Manitoba  Retail  Mercliants  Association. 


It  is  cheaper  to  let  your  customer  remain  un- 
disturbed in  his  opinion  that  he  knows  more 
about  your  business  than  you  do.  It  will  cost 
your  time,  and  perhaps  his  friendship,  to  convince 
him  of  the  error  of  his  belief.  Besides — perhaps 
he  does. 


of  accuracv  how  much  money  you  will  have  to  meet 
them  without  a  proper  and  accurate  system  of  ac- 
counting. 


An  Experience  with  a  Moral 

A  retailer  bought  a  line  of  pum])s  for  $2.10  and 
marked  them  to  sell  at  $3-00.  Thev  didn't  sell  a  little 
bit  until  one  dav  he  put  a  few  pairs  in  the  window, 
just  to  complete  a  trim,  and  marked  them  $4.00.  He 
sold  every  pair  at  the  $4.00  figure.  If  a  style  appeals 
to  some  people  price  is  a  secondary  consideration.  As 
a  matter  of  fact,  low  price  may  be  the  deciding  factor 
against  an  otherwise  attractive  pair  of  shoes. 
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FOOTWEAR  FINDINGS 

Happenings  in  the  Shoe  and  Leather  Trade 


The  Lady  Belle  Shoe  Company,  Ltd.,  Berlin,  Ont.,  are 
very  busy  in  their  factory,  and  are  working  to  full  capacity. 
They  have  been  putting  in  new  lasts,  and  are  now  getting  out 
new  styles  for  their  spring  samples,  which  their  travelers 
will  show  to  the  trade  early  in  September. 

Thirty  pairs  of  socks  for  the  91st  Battalion,  St.  Thomas, 
()nt.,  were  recently  donated  by  the  Nursery  Shoe  Company, 
of  which  Major  A.  E.  Medcalf  is  president. 


Good  advertising  is  the 

lever  that  gives 

the 

"purchase"  that  raises  your 

business  out  of 

the 

rut. 

I.  Wein.garden,  shoe  retailer,  Windsor,  Ont.,  has  opened 
a  branch  in  that  city. 

The  Public  Benefit  Shoe  Company,  Limited,  of  Toronto, 
has  been  granted  a  charter.  The  capital  stock  is  $40,000,  and 
the  principal  officials  are  R.  C.  Milne,  VV.  A.  Draper,  A.  E. 
Prestridge,  C.  S.  Ereeman,  and  Frank  D.  Smart. 

H.  S.  Chapman,  a  shoe  retailer  in  Clinton  for  three  years, 
has  joined  the  316th  (Bantams)  Battalion. 

Getty  &  Scott,  shoe  manufacturers,  London,  Ont.,  in  a 
circular  sent  out  recently,  advised  their  customers  that  all 
orders  that  had  been  placed  with  their  travellers  for  fall 
stocking  would  have  to  be  reduced  one-third,  as  they  could 
not  be  filled  in  time. 

J.  O.  Boughner,  a  former  retailer  in  Simcoe.  ()nt.,  has 
again  entered  business  in  that  town. 

The  Grebb  Shoe  Company.  Limited,  Kitchener,  Ont.,  has 
been  incorporated  for  the  purpose  of  taking  over  the  plant 
and  good-will  of  the  Berlin  Shoe  Manufacturing  Company, 
Ltd.  Officials  are;  Charles  Greb,  president  of  the  Berlin 
.Shoe  Manufacturing  Company;  E.  Haedke.  vice-president, 
and  Erwin  C.  Greb,  secretary-treasurer. 

The  Canadian  .Shoe  h'indings  Novelty  Company,  3  Trin- 
ity Sciuare,  'J'cjronto,  are  marketing  a  new  cleaner  for  satins, 
suedes,  and  all  colors  of  kid  shoes,  silk,  felt,  or  cloth  tops; 
also  a  glycerine  paste  that  is  greaseless,  for  gunmetal  and 
smooth  dull  finish  leathers.  This  company  are  also  handling 
a  very  satisfactory  wax  polish.  Mr.  Lester  Levy,  manager  of 
this  firm,  has  recently  been  appointed  selling  representative 
for  Dr.  A.  Posner's  Scientific  Shoes  for  Children  and  Dr. 
['(jsner's'  Ankle  Brace  Shoe. 

Thomas  Melville  Wark,  manager  of  the  United  .Shoe 
Dealers'  store,  Port  Artlinr,  ()iit.,  was  married  recently  to 
Miss  Olive  Harriet. 


'ihe  salesman  who  is  nearest  perfect  is  the 
one  who  takes  as  much  interest  in  his  employer's 
business  as  though  it  were  actually  his  own. 


If  is  stated  that  the  flartl  Boot  and  .Shoe  Company,  of 
I' 1  i  ikricton,  N.B.,  will  open  a  men's  retail  store  in  Montreal 
about  .September  next. 

John  Harland,  of  the  Winnipeg  branch  of  the  Dominion 
i'Jui)l)er  System,  has  six  sons  in  overseas  service. 

.\.  A.  Locke,  sales  manager  of  the  Slater  Shoe  Company, 
Montreal,  and  brother  of  Ralph  Locke,  of  Dufresne  &  Locke, 


in  company  with  Walter  Bowden,  manager  of  James  Mc- 
Crudden,  of  the  Slater  Shoe  Store,  Notre  Dame  Street  West, 
Montreal,  has  been  doing  great  things  in  the  way  of  catching 
trout  near  the  city  of  Quebec.  Mr.  A.  A.  Locke  was  for- 
merly conspicuous  in  the  field  of  sport,  - and  his  prowess  in 
fishing  is  in  line  with  his  other  accomplishments  in  outdoor 
exercises. 

The  annual  consumption  of  shoe  buttons  on  the  North 
American  continent  per  year  is  said  to  be  $610,000. 

The  Strand  Shoe  Company,  Halifax,  N.S.,  have  regis- 
tered.   The  proprietors  are  P.  Petropolis  and  S.  Webber. 

Henri  Bergeron  has  joined  the  staff  of  Gagnon,  Lacha- 
pelle  &  Herbert,  Montreal.  Mr.  Bergeron  was  formerly  with 
Aird  &  Son,  Montreal,  and  Kieffer  Brothers,  Regd.,  shoe 
machinery  specialists,  Montreal. 

Charbonneau  and  Deguise,  shoe  manufacturers,  of  6;!6 
Craig  Street  East,  Montreal,  report  that  their  business  has 
lately  considerably  increased.  They  have  under  considera- 
tion the  enlargement  of  their  factory  or  building  a  new  fac- 
tory in  Maisonneuve. 

Halifax  shoe  retailers  report  good  business.  In  men's 
lines  $7.00  and  $7. ,50  shoes  are  becoming  the  standard  with 
many  customers,  the  average  being  slightly  higher  with 
women. 

A  retail  footwear  exhibit  will  be  held  at  Powers'  Hotel, 
Ivochester,  N.Y.,  by  the  Rochester  shoe  retailers  about  Sep- 
tember 12  next. 


The  man  who  isn't  in  business  for  his  health 
will,  probably,  not  have  good  health,  nor  much 
business. 


Richards  &  Sons,  shoe  retailers,  Winnipeg,  Man.,  have 
dissolved  partnership.  George  Richards  will  continue  the 
business  under  the  former  style. 

R.  VolhotTer,  dealer  in  shoes  and  harness,  Southey,  Sask., 
has  sold  out. 

D.  Rowan,  shoe  retailer,  1627  Dundas  Street,  Toronto, 
has  acquired  the  premises  next  store  and  installed  a  new 
front. 

A  new  shoe  manufacturing  industry  is  anticipated  for 
Winnipeg,  Man.,  according  to  a  statement  made  by  Louis 
Kon,  chief  of  the  Department  of  Immigration.  St.  Paul 
interests  are  said  to  be  negotiating. 

It  is  understood  that  J.  A.  Scott,  leather  merchant,  Que- 
bec, Que.,  will  go  to  the  front  as  major  in  a  battalion,  under 
the  command  of  Lieut. -Col.  Sir  William  Price. 

An  issue  of  $500,000  6  per  cent,  five-year  debentures  has 
been  disposed  of  by  Ames-Holden-McCready,  Ltd.,  Montreal. 
The  money  is  required  to  finance  heavy  purchases  of  leather, 
l)ijught,  it  was  stated,  at  comparatively  low  prices.  D.  Lome 
McGibbon,  the  president,  reports  that  business  is  exception- 
ally brisk. 

S.  C.  Parks,  shoe  retailer,  Toronto,  has  been  elected 
Grand  Master  of  the  Independent  Order  of  Odd  l^ellows  in 
Ontario. 

Waterbury  &  Rising,  St.  John,  N.B.,  have  secured  the 
services  of  Ronald  S.  Edwards,  a  graduate  of  the  Hlinois 
College  of  Chiropody. 

E.  P.  MuUarkey,  late  of  the  W.  A.  Marsh  Company,  Ltd., 
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Quebec,  has  been  appointed  superintendent  of  the  James 
Muir  Company,  Maisonneuve. 

Fairweathers,  Limited.  St.  Catherine  Street  West,  Mont- 
real, are  installing  a  shoe  department,  specializing  in  ladies' 
hiMh-class  footwear.  Miss  Little,  who  has  been  assistant 
buyer  with  John  Murphy"  &  Co.,  Montreal,  in  the  shoe  sec- 
tion, will  have  charge.  C.  L.  Owens,  of  Toronto,  is  super- 
vising the  buying.  Prices  on  stock  earned  will  range  from 
$(i.oo  to  $:i.5.00. 

C.  A.  Davies,  of  lilachford,  Davies  &  Co.,  Ltd.,  Toronto, 
has  been  on  a  business  visit  to  Montreal  and  Quebec. 

].  N.  Gibson,  city  traveller  for  lilachford-Davies,  To- 
ronto, is  back  in  harness,  after  an  illness  of  some  weeks. 

The  Indeiiendeiil  Rubber  Comiiaiiy,  Merritton,  Ont.,  are 
erecting  several  more  dwellings  in  that  town  for  their 
employees,  and  are  also  putting  up  a  large  lodging  house  for 
girl  employees. 

Frank  Boyden,  superintendent,  and  Eugene  Gibeau,  cost 
clerk,  of  the  Slater  Shoe  Company,  Ltd.,  have  returned  to 
Montreal,  after  spending  several  days  in  Boston  attending 
the  "shoe  fair"  and  visiting  several  of  the  larger  shoe  fac- 
tories. 

J.  A.  Johnston,  of  the  J.  A.  Johnston  Company,  whole- 
sale shoes,  Brockville,  has  just  returned  from  an  automobile 
trip  to  the  Boston  Shoe  and  Leather  hair. 

J.  W.  Strike  has  been  appointed  secretary-treasurer  of 
L.  H.  Packard  &  Co.,  Ltd.,  Montreal,  in  succession  to  F.  VV. 
VVadsworth,  who  recently  died,  after  a  long  illness,  aged  70. 
Mr.  Wadsworth  was  connected  with  the  firm  for  thirty 
years.  His  son  Gordon  is  the  Western  representative  (-f  L. 
\l.  Packard  &  Co. 


The  easiest  jobs  are  often  the  hardest  jobs 
to  hold. 


The  Laprairie  Heel  and  Counter  Company,  Montreal  and 
Laprairie,  Que.,  have  registered. 

Mrs.  Eva  Haskell,  for  the  past  six  years  in  charge  of  the 
packing  department  for  the  Cook-F'itzgerald  Company,  Lon- 
don, Ont.,  has  concluded  her  serv.ces  with  that  concern  and 
has  accepted  a  position  in  a  similar  capacity  with  the  Getty- 
Scott  Company,  Gait,  Ont.  Mrs.  Haskell  has  had  excellent 
experience  in  the  shoe  i)usmess  and  is  very  capable. 


From  the  large  number  of  orders  placed  with  manufac- 
turers it  appears  as  if  spots  will  be  extensively  worn  during 
the  coming  fall  and  winter,  thus  continuing  a  fashion  which 
was  so  popular  during  the  last  season.  There  will  be  practi- 
cally no  change  in  styles.  Colored  spats  promise  to  be  again 
in  favor,  greys  and  fawns  predominating. 

The  shoe  repairmen  of  Vancouver,  B.C.,  have  formed  an 
association,  under  the  style  of  "The  Vancouver  Shoemakers' 
Association." 

A  collection  of  footwear  worn  by  soldiers  in  all  parts  of 
the  world  has  been  placed  on  exhibition  on  the  second  floor 
of  the  store  for  men  of  Marshall  I'ield  &  Co.,  Chicago.  Seven- 
teen nations  are  represented,  with  difTerent  kinds  of  army 
shoes  displayed.  The  Argentine  Republic  leads  the  world  in 
the  number  of  varieties.  Nine  types  are  worn  for  nine 
separate  occasions.  The  boots  worn  by  the  soldiers  of  Japan 
are  included  in  the  collection,  and  appear  very  crude  beside 
the  fancy  footwear  of  the  Austrian  army.  The  lightest  shoes 
are  worn  by  the  Mexicans,  weighing  only  one  pound  a  pair. 
It  is  said  the  collection  is  the  only  one  of  its  kind  in  the 
world. 

Corbeil,  Limited,  of  Montreal,  are  now  manufacturing 
women's,  misses',  children's,  and  infants'  McKays  in  mediiun 
grades.  Some  years  ago  the  firm  made  women's  lines,  but 
then  devoted  themselves  exclusively  to  men's  shoes.  The 
departure  of  so  many  men  for  the  front,  however,  has  natur- 
ally restricted  the  market  for  these  goods,  and  Corbeil.  Lim- 
ited, have  decided  to  re-enter  the  held  for  women's  and  chil- 
dren's shoes.  The  lirm  has  been  in  existence  for  forty-eight 
years,  and  Mr.  Corbeil,  the  founder,  still  takes  an  interest  in 

affairs.  ^    u  ^ 

Bertrand  &  Thibault,  shoe  manufacturers.  Quebec.  Que., 

have  registered. 


GENERAL  STORE  NEWS 

Ontario. 

VV.  Thivierge,   geiural   storekeeper,  Orleans,   Ont..  has 
sold  out  to  C,  Taillefer. 

Quebec. 

Chevalier  &  Marchessault.  general  storekeepers.  Drum- 
mondville  East,  Que.,  have  registered. 

New  Brunswick. 

Wiezel  &  Co.,  St.  John,  N.H.,  clothing,  boots  and  shoes, 
have  registered  partnership. 

Manitoba 

The  Ruthenian  Trading  Company,  Limited,  Ethelbert, 
Man,,  has  been  succeeded  by  A.  W.  Migas. 

Burgoyne  &  Co.,  Ltd.,  general  storekeepers,  Headingly, 
Man.,  have  been  incorporated. 

Saskatchewan. 

R.  Burns,  Lashburn,  Sask.,  has  purchased  the  general 
store  of  J.  A.  Chapman  &  Sons. 

H.  Rylance  has  succeeded  to  the  general  store  of  Ham- 
mond &  Co.,  Keystown,  Sask. 

B.  Wilence  &  Co.  have  purchased  the  .general  store  of 
the  Prussia  Supply  Company,  I'russia,  Sask. 

Longthorne  &  Cunningham  have  succeeded  to  the  gen- 
eral store  of  Nairn  &  Longthorne,  Ltd.,  F"orward,  Sask. 

John  Sluth,  general  storekeeper,  Cantour,  Sask.,  has 
been  succeeded  by  Sluth  &  McDiarmid. 

F'ryk  &  Larson.  Hitchcock,  Sask.,  have  taken  over  the 
business  of  the  Hitchcock  Mercantile  Store. 

C.  Mitchell,  general  storekeeper,  Sintaluta.  Sask..  has 
moved  to  Regina. 

WANTED 

SHOE  TRAVELLER,  to  handle  line  of  Women's  fine 
shoes,  exclusively.  Only  those  having  experience  and  ability 
to  command  large  business  need  apply.  Write  stating  quali- 
fications and  giving  references  to  Box  300,  Footwear  in 
Canada,  119  Board  of  Trade,  Montreal.  8-8 

WANTED — for  1st  September,  a  shoe  traveller  with 
connections  in  Nova  Scotia,  C.  B.,  New  Brunswick  and  P.E.I. 
No  use  to  apply  if  not  served  with  first  class  references  and 
connection.  Address  Box  430,  Footwear  in  Canada.  Toronto, 
Ont.  8-8 

For  Sale — Leather  and  Poindings  Store.  Established  93 
years,  in  busy  Jersey  manufacturing  city.  Located  in  heart 
of  the  town.  Has  big  retail  trade.  Good  business  reasons 
for  selling.  Address,  "Footwear,"  Room  1123,  Tribune  Build- 
ing New  York  City. 


2450  12450  12450 


WELLS  ^ 

VISIBLE 

"1ATE  MARKS 

FOR. 

iOES  AND  CARTON 


GVS  V.WELLS,  531  14th  St., Pes  Moines.  Iowa 
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BLANCa 

■^^^The  White  C:ieane|^^^H 


It  Keeps  White  Shoes  Whiter 


Your  customers  know  "BLANCO  *  as  well  as  you 
know  it.  They  know  that  it  does  its  work  as  well 
as  it  can  be  done.  So  they  continue  to  buy  it  year 
after  year. 

You  don't  need  to  spend  time  persuading  them  to  try 
"BLANCO" — they  ask  tor  it,  and  they  don't  like 
substitutes.  A  pleased  customer  is  always  an  asset, 
and  "  BLANCO  '•  never  fails  to  please. 

You  cannot  do  better  than  sell  the  pub'ic  "what  the 
public  wants*' — so  order  your  Stock  of  "BLANCO" 
to-day.    All  jobbers  have  it 

Manufactured  by— 


JOSEPH  PICKERING  &  SONS.  LTD..  SHEFFIELD.  ENGLAND. 
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Land  is  Curved  Needle  and  Awl 
Shoe  Soling 


I, 

o 

I 


3 

o 


o 


PRICE  AND  TERMS 
LANDIS  NO.  12  STITCHER 
Weight,  crated  -  About  750  lbs. 
Head  only,  crated— About  ,500  lbs. 

Price- Complete  with  Stand,  power  only,  S.SOO.OO,  F.  O.  B.  St.  Louis. 

Head  only,  $475.00,  K  O.  B.  St.  Louis. 
Terms— 15^  discount  for  cash. 

Time  Payments- $50.00  cash  and  $15.00  per  month. 
Deferred  payments  to  be  closed  by  notes  without  interest. 


PRICE  AND  TERMS 
LANDIS  NO.  10  STITCHER 
Weight,  crated— About  700  lbs. 
Head  only,  crated-About  ."iOOIbs. 

Price   Complete,  with  Stand,  foot-power  or  power,  $400.00,  F.  O.B. 
St.  Louis. 

Complete,  with  Stand,  combination  foot-power  and  power 
$410.00.  F.  O.  B.  St.  Louis.  ^ 
Head  only- $375.00,  F.  O.  B.  St.  Louis. 
Terms— 15:';  discount  for  cash. 

Time  Payments -$25.00  cash  and  $10.00  per  month. 
Deferred  Payments  to  be  closed  by  notes  without  interest. 


Model  22  Landis  Shoe  Repair  Outfit,  Left  Hand 
Manufactured  by  LANDIS  MACHINE  CO.,  St.  Louis,  Mo. 

Landis  Machine  Company 

St.  Louis,  Missouri,  U.  S.  A. 

WE  ALSO  MAKE  THE  LANDIS  HARNESS  MACHINES.   ASK  YOUR  HARNESS  MAKER  ABOUT  US. 
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This  Is  The 

Season 


ARROWSMITH 

FOOT  SPECIALTIES 


Your  customers  are  quite  willing  to  pay 
you  a  good  price  to  relieve  their  foot  irrita- 
tion this  hot  weather.  Are  you  reaping  the 
benefit  of  this  business,  or  is  it  passing  by 
your  store  to  your  progressive  competitor 
who  handles  the  Arrowsmith  line. 

Suggest  our  Foot  Powder  the  next  time  a 
customer  complains  of  blistering  or  burning 
from  perspiration  of  the  feet.  Or  get  them 
to  try  a  jar  of  Curo-Foot  Balm.  These 
compositions  are  prepared  specially  to  relieve 
all  forms  of  foot  irritation,  and  their  remedial 
qualities  are  recognized  by  medical  men  and 
foot  specialists  in  every  part  of  the  country. 

Write  for  catalogue  of  our 
complete  line  today. 

_  TRAPE 
MARK 


Canadian-Arrowsmith  Mfg.  Co. 

Limited 

Manufacturers  of  Foot  Specialties 
Niagara  Falls        -        -  Ontario 


PEERLESS 
MACHINES 


Universal  Skiver 

Acknowledged  by  the  shoe  manufacturers  every- 
where as  the  most  rehable  Skiver  made.  Gives 
greater  production  at  minimum  cost. 


Peerless  Folder 

No  matter  what  the  shape  of  the  upper  this  machine 
will  fold  the  edge  over  perfectly.  Turns  over  seams 
and  back  stays.  For  rapid  clean  work  this  machine 
is  Viithout  a  rival. 


Automatic  Perforator 

Spaces  evenly  on  any  curve  without  the  use  of  knee 
or  any  other  attachment.  30  to  50  per  cent,  more 
output  at  a  minimum  cost. 

The  Peerless  Machinery  Co. 

44  Binford  St.  BOSTON,  Mass. 
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ENGRAVEROF  FINE  STEELSTAMPS  &.DIES 
l25q,s-^>NES;^M0NTREALPHo/v.  675 

MY  STAMPS  ARE'UPTO  date"  IN  DESIGN 
8>  ADD  AN  ARTISTIC  FINISH  TO  VOUR  SHOES 
•  WHICHWILL  INCREASE  YOUR  SALES 


T 


137  WcGill  Street 
MONTREAL 


Upper  Leathers 

Patent,  Dongola,  Box  Sides,  Gun  Metal, 
Tongue  and  Wax  Splits,  both  Plain 
and  Ooze  in  Black  and  Tan 

Shoe  Cottons  of  all  kinds 
Shoe  Cements 
Top  Facing 
Box  Toe  Goods 
Buckrams 

SHOE  FELTS 

All  "Made  in  Canada" 

INQUIRIES  SOLICITED 


BOX  TOES  THAT 
COME  ALIKE 


INDEPENDENT  BOX  TOE  CO., '"^chru.opheCoio™^^ 


Fortuna  Skiving  Machine 


For  Manufacturers  who  Skive  Leather,  Felt, 
Cork,  Rubber  or  Paper 

Used  extensively  by  Manufacturers  of 
Shoes,  Box  Toes,  Trimmings.  Insoles,  Ankle 
Supporters.  Weltino.  Arch  Supporters 

Sole  Agents  for  Canada 

Fortune   Machine  Co. 


127  Duane  Street 


NEW  YORK 
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Standard  Straight  Needle  and 
Awl  Shoe  Stitcher. 


The 

Best 
Mechanical 
Principles 


CHAMPION 

Shoe  Repair  Machinery 


If  you  have  not  as  yet  equipped  yourself  with 
Shoe  Repair  Machinery,  if  you  intend  to  do  so, 
here  are  some  facts. 

CHAMPION  Line  of  Shoe  Repair  Machinery  is 
the  Largest  and  Most  Complete  in  the  Market. — 
Over  15,000  in  use,  Consisting  of  Shoe  Stitchers, 
Combination  Harness  and  Shoe  Stitchers,  Repair 
Outfits  and  Nailing  Machines. 


Champion  Repair  Outfit. 


Combination  Harness  and 
Shoe  Stitcher. 


Write  us  for  Catalog,  Price  and  Terms 


Ideal  Curved  Needle  and  Awl 
Shoe  stitcher. 


Working 

Efficiency 

Ease  of 

Operating 


Distinguish  CHAMPION 

Ma- 

chines  over  all  others  in  in 

the 

market. 

CHAMPION  Machines 

are 

sold  Outright  for  Cash  or 

on 

Time  Payments. 

Clincher  Fastener  or 
String  Nailer. 


Champion   Shoe   Machinery  Company 


CHAMPION  SHOE  MACHINERY  CO. 

ST.  LOUIS.  MO. 

Give  particulars  on  


Name. . . 
Address. 


3723-3741  Forest  Park  Boulevard 

St.  Louis      -      -  Missouri 

BRANCH  OFFICES: 

Boston,  Mass.— 65  High  Street 
San  Francisco,  Cal. — 65  McAllister  Street 
New  York,  N.  Y.— 209  Centre  Street 
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New  Castle 
Kid 


New  Castle  Kid  is  the  superior  shoe 
leather.  We  can  ship  immediately  glazed 
or  matt,  black  or  colors.  Noted  for  uni- 
form substance,  fine  grain,  great  strength 
and  superior  cutting  qualities. 

WRITE  FOR  SAMPLE  AND  PRICES. 

New  Castle  Leather  Co. 

NEW  YORK 

Canadian  Branch: — 335  Craig  St.  W.,  Montreal 
Factory:  -Wilmington,  Del.,  U.S.A. 


Middle  and  Western  Canada 
Demands  the  Best 
in  Footwear 


To  siircossfully  introduce  your  lines  and  maintain 
a    satisfactory    business    you    must    interest  the 

General  Merchants  in  the  Prairie  Prov- 
inces and  British  Columbia. 

The  General  Merchants  arc  Departmental  Stores — in  miniature — 
found  in  every  hamlet,  village,  town,  and  city  in  the  Great  Western 
Provinces  of  Canada.  Every  fjcneral  Merchant  sells  boots  and  shoes 
— there  are  no  exceptions.  No  exclusive  shoe  paper  can  interest  this 
trade,  because  the  (leneral  Mcrrhatit  is  not  an  exclusive  shoe  dealer. 


Uvcr  o^i  years  in  its  field 

CANADA'S    GREATEST   TRADE  PAPER." 

Issued  twice  a  month  at  WINNIPEG,  Canada. 


Is  the  ONLY  PAPER  reaching  the  General 
Merchants  iri  all  points.  Port  Arthur  and  West 
to  the  Pacific  Ocean. 

Get  a  sample  and  advertising  rates,  of  "That 
Western  Paper  that  brings  results." — "THE 
COMMERCIAL." 

Branches  at 

Vancouver,  Toronto,  Montreal,  Cliicago,  New  York,  London,  Eng 


IN  OTHER  words,  it  is 
making  money  for  you 
or  is  it  costing  you 
money  "just  to  keep  it  look- 
ing right?" 

A  correctly  desigued  front  of 
the  proper  materials  will  keep 
your  goods  moving  off  the  shelf 
into  your  customers'  homes — 
and  not  cost  you  anything  for 
upkeep.  Install 

Kawneer* 

*  ^  Stor£  fromS  * 

Over  50,000  satisfied  users 
testify  to  their  ability  to  turn 
the  passer-by  into  a  purchaser, 
and  to  the  fact  that  there  is  no 
maintenance  cost  whatever. 

Write  on  your  own  letterhead  for  "Boosting  Business  Booklet."  It  shows  photographs  of  many 
Kawneer  Store  Fronts  and  relates  the  experience,  in  their  own  words,  of  merchants  all  over  the 
country  who  have  used  them  to  turn  their  front  from  a  cause  of  continual  expense  to  a  source  of 
increasing  business.    It  will  help  you  to  help  yourself. 

KAWNEER  MANUFACTURING  CO.,  LIMITED. 

GUELPH,  ONTARIO. 

MADE     J  N     C  A  N  A  D  A 


On  which  side  of  the  ledger 
does  your  store  stand  ? 

'^s  it  an  cAsset  or  a  jCiabititg  ? 
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W  &  H  Heel  Breaster 


Adapted  to  all  kinds 
of  work  from  the 
largest  Boot  to  the 
smallest  child's  shoe 
fitted  to  breast  with 
the  last  in  or  out. 

iiliiilllllll 


KIEFFER  BROS.,  REGD, 

ESTABLISHED  1869 

96  Prince  St.,  Montreal,  Que. 


Guay  Counters 


All  l^eatlKT  Fair  Stitchingr. 


Outwear  the  Shoe 

That's  our  claim  for  Guay  All- 
Leather  Counters.  We  will 
pay  cash  for  every  pair  of  shoes  in 
which  our  counters  are  used,  and 
which  they  fail  to  outwear. 

ALL-LEATHER  INSOLING 

a  large  stock  of  all  kinds  always 
on  hand. 

Prices  and  Samples  on  Application 

230  St.  Margurite  Street 
MONTREAL 


EUGENE  GUAY, 


We  also  make  Union,  Standard  and  I-eaflier  Board  Counters 


Montreal  Box  Toes 

have  substance 

They  outlast 
the  shoe 


Few  box  toes  will  outlast  the  shoes  that  stand  the  hardest 
wear,  yet  Montreal  Box  Toes  do  it.    When  you 
want  toes  that  wear  write  us.    We  make 
them  for  Goodyear  and  combination 
work.    Also  Men's,  Boys' 
and  Women's  heels 
in  all  grades. 

The  Montreal  Box  Toe  &  Hee!  Co. 

321  Aird  Ave.,  Montreal 


We  Can  Save  Money  for  You  on  Your 
Shipping  &  Packing 

H  &  D  Solid  Fibre  Board  Boxes 


1.  -  They  yjrotect  your  shipment 

against  loss  from  dampness 
and  water. 

2.  — They    are    extremely  light, 

which  means  low  freight 
charges. 

3.  — They     cannot     be  opened 

without  breaking  the  seal. 


4.  — They  save  time  in  packing. 
.5. — They  save  storage  space. 

(). — They  have  strong  adver- 
tising value. 

7. — They  can  be  made  to  your 
specifications. 

5.  — Their    first    cost    is  lower 

than  wood. 

Our  booklet  "How  to  Pack 
It"  explains  all — write  for 
it. 


The  Hinde  &  Dauch  Paper  Co. 

of  Canada,  Limited 
TORONTO  ONTARIO 
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.WORKERS  UNION^ 


UNIONXnSTAMP 


Factory 


The  Value  of  the 
Union  Stamp 


.WORKERS  UNION, 


UNIOr^STAMP 


factory 


Retailers  who  carry  Union  Stamp  shoes  are  catering 
to  the  trade  of  all  the  people,  including  partici  larly 
the  more  than  two  million  Members  of  the  American 
Federation  of  Labor. 

Retailers  who  sell  Union  Stamp  shoes  are  sure  of  unin- 
terrupted deliveries  from  the  factories  which  are  pro- 
tected by  our  arbitration  agreement. 

Retailers  share  in  the  profits  of  the  national  advertis- 
ing of  the  Union  Stamp  through  the  leading  labor 
journals  of  this  country. 

Retailers  who  handle  Union  Stamp  shoes  know  that 
this  stamp  is  endorsed  by  the  American  Federation  of 
Labor  with  a  buying  power  of  over  ten  million  people. 

There  is  no  great  cost  to  you  by  stocking  Union  Stamp 
shoes. 

Why  not  profit  by  the  big  selling  advantages  offered 
you  in  Union  Stamp  footwear? 


Boot  and  Shoe  Workers*  Union 


Affiliated  with  the  American  Federation  of  Labor 


WORKERS  UNION/ 


UNlONyiSTAMP 

Factory 


Bost 


246  Summer  Street 
on  Massachusetts 

JOHN  F.  TOBIN 

General  President 

CHAS.  L.  BAINE 

Gen.  Sec.  Treasurer 


^WORKERS  UNION. 


UNION^STAMP 

Factory 
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We  Can 
Supply  Anything 
From  a  Tack 
To  a  Full  Factory 
Equipment 


If  there  is  anything 
you  want,  write  us 


United  Shoe  Machinery  Company  of  Canada^  Limited 

MONTREAL,  QUE. 
Toronto  Quebec 


FOOTWEAR    TN  CANADA 


Anpust.  1016 


quality  shoe  laces 
for   every  requirement 

In  bulk  for  the  factory  trade. 

Single  paired  for  the  fine  job- 
bing trade. 

Finished  with  Nufashond 
Fabric  Tips  (patent  applied  for). 
Part  of  the  braid  itself.  Rustless, 
waterproof,  won't  pull  off. 

Samples  and  prices  upon  request. 

Narrow  Fabric  Company 

ReadinK  Pa. 


NON  RIP  SANDAL 


TheH  umberstone  embod- 
ies the  latest  ideas  in  a 
non-rip  sandal.  It  is  built 
on  the  latest  lasts  and  is 
strictly  "  Made  in  Can- 
ada 

WRITE  FOR  SAMPLES. 


Humberstone  Shoe  Co. 

HUMBERSTONE,  ONT. 


Aird  Shoes  for  Fall 


Several  new  ideas  capably  expressed,  and  backed  up 
with  the  workmanship  and  materials  that  have  made 
Aird  shoes  so  popular  with  the  great  buying  public. 

McKays  and  Turns  for  men,  boys,  youths  and 
women. 


JOBBERS!    WRITE  OR  CALL 


AIRD  &  SON, 


MONTREAL 


Store  Management 

An  illustrated  book  of  212 
pages,  by  Frank  Harrington 

Price  50  cents. 
Footwear  in  Canada  TORONTO 


We  want  to  BUY  for  CASK  all 
the  PIECED  HEEl  STOCK  ym 

BRoeKTON  Heel 

O&MPANY 

BROCKTON,  MASS. 
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Has  Anybody  Jumped 
Your  Claim? 

If  the  repair  requirements  of  your  customers  are 
not  already  taken  care  of  in  an  entirely  satisfactory 
manner  [and  by  that  we  mean  by  somebody  equipped 
as  we  can  equip  them],  it  will  pay  you  well  to  write  us 
now  for  a  catalog  and  full  information  regarding  the 
advantageous  terms  on  which  we  place  our  machmes 
with  shoe  retailers.  We  would  also  be  glad  to  supply 
any  specific  information  you  may  require  about  this 
wonderful  and  growing  part  of  the  shoe  retailer's 
business. 

We  are  pioneers  in  this  business.  Our  machines 
have  earned  a  high  reputation  for  excellence  in  con- 
struction and  durability.  They  are  in  use  by  the 
most  successful  shoe  retailers  and  shoe  repairers  and 
with  them  we  supply  a  service  that  is  only  paralleled 
by  that  which  has  built  up  the  great  shoe  industry 
of  the  country.  Your  request  for  information  will 
place  you  under  no  obligation  to  us.  We  are  glad 
to  supply  it. 

United  Shoe  Machinery  Co.  of  Canada 

Montreal,  Que.  Limited 

122  Adelaide  Street  W.,  TORONTO  492  St.  Valier  Street,  QUEBEC 

179  King  Street  West,  BERLIN 
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ALPHABETICAL  LIST  OF  ADVERTISERS 


  50      1 1  iiinlx  Tstnnc  Shoe  ( Omjiany   50      I'aiithcr  Knhljcr  (  'ompan; 

-McCiiady    '.»      Iliiulr  iS;  Daiuli  raucr  i'i>   17      ratkcr,  Jrwin,  Liinilcd  , 


Aird  .S:  Son  . 
A  nil's- 1  I  c  iliU  n 

Annstr.in.n.  W.  I)   II 

I'xiot  and  Shoe  Workers'  L'nion  ....  is 

Ho.stoii   Blacking  Company    2a 

Breitliaupt  Leather  Company   y2 

Brockton  Heel  Company   50 

•Canada  Trunk  &  Bag  Co  

Canadian  Arrowsniilh  Mfg.  Co.  . .  .  41) 
Canadian  Consolidated  Kuhher  Co.  1-1 H 

Canadian  Footwear  Limited    5() 

(  hanipion  Shoe  Machinery  Co   45 

Commercial    4f) 

Cote.  J.  A,  &  M   (i 

Doyle.  Thos.  C.  (  Regd.)    2\> 

Dufresne  &  (ialipeau   14 

Dunlop  Tire  •&  Kul)l)er  Goods  Co.  .  . 

Dupont  &  Frcre   21) 

F'nrtuna   Machine  Company    44 

Gagnnn,  Lachaiielle  &  Heherl  ...  .  5:5 
Guav 


I  ndeixndent  l><i.\  Toe  (Oinpany  ...  14 
Independent    l^nliher  Company  .... 

Kavvneer  Mfg.  (  nmpan>-    Mi 

KiefTer  Bros   47 

Landis  Machine  (.'ompany    42 

Landers  Bros   44 

McLaren  &  Dallas   10 

McMartin.  E.  W   53 

Mnir  Company.  Jas   K! 

Murray  Shoe  Company   15 

Montreal  Bo.x  Toe  Company   47 

Narrow  F"abric  Company   5(> 

Newhegin  Company.  L.  R   5.'! 

New  Castle  Leather  Company    ....  46 

Nugget  Polish  Co   16 


(  over 

.  .  5  t 

Peerless  Machinery  Company   4.> 

i'ickering  Company,  Jas.   41 

Ralston.  Roht   51 

Regal  Shoe  Company   1 

Rice  &  Hutchins   7 

Roi)inson.  Jas   1-5 

.Sicilian  Shoe  Company   

Slater,  C.  E   II 

Slater  Shoe  Company   

Tei)l)Utt  Shoe  &  Leather  Co   8 

Tetrault  Shoe  C^ompany    12 

United  Shoe  Machinery  Co.,  Ltd.  4!)-5l-55 
United  States  Hotel,  Boston  

\  alley  City  Seating  Co  

\'ermilyea  Mfg.  Co   5.1 

W  ells,  Gus  \'   40 

White  Shoe  Company   17 


Eugene 


47     ndell,  L.  S   44     W  uliams  Shoe  Company 


SOLE  LEATHER 


—  HEMLOCK 


TRADL  MARK 


OAK 


OAK 


UNION  OAK 


These  Five  Lines  Reliable  Vat  Tanned  Stock  Made  at  Our  Three  Tanneries 
BERLIN  PENETANG  HASTINGS 

Agencies:    MONTREAL.      QUKBEC.      TORONTO,      ST.  HYACIXTHi: 


The  Breithaupt  Leather  Co.,  Limited 


Berlin,  Canada 
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SHOE  GOODS 

FOR  MANUFACTURERS 

Our  ample  stock  at  Montreal  ensures  you 

Prompt  Service 

Two  generations  in  the  shoe  trade  ensures  you 

Intelligent  Service 

Know  the  NEWBEGIN  salesman.  . 
He's  a  good  man  to  know. 

The 

L.  R.  Newbegin  Co. 

11  St.  Sacrament  St.,  Montreal 

"Mai kern"  machine  supplies.  American  Stay  Co.  goods. 

"Puritan"  macliine  supplies.  Excelsior  needles. 


White  Shoes  for  Women 

Misses,  Children,  Infants 
JOBBERS 

all  over  the  Dominion  will  find  an  interesting  line  in  our  product. 
Special  Machinery  and  enlarged  space  enables  us  to  give  you  a  ser- 
vice of  the  highest  grade.  Popular  footwear — that  is  our  specialty. 
Women's  McKay  sewn  leather  shoes,  also  white  goods  for  women, 
misses,  children  and  infants.  We  aim  to  produce  the  kind  of 
footwear  that  is  popular  with  the  dealers  you  serve. 

Gagnon,  Lachapelle  &  Hebert 

Shoe  Manufacturers 
55  Kent  Street,  Montreal 


BOOT  LACES 


Large  gtock  always  on  hand.  New  long  lengths 
for  Ladies'  High  Cut  Shoe.  Tubular  Round 
and  Flat  Laces.  Every  kind  in  thread  and 
leather.  Black,  White  or  Colored.  I'll  be  glad 
to  send  you  samples  if  you  write.  My  prices 
are  always  reasonable. 

E.  W.  McMARTIN 

45  St.  Alexander  St. 


Montreal 


TOE-KDMFDRT 


CURES 
FOOT 
AILMENTS 

MADE    IN  CAN  AD  A.I 


SNAPPY 
ADS 
FOR  YOU 


DEALERS  who  are  showing  our  Toe-Komfort 
Foot  Ointment,  Arch  Supports,  etc.,  are  getting 
results  from  our  general  publicity. 

VERMILYEA  MFG.  CO. 

231  8th  Ave.  W.  -       -  Calgary,  Alta. 
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CEMENTS 


CHANNEL 

WHITE  AND  PINK 

GEM  SOLE 

CHROME  FOLDING 


SHOE  MANUFACTURERS! 

Look  well  to  your  cements  during  the  hot 
summer  months.  Absolutely  no  irouble 
with  our  high  grade  cements.  You  can 
get  them  in  as  small  or  large  quantities 
as  \ou  desire. 


CARBICON 


Abrasive  paper  for  huffing,  economical  and  efficient.  Guaranteed  to  do  from  10  to  50  per  cent, 
more  than  others.  Made  by  Herman  Hehr  &  Co.,  New  York,  manufacturers  of  the  well-known  carbor- 
undum and  mhy  paper. 


SHOE  FELTS 

Sole  agents  for  the  Perth  Felt  Company's  shoe 
felts.    Full  stock  always  carried. 


WAXOL 

We  are  proprietors  of  this  fannous  sole-water- 
proofing.  This  is  used  very  largely  by  manufac- 
turers of  army  shoes. 


WK  HANDLE 
Blackings 

Dressings 
and  Box  Gums 

Patent  Leather 
Repairer 

Rubber  Cement 


Prompt  Deliveries  —  Satisfactory  Prices 

PARKER,  IRWIN  (Limited) 

Leading  Shoe  Manufacturers'  Supply  House  in  Canada 

MONTREAL 


WE  HANDLE 
Polishing  Wax 
Sewing  Wax 
Fish  Glue 
Dry  Paste 
and  a  full  line  of 
Shoe  Findings 


The  Shine  That  Lasts 


People  soon  get  to  know  good  values  in  buying  groceries,  clothing  or  shoe  dress- 
ings. We  always  do  our  very  best  to  make  Ralston's  Shoe  Dressmgs  so  good,  there  is  never 
any  question  about  value.  That  is  the  main  reason  Ralston's  are  steadily  increasing  in  out- 
put. It  is  a  good  reason  too,  for  you  to  put  in  a  complete  stock  for  your  customers.  Write 
us  to-day  about  this. 

^1  Robt.  Ralston  &  Co. 

HAMILTON 


DRESSING 
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GUARANTEE 
FOR  QUAUTY 


United  Shoe  Machinery  Company  of  Canada^  Limited 

Toronto  Montreal,  Que.  Quebec 
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No.  0346 

Growing    Girls. — This  popular 


model  will  suit  a  maiority  of  your 
younger  customers.  It  is  constructed 
alonR  sensible  lines  and  will  give  an 
unusual  amount  of  comfort  and  wear. 


There  are  special  features  in 
these  shoes  that  warrant  your 
attention.  A  careful  investi- 
gation will  convince  you  of 
their  superiority. 

Retailers  will  be  well  advised  to  see  our 
new  lines  for  Spring.  Our  men  will  be  out 
this  month.  Indications  point  to  early  and 
large  purchasing — be  warned  in  time  and  get 
your  orders  in. 

Write  us  for  information 


Canadian  Footwear 
Company  Limited 


Our 
Growing  GirVs 
Shoe 

For  wear  and  comfort 

Everywhere  one  hears  the  effect  of  increased 
demands  for  leather. 

Costs  have  doubled,  sometimes  trebled  or  even 
more. 

There  seems  no  immediate  remedy  for  this 
condition.  The  best  we  can  do  is  choose  those 
shoes  that  will  look  best  and  give  the  most 
wear. 

In  this  connection  we  want  to 
emphasize  the  importance  of 
our  Growing  Girl's  shoe. 


Sales  Office 

Montreal 
44  St.  Antoine  St. 


Factory 
Pointe-Aux-Trembles 
Quebec 


Stylish 
Button 
Shoes 

For  Women 

The  demand  will  be 
just  as  great  for  a 
good  line. 

You  should  see  ours. 


Toes  the  Mark! 

Reqal  Materials  and 
Manu  f  ac  t  ur  e  are 
■6he  solo  o/^ 
AonouvT  Rleqal 
Sivles  blendMh 

AvGnuG,  NewYorlu. 
wrth  Bond  Street, 
London- 

Reqal  Shoe  Company 

102  Atlatriic  Ave.,  Toronto. 


^yecuhve  Oifices  - 

BOSTON  MASS.. 


TIiQ  Most  Popular  Shoe  in  the  World.' 
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Tested 
Fibre 
Soles 


Tested 
Fibre 
Heels 


"PANTHER" 


Panther  tested  fibre  soles 
and  heels  are  like  leather 
in  their  appearance  and 
working  qualities.  In 
wear  and  comfort  they 
excel  leather. 

They  are  waterproof,  won't 
skid  and  will  not  allow 
stitching  to  pull  out. 

They  give  satisfaction  that 
leather  cannot  give. 


Write  us  today  for  more 
information. 


Panther  Rubber  Mfg.  Co. 

Sherbrooke,  Quebec 
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SHOES 

One  of  our  salesmen  is  on  his  way  to  your  store  with 
a  full  line  of  Fleet  Foot  samples  for  1917.  It  will 
pay  you  to  wait  for  him  before  placing  your  order  for 
Summer  Shoes.  Don't  make  the  mistake  of  buying 
the  wrong  shoes  for  next  summer,  for  you  will  not 
know  what  is  correct  until  you  see  the  Fleet  Foot 
line.  It's  the  most  remarkable  line  of  White  Sum- 
mer Footwear  ever  produced  by  a  single  manufactur- 
er. When  you  see  this  line  you  will  realize  the 
importance  of  stockmg  it  so  as  to  be  ready  to  meet 
the  big  demand  next  season. 

^         WAIT  FOR  "  FLEET  FOOT  " 


Canadian  Consolidated  Rubber  Co. 

Limited 

Montreal,  P.  Q. 

28  "Service"  Branches  Throughout  Canada 


FOOTWEAR    TN  CANADA 


Sr|,l(  iiili.  r  Hiu; 


illlliiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiilliiiiiiiiiiiiiiiiiiiiiiiiiiiiii^ 


**Your  Inevitable  Choice 


Made  in 
All  the  New  Colors 
of 

Kidy  Buck  and  Calf 


^Mt)3?dl  Sloe  Ml Co.,  LisiiM@^ 
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James  Robinson's 
Footwear  News 


MONTREAL 


SEPT.  1916 


There  has  been  a  great  deal 
of  pubHcity  attending  the 
present  high  prices  of  leath- 
er and  consequently  of  all 
footwear  lines. 

Every  footwear  retailer 
should  exercise  care  in  plac- 
ing orders  this  Fall.  Shoe 
prices  may  climb  to  higher 
levels.  In  any  case  there  is 
no  cause  to  over  estimate  the 
ill  results  of  the  leather 
shortage. 

Buy  wisely  and  you  buy 
well. 

It  has  been  my  experience 
that  the  shoe  men,  who 
make  the  greatest  successes 


in  selling,  to  the  public, 
have  counted  on  quicker 
stock  turnovers.  This  is 
well  known  to  most  retailers, 
but  seemingly  there  are 
many  who  disregard  the 
dictates  of  wisdom.  They 
go  the  limit  and  then  sit  and 
wonder  why  the  people  do 
not  jump  at  the  chance  to 
buy  their  stock. 

It  is  my  ambition  to  be  of 
as  much  practical  help  to 
shoe  men  as  my  experience 
and  abihty  will  warrant. 

For  more  information  on 
the  new  models  of  all  lines 
I  carry  in  stock,  make  a 
note  to  write  me 'today. 


Scptenihcr,  I'JlG 
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James  Robinson^s  Footwear  News 


MONTREAL 


SEPT.  1916 


In  handling  the 
lines  I  offer  this 
year  my  main 
thought  was  to 
secure  the  kind 
of  product  that 
would  sell  best 
and  give  the 
greatest  all-round 
satisfaction. 

In  past  years  it 
has  been  demon- 
strated very  con- 
clusively to  many  progres- 
sive dealers  that  my  stocks 
were  money  makers. 
Apart  from  the  fact  that  the 
Bostonian  Shoe  is  a  known 
product ;  and  that  my  rub- 
ber footwear  lines  are  ex- 
ceptional in  value — it  is  the 
service  you  get  that  counts 
a  great  deal  in  buying  these 
lines.  My  Montreal  ware- 
houses are  kept  completely 
stocked  all  the  time  so  there 
are  no  delays  whatever  when 
you  wire  for  a  special  ship- 


James  Robinson 


ment  "by  return". 
Time  means  a 
great  deal  and  no 
one  appreciates 
its  importance 
more  than  my 
shippers. 

For  the  season's 
offering  I  have  a 
range  of  the  latest 
styles  in  Boston- 
ian shoes  —  the 
kind  to  delight  the 
eye  ofany  prospective  buyer. 

Also  a  complete  line  of  Rub- 
ber footwear  in  the  well 
known  brands;  Kant 
Krack,  Dainty  Mode,  Roy- 
al and  Bull  Dog  —  and 
"Speed  King  "  Tennis  shoes 
for  sports. 

If  you  are  not  acquainted  with 
their  merits,  I  would  like  to  sug- 
gest that  you  make  a  little  invest- 
igation this  year. 

If  you  see  any  of  my  lines  that 
would  be  satisfactory  to  your  cus- 
tomers, try  an  order.  It  will  have 
the  same  careful  attention  as  a 
carload  shipment. 
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We  Can 
Supply  Anything 
From  a  Tack 
To  a  Full  Factory 
Equipment 

_____    If  there  is  anything   

you  want,  write  us 


United  Shoe  Machinery  Company  of  Canada^  Limited 

MONTREAL,  QUE. 
Toronto  Quebec 


September,  1916 
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1916-1917 
Placing  Season  Now  Here 

Don't  make  the  mistake  of  under  estimating  the  demand  for 


SPEED  KING 


SPORTING 

and 

VACATION 


SHOES 


The  season  just  closing  has  certainly  set  a 
new  high  record  for  output  in  our  factory. 

And  even  at  that,  some  merchants  who  were 
over  cautious  in  their  placing  orders,  were 
understocked  during  the  busiest  day  of  the 
season. 

SPEED  KING  Sporting  and  Vacation  Shoes 
are  no  speculation — they  have  come  to  stay 
and  you'll  see  the  demand  get  bigger  and 
bigger  every  summer,  for  no  shoe  is  so  easy 
and  dressy  for  outing  wear. 

The  Independent  Rubber  Co.,  Limited 


MERRITTON 


ONTARIO 


The  Amherst  Boot  & 

Shoe  C 

3.,  LimitedAmherst.  N.S. 

The  Amherst  Central 

Shoe  C 

D.,  Limited  Regina,  Sask. 

A.  W.  Ault  Co.,  Lir 

nited  - 

Ottawa,  Ont. 

White    Shoe    Co.  - 

Toronto,  Ont. 

Kilgour,    Rimer  Co., 

Limite 

cl         -       Winnipeg,  Man. 

The  J.  Leckie  Co.,  I 

limited 

Vancouver,  B.C. 

The  London  Shoe  C< 

Limi 

ted      -       London,  Ont. 

McLaren   &  Dallas 

Toronto,  Ont. 

James  Robinson 

Montreal,  Que. 

Brown,  Rochette,  Li 

mited 

Quebec,  Que. 

McFarland   Shoe  Co 

Calgary,  Alta. 

T.   Long  &  Brother 

Collingwood,  Ont. 
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Selling  Power  of 

SLATER  SHOES 


We  aim  to  please  the 
man  of  business  with 
SLA  l  EK  SHOES. 
Our  dealers  secure  the 
trade  of  all  the  busy 
men  who  buy  carefull) , 
expect  the  best  and  are 
willing  and  able  to  pay 
for  it.  In  short,  Slater 
Shoes  naturally  attract 
an  exceptionally  good 
class  of  business,  be- 
cause they  are  excep- 
tional shoes. 


Our  "In  Stock"  depart- 
ment is  organized  with 
a  view  to  serving  you 
promptly  and  efficient- 
ly, and  it  upholds  that 
reputation  to  the  letter. 

Let  our  salesmen  show 
you  our  newest  models 
they  are  now  out  with 
a  full  line  for  Spring. 


No.  711 — MahoRany,  whole  quarter  Bliicher 
heavy  slip  sole  for  Fall  wear.    Same  shoe 
in  Gun  metal  No.  734. 


Write  for  catalogue  and  information. 


Men's  and  Boys'  Welts  exclusively 


SLATER  SHOE  CO.,  LIMITED 

MONTREAL 

Established  1869 


September,  1910 
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Tebbutt  Shoes  Always  Sell 

~  It  is  a  good  business  policy  in  selling  shoes  to  follow  the  lines  of  least  resis- 
tance. Carry  a  stock  of  shoes  that  will  satisfy  the  majority  ot  your  customers. 
Shoes  that  wear  and  are  comfortable,  and  look  well  after  they  have  been  worn 
for  months,  are  the  kind  to  fill  the  bill. 


That  is  the  reputation 
Tebbutt  Shoes  have  made 
and  are  still  upholding  to 
the  last  stitch.  You  can 
sell  Tebbutt's  "Doctor" 
and  "Professor"  brands 
at  reasonable  prices  and 
still  make  a  good  profit 
on  every  sale.  You  can 
build  upasteady  business 


twelve  months  in  theyear 
with  our  styles.  You  can 
recommend  the  special 
antiseptic  features  to 
your  best  friends  and  rest 
assured  the  shoes  will 
fulfill  your  good  claims. 
That's  what  we  mean  by 
following  the  lines  of 
least  resistance. 


Carried  in  stock  by  good  jobbers.   Ask  to  see  them. 


Tebbutt  Shoe  &  Leather  Co. 

Limited 

Three  Rivers       «       m  Quebec 
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Lawrence  Leathers 


CALFSKIN 

Gun  Metal  Calf,  Tan,  Black  and  Colors. 
Gun  Metal  Veals,  Tan  and  Black. 
Duro  Calf,  Black  and  Colored. 
Weilda  Calf  in  Black  and  27  Colors. 
Pencil-Grain  Gun  Metal. 

SHEEP  LEATHER 

Colored  (Grain  Finish). 

Mole  (Flesh  Finish),  Black,  White  and  Colors. 
White  Alum,  Grain  and  Flesh  Finish. 
Chrome  White,  Grain  and  Flesh  Finish. 
Dull  Blacks.   Glazed  Blacks. 
Chrome  Chevrita,  Matt  and  Glazed. 
Norip  Fly  Lining. 
Jacket  Leather. 

Belt  Leather,  Black  and  Colored. 
Shearlings  (Woolskins). 

GLOVE  LEATHER 


Aclosuede 
Aclotan 

A.  C.  L.  Chrome 
Grains  and  Suedes 


\  Domestic 

Lambs 
i  Chrome  Tannage 

,  For 

Work 
i  Gloves 


A.  C.  L.  Dips,  for  Automobile  Garments,  Driving 
Gloves  and  Sporting  Goods 

SIDE  SPLITS 

Flexible. 
Natural. 

Cropped  Goodyear. 
Black  Wax. 
Pocket-Book. 
Pebbled. 


SIDE  LEATHER 

Black  Diamond  Chrome  Patent. 

Black  Diamond  Lastwell  Tipping. 

Gun  Metal  Sides 

Cordovan  Sides. 

Nubuck,  White  and  Colors. 

Lawrence  Grain,  Russet  and  Black,  for  Storm 

Boots  and  Army  Shoes. 
Juniper  Sole  Leather. 
Accoutrement. 

Pocket-book  Grain,  Black  and  Colors. 
Black  Bag  Grain. 

WELTING 

Side  Welting,  Black,  Brown,  Union  Grain  and 
Buff. 

Hub  (Pigskin)  Welting,  Black  and  Natural, 
Goodyear  and  McKay. 

HUB  PIGSKIN  SOLE 
LEATHER 

CUT  STOCK 

Juniper  Soles,  Women's  and  Men's. 
Women's  Pigskin  Taps. 
Women's  Flexible  Split  Taps. 
Women's  Flexible  Insoles. 

Women's  Hub  Counters  for  Turns,  Goodyears  and 
McKays. 

MISCELLANEOUS 

Black  Diamond  Finishes,  for  finishing  Black  Dia- 
mond Lastwell  Tipping  and  repairing  dam- 
aged Patent  Leather  Tips. 

Nubuck  Dressing,  a  cleaning  p6wder  made  especi- 
ally for  Nubuck,  in  White  and  Colors  to 
match  each  shade  of  leather. 


A.  C.  Lawrence  Leather  Co. 

Boston,  Mass.,  U.  S.  A. 


Septcnil)er,  lOKi 
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Read  and  Reflect 

AERO-PEDS 


(AIR-TREADS) 
(Patents  pending  in  Canada,  Great  Britain  and  U.S.A.) 


f 


What!  and  Why! 


are 

"AERO-PEDS"? 


For  Men  and  Women 


"AERO-PEDS"  is  a  cushion  formed  to  place  inside  the  shoe  at  the  heel,  and  is  composed  of 
a  series  of  resilient  air-cells,  each  cell  provided  with  its  individual  air  vent.  In  conjunction  these 
cells  contain  two  cubic  inches  of  air  when  inflated,  and  form  a  pneumatic  cushion  that  absorbs 
the  shock  or  jar  felt  when  walkin.a;.'      "  •  .  • 

"AERO-PEDS"  in  their  functions  ventilate,  and  force  a  circulation  of  air  around  the  foot  and 
throughout  the  shoe  when  walking'. 

The  weight  of  the  body  on  the  feet  when  walking  alternates  from  heel  tO'  ball.  This  pressure, 
coming  in  contact  witli  "AERO-PEDS"  at  the  he«l,  causes  the  air  cells  to  expel  the  air  they  con- 
tain. Two  cubic  inches  of  air  is  consequently  forced,  from  the  boot  at  the,  top  and  eyelet  holes. 
In  its  reflex  action,  the  pressure  of  weight  being  transferred  to  the  ball  of  the  foot,  allows 
"AERO-PEDS"  to  expand;  a  vacuum  being  formed,  an  equal  amount  of  fresh  air  is  drawn  into 
the  boot  from  the  same  openings. 

"AERO-PEDS"  ventilate  the  shoe,  lessen  perspiration,  and  form  a  pneumatic  cushion  that 
completely  absorbs  the  shock  and  jar  when  walking. 

"AERO-PEDS"  are  the  highest  degree  of  perfection  and  ease  yet  attained  for  the  comfort  of 
the  shoe  wearer,  even  more  so  than  that  of  the  pneumatic  tire,  as  "AERO-PEDS"  combine  with 
the  pneumatic  cushion  feature  that  of  ventilation. 

"AERO-PEDS"  will  be  extensively  advertised  to  the  consumer  in  the  best  publicity  mediums 
of  the  country.  Dealers  will  consult  their  own  interest  and  that  of  their  customers  by  preiJaring 
to  satisfy  tlie  demand  that  will  be  created. 

'  Order  Sample  Dozen  from  Your  Jobber. 

"AERO-PEDS"  are  Distributed  by 

PHILIP  JACOBI,  5  Wellington  Street  East  -  TORONTO,  Ont. 
L.  H.  PACKARD  CO.,  Limited,       -      -      -       MONTREAL,  P.Q. 
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Canada's 


Largest  Producers 

3  Big  Factories 

Largest  Stocks 

6  Distributing  Houses 

Most  Complete  Lines 

For  Men,  Women  and  Children 


Our  travelers  are  leaving  the  branch  distribut- 
ing houses  to  serve  customers  in  relation 
to   Spring   Placing   and   Fall   Sorting  Orders. 

AMES 
HOLDEN 
McCREADY 

LIMITED 

ST.  JOHN  —  MONTREAL  —  TORONTO  —  WINNIPEG  —  EDMONTON  —  VANCOUVER 


September,  1916 
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Sisman's  Everyday  Shoes 

Good  Enough  for  Sundays 

With  preachings  of  our  statesmen  for  economy  comes 
the  demand  for  utility  in  everything.  In  the  footwear  busi- 
ness sensible  shoes  promise  to  be  popular  —  shoes  like 
"  EVERYDAY"  that  can  be  worn  365  days  in  the  year. 

The  great  beauty  of  handling  the  "EVERYDAY" 
shoe  is  its  splendid  adaptability  to  all  seasons  arid  condi- 
tions. Whether  it  is  Spring,  Summer,  Fall  or  Winter 
the  Best  "  EVERYDAY"  Shoe  is  "in  season."  And  no 
matter  whether  it  is  required  for  city  or  country  wear, 
the  "EVERYDAY"  Shoe  has  the  fine  appearance,  the 
comfortable  feeling  and  superb  wearing  qualities  that  make 
it  most  desirable  for  any  and  all  occasions. 

All  the  leading  jobbers  sell  ''EVERYDAY''  Shoes 

The  T.  S  isman  Shoe  Company 

Limited 

Aurora       -  Ontario 
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Shoe  Prices  are 
Still  Soaring 

The  unsteady  market  in  the  leather  mclustry  makes  it 
very  uncertain  for  any  shoe  prices  to  be  absolutely  fixed 
this  season.  The  present  predictions  seem  to  indicate 
another  rise  in  costs. 

Under  the  circumstances  we  unhesitatmgly  say  to  all 
shoe  dealers 

Buy  liberally  and  buy  early 

We  have  followed  out  this  idea  ourselves  and  will  have 
our  entire  line  of  new  samples  on  the  road  very  early. 

You  will  do  well  to  examine  them  carefully.  Never 
before  have  we  been  able  to  manufacture  a  neater,  snap- 
pier or  more  saleable  line  of  shoes  than  this  season's  models. 

The  great  demands  on  our  stock  up  to  the  present 
have  necessitated  the  enlarging  of  our  modern  plant.  We 
now  have  a  big  new  factory  with  the  finest  equipment  and 
are  in  a  position  to  produce  your  orders  to  your  coroplete 
satisfaction. 

Drop  us  a  line  and  we  will  have  a  salesman  show  you 
the  new  models. 

Duf  resne  &  Galipeau 

LIMITEE 

Montreal 


September,  1916 
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The  Question  of 
Selling  Price 
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The  question  of  selling  price  is  only  incidental  to  the 
merchandising  of  All  America  Shoes. 

Like  any  well  established  commodity  All  America 
Shoes  sell  because  they  have  established  their  own 
market. 

Men  know  All  America  Shoes,  like  them  and  demand 
them. 

Then  too  they  are  an  "in  stock''  proposition  in  each  of 

our  nine  wholesale  houses,  making 
it  unnecessary  for  retailers  to 
carry  a  heavy  stock. 


Wholesale  Houses 


The  Rice  &  Hutchins 

Chicago  Co. 
The  Rice  &  Hutchins 

New  York  Co. 
The  Rice  &  Hutchins 

St.  Louis  Shoe  Co. 
The  Atlas  Shoe  Co. 

Boston,  Mass. 
The  Rice  &  Hutchins 

Baltimore  Co. 
The  Rice  &  Hutchins 

Cleveland  Co. 
The  Rice  &  Hutchins 

Cincinnati  Co. 
The  Rice  &  Hutchins 

Atlanta  Co. 
Joseph  I.  Meany  &  Co., 

Inc.,  Phila. 


FiFTIET 

RICE.  & 


rsaRy 

INS,  INC 


1 A  ft  SHOE  MANUFACTURERS  iQiPk 
J.CJ  \J  yJ  poR  Hi^^Lf^A  CENTURY  A  C7  X  V/ 

The  Rice  &  Hutchins  Chicago  Co. 

231  West  Monroe  Street 
CHICAGO         -        -  ILL. 


RICE  &  HUTCHINS,  INC. 

24  High  Street,    ::   Boston,  Mass. 


m 
m 


llllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllll^ 


18 


!•  O  O  r  W  !•:  A  K    I  N  CANADA 


September,  1010 


n 


'ymS  season  the  style 
superiority  of  our 
line  is  even  more  ap- 
parent than  in  former 
years. 

Vassar 
Miss  Canada 
Beresford 
Minister 


i 
I 

i 
E 
I 

s 


Minister  Myles 

Shoe  Company^  Limited 


109  Simcoe  Street,  Toronto 


September,  191(5 
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This  Label  in  Your  Cartons  Means 
Larger  Sales  and  Satisfied  Customers 


MADE  AND  SOLD  EXCLUSIVELY  BY 


BR,OCKTON 
MONTR-EAL 


BOSTON 

ROCHESTER, 


CH  ICAGO 
ST.  LOUIS 
CINCINNATI 


It  Stands  for  ^ISiAL  Shoe  Linings — Linings  that 
reinforce  the  leather  and  seams  —  keep  shoes  in 
shape — make  shoes  wear  longer. 

The  wise  shoe  dealer  specifies 

''^Wxwt-wv  Linings 

^  ^  REG. U.S.  PAT  OFF. 

though  they  cost  a  few  cents  more. 
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For  Every  Member  of  the  Family 

Our  1  9  I  7  Fleet  Foot  line  is  the  most  complete  line 
of  Summer  Shoes  manufactured.  It  includes  a  shoe 
for  every  purpose — for  every  use — for  every  person. 
No  matter  whether  your  customer  works  or  plays — 
is  a  man,  woman  or  child — you  will  have  in  stock  the 
very  shoe  required  —  if  you  join  the  Fleet  Foot 
Dealers. 

See  the  Fleet  Foot  samples  and  judge  for  yourself. 
Wait  for  our  salesman  who  is  on  his  way  to  )'our 
store. 

IT  WILL  PAY  TO  WAIT 


Canadian  Consolidated  Rubber  Co. 

Limited 

Montreal,  P.  Q. 

28  "Service"  Branches  Throughout  Canada 


September,  1916 
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To  be  a  successful  business  man 
Wake  Up  I  yc.ni've  got  to  have  your  seven- 

league  boots  on  while  the  other 
fellow  is  looking  for  his  socks.  Over  in  the  Orient  they 
have  a  custom  of  calling  everybody  to  prayers  about 
4  p.x.  in  the  inorning,  and  the  natives  are  "on  the  job" 
because  it's  good  business — a  part  of  their  religion. 
The  shoe  retailer  has  nothing  but  his  98c  alarm  clock 
t(i  pry  him  loose  from  his  Ostermoor  in  the  mornings, 
but  that  isn't  to  say  that  he  shouldn't  be  awake  and 
alive  and  on  the  job.  To  make  your  business  worth 
while  you've  got  to  be  "there"  just  aliout  three  min- 
utes faster  than  your  competitor.  What's  the  use  of 
tuning  your  fiddle  after  the  orchestra  has  started? 
None  whatever,  unless  it  is  to  demonstrate  tiiat  you 
are  a  back  number. 

1  fere  we  have  the  native  of  the  desert  ])eing  sum- 
moned to  the  mosque  by  the  "court  crier."  He  looks 
reluctant  to  separate  himself  from  his  downy  couch, 
just  as  some  retailers  are  dubious  about  adapting 
themselves  to  new  and  better  methods  of  merchandis- 
ing. New  ideas,  as  far  as  they  are  concerned,  are 
chloroformed — as  inert  as  the  gas  in  their  tungsten 
lamps  or  the  dust  in  their  front  windows. 

What's  the  use  of  living  if  you're  not  alive  to  the 


347  Adelaide  Street  West,  TORONTO  j= 
Telephone  A.  2700  M 


possibilities  of  life?  What's  the  use  of  being  a  shoe 
retailer  if  you  refuse  to  grasp  Opportunity  by  the 
wrist  and  drag  it  across  the  threshold?  What's  the 
use  of  being  asleep  when  there  is  so  much  joy  in  being- 
wide  awake?  Scientists  tell  us  that  we  sleep  one- 
third  of  our  lives,  but  some  men  are  asleep  100  per 
cent,  of  their  existence,  and  don't  know  it. 

Are  you  awake  or  are  you  asleep?  Are  you  keep- 
ing in  advance  of  the  times  or  are  you  consigning  your 
alarm  clock  to  the  junk  heap  and  trusting  to  Provi- 
dence? To  be  abreast  of  progress  you've  got  to  wig- 
gle your  toes  at  sun-up  and  steal  the  march  on  your 
neighbor.    Are  you  awake? 


Genuine 
Advertising 


That  truth  in  advertising  is  an 
absolute  necessity,  was  the  sub- 
ject of  an  interesting  address 
recently  delivered  to  an  advertising  men's  convention. 
The  speaker,  who  was  advertising  manager  for  a  large 
department  store,  told  of  seeing  an  advertisement  in  a 
New  York  paper  announcing  "in  lovely,  shaded,  hard- 
to-read  type"  that  a  certain  store,  which  we  shall  call 
Store  No.  1,  would  hold  on  Friday  a  special  sale  of 
voile  and  marcjuisette  dresses  at  $14.  That  was  all 
there  was  to  the  advertisement.  A  little  farther  on  in 
the  same  paper  was  a  full-page  ad.  by  Store  No.  2,  with 
fancy  border  and  large  heading,  reading  "A  Remark- 
able Sale  of  Summer  Dresses."  Beneath  it  was  a  four- 
column  illustration  of  five  of  the  styles.  Then  it  said  : 
"Beautiful  Summer  Dresses — of  voile  and  marquisette, 
worth  $20,  $25,  and  even  $30,  for  $13.98  (the  $13.98  in 
l)ig  figures).  And  then  seventy  or  eighty  words  of 
clever  copy  about  the  dresses.  There  could  be  no  ques- 
tion as  to  which  was  the  stronger  advertisement  of  the 
two. 

At  9.30  the  next  morning  he  visited  Store  No.  1. 
There  were,  he  estimated,  nearly  200  women  there. 
Some  were  buying  two  or  three  dresses  at  a  clip.  One 
busy  bargain-hunter  with  quite  a  retinue  of  daughters 
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had  live  of  ihc  dresses  over  lier  arm,  and  was  liiiiiliii;^ 
for  sonunjnc  to  make  out  a  saleslip.  .And  tlic  dresses 
— they  were  beauties. 

'I'heu  he  went  to  Store  No.  2 — the  one  witli  tlie  ljif4 
ad.    There  were  about  25  wcjmen  looking  at  the  dresses 
— some  rather  dubiously,    ile  stayed  about  tm  niin 
utes,  but  did  not  see  one  sins^le  sale  made. 

Now,  what  was  the  dillerence?  Just  this,  one  ad 
was  well  merchandised  and  the  other  ad  was  poorly 
merchandised.  And  the  peo])le  knew  it — knew  it  from 
precedent,  which  is  really  the  only  way  we  have  (jf 
judging  a  store's  reliability,  if  we  are  bitten  once  we 
are  twice  shy,  and  the  adage  applies  tenfold  to  a  store's 
advertising.  The  thing  in  advertising  is  to  have  the 
goods  the  people  want,  when  they  want  them,  and  at 
the  i)rice  they  want  to  pay.  Trying  to  foist  on  custom- 
ers the  things  you  want  to  sell  and  not  what  they  wish 
to  buy  is  destroying  the  future  selling  power  of  your 
advertising.  A  merchant  may  mark  a  $4  pair  of  shoes 
$6  and  sell  them  for  $4.69,  but  such  tactics  will  only 
earn  a  customer's  distrust  and  doubt  of  any  future 
advertising  along  the  same  lines — even  though  it  may 
be  really  genuine.  The  best  policy  first  and  last  and 
for  all  time  is  to  give  the  people  a  square  deal.  To  lie 
in  advertising  is  to  admit  that  you  haven't  the  courage 
or  the  ability  to  be  a  retailer. 


Don't  Show 
Too  Many  Colors 


Many  dealers  complain — and  with 
some  degree  of  justification — that 
manufacturers  and  their  designers 
are  putting  their  business  on  the  "bink"  by  introducing 
so  many  difYerent  styles  and  varied  color  designs.  Cus- 
tomers are  too  hard  to  please,  too  exacting  and  unde- 
cided. But  are  retailers  themselves  not  to  blame  for 
much  of  this  difficulty?  In  the  first  instance,  take  the 
matter  of  window  dressing.  Recently  we  asked  a  dealer 
about  how  many  styles  he  carried  in  stock,  and  he  re- 
plied if  we  were  to  count  the  shoes  in  his  two  windows 
we  would  have  a  pretty  fair  idea  of  the  number.  When 
merchants  litter  their  windows  with  every  conceivable 
color  combination  and  design  in  shoes  is  it  any  wonder 
that  the  customer  is  instilled,  right  at  the  beginning, 
with  a  considerable  degree  of  uncertainty  of  what  he  or 
she  wants?  Then,  again,  it  is  largely  a  matter  of  sales- 
manship. A  good  salesman  will  size  up  the  customer 
and  form  in  his  own  mind  just  about  the  type  of  shoe 
best  suited,  and  will  feature  that  style  alone  unless  the 
customer  requests  otherwise.  There  is  no  necessity  of 
pulling  down  half  the  stock  in  the  store  just  with  the 
idea  of  appearing  anxious  to  i)lease.  That  sort  of  sales- 
manship is  confusing  to  the  customer.  A  milliner  in 
Toronto  stated  that  the  success  of  her  window  displays 
was  due  to  the  fact  that  she  showed  only  one  style, 
changing  it  daily.  Her  competitors'  windows  were  the 
usual  conglomeration  of  a  multiplicity  of  designs  and 
shapes.  It  is  a  wrong  idea  that  successful  window 
dressing  or  merchandising  depends  to  any  great  extent 
upon  showing  numerous  designs.  Of  course,  if  tiie 
customer  asks  to  see  other  styles,  bring  them  along,  but 


until  .-,he  doe.-^  it  i,-,  better  to  "kill  time"  with  good  sell- 
ing talk  rather  than  Ijy  the  physical  exertifjn  of  moving 
stock. 

*  *  * 

.\t  the  recent  meeting  of  the  Asso- 

A^Wenice^*'*    *  Advertising  Clubs  of  the 

World  advertising  was  discussed 
Ironi  all  angles  by  experts.  A  very  striking  address 
was  delivered  by  John  1 1.  I  lunter,  of  Denver,  C'ol.,  who 
made  the  statement  that  last  year  $240,(XX),(XXJ  was 
spent  by  retail  merchants  for  advertising.  An  analysis 
of  such  a  proportion  of  this  advertising  as  to  admit  of 
a  conclusion  being  reached  had  convinced  Mr.  Hunter 
that  95  per  cent,  of  this  advertising  had  been  done  to 
secure  the  sale  of  merchandise  at  no  profit.  Because 
this  was  the  disclosure  which  was  the  result  of  a  very 
careful  analysis  of  the  advertising  which  had  come 
under  Mr.  Hunter's  study,  he  was  particularly  severe 
on  the  "bargain  sale" — the  continuous  repetition  in  one 
form  or  another  of  bargain  sales,  which  he  said  were 
used  as  a  "carthartic  instead  of  a  food."  The  results 
"tend  toward  a  loss  of  vitality  that  necessitates  larger 
and  more  frequent  doses.  A  steady  diet  of  bargains 
causes  indigestion.  When  we  realize  that  advertising 
is  really  vital  nourishment  and  not  a  corrective,"  said 
Mr.  Hunter,  "we  shall  see  more  sane  expenditures." 
Taking  his  figures  on  the  total  spent  in  advertising  and 
the  proportion  of  the  whole  advertising  bargains,  Mr. 
1  lunter  continued:  "Think  of  it!  Two  hundred  and 
twenty-eight  millions  of  good  money  thrown  after  the 
mistakes  and  bad  guesses  of  merchants  and  buyers,  and 
why?" 

Mr.  Hunter  was  speaking  of  department  stores. 
But  his  criticism  is  just  as  applicable  to  shoe  stores  if 
the  specimens  of  shoe  store  advertising  which  come  to 
our  attention  be  taken  as  any  indication. 

*  *  * 

"Millinery"  shoe  styles  in  New 
The  Style  Trend    York,  which  is  undoubtedly  the 

fashion  centre  of  the  whole  Am- 
erican continent,  are  more  and  more  in  evidence.  Only 
two  or  three  of  the  larger  stores,  which  make  a  spe- 
cialty of  "comfort"  shoes,  are  showing  staple  styles. 
.S[)ort  shoes  of  different  combinations  have  played  a 
very  important  part  in  the  summer  sales,  and  promise 
well  for  the  future.  Even  for  the  winter  there  will  be 
special  white  and  combination  boots  for  skating  and 
other  sports. 

White  shoes  are  worn  very  much,  but  not  more  so 
than  combinations  and  plain  colors.  Grey,  cham- 
pagne, and  combinations  of  black  and  white  are  very 
popular,  although  the  more  gaudy  colors  are  very 
mniierous.  h'eminine  New  York  has.  without  doubt, 
ado]Jted  the  slogan  "Shoes  make  the  woman,"  and  it 
is  indeed  a  truism,  for  what  is  more  ridiculous  than 
the  sight  of  a  fashionably  gowned  woman  with  shabby 
ftjotwear? 

Retailers  have  given  particular  attention  to  their 
window  displays  and,  particularly  on  Broadway,  the 
decorations  are  attractive  and  elal)t)rate.     On  I'ifth 
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Avenue,  where  patronage  is  to  a  larger  extent  exclus- 
ive, displays  are  more  conservative  and  brief.  For  in- 
stance, Cammeyer's,  at  the  corner  of  Fifth  Avenue 
and  Thirty-sixth  Street,  in  one  of  their  windows  show 
only  three  pairs  of  fancy  shoes,  with  stockings  to 
match.  This  type  of  display  attracts  because  of  its 
difiference. 

There  is  also  a  notable  absence  of  sensational  cut- 
|)rice  and  bargain  sales,  which  are  altogether  too  pre- 
valent and  unnecessary  in  Canada  at  the  present  time. 
New  York  retailers  are  evidently  of  the  opinion  that, 
while  there  may  be  some  excuse  for  reducing  the  price 
of  oxfords  and  straw  hats  at  the  present  time,  the 
fashionable  high-cuts  should  sell  at  full  prices  the 
year  round — and  they  will  if  our  retailers  would  only 
realize  it. 

Under  date  of  August  21,  Morse  &  Rogers  (Re- 
tailers' Profit  Service)  say: 

The  large  dealers  are  anxiously  waiting  for  the  time 
when  they  will  be  able  to  tell  which  of  the  many  styles  will 
he  (he  "hit"  of  the  coming  season.  In  other  years  many 
tourists  usually  came  to  New  York  and  bought  our  new 
styles  first,  but  this  class  of  trade  is  now  missing.  Practi- 
cally the  only  early  shoppers  this  season  are  the  theatrical 
fiilks,  and  they  are  buying  combinations.  Most  of  the  local 
business  done  now  is  either  in  all  white  or  all  black,  though 
white  tops  on  black  kid  vamps  are  looked  upon  as  one  of  the 
favDrites. 

Every  one  of  the  dealers  who  now  shows  fall  styles  has 
a  strong  line  of  solid  black  in  button  and  lace  styles.  The 
old  stand-bye  patent  leather,  plain  toe,  black  cloth  button 
shoes  are  again  in  favor  for  dress  wear.  One  thing  is  cer- 
tain— women  will  get  better  shoes  this  fall  than  tliey  did  last 
spring,  when  there  was  a  sudden  shortage  of  light  colors. 

*  *  * 
"I  have  been  considerably  inter- 
ested in  the  articles  on  stock- 
keeping  in  the  last  few  numbers 
(jf  l-'ootwear  in  Canada,"  said  the  representative  of  a 
leading  shoe  manufacturer.  "They  were  educative 
and  to  the  point,  but,  in  my  view,  the  weakest  part  of 
tlic  retail  trade  is  the  multiplicity  of  buying  accounts. 
A  retailer  needs  to  concentrate  his  purchases;  and,  in- 
•stcad  of  dealing  with  twenty  firms,  he  should  have  only 
six  or  seven  on  his  books.  This  may  appear  a  com- 
paratively unimportant  matter,  but  I  believe  it  is  a 
soin-ce  of  great  weakness  to  many  traders.  They  buy 
ou  a  wrong  basis,  which  results  in  needless  labor  and 
expenditure  in  having  to  handle  too  many  accounts, 
and,  above  all,  in  causing  a  larger  capital  investment 
than  is  necessary,  and  in  over-stocking,  with  the  result 
that  lines  accumulate  and  have  to  be  sold  at  a  loss. 

"Retailers  too  often  buy  without  a  careful  consid- 
eration of  their  needs.  They  are  over-persuaded.  My 
(jl)inion,  founded  on  experience,  is  that  the  ordinary 
retailer  can  obtain  all  the  goods  he  requires-  from  six 
or  seven  firms.  We  find  retailers  who  will  carry  lines 
of  three  firms  making  almost  identically  the  same 
grade  of  goods.  There  is,  of  course,  a  difference,  but 
it  is  so  small  as  not  to  warrant  buying  from  three 
firms.  Reputable  manufacturers  and  jobbers  carry 
such  a  wide  range  that  it  is  unnecessary  to  practically 
duplicate  goods  by  adding  to  the  accounts;  this  only 


A  Retailer's 
Viewpoint 


increases  the  work  of  keeping  stock,  and  certainly  in- 
volves additional  financing. 

"I  know  of  one  retailer  who  is  doing  an  excellent 
business  who  is  easily  persuaded  to  put  in  further 
lines  from  different  houses.  He  is,  consequently,  near- 
ly always  overloaded  with  shoes,  and  we  know  that 
this  means  considerable  dead  stock,  constant  pressure 
for  payments,  and  smaller  profits.  I  contend  that  this 
man  could  do  about  the  same  amount  of  trade  without 
keeping  the  varied  lines  he  has  on  his  shelves,  and 
which  he  often  finds  are  difficult  to  move.  He  could, 
in  fact,  cut  out  a  large  portion  of  those  which  are  nearly 
alike  in  quality,  style,  and  price,  without  lessening  his 
trade. 

"It  is,  of  course,  satisfactory  to  have  a  large  variety 
in  order  to  catch  as  much  business  as  possible ;  still,  I 
cannot  see  where  the  gain  comes  in  if  you  run  the 
serious  risk  of  being  left  with  goods  which  can  only 
be  got  rid  of  at  a  considerable  sacrifice.  All  retailers 
have  to  take  a  certain  amount  of  chance,  but  why 
needlessly  increase  it?  A  retailer  cannot  expect  to 
cater  for  the  fads  and  fancies  of  every  likely  customer. 
To  get  the  utmost  out  of  his  efforts  he  must  make  up 
his  mind  to  limit  the  lines  he  will  stock,  having  regard 
to  the  class  of  trade  he  is  doing  or  is  likely  to  do.  This 
concentration  can  be  best  effected  by  dealing  with  a 
few  firms  who  can  supply  all  the  reasonable  require- 
ments of  a  retailer.  It  sometimes  needs  cotirage  to 
say  no  when  you  are  shown  a  mighty  attractive  set  of 
samples,  but  one  has  to  always  bear  in  mind  that  the 
goods  will  have  to  be  paid  for.  A  word  as  to  the  dan- 
ger of  overbuying  was  never  needed  more  than  at  pres- 
ent, when  the  tendency  is  to  stock  up  heavily.  Better 
lose  a  few  customers  than  overstock  in  an  attempt  to 
meet  nearly  all  the  demands  of  the  public." 


Automatic  Fastener  for  Lace  Boots 

An  automatic  fastener  for  lace  boots  that  is  simple 
is  shown  in  a  fall  sample.  It  consists  of  a  lattice  of 
tiny  wires  on  either  side  of  the  opening  of  the  boots, 
and  takes  the  place  of  laces  or  buttons.  A  tinj^  key 
locks  or  unlocks  the  lattice  as  it  is  pulled  up  or  down. 
When  the  fastener  is  unlocked  the  shoe  is  opened 
just  as  in  a  lace  boot.  When  it  is  locked  it  is  fastened 
securely  to  the  foot.  It  is  something  new  and  will 
save  a  lot  of  time  and  labor  for  women  in  putting  on 
their  shoes,  especially  in  the  high  shoes  worn  to-day- 
y\.s  the  fastener  is  automatic,  it  will  not  let  out,  as  will 
laces,  to  fit  a  large  ankle,  nor  can  it  be  set  over,  as  can 
buttons.  So  that  there  may  be  some  play  in  the  up- 
I)er,  to  allow  it  to  fit  around  different  sizes  of  ankles, 
there  is  an  extra  fine  gore  set  in  to  the  top  of  the  boot. 
It  is  said  also  that  it  will  be  a  great  time  saver  for 
shoe  clerks  in  fitting  shoes. — Shoe  Topics. 


A  Tale  of  Two  Sitters 

A  duck  may  lay  a  bigger  egg-  than  the  helpful  hen 
can  lay,  but  when  she's  through  she  cackles  not.  but 
simply  walks  away.  And  so  we  scorn  the  silent  duck 
— but  the  helpful  hen  we  prize.  This  is  only  another 
way  to  say  that  it  pays  to  advertise. 
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Some  Pointers  on  Getting  the  Juvenile  Trade 


AI'I'^W  relailers  have  told  us  children's  trade 
not  ])rofitable  enou<^h  for  them  to  waste  nnu  h 
time  over,  but  the  majority  of  them  cultivate 
it  even  more  than  adult  trade.  And  why 
shouldn't  they?  You  sometimes  hear  it  said  that  chil- 
dred  have  no  influence  with  their  parents  as  to  where 
they  shall  buy  shoes.  Only  to  a  very  small  extent  is 
this  true.  Voun<j-  children  are  humored,  and  it  is  sur- 
prising- how  quickly  the  years  fly  round  to  when  they 
have  minds  of  their  own  and  are  asked  by  their  parents 
where  they  jjrefer  to  make  their  purchases.  When  a 
boy  reaches  the  a.^e  of  14  he  likes  to  think  he  is  a  man, 
with  a  man's  ability  to  decide  for  himself — and  usually 
he  does.  The  chances  are  all  in  favor  of  the  retailer 
who  was  jiood  to  him  in  his  "kid  days." 

"How  did  you  l)uild  up  a  children's  shoe  trade?" 
was  asked  of  a  shoe  retailer  by  the  Boot  and  Shoe  Sec- 
tion of  the  Dry  Goods  Economist.  "Well,"  he  replied, 
"they  say  if  you  want  to  train  a  dog  the  first  requisite 
is  to  know  more  than  the  do<j.  If  you  want  to  sell 
shoes  to  children  you  have  i^ot  to  know  more  about  the 
younj^sters'  wav  of  thinking;  than  the  youn.^'sters  do 
themselves. 

"To  be.yin  with,  every  season  I  pull  off  at  least  one 
bi^^  stunt.  That  sounds  like  a  cut-price  sale,  doesn't 
it  That  is  because  you  have  the  grown-up's  point  of 
view.   Youngsters  are  not  interested  in  price. 

"They  are  interested  in  shoes,  however — a  good 
deal  more  so  than  the  average  merchant  realizes.  You 
let  a  youngster  get  in  mind  that  he  wants  a  certain 
type  of  shoe  like  Bill  Smith  has,  and  nothing  short  of 
dynamite  is  going  to  oust  that  idea. 

"However,  my  big  stunt  is  not  founded  primarily 
upon  any  certain  style  of  shoe.  On  the  contrary,  it  is 
founded  on  something  that  has  nothing  to  do  vvitli 
shoes— some  gift  scheme  for  youngsters. 

"I  know  a  lot  of  retailers  will  say  this  is  not  ethical 
or  dignified,  but  it  gets  the  business  just  the  same. 
Ethics  and  dignity  have  nothing  to  do  with  the  chil- 
dren's shoe  trade.  If  you  want  to  get  it,  the  only  way 
to  do  is  to  give  the  kids  something  they  cannot  get 
except  by  buying  shoes  from  you. 

"For  instance,  last  year,  at  the  opening  of  the  sea- 
son, I  gave  away  stilts — flaming  red  stilts,  a  color  that 
could  be  seen  blocks  away.  Neatly  stenciled  on  these 
in  white  was  the  name  of  the  store. 

""Talk  about  an  advertisement!  One  pair  of  those 
stilts  in  each  neighborhood  was  enough  to  advertise 
our  store  to  every  family  that  had  a  youngster  within 
ten  blocks  either  way. 

"Just  picture  it  for  yourself!  Dick  Brown  comes 
in,  the  morning  of  the  sale,  and  gets  a  pair  of  shoes, 
and  receives,  as  a  gift,  a  pair  of  stilts.  If  he  doesn't 
walk  home  on  them  it  will  because  his  mother  abso- 
lutely insists  on  his  waiting  until  he  gets  back  on  his 
(jwn  block. 

"Then  trouble  begin.s — that  is,. trouble  for  the  moth- 
ers in  that  neighborhood.  Dick  proceeds  to  try  out 
I  hat  flaming  red  pair  of  stilts,  and  turns  every  boy 
within  sight  green  with  envy.  They  make  examination 
of  the  stilts  and  find  that  they  are  adjustable  to  three 
or  four  heights.  They  beg  for  a  chance  to  try  them 
out.  They  see  the  name  of  the  store  stenciled  in  white, 
and  ever}^  3'oungster  that  has  gumption  enougli  to  gel 
out  of  liis  own  way  proceeds  to  demonstrate  to  his  par- 
ents that  he  needs  a  pair  of  shoes — bought  from  us. 

■'A  stunt  of  this  kind  gets  business  for  the  whole 


store  -that  i>  a  |)oint  tor  the  owner  or  mei\  liaudi -^e 
man  to  remember. 

"As  a  general  thing,  grown  folks  have  favorite 
stores.  They  buy  in  this  or  that  department  store,  aiul 
'in  many  cases  rarely  even  look  at  the  ads  of  the  other 
merchants.  But  red  stilts  'know  no  favorite.'  Through 
the  children  a  stunt  like  that  will  bring  into  the  store 
people  who  have  not  been  in  the  hal)it  of  going  there 
for  years,  if  at  all. 

"It  is  necessary,  however,  to  think  carefully  in 
making  the  selection  of  gifts  for  the  youngsters.  For 
examiile.  that  stilt  stunt  won't  be  repeatable  in  our 
neighborhood  for  several  years.  Stilts  don't  wear  cjiit. 
Once  the  boys  are  pretty  well  supplied  and  the  novelty 
has  worn  off  the  pulling  power  is  greatly  diminished. 

"Let  me  give  you  another  example:  For  a  number 
of  years  I  gave  out  baseballs  at  the  beginning  of  the 
season  and  found  this  a  good  business-getter,  although 
not  quite  so  striking  an  advertismcnt,  perhaps,  as  the 
stilts. 

"Then  1  figured  that  if  baseballs  were  good  to  give 
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out  why  woukln'l  bats  Ijc  an  attractive  novelty  to 
youngsters?  That  is  where  I  reasoned  wrong.  I  over- 
looked the  fact  that  ])retty  nearly  every  youngster  is 
supplied  with  a  baseball  bat.  Baseballs  wear  out. 
liven  the  boy  who  has  a  perfectly  good  ball  to-day 
will  need  a  new  one  in  a  few  days,  or  weeks  at  the 
most.  But,  once  supplied  with  a  bat.  he  probably  won't 
need  another  for  a  number  of  years.  Of  course,  bats 
get  broken  or  lost,  but  where  the  ball  will  last  only  a 
few  days  or  a  few  weeks,  the  life  of  the  bat  is  several 
years. 

Points  to  Consider. 

"'['here  are  several  tilings  to  be  kept  in  mind  in  the 
selecting  of  premiums."  said  this  retailer  in  conclusion. 
"I  am  going  to  put  first  the  novelty  of  the  thing  select- 
ed; that's  always  a  big  factor  with  youngsters.  Next, 
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I  iij^iire  that  the  advertising-  value  of  the  gift  must  be 
considered.  It  is  seldom,  of  course,  that  you  can  hit  on 
so  good  a  scheme  as  my  red  stilts,  but,  whatever  it  is, 
select  something  that  will  be  used  where  other  boys 
can  see  it  and  thus  be  led  to  want  it.   Finally,  you  have 


got  to  select  either  something  that  the  youngsters 
haven't  been  getting  recently  and  therefore  will  'need' 
when  they  see  it,  or  something — a  baseball,  for  ex- 
ample— for  which  there  is  steady  use  and  which  needs 
to  be  frequently  replaced." 


No,  Sir,  We  Cannot  Fit  You 


By  Harry  Clatfelter* 


There  is  a  man  living  down  in  Blankville  who 
never  buys  a  pair  of  shoes  in  that  city.  He  always 
buys  his  footwear  in  Dashburg,  because,  in  that  town, 
he  has  discovered  a  shoe  merchant  who  was  able  to 
see  farther  ahead  than  the  immediate  sale — even 
though  the  customer  he  was  serving  did  not  live  in  his 
own  city  and  might  never  come  into-  the  store  again. 
The  incidents  involved  are  so  common,  and  so  much 
a  part  of  the  daily  doings  of  every  shoe  store,  that  they 
are  set  down  here  in  the  hope  that  more  firms  will  de- 
velop the  faculty  of  looking  farther  into  the  future, 
and  will  become  more  anxious  to  "make  customers" 
than  to  "make  sales." 

The  gentleman  hero  of  this  little  tale  is  an  insur- 
ance inspector  who  travels  a  wide  territory  and  seldom 
makes  a  city  more  than  once  a  year.    lie  had  tried  a 
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number  of  Blankville  stores  for  shoes,  and,  after  hav- 
Mig  gotten  something  on  his  feet  that  felt  comfortable, 
he  would  part  with  $5  or  $$6  of  good  money  and  go 
on  his  way.  In  a  few  days,  or  possibly  a  month,  the 
shoes  would  begin  to  cause  him  trouble,  and  he  would 
revive  an  interest  in  the  shoe  stores  he  saw,  and  try 
again  to  be  fitted. 

He  bought  shoes  in  Topeka,  in  Wichita,  in  Okla- 
homa City,  in  Kansas  City,  in  St.  Louis,  in  Chicago,  in 
lUankville,  and  in  Dashburg.  It  was  always  the  same 
— the  shoes  never  suited  him,  and  he  gradually  accum- 
ulated a  large  stock  of  good,  but  discarded,  shoes  that 
represented  several  times  a  normal  yearly  outlay  for 
footwear. 

♦In  Boot  and  Shoe  Recorder. 


One  day  he  was  in  the  office  of  a  local  agent  in 
Dashburg-  and  happened  to  look  out  of  the  window 
and  notice  a  shoe  display.  lie  asked  the  agent  if  that 
merchant  carried  much  of  a  line  of  shoes  and  was  as- 
sured that  he  did.  "Well,  you  just  excuse  me  a  while. 
I'm  going  over  there  to  see  if  I  can  get  some  shoes 
that  lit  me,"  and  he  was  off  once  more  after  the  pot  of 
gold  at  the  end  of  the  rainbow. 

He  walked  into  the  store  of  Shoeman  Brothers.  He 
was  approached  by  a  salesman  (notice  that  word 
"salesman."  It  is  used  advisedly  here,  in  the  place  of 
the  word  "clerk,"  for  it  was  no  mere  clerk  who  was 
on  the  job  that  day,  and  the  oft-repeated  query  Was 
sounded  once  more,  "Can  you  fit  me?''  Then  followed 
the  usual  lacing — and  an  unusual  inspection.  Then 
something  more  unusual:  "No,  sir;  we  cannot  fit  you!" 
Think  of  that — in  a  shoe  store !  The  customer  was 
barely  able  to  gasp  "Why  not?"  and  was  told  "Your 
foot  is  peculiarly  shaped,  sir,  and  does  not  conform  to 
the  usual  standards  of  shoe  construction.  You  require 
about  a  7-Al\.  shoe  with  about  a  7-B  heel.  To  be  really 
fitted,  you  will  have  to  buy  a  special  combination  last 
and  have  your  shoes  made  to  order  from  this  last. 
Now,  the  first  pair  will  cost  you  more  than  you  are 
accustomed  to  paying  for  your  shoes,  for  the  cost  of 
the  special  last  will  be  included;  but,  after  that,  you 
will  simply  give  re-orders  for  shoes  made  over  that 
last." 

The  Newer  Salesmanship. 

I'hat  was  the  best  line  of  talk  the  insurance  man 
had  ever  heard  in  a  shoe  store,  and  it  did  not  take  him 
long  to  decide  that  here  was  the  way  out  of  his 
troubles.  The  price  of  the  last  would  come  back  to 
him,  in  comfort  and  satisfaction,  before  the  first  pair 
of  shoes  had  gone  to  Glory  (or  wherever  it  is  that  good 
shoes  go  to  hereafter),  and  all  the  shoes  he  had  made 
after  that  would  yield  him  a  big  profit ! 

Careful  measurements  were  made  and  forwarded 
to  the  manufacturers  of  a  well-known  line  of  quality 
shoes  for  men,  and  in  a  few  weeks  this  footsore  and 
weary  insurance  man  had  a  pair  of  shoes  that  really 
fitted  him  and  made  his  feet  glad.  He  stayed  with 
them  and  they  stayed  with  him — and  when  unmistak- 
able signs  of  dissolution  began  to  appear  he  dropped  a 
brief  note  to  Shoeman  Brothers,  in  Dashburg,  "Send 
me  another  pair  of  shoes  as  per  previous  orders,"  a-.u! 
in  a  few  weeks  they  showed  up  at  his  home,  coming 
by  parcel  post  direct  from  the  manufacturers. 

Several  of  these  "repeat  orders"  have  been  received 
in  Dashburg  simply  because  there  is  a  shoe  firm  there 
that  prefers  making  customers  to  making  sales.  In 


There  is  no  accounting  for  children's  tastes, 
and  for  that  reason  it  pays  the  retailer  to  humor 
them.  A  jack-knife  given  as  a  premium  means  as 
much  to  a  boy  as  an  automobile  does  to  many  a 
man. 
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other  stores  the  rule  had  l)ccii  "Don't  let  'cni  ^ct  away 
without  making  a  sale,"  with  the  result  tliat  this  man, 
amon}^  many,  failed  to  go  back  for  more. 

The  last  pair  of  shoes  cost  50c  more  than  the  same 
kind  of  shoes  had  cost  him  before  "because  of  the  ad- 
vanced cost  of  materials,"  but  no  howl  went  up.  He 
was  a  business  man,  and  he  knew  that  materials  really 
were  higher.  He  also  had  an  appreciation  of,  and  a 
loyalty  for,  the  hrm  which  iiad  made  a  genuine  effort 


to  lit  him  and  give  him  "store  service"  of  quality,  and 
it  will  take  more  than  a  50c  advance  in  price  to  shake 
him  otf  of  that  store's  list  of  satisfied  customers. 

'J'his  little  incident,  "taken  from  life,"  will  prove  X(j 
be  "food  for  thought"  to  shoe  merchants  who  counten- 
ance too  much  of  j)alming  ofif  7y2-B's  for  8-A's  and 
vice  versa  for  the  good  of  the  trade.  Such  sales  dis- 
courage "repeat  orders,"  and  it  is  on  the  repeaters  that 
any  retail  store  lives. 


Explain  to  Customers  Why  Shoes  are  Worth  the  Price 

By  Wm.  J.  Bryans. 


A GOOD  many  shoe  salesmen  tall  dcnvn  badly 
because  of  their  inability  or  neglect  to  proper- 
ly explain  to  customers  why  the  shoes  they 
offer  are  worth  the  price  asked — an  explana- 
tion that  is  essential  if  sales  are  to  be  made  or  custom- 
ers satisfied. 

The  average  shoe  purchaser  is  not  a  competent 
judge  of  shoes.  He  is  liable  to  judge  a  shoe  wholly  by 
outward  appearances,  while  the  shoe  man  well  knows 
that  two  different  shoes  may  resemble  each  other  very 
much  in  appearance  and  yet  differ  to  a  large  extent  in 
quality.  Mr.  Customer  is  not  likely  to  be  induced  to 
buy  a  shoe  at  $6  when  he  has  just  seen  one  down  the 
street  at  $4  which,  to  all  outward  appearances,  is  the 
same  shoe — that  is,  unless  you  make  it  a  point  to  ex- 
plain to  him  the  features  of  stock,  workmanship,  and 
ffnish  on  it  that  makes  it  well  worth  the  price.  You 
know  quite  well  that  the  manufacturers  of  to-day  are 
not  charging  any  more  for  their  goods  than  is  really 
warranted,  and  you  know  that  you  are  just  as  good  a 
buyer  as  your  competitor,  and  that  the  shoes  you  are 
offering  are  good  value.  The  man  who  feels  that  way 
should  be  easily  able  to  convince  customers  that  his 
goods  are  well  worth  the  price  asked,  and  he  should 
not  neglect  to  give  them  the  features  of  value  in  the 
shoes  he  offers. 

Even  after  you  have  made  the  sale,  if  you  know  of 
any  other  features  worth  mentioning  that  you  believe 
may  make  the  customer  more  satisHed  with  his  pur- 
chase do  not  fail  to  point  them  out.  1  will  give  you  an 
instance  to  illustrate  the  reason  for  this.  While  visit- 
ing a  friend  a  few  weeks  ago  he  called  my  attention  to 
a  pair  of  boots  he  had  recently  purchased  at  $8.  "Be- 
lieve me,"  he  said,  "I  won't  go  back  to  that  store  again. 
That  shoe  isn't  worth  any  $8.  I  could  have  bought  the 
same  shoe  elsewhere  for  less  money,  I  believe,  but 
when  I  got  into  the  store  I  didn't  like  to  leave  without 
buying,  as  1  am  acquainted  with  the  proprietor.  How- 
ever, he  is  not  likely  to  get  another  $8  out  of  me  for 
such  a  shoe." 

Now,  here  was  a  customer  who  had  been  sold,  but 
not  in  the  way  that  the  wise  dealer  desires  to  sell,  for 
it  does  not  mean  the  repeat  business  that  is  essential  if 
a  store  is  ever  to  amount  to  anything.  He  had  bought 
but  was  dissatisfied,  and  the  unfortunate  feature  was 
that  he  had  no  reason  to  be  dissatisfied  if  the  clerk  had 
only  done  his  duty  by  showing'  him  why  the  shoe  was 
worth  $8.  1  looked  at  the  shoe  and  a  brief  examination 
convinced  me  that  it  was  worth  the  price.  I  pointed 
out  to  my  friend  just  why  it  was,  and  he  became  com- 
pletely satisfied  with  his  purchase. 

Mow  many  customers  buy  shoes  in  the  same  way — 
under  the  impression  that  they  are  being  overcharged, 
whereas  an  intelligent  explanation  by  the  salesman 
would  remove  that  erroneous  opinion  and  send  tlu  in 


away  I  rum  the  store  with  a  feeling  of  confidence  in 
their  purchase  and  the  store,  instej^d  of  a  determination 
to  go  elsewhere  to  make  further  purchases. 

There  are  certainly  shoes  and  shoes,  and  the  retailer 
of  to-day,  especially  the  man  wh(j  is  carrying  high 
quality  stock,  should  make  it  a  point  to  become  so  well 
acquainted  with  his  stock  that  he  can  put  his  argu- 
ments to  customers  in_  such  an  intelligent  and  compe- 
tent manner  that  they  will  be  thoroughly  convinced  of 
the  justice  of  the  price  asked.  The  necessity  for  this 
should  also  be  impressed  on  clerks  so  that  no  possible 
sales  will  be  missed  and  no  dissatisfied  or  half-satisfied 
|)atrons  leave  the  store. 

In  the  same  way  shoe  men  should  be  in  a  position 
to  explain  to  customers  just  why  they  have  to  pay  a 
liigher  j)rice  for  shoes  to-day  than  they  did  a  few  years 
ago.  The  laconic  excuse,  "Oh,  we  have  to  pay  more  for 
them  !"  is  not  very  satisfying  to  the  man  or  woman 
who  is  being  sorely  pressed  these  days  by  the  higher 


I)rices  ui  all  commodities.  They  like  to  know  just  why 
the  higher  price  is  ruling  to-day. 

The  average  shoe  man  should  be  pretty  well  ac- 
(|uainted  with  the  reason  for  enhanced  prices.  His 
trade  paper  has  been  driving  them  home,  and  the  aver- 
age traveller  is  pretty  well  armed  with  information  as 
to  what  the  manufacturing  trade  is  up  against,  and  to 
show  that  advances  have  been  made  only  because  of 
dire  necessity.  The  big  cause  of  the  advance  is,  of 
course,  the  cost  of  leather,  which  has  been  gradually 
mounting  higher  and  higher,  but,  in  addition  to  this, 
there  have  been  upward  movements  in  all  lines  of  shoe 
materials.  Cottons,  drills,  and  other  materials  used  for 
shoe  trimmings  are  up,  as  well  as  shoe  webbings,  tacks, 
threads,  laces,  etc.  Added  to  this  is  the  higher  price  of 
labor  existing  to-day,  all  these  factors  contributing  to 
higher  costs.  The  salesman  should  be  in  a  position  to 
present  this  information  to  customers  in  an  intelligent 
manner. 


A  little  cork  fell  in  the  path  of  a  whale. 
Who  lashed  it  down  with  his  angry  tail. 

But  in  spite  of  his  blows 

It  quickly  arose 
And  floated  serenely  before  his  nose. 

Said  the  cork:  "You  may  flap  and  sputter  and 
frown, 

But  you  never,  never  can  keep  me  down; 

For  I  am  made  of  the  stuff 

That  is  buoyant  enough 
To  float,  instead  of  drown." 
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The  Ten  Commandments  of  Store 

Salesmanship 


By  Dr.  Frank  Crane 


IT  is  to  be  kept  in  mind  that  these  com- 
mandments are  supposed  to  come  from 
the  consumer,  and  not  from  the  sales 
expert.    If  you  want  to  sell  me  or  any 
other  buyer  goods,  therefore,  I  pray  you  to 
keep  these  commandments. 

1.  Be  Agreeable. 

Other  things  being  equal,  I  go  to  the 
store  where  the  clerks  try  to  please  me.  1 
buy  gas  ranges,  electric  appliances,  foot- 
wear, or  what  not,  of  the  man  who  acts  as 
though  he  likes  me.  Exert  yourself  to  make 
a  pleasant  impression  on  me,  please.  I  ap- 
preciate it.  Hence,  dress  well.  Untidy 
clothes  mean  you  don't  care  what  I  think  of 
your  appearance.  But  don't  dress  too  well. 
That  gives  you  an  air  of  showing  ot't.  Dress 
just  right.  If  you  don't  know  how,  find  out. 
Cultivate  a  pleasing  voice.  Learn  to  con- 
verse entertainingly.  Cut  out  all  manner- 
isms. Give  the  impression  of  a  gentleman — 
honest,  square,  anxious  to  please,  and  good- 
natured. 

2.  Know  Your  Goods. 

Don't  let  there  be  any  question  I  can  ask 
you  relative  to  the  manufacture,  history,  dis- 
tribution, or  uses  of  what  you  have  to  sell 
that  you  cannot  answer.  If  you  are  selling 
footwear,  know  all  about  all  kinds.  If  you're 
selling  coftee,  find  out  all  about  where  all 
sorts  of  coffee  come  from  and  all  the  points 
about  them.  Put  in  your  spare  time  making 
of  yourself  an  encyclopedia  of  information 
about  your  goods. 

3.  Don't  Argue. 

Go  with  me  in  your  talk,  not  against  me. 
Lead,  don't  oppose.  Don't  show  me  where 
I  am  wrong.  Dodge  a  square  issue,  and 
show  me  wherein  you  are  right.  Suggest. 
Don't  antagonize.  Argument,  as  a  rule,  re- 
sults in  irritation,  not  conviction. 

4.  Make  Things  Plain. 

Don't  use  any  words  I  don't  understand. 
You  can  explain  the  most  complicated  mat- 
ter to  a  washwoman  if  you  know  your  sub- 
ject perfectly  and  practice  using  simple  lan- 
guage. Don't  air  your  technical  knowledge 
and  try  to  impress  me.  I  want  to  be  flat- 
tered, not  awed. 

5.  Tell  the  Truth. 

Don't  lie,  or  exaggerate,  or  mislead,  or 
conceal.    Let  me  feel  that  your  are  sincere, 


and  mean  every  word  you  say,  and  that 
every  statement  you  make  is  of  par  value. 
If  you  represent  goods  that  need  lying 
about,  directly  or  mdirectly,  quit.  There 
are  plenty  of  articles  that  are  straight  and 
all  right.   Sell  them. 

6.  Be  Dependable. 

Even  in  the  small  things  create  the  im- 
pression that  whatever  you  promise  is  as 
much  to  be  depended  upon  as  your  signed 
note.  If  you  make  an  appointment  at  3 
o'clock  Tuesday,  be  there  at  3  or  telephone. 
If  I  order  goods  of  a  certain  grade,  let  them 
be  found  to  be  exactly  of  that  grade  when  I 
receive  them. 

7.  Remember  Names  and  Faces. 

If  you  have  not  a  natural  gift  for  this  ac- 
quire it.  Get  a  little  book  and  set  down 
every  day  the  names  of  those  you  have  met, 
with  their  characteristics.  Practice  this  un- 
til you  become  expert.  No  man  likes  to  be 
forgotten  or  to  have  you  ask  his  name. 

8.  Don't  Be  Egotistic. 

Eliminate  the  pronoun  I  as  much  as  pos- 
sible from  your  vocabulary.  Talk  about  me, 
not  yourself.  Don't  tickle  yourself ;  tickle 
me.   I'm  the  one  you  want  to  win. 

9.  Think  Success. 

Success  begins  in  the  mind.  Why  think 
fifty  cents,  when  it  is  just  as  easy  to  think 
fifty  dollars?  Tell  success  stories,  not  inci- 
dents of  failure  and  hard  luck.  Radiate 
prosperity.  Feel  prosperous.  It's  catching. 
Keep  your  chin  up. 

10.  Be  Human. 

The  reason  you  are  hired  to  sell  goods  is 
that  you  are  a  human  being.  Otherwise 
your  employer  would  have  sent  a  catalogue. 
So  be  a  human  being  —  likeable,  engaging, 
full  of  human  electricity.  For  I  patronize, 
as  a  rule,  a  salesman  I  like. 

Selling  goods  is  the  greatest  business  in 
the  world.  It  takes  all  there  is  in  a  man. 
Yau  need  to  know  psychology,  you  need 
tact,  intelligence,  self-control,  courage,  per- 
sistence, and  inexhaustible  good  humor.  It 
is  not  a  job  for  a  second-rater.  You  simply 
have  to  make  good  or  go  under. 

I  admire  a  good  salesman  because  I 
never  was  able  to  sell  anything  in  mv  life. 
But  I'm  a  good  buyer. 
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Materials  to  Replace  Shoe  Leather 

By  W.  S.  Willson,  Jr.* 


It  seems  to  me  that  merchants  of  this  country  must 
think  for  themselves  and  try  to  analyze  all  of  the  ques- 
tions of  the  day,  keep  in  close  touch  with  market  con- 
ditions, and  be  as  fully  advised  on  the  advances  and 
declines  of  raw  materials  as  the  manufacturers  them- 
selves. If  you  do  this  you  will  not  be  in  the  dark,  but 
you  will  have  the  intimate  knowledge  you  should  have 
when  you  go  into  the  market  to  buy  merchandise.  It 
is  all  very  well  for  a  shoe  manufacturer  to  tell  you 
they  must  advance  the  price  of  a  certain  shoe  fifty 
cents  a  pair,  or  for  a  manufacturer  of  shoe  laces  to  tell 
you  he  must  advance  the  price  of  laces  150  per  cent., 
but  if  you  liave  equipped  yourself  with  all  available 
information  and  know  that  these  manufacturers  arc; 
only  asking  these  advances  because  of  actual  increase 
of  cost  of  material,  it  seems  to  me  you  will  face  thes(; 
problems  in  a  better  spirit  and  have  no  hesitancy  in 
advancing  your  prices  to  the  consumer. 

Why  Prices  Go  Up. 

What  is  the  position  of  the  shoe  manufacturer  t(,)- 
day  as  to  the  advance  in  prices  of  shoes?  VVIiy  is  he 
being  forced  to  continually  raise  his  prices.''  These 
questions  have  been  troubling  you  for  a  long  time,  and 
]  believe,  without  an  exception,  you  men  have  found 
the  answer.  I  will  attempt  to  state  some  of  the  reasons 
which  I  believe,  are  responsible. 

The  general  increase  in  the  price  of  leather  of  what- 
ever kind  has  been  caused  by  the  largely  increased  for- 
eign demand  as  well  as  the  decreased  domestic  supply. 
Large  army  contracts  have  been  placed  with  Ameri- 
can shoe  manufacturers  for  both  foreign  and  home 
usage,  which  means  that  a  ready  market  is  found  for 
the  heavier  and  consequently  higher  priced  sole  leath- 
er, which  affects  prices  of  men's  shoes  more  than  any 
otlier.  The  government  records  show  that  in  1906  we 
exported  approximately  forty  million  dollars'  worth  of 
leather,  whereas  in  1915  we  exported  approximately 
one  hundred  and  hve  million  dollars'  worth.  This  in 
itself  would  naturally  affect  the  domestic  conditions, 
but,  added  to  this,  we  must  bear  in  mind  that  the  sup- 
ply of  domestic  hides  really  showed  that  in  1915  there 
was  considerable  decrease  over  the  year  1906.  The 
tanners  have  always  depended  more  or  less  on  the  im- 
portation of  hides,  but  the  European  governments 
have  nearly  all  placed  an  embargo  on  hides  and  fin- 
ished leather,  and  will  not  allow  any  of  it  out  of  their 
country.  In  the  few  countries  where  leather  can  be 
Ijought  at  all  transportation  charges  have  trebled,  and 
in  many  cases  quadrupled,  in  the  pas^t  twelve  months. 
With  the  added  population  of  the  country,  it  is  easy 
by  analysis  to  reach  the  conclusion  that  it  is  simply 
tlic  economic  law  of  supply  and  demand. 

Materials  Other  Than  Leather. 

With  these  conditions  facing  the  shoe  manufac- 
turer, it  is  but  natural  that  they  investigate  any  and 
all  materials  which  might  be  found  to  replace  leather, 
with  the  result  that  they  have  been  able  to  substitute 
cloth  for  leather  toppings,  fibre  for  leather  counters, 
fibre  for  leather  heels,  felt  for  leather  box  toes,  but, 
most  important  of  all,  a  material  that  will  actually  re- 
place leather  for  soles.  "Why  leather  anyway?"  Is 
there  any  special  rea.son  why  leather  should  be  used 
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for  sole  purposes  other  than  by  custom  or  habit? 
Simply  because  humarnty  for  ages  used  horses  for  loco- 
motion, should  they  refuse  to  use  automobiles  to-day? 
As  a  matter  of  fact,  we  find  the  more  automobiles  are 
used  the  higher  the  price  of  horses. 

Origin  of  Leather  Soles. 

We  all  agree  that  leather  was  the  logical  material 
to  use  for  soles,  first  because  it  answered  the  purpose 
and  was  really  made  from  a  bye-product,  as  we  well 
know  that  cattle  are  not  raised  for  hides,  but  for  beef. 
There  has  never  been  found  a  way  to  make  leather 
uniform  in  quality.  You,  yourselves,  have  many  times 
noted  that  the  soles  on  a  single  pair  of  shoes  are  difi'er- 
ent— one  being  firm  but  Hexible,  the  other  porous  and 
soft ;  one  would  resist  to  some  extent,  while  the  other 
would  absorb  moisture.  It  is  a  well  known  fact  that 
this  variance  in  quality  in  some  cases  is  actually  caused 
by  the  difference  in  locality  from  where  the  hides 
come.  Kxi)erts  who  study  the  hide  question  find  that 
the  toughness  and  density  of  the  grain  of  hides  vary, 
even  a  difference  having  been  found  between  hides 
received  from  a  mountainous  country  and  those  re- 
ceived from  a  fiat,  fertile  country,  the  former  invari- 
ably producing  the  better  quality.  You  see  that  Na- 
ture has  not  been  able  to  standardize  the  qualities  of 
her  products.  What  she  has  failed  to  do,  however,  has 
been  accomplished  by  scientific  research,  and  it  is  by 
this  nietlujd  that  fibre  rubber  was  produced. 

The  Price  Question. 

No  retailer  believes  that  he  can  buy  the  same  qual- 
ity of  shoes  for  $2.25  that  he  can  buy  for  $4.50,  and  the 
same  thing  applies  to  soles,  and  whatever  your  deci- 
sion may  be  it  is  imperative  that  the  claims  made  for 
any  of  the  materials  be  substantiated  by  actual  facts. 
One  of  the  unpleasant  duties  of  the  shoe  retailer  is  the 
attempt  to  please  dissatisfied  customers,  and  we  know 
of  some  shoe  retailers  who  are  not  consistent  in  their 
policy  of  adjustment.  The  public,  as  a  whole,  is  fickle, 
and  their  opinions  are  easily  changed,  and,  although 
some  of  your  customers  may  never  have  had  shoes 
which  gave  them  more  than  thirty  days'  wear,  you  will 
find  the  same  persons  over-critical  if  they  do  not  re- 
ceive two  or  three  times  the  wear  from  shoes  with  soles 
of  material  to  replace  leather.  And  the  question  of 
adjustment  with  such  persons  is  something  which 
should  be  given  a  great  deal  of  thought. 

Conservation,  Not  Competition. 

I  am  afraid  some  of  you  shoe  retailers  have  had  sad 
experiences  in  getting  shoes  with  substitute  soles  as 
])romptly  as  you  would  have  liked,  and  undoubtedly 
your  manufacturers  have  told  you  they  were  unable  to 
get  them,  and  I  must  confess,  in  many  cases  the  manu- 
facturers have  told  you  the  truth.  We  have  done 
exerything  possible  to  alleviate  this  difficulty,  but  .so 
long  as  the  demand  exceeded  our  production  there 
seemed  to  be  no  help  for  it.  We  are,  at  the  present 
time,  making  plans  to  increase  our  present  production 
500  per  cent.  It  would  be  difficult  to  contemplate  what 
the  prices  of  sole  leather  would  have  been  if  it  were 
not  for  the  introduction  of  this  material,  and,  like  any 
other  product  which  can  be  put  on  the  market  to  assist 
the  shoe  manufacturer,  it  should  not  be  considered  as 
competition,  but  as  conservation. 
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Chemicals  as  Related  to  the  Retailing  of  Shoes 

By  A.  C.  Trask* 


IT  is  only  durino-  the  last  two  years  that  the  subject 
of  tanning-  materials  has  become  of  sufficient  im- 
portance to  be  taken  into  consideration  as  a  logi- 
cal reason  for  the  necessary  advance  in  the  price 
of  shoes.  This  is  due,  of  course,  to  the  European  war 
and  the  curtailment  of  the  supply  of  imported  tanning 
materials.  It  is  a  most  interesting  business — having 
to  do  with  nearly  every  part  of  the  world. 

Why  Tanning  Materials  Are  Scarce  and  High. 

The  shoe  manufacturers  make  a  careful  study  of 
the  hide  market,  and  you  have  no  doubt  heard  about 
the  price  of  hides,  because  it  has  much  to  do  with  the 
increasing'  cost  of  shoes.  Eighty-five  per  cent,  of  the 
cost  of  leather  is  represented  by  the  cost  of  the  hide, 
and  there  has  been  no  reason  to  talk  much  about  the 
cost  of  the  materials  used  in  tanning  because  the  fluc- 
tuation in  the  market  price  of  different  tanning  mater- 
ials was  so  slight  that  it  didn't  make  much  difference 
in  the  cost  of  the  leather,  but  the  war  has  changed  con- 
ditions, and  it  has  become  a  question  of  the  tanner 
assuring  himself  of  enough  tanning  materials  to  tan 
the  hides  he  already  has. 

We  are  dependent  upon  the  entire  world  for  tan- 
ning- materials,  so  I  want  to  give  you  a  bird's-eye  view 
of  a  few  of  the  most  important  materials.  It  may  in- 
terest you  to  know  what  some  of  them  are,  where  they 
come  from,  and  some  of  their  uses. 

Supplementing  the  Supply  of  Bark. 

In  the  old  days  about  the  only  tanning  materials 
one  heard  about  was  hemlock  bark,  but  something  had 
to  be  done  to  supplement  the  bark  supply,  and  thus 
started  the  importation  of  tanning  materials.  The 
pioneers  offering  a  tanning  material  of  any  kind  from 
atiother  part  of  the  world  had  a  difficult  task  in  those 
early  days  inducing-  the  tanners  to  use  a  new  material, 
but  it  isn't  so  hard  to-day.  While  the  tanner  is  averse 
to  makings  changes,  most  of  them  are  willing  to  try  any 
new  material  that  may  come  on  the  market. 

There  is  to-day  imported  into  this  countr}^  large 
quantities  of  what  we  call  ra-w  tannin  materials — that 
is,  materials  not  ready  for  use  and  from  which  the  tan- 
nin must  be  leached.    I  will  mention  a  few. 

Mangrove  Bark,  Where  it  Comes  from  and  Its  Use. 

From  Borneo,  and  some  parts  of  South  America,  we 
receive  Mangrove  bark.  It  is  used  in  large  quantities 
by  tanners  of  sole  leather.  It  gives  a  reddish  color  to 
the  leather,  makes  a  long-fibred  leather,  and  is  a  good 
weight  giver.  It  is  also  imported  in  extract  form 
where  the  tannin  is  leached  within  48  hours  from  the 
time  the  bark  is  peeled,  before  it  has  a  chance  to  oxi- 
dize, and  is  then  evaporated  down  to  a  solid  extract, 
thus  producing  a  lighter  color  to  the  leather  than  that 
made  from  the  bark.  This  is  commercially  known  as 
"Cutch."  Very  little  has  come  to  this  country  since 
the  war. 

Myrobalans  Comes  from  India. 

From  another  part  of  the  world — India — large 
quantities  of  myrobalans  are  imported.  This  is  a  bean 
containing  c|uite  a  large  percentage  of  tannin.  Hun- 
dreds of  tons  are  used  bv  American  tanners,  which 
thev  use  blended  with  other  materials,  thus  securing 
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the  benefit  of  the  desirable  qualities  of  this  bean.  At 
the  present  time  tanners  are  obliged  to  pay  twice  as 
much  for  myrobalans  as  they  paid  before  the  war.  It  is 
also  produced  in  extract  form. 

Valonia  Is  the  Acorn  from  Oak  Trees  in  Turkey. 

Before  the  war  we  received  valonia  from  Turkey 
and  Greece.  This  is  the  acorn  from  the  Turkish  oak 
tree.  It  is  much  larger  than  the  American  acorn,  and 
the  tannin  is  in  the  "cup"  into  which  the  acorn  sets,  but 
the  part  containing  the  greatest  percentage  of  tannin 
is  the  fringe  around  the  cup,  which  is  called  "Valonia 
Beard."  It  makes  a  very  firm  leather.  None  of  this 
has  been  imported  during  the  past  two  years. 

Gambier  One  of  the  Oldest  Tannning  Materials. 

Perhaps  the  oldest  tanning  material,  and  for  which 
no  tanner  has  been  able  to  find  a  substitute  for  certain 
purposes,  is  gambier,  an  extract  cooked  from  the  leaves 
of  the  Terra  Japonica  tree.  It  is  all  shipped  from  Sin- 
gapore, and  is  especially  desirable  for  soft  leather. 

Sumac  Used  Largely  for  Sheepskins. 

Sumac,  ground  sumac  leaves,  is  imported  from 
Sicily,  and  is  used  largely  in  tanning  sheepskins,  al- 
though many  other  kinds  of  leather  find  sumac  used 
in  some  part  of  the  process.  Some  years  ago  American 
sumac  was  harvested  in  Kentucky  and  Virginia,  but  it 
was  not  as  satisfactory  as  the  Sicilian,  producing  a 
much  darker  color  to  the  leather.  Besides  this,  the 
labor  cost  here  was  so  much  greater  than  in  Sicily  that 
it  could  not  be  sold  at  a  profit,  so  practically  no  Ameri- 
can sumac  is  sold  at  present. 

There  are  a  number  of  raw  tanning  materials  of  less 
importance  imported  into  this  country  which  are  used 
to  a  greater  or  less  extent  by  tanners,  but  there  are  still 
undeveloped  parts  of  the  world  which  will  produce 
other  and  perhaps  better  tanning  materials  in  the  fu- 
ture. 

Tanning  Leather  on  High  Scientific  Basis. 

There  is  one  thing  about  this  subject  that  ma}'  be 
interesting  to  you.  Instead  of  tanning  with  hemlock 
bark  only,  as  in  the  old  days,  the  tanning  is  on  a  more 
scientific  basis.  Even  during  my  experience,  the  de- 
mand for  the  leather  trade  chemist  has  grown,  until  to- 
day nearly  every  tanner  either  has  a  chemist  in  his 
employ  or  has  his  materials  analyzed  by  outside  chem- 
ists. 

To-day  the  blending  of  the  different  tanning  ma- 
terials for  different  results  is  a  science  that  enables  tan- 
ners to  make  better  leather  and  at  the  same  time  utilize 
the  large  variety  of  tanning  materials  that  are  on  the 
market. 

Use  of  Tanning  Extracts. 

Let  us  now  look  over  the  tanning  extracts  which 
are  used  in  such  quantities.  One  of  the  most  import- 
ant is  quebracho,  made  from  quebracho  wood,  and 
coming  only  from  South  America.  It  adds  certain 
(|ualities  to  the  tan  liquors  that  make  it  very  desirable. 

It  may  interest  you  to  know  that  the  production  of 
tanning  extracts  in  this  country  is  one  of  our  large 
industries.  They  are  made  from  hemlock,  larch,  and 
oak  bark,  and  chestnut  wood.  These  extract  factories 
are  scattered  all  through  the  South  and  in  other  sec- 
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tions  near  the  bark  supply,  and  is  shipped  in  tank  cars 
all  over  the  country.  Chestnut  wood  extract  is  used 
in  the  largest  quantities,  mostly  by  harness  and  sole 
leather  tanneries.  There  are  37  plants  making  this  ex- 
tract to-day,  and  it  may  interest  you  to  know  that  22 
of  them  are  either  owned  controlled  by  the  tanners 
themselves. 

War  Has  Revolutionized  Extract  Business. 

The  war  has  revolutionized  the  domestic  tanning 
extract  business.  Before  the  war  the  European  tan- 
ners did  not  buy  American  extracts  to  any  extent, 
claiming?  they  were  inferior  to  extracts  produced  in 
their  own  countries,  but  since  the  war  nearly  every 
country  in  the  world  possessing'  tanneries  has  been 
obliged  to  come  to  this  country  for  tanning  extracts, 
and  the  result  is  that  we  are  exporting  immense  quan- 
tities, which  has  doubled  and  trebled  the  prices. 

A  new  extract  produced  within  the  last  two  years 
is  larch  bark  extract,  which  is  made  from  the  spruce 
l)ark,  and  is  a  welcome  addition  to  the  supply  of  tan- 


Now  is  the  time  to  get  after  the  "kiddies' " 
trade.  Their  summer  boots  are  about  done,  and 
the  parents  are  looking  about  for  something 
strong  and  serviceable  for  fall  wear. 


ning  material  in  our  own  country.  Hemlock  bark  ex- 
tract is  produced  in  several  parts  of  the  country  also. 

Another  extract  which  is  now  used  in  many  tan- 
neries is  spruce  extract.  This  is  refined  and  treated 
from  the  recovered  sulphite  liquors  from  certain  paper 
mills  which  make  pulp  from  spruce  wood  and  formerly 
was  allowed  to  run  down  the  streams,  but  is  now  saved 
and  is  treated  for  tannerv  use.  Large  quantities  are 
used. 

Tanning  Materials  for  Upper  Leather. 

Most  of  the  materials  that  I  have  mentioned  are 
used  for  heavy  leather,  such  as  sole,  harness,  heavy 
side  leather,  etc.,  but  the  majority  of  the  upper  leather 
and  glove  leather  is  chrome  tanned — that  is,  tanned 
with  chemicals,  taking  a  much  shorter  time  to  tan  in 
than  with  the  bark  and  extract  tannages.  Most  of  the 
tanners  of  chrome  leather  are  using  bichromate  of 
soda  as  a  base  for  their  tan  liquors.  Just  to  give  you 
an  idea  of  what  conditions  tanners  are  obliged  to  meet 
this  year,  let  me  say  that  before  the  war  the  normal 
price  for  bichromate  of  soda  was  5^  cents  per  pound. 
During  this  year  tanners  have  paid  varying  prices, 
from  cents. per  pound  the  first  of  the  year  to  65 
cents  per  pound,  which  was  the  ruling  price  a  few 
weeks  ago.  The  market  has  eased  of¥  a  little,  and  it  is 
worth  30  to  35  cents  per  pound  to-day.  Most  all  of  the 
tanners  have  protected  themselves  for  their  reqtiire- 
ments  during  the  year  1917  at  from  25  to  30  cents  per 
pound,  showing  that  there  is  no  immediate  possibility 
of  reducing  the  cost  of  tanning  their  leather  by  this 
process. 

Oils  and  Greases  for  Finishing  Leather. 

Another  part  of  the  tanning  material  business  is  to 
supply  the  different  oils  and  greases  to  finish  the 
leather  after  it  is  thoroughly  tanned.  There  is  a  large 
variety  of  these  oils  and  greases  used,  dififerent  tan- 
ners having  dififerent  ideas  and  using  different  oils  in 
the  finishes.  In  the  early  days  most  upper  leather  was 
bark  tanned  and  was  stufifed  with  cod  oil,  degras  or 
wool  grease,  tallow,  etc.  Those  were  the  days  when 
shoes  could  not  be  shined  because  of  the  greasy  leatli- 
cr,  but  chrome  tanned  leather  does  not  require  much 


oil — just  enough  to  keep  it  soft  and  j)lial)le.  Cod  oil, 
fish  oil,  olive  oil,  whale  f)il,  neatsfoot  oil,  castor  oil, 
nioellons  and  sod  oils,  and  many  other  oils  are  used  in 
tlie  stuffing  and  finishing  of  leather.  During  the  past 
few  years  most  tanners  have  been  buying  these  dififer- 
ent oils  in  soluble  form,  made  soluble  by  the  use  of 
sulphuric  acid.  When  the  oil  comes  in  contact  with 
the  wet  leather  it  penetrates  to  every  fibre.  There  is 
a  story  about  each  one  of  these  oils — how  they  are  pro- 
duced and  the  many  dififerent  places  where  they  can 
be  used,  but  lack  of  space  does  not  permit  to  tell  of  all 
of  them,  but  it  may  interest  retailers  to  know  a  little 
about  the  f)roduction  of  moellon  and  sod  oil,  of  which 
large  quantities  are  consumed  every  year. 

How  Certain  Oils  Are  Procured. 

Moellons  and  sod  oils  are  the  bye-products  of 
chamois  leather,  which  is  tanned  in  oil,  usually  cod  or 
fish  oil.  The  oil  is  forced  into  the  skins  until  thor- 
oughly tanned.  They  are  then  placed  in  hydraulic 
presses  and  the  suri)lus  oil  is  pressed  from  the  skins. 

This,  the  first  pressing,  is  the  pure,  natural  moel- 
Inii.  The  balance  is  recovered  with  acid,  and  is  known 
as  sod  oil.  These  oils  are  sold  back  to  the  tanner-^, 
who  use  them  in  stufifing,  or  fat  liquoring,  their  leather. 
The  consumption  is  so  much  greater  at  present  that 
the  supply  of  the  natural  product  could  not  take  care 
of  the  demand,  with  the  result  that  large  quantities  of 
artificial  moellons  and  sod  oils  are  being  produced  and 
are  working  satisfactorily  in  the  majority  of  cases. 
Most  of  the  sod  oils  used  in  this  country  before  the 
war  was  imported  from  England. 

The  Use  of  Dyes  in  Making  Leather. 

Perhaps  the  most  frequent  topic  of  conversation 
caused  by  the  war  is  the  shortage  of  aniline  dyes, 
which  have  practically  all  come  from  Germany  hereto- 
fore. Many  tanners  have  been  obliged  to  go  back  to 
the  old  wood  dyes  that  were  used  before  aniline  dyes 
were  discovered,  and  so  increasing  quantities  of  log- 
wood extract  are  now  being  used.  One  of  the  newest 
I)roducts,  as  the  result  of  this  condition,  is  the  Osage 
orange  extract,  which  is  made  from  the  Osage  orange 
tree,  growing  in  dififerent  parts  of  Texas  and  Okla- 
homa. This  material  produces  a  bright  yellow  color, 
which  by  the  addition  of  various  mordants  will  pro- 
duce tans,  browns,  chocolates,  etc.,  and  is  really  one 
of  the  finest  products  so  far  discovered  for  this  pur- 
pose. This  coimtry  is  going  to  be  a  large  producer  of 
aniline  dyes,  as  there  are  already  a  number  of  plants 
now  producing  colors  of  equal  quality  to  those  which 
have  been  imported. 

I  hope  I  have  given  the  reader  a  little  idea  of  some 
of  the  many  dififerent  materials  that  go  into  the  manu- 
facture of  leather,  and  I  have  only  mentioned  a  very 
few.  Nearly  every  chemical  is  used  to  a  greater  or  less 
extent  in  the  tannery,  and  these  chemicals  are  worth 
to-day  from  double  price  to  four  and  five  times  the 
normal  price,  and  it  will  be  some  time  before  the  prices 
will  again  return  to  the  normal  prices  in  force  before 
the  war,  due  largely  to  the  fact  that  we  are  exporting 
chemicals  to  many  parts  of  the  world,  while  before  the 
war  very  little  was  exported. 

Reviewing  this  subject  of  tanning  materials,  you 
will  see  that  nearly  every  part  of  the  world  is  called 
upon  to  supply  some  part  of  the  finished  product- 
shoes. 


"I^'all  in!"  thundered  the  ca])tain  U^  his  men.  who 
were  resting  on  the  river  bank. 

"Not  me,  cap,"  faltered  an  Iris'.iman ;  "Oi  can't 
shwim." 
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Shall  We  Have  to  Use  Wooden  Shoes? 


Cub  reporters  now  and  then  break  out  with  "wood- 
en shoe  scare-heads."  They  tell  of  the  enormous  losses 
of  leather  in  the  warrin^;  countries,  the  tremendous 
c|uantities  used  in  the  manufacture  of  army  footwear. 
Some  of  the  more  ambitious  and  enterprising-  have 
estimated  that  at  the  end  of  one  year,  thirty-nine  days 
and  sixteen  minutes  there  will  be  on  hand  in  the  tan- 
neries just  six  and  a  half  dozen  hides  with  which  to 
supply  the  world's  demand  for  footwear.  To  most 
I)eople  leather  is  just  leather,  and  when  a  shortage  is 
reported  they  do  not  stop  to  consider  that  there  are 
many  different  kinds  and  conditions  of  leather,  and 
that  a  shortaj^e  may  only  exist  in  one  line.  The  high 
price  and  scarcity  of  glazed  kidskins  is  not  due  to  any 
demand  by  the  army,  but  rather  to  high  freight  rates, 
embargoes,  and  general  ship|)ing  and  tanning  diffi- 


WHAT  THE  LEATHER  SHORTAGE  HAY  DO  TO  US 


The  Boot  &  Shoe  Recorder's  cartoonist  looks  into  the  future. 


culties.  This  condition  may  reasonably  be  supposed 
to  right  itself  when  the  world  struggle  is  concluded. 
Getting  back  to  the  original  subject,  however,  wooden 
shoes  are  not,  in  this  country,  to  be  taken  to  mean  the 
typical  wooden  shoes  of  Holland,  of  which  we  occa- 
sionally see  pictures  and  an  actual  pair  or  two  ex- 
hibited as  curiosities.  In  this  connection  the  Boot 
and  Shoe  Recorder  says : 

Trade  little  realizes  the  volume  of  wooden  sole 
footwear  sold  in  the  United  States,  although  no  record 
is  kept  by  the  census  bureau,  manufacturing  data  runs 
the  total  up  into  the  hundred  thousand  pairs.  It  has 
been  proven  that  the  wooden  sole  boot  in  ice  cream 
factories,  laundries,  dye  houses,  and  a  hundred  and  one 
industries  where  the  workmen  labor  in  damp  places  is 
a  type  of  footwear  preferable  for  use.  Naturally  work- 
men in  these  occupations  first  tried  rubber  boots,  but 
found  in  many  cases  that  the  heights  of  the  tops  and 
the  more  raoid  wear  sole  made  the  use  of  the  wooden 
sole  substitute  preferable. 

To  take  into  consideration  simply  one  brancli  of 
the  industry — that  of  ice  cream  making — you  get  some 


idea  of  that  vast  usage  of  wooden  sole  footwear  in  this 
industry  alone.  Dairymen  and  stablemen  have  turned 
to  wooden  sole  footwear  for  very  similar  reasons. 

The  major  portion  of  the  two-inch  sole  shoes  with 
leather  uppers  are  made  in  the  Middle  West,  with 
Michigan  leading  in  production.  The  prices  range 
from  $1  to  $2  a  pair,  and  the  life  of  the  sole  is  estimated 
at  three  to  seven  months.  There  is  some  smaller  de- 
mand for  wooden  sole  footwear  for  theatrical  use  and 
for  pageantry.  Naturally  the  more  wood  is  used  for 
very  cheap  footwear  the  greater  the  saving  on  leather. 
Trade  is  fast  coming  into  an  economic  period  where 
conservation  of  leather  will  become  a  general  trade 
problem  to  be  considered  by  the  major  associations. 

In  the  trenches  in  Europe  wooden  sole  footwear  is 
generally  worn.  In  Holland,  the  original  home  of  the 
wooden  shoe,  the  consumption  by  the  public  the  last 
two  years  has  been  phenomenal.  It  has  extended  into 
Belgium  and  France  and  undoubtedly  into  Germany. 
It  even  goes  still  further  than  following  the  lines  of 
strict  utility. 

The  New  York  Sun,  editorially,  delivers  itself  of 
the  following  bit  of  humorous  prediction : 

'Tt  is  only  ten  centuries  ago — yesterday  in  the 
minds  of  those  who  view  time  broadly — that  all  the 
toilers  of  civilization  wore  wooden  shoes.  Many  of 
Europe's  most  honest  feet  wear  them  now.  If  we 
come  to  wooden  shoes  there  should  be  no  shame  about 
it.  Perhaps  the  change,  instead  of  bringing  harm, 
would  bring  goodness  and  joy. 

"Make  everybodv  wear  wooden  shoes  and  the 
porch-climber  would  join  the  roc  and  the  dodo,  or  else 
the  Y.M.C.A.  The  efficiency  expert,  able  no  longer  to 
slip  noiselessly  about  your  business,  would  be  more 
occupationless  than  Othello.  The  pussy-footer  could 
annoy  us  no  more  with  his  sickening  stealth.  Men 
would  come  home  earlier  of  nights,  soberly  clanking 
oak  upon  pine  as  they  mounted  the  front  stoop.  Clog 
dancing  would  be  restored  to  its  proper  place  in  the 
arts.  All  the  world  would  click  a  zylophonic  tune. 
Mahogany  shoes,  made  from  old  pianos,  would  take  us 
out  on  Sunday.  The  ladies  could  have  their  No.  3's 
enameled  in  oink." 

Wooden  shoes  may  be  cheaper  and  they  may  pos- 
sess a  goodly  degree  of  comfort,  but  it  is  self-evident 
that  the  Canadian  public  will  ponder  long  and  seriously 
before  their  general  adoption  —  certainly  not  until 
leather  is  a  thing  of  ancient  history  and  referred  to 
only  in  terms  of  "before  the  war,"  which  is  a  condition 
of  affairs  not  likely  to  happen  for  some  time  to  come. 
Whether  or  not  we  shall  become  a  nation  of  wooden- 
shoe  wearers  is  a  question  not  likely  to  occasion  the 
shoe  retailer  any  great  loss  of  sleep. 


The  Science  of  Shoe  Fitting 

A  merchant  from  Equador,  S.A.,  who  was  visiting 
in  Toronto  recently,  stated  that  when  a  young  woman 
in  his  country  wished  to  buy  a  pair  of  shoes  the  pro- 
cedure was  to  hand  her  the  footwear  and  she  would 
flit  to  the  nearest  dark  corner  to  try  them  on.  Their 
maidenly  modesty  or  their  upbringing  forbids  them  to 
assign  the  task  of  fitting  to  the  salesman.  This  ought 
lo  simplify  things  for  the  retailer,  though  it  would 
afford  him  little  opportunity  to  exercise  his  powers  of 
salesmanship. 
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The  Carey  Shoe  Company 

The  accompanying-  ilkistration  shows  the  new  ex- 
terior of  the  Carey  Shoe  Company,  142  Kino-  Street 
\L-dst,  Toronto.  Mr.  Johnston  Carey  is  the  proprietor 
and  his  son,  Mr.  A.  C.  Carey,  is  manager.  This  site 
enjoys  the  distinction  of  being  perhaps  the  oldest  shoe 
retaihno-  stand  in  Canada,  having  a  record  of  seventy 
years.  Mr.  Carey  started  in  the  shoe  business  for 
iiimself  in  1872,  and  took  over  the  present  estabHsh- 
nient  seventeen  years  ago.  Owing"  to  the  fact  that  a 
long  lease  could  not  be  secured,  nor  could  the  pro- 
perty be  purchased,  it  was  inadvisable  to  make  any 
considerable  improvement  to  the  store,  but  last  fall, 
the  first  available  opportunity,  the  property  was  pur- 
chased, and  Mr.  Carey  installed  a  complete  new  front 
and  entrance.  The  windows,  as  can  be  seen,  are  tri- 
angular and  provide  for  a  very  attractive  entrance. 
The  windows  are  of  plate  glass  and  in  the  right  hand 
window  is  a  full  length  mirror  The  depth  of 
the  store  is  120  feet  and  width  20  feet.  Consider- 
able improvements  have  also  been  made  to  the  in- 
terior- Mr.  Carey  states  that  business  is  much  better 
this  year  than  last  and,  although  he  considers  the  lea- 
ther market  in  a  very  unfavorable  condition,  is  very 
optimistic  for  the  future.  Branch  stores  are  also  con- 
ducted in  Barrie  and  Chatham. 


sufficiently  durable  to  wear  as  long  as  other  parts  of 
the  shoe.  Such  a  lining  not  only  keeps  the  shoe  in 
shape,  but  increases  the  service  of  the  shoe  by  taking 
a  great  deal  of  the  strain  ofif  the  leather  and  by  pro- 
tecting it  from  the  disintegrating^  acid  perspiration  of 
the  foot.  The  outlay  of  a  few  cents  per  pair  in  linings 
thus  actually  means  a  gain  in  the  appearance,  wearing 
qualities,  and  comfort  of  the  shoe. 

The  remedy  for  poor  linings  is  largely  in  the  hands 
of  the  shoe  dealer.  The  dealer,  by  demanding  this 
extra  value  in  the  shoe  he  handles,  should  find  the 
additional  cost  more  than  ofYset  by  increased  sales  and 
satisfied  customers. 


The  Lining  an  Important  Part  of  the  Shoe 

There  is  rapidly  growing  up  among  shoe  dealers  a 
strong  sentiment  in  favor  of  better  shoe  linings.  This 
is  not  surprising,  as  it  is  a  well  known  fact  that  the 
standard  of  this  part  of  the  shoe  has  been  steadily 
lowered  until  the  average  material  used  for  linings  at 
the  present  time  is  not  heavy  enough  or  strong  enough 
to  give  proper  satisfaction.  This,  decline  in  the  stan- 
dard is  not  the  fault  of  the  shoe  manufacturer  or  the 
shoe  dealer.  It  is  the  logical  result  of  the  constant  re- 
adjusting of  costs  to  make  a  shoe  at  a  fixed  price,  de- 
spite the  continual  advance  in  materials,  and  the  failure 
fully  to  realize  the  real  importance  of  the  lining  to  the 
shoe. 

The  ftuiction  of  a  shoe  lining  is  not  merely  to  keep 
the  feet  from  coming  in  contact  with  the  leather.  It 
should  reinforce  the  leather  and  seams,  and  should  be 


Rubber  vs.  Leather  Heels 

Rubber  lieels  are  growing  more  in  favor  every 
month,  and  people  are  waking  up  to  the  fact  that  rub- 
ber heels  are  more  serviceable  and  more  comfortable 
than  leather  heels.  It  is  claimed,  too.  that  first  quality 
ru])])er  will  wear  longer  on  paved  streets,  cinders,  and 
hard  roads  than  leather.  The  best  rubber  is  as  wear- 
resisting  as  the  best  leather,  and  the  rubber  heel  has 
the  advantage  of  being  resilient.  xA.gain.  when  a  hard 
leather  heel  is  brought  down  on  a  hard  pavement  or 
concrete  sidewalk  there  is  no  give  to  the  leather,  and 
the  action  is  something  like  the  grinding  of  an  axe  on 
a  grindstone.  If  the  heel  was  set  squarely  down  on 
the  walk  and  raised  straight  up  this  grinding  would  be 
lessened,  but  this  is  not  the  case.  The  heel,  when 
brought  in  contact  with  the  walk,  is  given  a  forward 
or  twisting  motion  that  takes  away  a  little  of  the  heel 
at  every  step.  With  the  rubber  it  is  different.  The 
heel  gives  under  the  weight  of  the  body,  and,  being  of 
a  tough,  wear-resisting  nature,  the  concrete  or  other 
gritty  walk  or  floor  does  not  cut  it  away  as  readily  as 
it  would  the  leather  heel.  Further,  the  rubber  heel  is 
almost  noiseless,  and,  being  springy,  saves  the  feet  as 
well  as  other  parts  of  the  body  from  the  little  nerve- 
tearing  jars  at  every  step. 


The  successful  young  man  is  the  one  who  falls 
in  love — with  his  work. 
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Some  Facts  and  a  Few  Figures  Regarding  tlie 

Leatlier  Situation 


111  the  Cals'ai'y  Daily  Herald  of  August  19  a  con- 
siderable s])ace  was  devoted  to  a  recital  of  the  in- 
creases in  materials  entering-  into  the  manufacture  of 
shoes.  The  article  was  the  result  of  concerted  effort 
on  the  part  of  the  leading  Calgary  shoe  retailers  and 
repair  men,  and  shows  a  splendid  spirit  of  co-operation 
in  endeavoring  to  acquaint  the  people  of  that  city  with 
the  difficulties  they  have  been  experiencing.  One  dog 
barking  on  the  street  attracts  very  little  attention,  but 
let  all  the  dogs  congregate  in  the  same  place  and  all 
bark  together  and  the  people  will  begin  to  "gather 
round"  to  see  what  all  the  excitement  is  about.  So  it 
is  in  business;  the  effort  of  the  Calgary  shoe  men  in 
getting  together  and  "hollering''  all  at  once  is  bound 
to  have  good  and  far-reaching  influence  on  the  pur- 
chasing public.  Here's  the  article  substantially  as  it 
appeared : 

We  are  united  in  publishing-  this  statement  because  we 
kno-w  that  the  public  is  fair-minded  and  is  interested  in  kno-w- 
ing  facts  about  the  shoe  and  leather  situation. 

Do  you  know  that  every  single  item  that  enters  into  the 
making  and  repairing-  of  a  pair  of  shoes — leather,  linings, 
nails,  thread,  labor,  etc. — has  greatly  increased  during  the 
past  six  months? 

The  demand  for  leather  is  greater  than  the  supply,  on 
account  of  the  decrease  in  the  number  of  cattle  in  Canada 
and  the  United  States,  and  the  increased  demand  for  war 
purposes  from  Russia,  France,  Servia,  England,  Canada,  the 
United  States,  and  even  Germany  and  Austria.  Considerable 


Mr.  A.  Foster,  representing  Hvdro-City  Shoe  Mfrs.  Ltd., 
Kitchener,  Ont.,  in  Eastern  and  Northern  Ontario. 

American  hides  still  get  through  to  the  Germans  in  spite  of 
the  blockade,  it  is  said. 

The  cost  of  tanning  material  has  increased  100  to  1,000 
per  cent,  owing  to  the  blockade  on  certain  ports. 

There  is  a  decrease  in  the  supply  of  raw  skins  from  cer- 
tain European  countries. 

The  freight  embargo  on  some  eastern  railway  lines,  due 
to  the  shortage  of  carrying  ships,  is  another  factor  of  in- 
crease. 

Increased  marine  charges  and  insurance  rates  affect  the 
retail  price  of  shoes,  and  there  is  the  TjA  per  cent,  war  tax  on 
all  shoes  imported. 

These  reasons  forced  the  increase  in  the  selling  price  of 
shoes. 

The  usual  explanation  of  the  increase  in  the  cost  of  shoes 


— a  question  asked  by  nearly  every  purchaser  of  these  articles 
in  Calgary,  and  probably  throughout  Canada — is  that  the  rise 
is  due  to  the  war.  This  is  an  answer  which  in  the  main  is 
correct,  but  tlie  general  public  often  wants  more  specific  re- 
idies  to  definite  questions.  Without  a  more  thorough  ex- 
planation it  is  possible  that  some  customers  might  suspect 
that  the  retailers  were  exploiting  the  argument  as  a  means  of 
producing  bigger  profits.  In  order  to  remove  any  grounds 
ior  such  suspicion  the  retail  dealers  of  Calgary' are  publish- 
ing, jointly,  this  explanation  of  the  increase  in  the  cost  of 
footwear  in  Canada. 

Every  dealer  in  the  Dominion  knows  that  he  has  to  pay 
more  for  his  shoes  than  formerly.  He  has  the  evidence  of 
his  invoices,  of  his  drafts,  of  his  general  expenses.    These  he 


Mr.  Frank  M.  Smith,  representing  Hydro-City  Shoe  Mfrs.,  Ltd., 
Kitchener,  Ont.,  in  Western  Ontario. 

cannot  very  well  produce  for  the  satisfaction  of  the  curiosity 
of  every  customer,  but  he  can  give  a  detailed  explanation 
through  the  press. 

All  dealers  know  that  the  increase  affects  everyone  in- 
terested in  the  leather  trade.  Those  who  deal  in  raw  pro- 
ducts find  an  increase;  the  wholesaler,  the  manufacturer,  each 
find  prices  higher,  and  the  retailer  must  raise  the  price  to 
the  customer  or  do  business  at  a  loss. 

Generally  speaking,  all  calf  and  kid  leather  shoes  have 
gone  up  from  60c  to  .$1  per  pair  in  men's  goods,  and  from  T.Tc 
to  $1.25,  and  even  more,  in  women's  shoes.  Next  season  the 
prices  may  go  even  higher.  ,  No  man  can  foretell. 

Everything  entering  into  the  manufacture  of  leather  foot- 
gear has  been  advanced,  and  many  things  are  still  advanc- 
ing. This  includes  even  cartons,  labels,  and  labor.  The  latter 
has  increased  between  20  and  30  per  cent.  This  does  not 
mean  that  all  shoe-workers  have  received  an  increase  in  the 
hour  or  day  rate  of  wages.  The  meaning  is  that  so  many 
skilled  workmen  have  joined  the  colors  that  many  plants  are 
running  only  50  and  60  per  cent,  of  capacity. 

All  calf  leather  has  gone  up  during  the  past  year  from  30 
to  60  per  cent.,  patent  leather  30  per  cent.,  dull  kid  and 
glazed  leather  100  per  cent,  and  over,  colored  kid  from  200 
per  cent.  up.  Sheepskins  are  between  80  and  100  per  cent, 
liigher,  and  sole  stock,  both  oak  and  hemlock,  have  increased 
35  and  50  per  cent.  Insoles,  heels,  and  counters  are  25  to  50 
per  cent,  more  than  a  year  ago;  linings,  15  and  25  per  cent, 
more;  laces,  100  to  250  per  cent,  more;  and  there  has  been 
substantial  increase  in  the  price  of  thread,  nails,  eyelets, 
hooks,  buttons,  shanks,  pull-straps,  cements,  welting,  and 
(jther  articles. 

Previous  to  the  war  the  bulk  of  high-class  calfskins  in 
the  -world  came  from  Europe,  and  the  supply  was  practically 
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shut  off  throufili  blockades,  embargoes,  and  scarcity  of  ship- 
ping. Added  to  this  is  the  excessive  war  insurance  risk  and 
the  ocean  freight  rates,  the  hitter  being  a))Out  five  times  more 
than  it  was  a  year  ago. 

Throughout  Canada  there  is  also  a  war  tax  of  7^  per 
cent.,  while  tanning  materials  have  gone  up,  and  tlie  price  of 
suitable  dyes  has  soared  to  the  clouds.  In  some  cases  the 
increase  in  chemicals  necessary  to  properly  tan  or  dye  has 
been  enormous,  the  increases  ranging  anywhere  between  2.') 
f)er  cent,  and  .'')()()  per  cent. 

In  sole  leatlier  tlie  same  condition  i)rcvails,  the  average 


increase  in  tanning  materials  for  this  leather  being  over  100 
per  cent.    A  tremendous  amount  of  stock  goes  into  army 

shoes. 

Tlie  reason  for  the  high  cost  of  kid  leather,  in  which  the 
situation  is  critical,  is  the  unprecedented  demand  for  high- 
cut  boots  for  women.  Formerly  the  world  supply  came  from 
lUissia,  India,  Arabia,  South  America,  and  China,  with  smaller 
quantities  coming  from  other  countries.  Since  war  com- 
menced Russia  has  not  exported  any  goat,  sheep,  calf,  or  colt 
skins,  and  shipping  facilities  have  been  crijjpled  from  India 
and  Araljia. 


How  We  Play  the  Novelty  Game 


In  a  Small  Town.' 

"I  am  from  a  .small  town,  .so  am  not  mnch  of  a 
novelty  shoe  man.  Beinj?  close  to  the  larjjer  places  also 
has  something-  to  do  with  iTiy  novelty  trade. 

"A  small  town  merchant  cannot  afford  to  carry  all 
the  extreme  styles,  such  as  are  carried  in  the  city 
stores,  but  we  have  to  show  some  of  them  or  I)ecomc 
back  numbers.  The  peoj)le  will  say  "he  hasn't  any- 
thinj^,"  and  won't  come  there  to  trade.  The  novelty 
frame  is  like  the  millinery  f^ame — one  style  good  to- 
day and  to-morrow  it  can  be  put  on  the  shelf.  If  you 
buy  of  the  salesman  selling-  novelties  you  arc  too  far 
ahead,  and  about  the  time  they  are  bein<^  made  some 
other  fad  comes,  better  lhan  the  novelty  we  have  first 
bouf^ht,  perhaps. 

Why  it  Is  Difficult  to  Make  a  Big  Profit. 

"In  ordering-  novelties  one  has  to  order  in  different 
sizes  and  lasts.  And  in  the  smaller  towns  a  man  can- 
not fjet  a  .q;reat  variety  on  this  accoiml,  or  he  will  be 
too  heavily  stocked.  In  the  smaller  towns  he  c;in't 
get  the  profit  from  novelty  shoes  like  the  city  stores — 
T  am  in  a  farming  district,  and  the  people  want  Just  as 
good  value  in  a  novelty  as  a  staple,  and  expect  il  to  l)e 
worn  as  hard  as  a  staple  shoe.  They  won't  pay  the 
price,  therefore  I  have  to  buy  good  stock  and  sell  at  a 
low  margin  of  profit. 

"You  say  keep  your  trade  at  home  and  educate  them 
to  a  long  profit.  To  a  certain  extent  thev  have  been 
educated  to  pay  a  higher  price  for  their  shoes.  They 
will  go  to  the  city  store  and  pay  the  price,  but,  as  I 
said  before,  it  is  a  hard  proposition  to  keep  enough 
novelties  on  hand  to  please  everyone  in  a  small  town. 
The  Mid-Season  Style  Hurts  Small  Dealer. 

"The  mid-season  novelty  hurts  us  more  than  any- 
thing else.  Last  year  we  were  told  to  buy  gypsy  boots 
(kid),  and  thought  they  would  be  good  sellers.  When 
they  did  come  in  almost  everyone  had  bought.  This 
season  I  bought  white  goods  on  the  23rd  of  February, 
thinking  I  was  buying  in  plenty  of  time  for  our  local- 
ity. A  part  of  the  order  was  to  be  shipped  from  stock 
by  express.  We  received  the  goods  just  one  week  be- 
fore Easter.  I  also  gave  an  order  at  the  same  time  for 
kid  pumps,  also  cloth,  to  be  shipped  in  May,  which  I 
received  two  weeks  after  Easter.  We  did  not  have  a 
good  Easter  business  because  we  could  not  give  the 
trade  what  they  wanted,  therefore  we  lost  sales.  I 
thought  my  order  was  placed  in  plenty  of  time." 

Playing  the  Novelty  Game  in  the  Big  City.' 

"In  regard  to  novelties.  1  think  it  is  better  to  call 
them  'pretty  shoes'  instead  of  'novelty  shoes.'  I  think 
the  most  important  thing  in  handling,  shoes  of  this 
character  is  to  know  iust  the  percentage  of  sizes  that 

1.  _Ry  R.  Westphal  at  Iowa  Dealers'  Association. 

2.  — By  Robt.  Sturgeon. 


you  can  liandle  in  that  class  of  merchandise.  In  clean- 
ing up.  I  find  over  a  period  of  six  months  8,^  per  cent, 
of  the  slioes  we  sell  out  of  our  department  the  prices 
nm  from  $4  up,  sizes  5  to  in  AAA  lasts,  to  7^ 
in  AA  la.sts.  4  to  7  in  A  lasts,  4  to  6>4  tn  P.  lasts.  3^^ 
to  5  J/2  in  C  lasts.  This  size  schedide,  I  presume,  would 
be  all  wrong  for  someone  else.  We  keep  a  record  of 
every  sale  of  shoes  as  to  size. 

"I  make  it  a  point  never  to  re-order  the  satne  shoe 
in  ;i  no\elty.  regardless  of  how  good  a  seller  it  may 
have  been,  as  1  always  get  stinig  on  a  second  order. 
I 'lit  in  something  different  and  you  will  find  they  will 
sell  iust  as  readily. 

"Be  careful  to  have  votir  shoes  in  good  taste.  Don't 
have  colors  that  clash.    It  is  ini|)ossible  to  get  certain 


Mr.  J.  Lauffer,  representing  the  Hydro-City  Shoe  Mfrs.,  Ltd.. 
in  Manitoba  and  Sasl<atchewan. 

colors  that  we  can  clean  up  on.  Take  peculiar  shades 
of  blue ;  you  seldom  get  them  so  they  won't  fight.  Get 
the  style  of  the  shoe  right.  With  us  price  is  no  con- 
sideration. If  you  don't  get  the  style  of  the  shoe  right 
you  can't  give  them  away.  It  is  my  experience  that 
in  two-tone  effects  it  is  l)etter  to  have  vamps  of  dark 
color  and  tops  of  light,  as  the  reverse  doesn't  appeal 
to  the  artistic  woman. 

"On  shoes  of  this  character  vou  cannot  put  any  set 
per  cent,  of  profit.  Now  I  sell  ivory  calf  shoes  up  to 
$14,  and  there  is  no  wav  on  earth  for  a  woman  to  get 
$14  worth  of  wear  out  of  them,  but  thev  are  good  look- 
ing and  pcjssess  certain  individuality.  A\'omen  arc 
paying  for  the  style  of  the  shoe  more  than  the  wear. 

"The  heels  arc  an  important  part  of  a  shoe.  Wo- 
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men  seldom  reg'ard  the  comfort,  but  view  them  from 
a  standpoint  of  ^ood  looks  or  style. 

"Mr.  Westphal  speaks  of  the  shoe  business  being 
like  the  millinery  business,  and  so  it  is.  Women  pay 
from  $15  to  $18  for  a  hat  with  just  a  piece  of  ribbon 
around  the  crown. 

"I  welcome  conditions  as  they  have  been  the  last 
year  and  a  half,  because  we  never  have  been  able  to 
make  as  profitable  a  showing-  from  shoes  before. 

"I  also  welcome  the  mid-season  novelty,  as  last 
February  was  the  biggest  month  we  ever  had.  Then, 
again,  the  conditions  have  been  a  great  worry  to  many 
of  us,  and  are  no  doubt  responsible  for  the  grey  hairs 
that  now  adorn  our  heads.  I  realize  conditions  for  the 
small  town  man  are  pretty  hard,  but  we  have  hard 
competition  also  in  some  houses,  like  Franks,  of  New 
York,  who  send  out  a  man  with  a  classy  line  of  shoes 
to  sell  direct  to  the  consumer,  and  that  man  gets  the 
prices.  He  stays  four  days,  solicits  orders,  and  then 
sends  the  shoes.  Last  year  thc}^  took  $1,000  out  of  our 
town.  These  are  conditions  w.hich  we  cannot  get  away 
from,  but  it  has  done  more  to  promote  the  sale  of  high- 
priced  footwear  than  any  other  factor. 

"If  a  woman  in  a  small  town  thinks  she  can  come 
into  our  town  and  buy  cheaper  than  she  can  at  home 
she  is  mistaken.  We  are  not  a  charitable  institution. 
Perhaps  we  have  a  larger  selection  of  styles,  the  same 
as  the  Chicago  or  New  York  stores  have,  much  more 
than  we  can  show,  but  that  is  all  due  to  conditions.  I 
think  perhaps  we  have  just  as  hard  a  row  with  the 
competition  which  comes  into  our  city  as  the  small 
town  man  has  with  the  surrounding  cities." 


A  Note  of  Appreciation 

An  up-to-date  merchant  is  utilizing  a  plan  which 
has  merit  and  is  at  the  same  time  inexpensive.  Each 
custorrier  making  a  purchase  at  his  store,  just  before 
leaving,  is  handed  a  carefully  folded  sheet  of  paper 
])earing  the  following  nicely  worded  message: 

"The  favor  you  have  extended  us  is  appreciated. 
To  be  of  service  is  a  real  pleasure,  and  it  is  our  earnest 
desire  to  so  serve  that  when  again  in  need  of  something 
in  footwear  you'll  be  sure  to  return.   There's  no  chance 

to  lose  when  you  trade  here.   The  big  house  of  ■ 

is  behind  everything  that  leaves  this  store,  and  its 
broad  guarantee  affords  absolute  protection.  If  an 
article  purchased  of  us  fails  to  'make  good,'  bring  it 
back  and  a  satisfactory  adjustment  will  be  made.  Your 
interests  are  our  interests — always.  Our  prices  are 
just  as  low  as  the  high  quality  of  merchandise  permits. 
Come  again." 

Practically  everyone  who  gets  this  missive  reads  it 
with  more  or  less  care,  and  it  is  a  very  nice  way  of 
thanking  customers  for  business  given  and  soliciting 
further  trade.  It  is  printed  on  a  fair  quality  of  extra 
heavy  paper,  with  a  liberal  margin  all  around. 


Don't  Let  Stickers  Stick 

There  is  one  sure,  quick,  easy  road  to  ruin,  and 
every  year  sees  many  shoe  retailers  travelling  it.  They 
let  stickers  "stick."  Very  few  buyers  are  so  shrewd 
but  that  their  stock  will  gather  some  slow-selling 
styles,  but  it  is  their  own  fault  if  they  keep  them.  Sea- 
sonable goods  should  not  be  carried  over,  and  shoes 
.sJiould  not  be  kept  on  hand  beyond  a  reasonable  time. 
Goods  that  have  out-stayed  their  welcome  never  im- 
prove in  value.  Tied-up  money  earns  no  dividends. 
Better  have  one  dollar  in  shoes  that  turns  over  and 
over  than  several  dollars  in  shelf-warmers. 


Attractive  Display  of  Leather  Products 

Leather  and  footwear  exhibits  were  among  the  most 
attractive  at  the  Canadian  National  Exhibition.  Fine 
displays  were  shown  by  the  following  firms : 
Manufacturers'  Building — 

Anglo-Canadian  Leather  Co.,  Ltd.,  Toronto. 

A.  D.  Clarke  &  Co.,  Ltd.,  Toronto. 

Minister-Myles  Shoe  Co.,  Ltd.,  Toronto. 

National  Cash  Register  Co.,  Yonge  St.,  Toronto. 

Walkover  Boot  Shop. 
Manufacturers'  Annex — 

Beal  Bros.,  Ltd.,  Toronto. 
Industrial  Building — 

Canadian  Consolidated  Rubber  Co.,  Ltd.,  Toronto. 

Dunlop  Tire  and  Rubber  Goods  Co.,  Ltd.,  Toronto. 

Scholl  Mfg.  Co.,  Ltd.,  Toronto. 
Transportation  Building — 

Gutta  Percha  and  Rubber,  Ltd.,  Toronto. 


Forty  Per  Cent.  Increase 

Manufacturers  say  that  price  increases  for  spring 
delivery  will  range  up  to  40  per  cent.,  as  compared 
with  those  of  last  year.  Advances,  of  course,  have 
been  made  from  time  to  time  during  the  year,  as  the 
prices  of  leather  and  other  raw  materials  have  gone 
up.  Kid  in  particular  is  now  said  to  be  very  scarce, 
and  kid  shoes  will  consequently  be  appreciably  dearer. 
The  coming  styles  will  probably  see  a  continuance  of 
the  high-cut  shoes,  together  with  a  good  demand  for 
cravenette  tops. 

As  yet  only  a  few  of  the  travellers  are  out.  Al- 
though retailers  bought  very  heavily  for  fall,  present 
indications  are  that  they  will  also  stock  up  largely  for 
s])ring.  The  manufacturers  have  been  greatly  per- 
plexed over  the  question  of  prices,  owing  to  the  con- 
tinuous advances  in  the  price  of  raw  materials.  Some 
of  them  are  still  in  doubt  as  to  what  figures  they  will 
c|uote. 


Catering  to  Popular  Taste 

As  showing  the  uncertainty  of  popular  taste,  a 
Montreal  retailer  recently  referred  to  two  lines  of 
men's  goods  he  had  ordered.  Both  cost  the  same 
from  the  manufacturer,  and  were  almost  identical  in 
style — there  were  few  minor  differences,  but  the  goods 
were  of  equal  value.  Yet  in  one  instance  he  could 
and  did  easily  obtain  six  dollars  for  the  shoe,  and  in 
the  other  he  had  hard  work  in  obtaining  five  dollars. 
Almost  every  time  the  customer,  when  shown  the  two 
shoes,  preferred  to  pay  the  higher  price.  It  was 
simply  a  question  of  appearance,  not  of  value,  so  far 
as  the  wearing  qualities  were  concerned.  In  women's 
goods,  this  characteristic  "in  buying  was  even  more 
pronounced.  Women  are  paying  more  than  ever  for 
their  footwear,  and  in  many  instances  it  was,  said  the 
retailer,  not  a  question  of  price,  but  of  the  attractive- 
ness of  the  shoe.  Show  a  customer  what  she  Hked, 
then  price,  within  reason,  was  a  second  consideration. 


Treat  All  Alike— Courteously 

Be  accommodating,  but  be  equally  so  to  all.  Don't 
play  favorites.  Of  course  you  have  your  best  custom- 
ers and  the  less  and  lesser  ones,  but  the  lessqr  ones 
won't  ever  come  to  be  the  better  ones  usless  you  give 
them  the  proper  treatment.  Nothing  is  more  exasper- 
ating or  more  likely  to  drive  away  the  less  favored 
customer  than  to  see  a  clerk  or  proprietor  giving  pre- 
ference to  a  friend  or  to  a  "good"  customer. 
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Not  Carried  in  the  Mails 

This  cartoon,  which  appeared  in  a  local  newspaper, 
illnstrates  how  the  shoe  retailers  down  in  Stratford, 
Ont.,  are  workinf,"-  to<^cther  to  combat  the  habit  of 
shoi)pin;j;^  by  mail,  incidentally  it  emphasizes  the  fact 
that  the  modern  retailer  does  somethinj^  more  than 
merely  "hand  out"  shoes  over  the  counter.  No  doubt 
the  methods  that  have  held  sway  so  long  (and  still 
hold  in  many  a  store)  of  asking-  "What  number?"  of 
placing  the  responsibility  for  a  correct  fit  on  the  cus- 
tomer entirely,  and  of  aiming  solely  to  separate  him 
from  his  money  in  the  least  possible  time,  is  respon- 
sil)le  for  the  mail  order  business,  as  well  as  for  many 
other  objectionable  features  in  the  shoe  retail  trade. 
To  hold  the  trade  the  local  shoe  men  must  give  some- 
thing that  the  mail  order  doesn't,  and  the  one  thing 
that  appears  to  lie  nearest  to  hand  is  "service."  Any 
retailer  or  salesman  in  the  shoe  business  to-day  who 
hasn't  the  ecpiijiment  or  doesn't  know  how  to  fit  a  cus- 
tomer, who  hasn't  ])aticnce  and  interest  enough  to  do 
the  best  work  in  every  case,  who  doesn't  look  upon  his 


treatment  of  his  customers'  feet  in  the  same  respon- 
sible way  as  a  medical  man  considers  his  patient's 
stomach,  lacks  the  ability  to  bring  those  customers 
back  again  and  fails  to  make  friends  for  his  store. 

Throughout  past  history  it  has  almost  invariably 
been  found  that  the  opinion  of  the  great  mass  of  the 
people  is  right.  These  same  masses  are  to-day  suf¥er- 
ing  tremendously  as  a  result  of  ill-fitting  shoes,  past  or 
present,  or  both.  It  is  simply  the  ceaseless  search  for 
comfort  that  causes  them  to  wander  aimlessly  from 
one  store  to  another  or  one  town  to  another,  or  to  re- 
sort to  mail  orders.  Price  is  a  small  factor — they  are 
looking  for  comfort — for  the  service  they  cannot  find. 
If  the  co-operation  of  the  retailers  in  Stratford  or  any 
other  town  will  bring  this  point  home  to  the  local  deal- 
ers with  sufificient  force,  the  mail  order  competition 
will  automatically  expire.  Until  the  public  learn  from 
experience,  however,  that  they  get  something  in  .Strat- 
ford stores  that  cannot  be  delivered  through  His  Ma- 
jesty's mails,  they  will  continue  that  endless  search  for 
service. 


Salesmanship  is  Service 

.Someone  has  said  :  ".'salesmanship  is  selling  custom- 
ers goods  tliev  did  not  intend  to  buy." 
Is  it? 

Suppose  your  customer,  thanks  to  good  "salesman- 
ship," carries  ofif  something  he  not  only  did  not  intend 
to  buy,  but  also,  as  often  happens,  did  not  want  to  buy 
and  does  not  want  now  he  has  bought  it.  That,  under 
this  definition,  would  be  considered  super-salesman- 
ship. As  a  matter  of  fact,  however,  you  have  probably 
assured  for  that  customer  only  one  thing,  namely,  that 
he  will  "cuss"  under  his  breath  when  he  gets  his  pur- 
chase home,  and  will  vow  never  to  go  near  that  store 
again.  The  writer  knows  of  at  least  one  store  in  To- 
ronto of  which  he  has  heard  it  said  a  number  of  times: 
"I  suppose  I  ought  to  patronize  Mr.  Blank,  just  around 
the  corner,  but  I  simply  can't  get  out  of  that  store  with- 
out buying,  whether  I  find  a  shoe  that  suits  me  or  not. 
So,  1  go  down  town." 

Is  that  salesmanshij) ? 

A  better  definition  of  this  word  would  seem  to  be, 
in  a  nutshell,  "(iiving  the  customer  such  service  as  will 
bring  him  back."  This  may  often  mean  sacrificing 
immediate  profit,  but  it  wins  the  race.  You  may  be 
behind  on  the  first  lap  or  the  second,  but  you  are  lead- 
ing at  the  "tape."  It  does  not  mean,  either,  that  you 
need  abandon  your  aggressive  attitude  to  any  extent. 
On  the  contrary,  you  will  be  wise  to  try  and  interest 
your  customer  in  every  conceivable  way.  Discuss  your 
stock  with  him  to  the  limit,  and  as  long  as  you  are  sure 
he  is  interested,  but  don't  let  him  feel  that  you  are 
doing  it  for  purely  mercenary  reasons.  Let  the  sug- 
gestion to  purchase  something  more  come  from  him. 
Rest  assured  that  just  in  proportion  as  you  make  it 
embarrassing  for  your  customer  to  leave  your  store 
and  in  proportion  as  it  annoys  him  to  look  back  on  his 
])urohasing  visit  just  so  certainly  have  you  made  it  un- 
likely that  he  will  return. 

Salesmanship  is  giving  your  customer  the  lasting 
impression  of  a  pleasant,  profitable  visit  and  the  feel- 
ing that  he  will  get  something  in  your  store  he  has 
never  succeeded  in  getting  anywhere  else. 


Vancouver  Shoemakers  Organize 

A  meeting  of  Vancouver  shoemakers  and  repair 
men  was  held  a  couple  of  weeks  ago  at  the  premises  c)f 
the  Goodyear  Shoe  Repairing  Company,  623  Pender 
Street  West,  when  manv  matters  affecting  the  custom 
and  repair  trade  were  discussed  at  considerable  length. 
For  several  years  it  had  been  felt  that  the  men  in  the 
business  were  not  being  fairly  compensated  for  some 
lines  of  work,  and  the  recent  phenomenal  increases  in 
the  prices  of  leather  and  findings  have  made  it  abso- 
lutely necessary  to  organize  for  self-protection.  This 
was  made  so  apparent  by  several  speakers  that  the 
Vancouver  Shoemakers'  Association  was  formed,  with 
Mr.  George  H.  Morris,  of  the  Goodyear  Company,  as 
president.  A  general  meeting  was  held  a  few  evenings 
later,  when  twenty-six  new  members  were  enrolled. 
The  following  delivered  short  addresses:  Messrs.  God- 
dard,  McCredy.  Riglin,  Macdonald,  Wrigglesworth, 
Stebbings,  Cullev.  Brown,  Mason.  McLaren,  Galesley, 
Scoten,  and  Isaacs. 


Come  Again 

"Those  people  who  live  in  that  swell  house  on  the 
hill  aren't  a  bit  stuck  up."  remarked  the  shoe  retailer. 

"Why,  I  thoiTght  they  were  too  proud  to  notice  any- 
body." said  the  wife. 

"Not  a  bit  of  it."  replied  the  dealer.  "Every  time  I 
call  there  with  my  bill  they  ask  me  to  call  again." 
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Figuring  Selling  Price 

This  table  herewith  is  presented  to  shoe  men  in  the 
hope  that  it  may  cause  each  one  of  you  to  look  your 
business  squarely  in  the  face  Putting  thousands  of 
dollars  in  shoe  stocks  is  one  thing.  Putting  personal 
time  and  services  into  the  shoe  store  is  quite  another 
thing.  Every  retailer  ought  to  draw  a  salary  from  his 
business  each  week.  The  other  expenses  are  bound  to 
be  paid — that  is,  insurance,  rent,  light,  heat,  advertis- 
ing, clerk  hire,  taxes.  Don't  omit  such  items  as  10  per 
cent,  annual  depreciation  on  fixtures,  bad  accounts,  de- 
preciation on  stock,  interest  on  money  invested  in  your 
store.  And  don't  be  afraid  to  count  a  salary  for  your- 
self. 

Freight  and  express  can  properly  be  figured  as  ex- 
pense or  cost  of  merchandise.  After  you  take  your 
business  under  consideration,  if  this  chart  does  not  fit 
your  business,  make  one  on  the  same  plan  that  will ; 
then  take  out  your  shoe  invoices  and  see  if  your  "mark 
up"  will  produce  the  desired  result. 
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Concentrate 

Concentrate !  Concentration  is  the  watchword  of 
achievement.  It  is  what  a  hornet  puts  into  eft'ect 
when  he  wants  to  make  himself  felt.  His  stinger  is  a 
little  thing,  weighing  possibly  no  more  than  a  hair,  yet 
it  has  been  known  to  raise  a  man  out  of  a  chair  at  the 
rate  of  two  feet  a  second.  Many  a  full-grown  man 
hasn't  the  strength  to  even  lift  up  an  idea  for  inspec- 
tion. Just  as  the  secret  of  wealth  is  often  in  the 
amount  of  money  saved  rather  in  the  amount  earned, 
so  does  business  success  depend  more  upon  the  way  a 
thing  is  done  rather  than  upon  the  nature  of  the  work. 
Elbert  Hubbard  wrote  of  a  bootblack  he  once  knew 
who  could  polish  ( ?)  a  pair  of  shoes  almost  without 
looking  at  them  during  the  entire  operation.  This 
fellow  had  a  kindly  disposition  enough  and  sought 
business  assiduously,  but  when  he  got  the  business 
his  attention  was  directed  to  all  points  of  the  compass 
except  the  work  in  hand.  He  didn't  care  much  if  some 
spots  on  the  shoes  he  polished  were  dull  and  others 
bright,  and  as  for  the  heels — we'll,  who  saw  them  any- 
way? He  got  the  trade,  but  he  couldn't  keep  it;  his 
()atrons  would  not  tolerate  his  lack  of  concentration- 
Settle  your  mind  on  one  thing  at  a  time  and  settle 


it  hard.  You  can  buzz  over  the  face  of  a  job  for  a  life- 
time, but  you  won't  get  much  in  the  way  of  results  if 
you  don't  light  somewhere  and  sting. 


Will  Skirts  Again  Drag  in  Dust? 

Speaking  of  skirt  lengths  and  their  influence  on 
shoe  styles  and  shoe  demand,  a  buyer  at  the  recent 
Rochester  Style  Show  was  heard  to  make  this  remark : 
"1  give  the  American  women  credit  for  having  enough 
common  sense  to  keep  their  skirts  short.  There  may 
be  varying  lengths,  but  I  cannot  make  myself  believe 
that  our  women,  with  all  their  splendid  ideas  of  sanita- 
tion, will  ever  again  permit  fashion  to  tell  them  they 
must  allow  their  skirts  to  drag  in  the  filth  and  dust  of 
the  street.  When  one  thniks  of  the  fashions  of  only  a 
few  years  ago,  when  skirts  were  street  cleaners,  and 
contrasts  that  condition  with  the  attractive  aiid  sensi- 
ble style  idea  of  to-dav,  it  seems  almost  incredible  that 
such  an  unsanitary  condition  would  ever  have  existed. 
1  believe  that  American  women  have  been  too  well 
drilled  in  ideas  of  cleanliness  to  ever  wish  to  go  back  to 
the  old  style.  The  occasional  long  skirt  that  one  sees 
some  old-fashioned  woman  wearing  now  and  then 
really  looks  so  odd  and  nonsensible  that  one  feels 
rather  sorry  for  the  wearer.  I  believe  that  if  the  shoe 
men  of  America,  working  with  the  stocking  and  gar- 
ment trades,  will  work  together  to  keep  the  short  skirt 
style  in  vogue,  not  even  Paris,  with  her  freak  style  no- 
tions, can  change  it." 


Shoe  Sense 

If  you  deliver  your  shoes  in  the  cardboard  carton 
why  not  make  it  work  for  you?  Have  some  stickers 
printed  with  the  best  advertising  or  educative  matter 
you  can  think  of  and  slap  it  on  every  box.  liere's 
what  a  New  York  firm  has  on  their  boxes,  and  they 
call  it  "Shoe  Sense"  : 

"The  life  of  leather  is  the  oil  that  it  contains,  so  it  is 
important  to  keep  the  uppers  soft  and  pliable.  If  put  near 
fire  or  heat  when  the  least  damp  leather  will  steam-heat,  its 
fibre  will  be  destroyed,  and  later  it  will  become  crisp  and 
brittle.  Although  you  may  not  then  notice  it,  the  leather  is 
in  the  condition  you  call  rotten,  and  it  will  soon  break  to 
pieces.  This  accident  cannot  antedate  the  making  of  the 
shoe,  as  it  is  impossible  to  put  weak  leather  through  the 
lasting  process;  therefore  if  you  find  the  above  symptoms  at 
any  time,  it  is  fairly  good  evidence  that  the  leather  has  been 
too  near  the  fire,  and  no  fault  should  be  laid  against  the 
shoes.  Excessive  perspiration  has  this  same  effect  on 
leather,  as  those  subject  to  it  know  only  too  well." 


A  good  ad  for  a  findings  department  is  to  enclose 
all  laces  and  other  small. articles  in  envelopes  bearing 
I)rinted  lists  of  other  articles  which  may  appeal  to  the 
customer.  Carrying  the  idea  a  little  further,  a  printed 
slip  could  be  enclosed  in  each  parcel  to  good  advantage. 


A  New  England  shoe  repair  firm  has  installed  what 
they  call  a  disinfecting  system.  Every  pair  of  used 
shoes  received  is  disinfected  as  soon  as  it  comes  into 
the  store.  Thus  a  clean  and  wholesome  atmosphere  is 
always  prevalent. 


Diplomacy  is  one  big  factor  in  good  salesmanship, 
but  too  many  interpret  this  to  mean  a  too  liberal  use 
of  soft  soap,  which  is  really  nauseating.  A  diplomat 
is  more  often  distinguished  by  what  he  doesn't  say 
than  by  what  he  does  say. 
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New  Repair  Schedule 

The  Toronto  Shoe  Repair  Men's  Association,  at 
their  organization  meeting  on  Jnne  29th,  rnntually 
agreed  to  a  ten  per  cent,  increase  in  prices.  Vor  guar- 
anteed first-class  work  the  new  schechile  is  as  follows: 


Men's  sewed  soles  and  heels  $1.35 

Men's  nailed  soles  and  heels   1-10 

Men's  half  soles,  sewed   1-10 

Men's  half  soles,  nai  led  85 

Men's  heels  

Women's  sewed  soles  and  heels   1.15 

Women's  half  soles,  sewed  ^5 

Women's  soles  and  heels,  nailed  90 

Women's  half  soles,  nailed  60 

Women's  heels  30 

Boys'  nailed  soles  and  heels,  1  to  3  75 

Boys'  nailed  soles  and  heels,  3  to  5  90 

Boys'  heels-  30 

Youths'  heels  25 

New  elastics  75 

Building  new  heels  75  up 

Youths'  nailed  soles  and  heels,  10  to  13i/^.  .75 
Youths'  nailed  soles  and  heels,  7  to  10  ...  .65 

Girls'  nailed  soles  and  heels  75 

Toe  caps  30 

Patches  10  up 

Men's  full  soles  and  heels  2.00 

Men's  full  soles  and  rubber  heels  2.25 

Men's  full  soles  1-75 

Rubber  heels,  men's  and  wcjmen's  50 

Women's  full  soles  and  heels   1.75 

Women's  full  soles   1-50 

Women's  turn  soles   100 

Men's  turn  soles  1.35 


Shoes  Plus  Service 

As  a  striking  example  of  real  store  service,  a  year 
ago  last  spring  a  woman  saw  some  particularly  pleas- 
ing pussy  willows  used  as  a  part  of  a  window  display 
in  a  shoe  store.  Being  a  lover  of  nature,  she  went  in 
and  asked  the  manager  if  he  would  sell  her  the  willows 
when  he  was  through  with  the  display.  He  said  he 
would,  and  a  few  days  later  they  were  delivered  to  her 
home — not  with  a  bill,  but  with  a  note  from  the  mana- 
ger expressing  his  wishes  that  she  would  accept  the 
bouquet  with  the  compliments  of  the  store.  Nothing 
unusual  so  far.  But  this  spring,  a  whole  year  later,  the 
woman  was  very  agreeably  surprised  to  receive  another 
box  of  pussy  willows  from  the  same  store.  The  mana- 
ger, in  a  polite  note,  said  that  he  had  remembered  her 
fondness  for  pussy  willows,  and  trusted  that  she  would 
again  accept  the  bouquet  with  the  store's  compliments. 
Needless  to  say,  this  woman  will  be  a  loyal  booster  for 
tliat  store  for  years  to  come. 


German  Leather  Conditions 

As  no  German  trade  papers  are  now  allowed  from 
Germany,  it  is  difficult  to  get  an  accurate  idea  of  trade 
conditions  there.  It  appears,  however,  from  a  Berlin 
paper  that  at  the  beginning  of  the  month  an  entirely 
new  set  of  regulations  came  into  force,  which  include 
commandeering  and  price-fixing  of  hides  and  leather 
not  previously  dealt  with.  In  some  cases  there  has 
been  a  considerable  reduction  of  maximum  prices,  but 
horse  and  colt  skins  have  been  included,  with  a  view 
of  relieving  the  very  high  prices  of  sole  leather.  Calf 
and  sheep  skins,  it  seems,  are  still  free  from  official 
regulation.  German  officials  have  also  taken  further 
stringent  precautions  to  prevent  evasion  of  maximum 


prices,  iiides  from  occujjied  countries,  and  from  the 
military  slaughter-houses,  are  not  to  be  sold  free  on 
tlie  market,  but  are  to  go  direct  to  the  military  estab- 
lishments, as  the  latter  profess  themselves  as  not  satis- 
fied with  their  i)revious  dealings  with  the  trade.  Ap- 
parently liic  military  are  determined  to  obtain  hides 
and  leather  at  all  costs,  and,  as  it  ha.^  been  stated  that 
i'Yankfort  repairers  are  only  to  be  alhnved  2  pounds  of 
sole  leather  per  week,  it  is  evident  the  civilian  trade  is 
not  receiving  much  consideration.  Frankfort  cobblers 
say  this  will  not  sole  more  than  four  pairs  of  boots  per 
week,  and  they  are  showing  their  indignation  and 
patriotism  by  charging  their  unlucky  clientele  12s.  to 
16s.  per  pair  for  re-soling. — The  Leather  World. 


Does  It  Pay,  Brother? 

[  oft  wonder  at  times,  when  perusing  the  '"ads," 

Giving  notice  of  bargains  ( ?)  galore  ; 
Often  prices  are  slashed  fully  forty  per  cent. 

To  entice  folks  to  trade  at  some  store. 
(  )ft  we  read  that  a  shoe  worth  eight  or  ten  "plunks" 

Will  be  sold  for  a  "five-spot"  that  day ; 
1  sure  doubt  the  truth  of  the  message  it  brings — 

Does  it  pay,  brother,  say,  does  it  pay? 

Does  it  pay.  brother,  say,  does  it  pay  when  you  write 

That  these  samples  (?)  are  worth  twice  as  much; 
And  the  fact  ( ?)  that  you  only  have  one  of  a  kind  ; 

That  you  sure  need  the  room,  and  all  such? 
.Some  ad-writers  advertise  all  but  the  Truth, 

They  talk  bargains  the  whole  blessed  day ; 
And  I  wonder  sometimes  when  perusing  theirs  "ads," 

Does  it  pay,  brother,  say,  does  it  pay? 

It  soon  becomes  chronic,  these  Bargain  Day  Sales, 

Folks  will  dream  about  them  in  their  sleep; 
And  Quality'll  soon  be  a  word  of  the  past. 

When  the  buyers'  one  password  is  "Cheap." 
And  "Cheap"  begets  "Cheapness"  wherever  they  meet. 

"That's  the  Cheap  Store,"  the  people  will  say  ; 
.So  I  wonder  sometimes  in  perusing  your  "ads," 

Does  it  pay,  brother,  say,  does  it  pay? 


A  Fable 

A  small  tradesman  once  put  up  the  following  sign 
in  his  shop:  "Please  don't  ask  for  credit,  as  a  refusal 
often  oft'ends." 

Finding  that  this  had  little  elfect,  and  that  his  cre- 
dit book  was  attaining  great  proportions,  he  resolved 
on  trying  another  plan,  and  immediately  fixed  up 
another  notice  in  place  of  the  former  one:  "The  names 
and  addresses  of  all  those  who  buy  goods  at  this  shop 
and  don't  pay  for  them  can  be  seen  in  the  credit  book 
on  payment  of  a  fee  of  five  cents." 

The  result  was  miraculous. 

Not  only  did  the  curious  pay  their  nickels  by  the 
dozen,  but  those  owing  accounts  speedily  settled  them, 
until  the  credit  book  was  a  thing  of  the  past. 

Moral — Your  debts  will  get  you  if  you  don't  get 
them. 


Make  a  point  of  chatting  with  every  shoe  sales- 
man who  comes  to  town.  They  know  the  shoe 
business  better  than  you  do. 


lie  who  is  both  si)ruce  and  pop'lar  should  have 
naught  to  make  him  pine. 
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The  Lost  Shade  of  Purple 

A  Milwaukee  leather  tirm  are  mailino-  to  their  cus- 
tomers a  booklet  entitled  "In  the  Color  Which  Robed 
the  Ancient  Kings,"  referring-  to  a  new  colored  leather 
they  are  placing  on  the  market.  The  description  is 
original  and  novel,  having-  to  do  with  ceramics  of 
former  ages.  Purple  is  decidedly  a  royal  color,  and 
the  following  description,  taken  from  the  booklet,  is 
interesting^ : 

Before  the  days  of  Babylon  the  kings  of  the  earth  had 
chosen  for  their  own  that  which  was  greatest  in  beauty,  that 
which  possessed  distinctiveness,  that  which  was  rare  and  dif- 
ficult of  production;  thus  upon  three  separate  counts  did  a 
certain  shade  of  purple  identify  itself  as  royal  in  its  own 
right. 

From  time  to  time  artists  have  attempted  the  production 
of  this  regal  shade  in  pottery  and  fabrics;  again  and  again 
has  the  art  been  lost. 

Our  new  process  of  tanning  has  developed  a  leather  of 
such  affinity  for  dyes  that  the  resulting  product  is  as  distinc- 
tive and  readily  distinguished  in  any  shade  as  was  the  purple 
of  the  ancient  courts  of  empire.  The  marked  responsiveness 
of  this  leather  to  aniline  dyes  has  made  possible  a  reproduc- 
tion of  the  color  which  for  centuries  was  known  as  "The 
Lost  Shade  of  Royal  Purple."  Tt  has  been  reproduced  from 
the  fire  marks  upon  a  vase,  a  rare  piece  of  ceramics. 

No  man  will  ever  know  how  this  vase  came  to  be  marked 
with  this  shade.  There  is  but  one  pottery  in  the  world  that 
is  able  to  produce  color  upon  clay  as  it  is  done  in  the  ovens 
where  this  vase  was  made,  and  it  was  in  this  world-famous 
pottery  that  the  miracle  happened.  Upon  opening  the  kiln 
there  was  found  the  average  number  of  pieces,  figured  and 


It  is  only  fair  to  your  customers  that  you  ex- 
plain to  them  "why"  shoes  are  dearer.  But  that 
presupposes  an  intimate  knowledge  of  the  facts 
on  your  part. 


tinted  as  usual;  but  upon  one  other  the  God  of  Fire  had 
painted  his  own  colors  with  his  own  hand.  In  swirls  and 
spots  there  stood  a  shade  the  workmen  never  had  seen  in 
pottery,  a  color  from  the  other  world. 

It  was  pronounced  the  "Lost"  Purple — a  shade  lost  to  the 
arts  for  many  hundred  years. 

The  vase  found  its  way  into  our  hands.  We  ventured 
upon  the  reproduction  of  this  color  in  the  new  process  leath- 
ers, which  yield  so  admirably  to  the  production  of  difficult 
and  distinctive  tones  in  all  shades.  The  result:  A  veritable 
creation  of  a  perfect  mineral  tanned  shoe  leather,  full-flanked, 
and  with  a  grain  superlatively  beautiful,  disclosing  color  per- 
fection. 

Just  as  the  control  of  color  upon  pottery  is  possible  only 
through  the  proper  preparation  and  firing  of  the  clay,  so,  also, 
does  the  treatment  of  the  hide  material  by  our  new  process 
of  tanning  give  to  Trostan  leathers  a  dependable  base  for  uni- 
formity of  color,  revealing  a  distinction  and  a  beauty  of  tone 
incomparable. 

"Quality"  appearance,  the  silky  grain  and  the  superior 
wearing  qualities  peculiar  to  Trostan  leathers  through  our 
own  process  tannage  will  cause  them  to  stand  in  permanent 
relief  as  long  as  leathers  shall  be  made. 

■  On  account  of  its  rarity,  its  history,  and  the  definite  at- 
tractiveness of  the  "Lost  Shade  of  Purple"  it  will  be  sought 
by  buyers  of  modest  and  aristocratic  taste,  just  as,  centuries 
past,  it  was  sought  by  those  who  were  able  to  command  its 
use  for  themselves. 

It  is  not  the  greenish,  nor  lavender,  nor  blue-purple;  it 
is  the  deep,  dusky,  red-purijle  of  ancient  Tyre,  a  shade  that 
one  knows  not  if  it  is  blut-  or  red.    Those  who  have  never 


seen  this  shade  may  have  regarded  the  royal  purple  as  a 
gaudy  hue.  It  is  not.  It  is  distinctively  the  richest  and  most 
modest  of  all  combinations  in  color  harmony  by  day,  and  is 
so  far  from  conspicuous  that,  in  a  half-light,  it  shades  into  a 
dark  hue,  appropriate  in  shoes  for  . informal  evening  wear.  It 
is  a  color  hitherto  so  rarely  seen  that  it  has  been  known  to 
those  only  who  are  familiar  with  the  more  exclusive  arts. 
Within  it  is  the  distinctive  depth  of  tone,  and  of  color,  and  of 
softness,  which  placed  it  on  the  thrones  of  Nineveh  and 
Rome. 


Boston  Blacking  Co.  Improving  Their  Service 

The  cement  factury  of  the  Uoston  LJ lacking  Com- 
pany, which  was  destroyed  by  lire  the  early  part  of 
this  year,  has  been  reconstructed,  and  is  now  in  full 
operation  at  Cote  St.  Paul.  An  excellent  structure  has 
replaced  the  former  building,  equipped  with  the  most 
modern  cement  factory  machinery  and  facilities. 

Boston  Blacking-  Company's  cements  are  known, 
wherever  there  is  a  shoe  factory,  as  superior  to  any 
cement  for  any  purpose.  Not  alone  by  their  cements 
is  this  company  famous,  as  they  make  all  kinds  of 
blackings,  stains,  inks,  and  dressings  for  every  shoe 
manufacturing-  purpose. 

The  most  successful  blacking-  manufacturers  are 
those  who  have  had  sufficient  foresight  to  anticipate 
the  demands  of  the  modern  shoe  factory  where  the  call 
for  merchandise  frequently  is  so  immediate  that  only 
]>rom])t  service  is  satisfactory.  For  this  reason  this 
company  is  equipped  to  render  immediate  service  in 
the  interests  of  any  manufacturer  in  Canada  or  the 
States.  Besides  a  large  cement  factory  at  Cote  St. 
Paul,  they  have  another  large  plant  at  Montreal,  where 
their  blackings,  inks,  etc.,  are  made.  Their  main  office 
and  factory  is  located  at  Cambridge,  Mass.,  with 
branches  in  the  big  shoe  centres  of  the  United  States. 
In  addition  to  improving-  their  service,  this  company 
liavc  branch  offices  in  all  the  principal  shoe  centres  in 
America,  with  trained  practical  men  at  their  command 
ready  to  give  first  aid  to  the  troubled  foreman  where 
assistance  is  speedily  needed.  ,  Man}^  manufacturers 
have  learned  through  experience  the  value  of  trading 
with  concerns  whose  lines  are  extensive  and  yet  highly 
specialized  and  whose  organization  is  so  thorough  and 
well  trained  that  they  can  depend  upon  efficient  and 
jn^ompt  service  when  the  contin"ency  arises  where  this 
service  is  sorely  needed. 


Shoes 

A  well-known  shoe  dealer  selects  the  dull  period  for 
swinging-  things  around  in  his  store.  It  is  seldom  that 
a  winter  passes  during  which  this  merchant's  increas- 
ing trade  does  not  make  necessary  some  rearrange- 
ment of  counters  and  tables.  To  attempt  a  rearrange- 
ment in  the  autumn  would  seriously  hamper  his  busi- 
ness. The  lessons  of  the  previous  winter's  trade  can 
be  profited  by  very  nicely  in  the  summer,  however.  In 
lime  most  merchants  find  their  "strong  lines"  and  their 
weak  lines.  The  demand  through  all  lines  of  a  stock  is 
seldom  the  same.  A  merchant  often  finds  his  biggest 
business  shifting  from  one  line  to  another. 

He  can  easily  see  that  there  are  greater  possibili- 
ties in  pushing  the  favorite  line  than  in  trying  to  force 
a  heavy  trade  in  a  line  for  which  the  demand  shows 
signs  of  weakness.  This  necessitates  a  rearrangement 
that  will  give  the  active  line  an  appropriate  location. 


Weak  men  are  like  poor  mucilage — they 
stick  to  nothing. 


40 


FOOTWEAR    IN  CANADA 


Signs  that  Catch  the  Eye  and  Win  the  Trade 

Half  of  the  window  dressing  battle  is  won  if  your  showcards  are  "there  with 
the  goods."  Here  are  a  few  suggestions  to  brighten  them  up— add  anything 
more  you  care  to.  Remember  the  main  thing  to  keep  in  mind  in  writing  any 
showcard  or  advertisement  is  to  attract.  Have  the  first  Une  large  enough  to 
be  readable  from  a  distance  and  arouse  curiosity— make  the  statement  unusual, 
different,  interesting  and  truthful. 


DON'T   GO  HOME 

until  you  have  seen 
our  strikingly  hand- 
some fall  styles. 

VALUES  UNUSUAL 
PRICES  TO  PLEASE  YOU 


WHAT  ARE  YOU  LOOKING  FOR? 

Now  that  we've  got  your 
attention  let's  go  a  little 
further  and  show  you 
some  real  shoe  service. 
This  line  is  particularly 
good  at  $  


LITTLE  REMAINS  TO  BE  SAID! 

Our  customers  are 
"tickled  to  death" 
with  these  shoes- 

TRY  A  PAIR  YOURSELF 

Price  $  


AS  LONG  AS  BABIES  ARE  BORN 
WITHOUT  SHOES 

You'll  have  to  buy  them 
and  you  can't  do  better 
than  our  line 

at  $  


SNAPPY  &  CORRECT 
The  shoe  with  a  reputation 
Dollar  for  Dollar  value 

Price  $  


CAN  YOU  CONVINCE  US? 

that  we  haven't  got  just 
the  shoe  you  are  looking 
•  for? 

JUST  PUT  IT  UP 
TO  US 


DON'T  LOSE  YOUR  PLACE  IN 
THE  RACE! 

You  can't  do  your  best  with 
shoes  that  are  not  suited  to 
your  feet — our  expert  can 
show  you  what  you  need. 


GINGER  HERE   FOR  YOU 
YOUNG  FELLOWS! 

Enough  snap  and  go  to  please 
but  not  enough  to  place  it  in 
the   come   to-day,    gone  to- 
morrow class. 


Price  $. 
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Hydro  City  Shoe  Manufacturers,  Limited 

The  chaii,t;e  in  name  from  Berlin,  Unt.,  to  Kitch- 
ener has  been  considered  an  opportune  moment  to 
make  changes  in  the  names  of  many  commercial  firms 
in  that  busy  city.  One  of  the  most  prominent  of  these 
firms  is  the  G.  V.  Oberholtzer  Company,  Limited, 
manufacturers  of  boots  and  shoes,  which  will  be  known 
in  future  as  "Hydro  City  Shoe  Manufacturers,  Limit- 
ed." This  is  the  company  of  which  Mr.  N.  B.  Detwiler 
is  president  and  treasurer  and  his  brother,  Mr.  D.  B. 
Detwiler,  is  vice-president.  The  photograph  herewith 
is  that  of  the  president,  Mr.  N.  B.  Detwiler,  than  whom 
no  citizen  of  Kitchener  is  better  known.  During-  the 
consecutive  years  1912-13  he  was  an  alderman  of  the 


Mr.  N.  B.  Detwiler 

city.  Mr.  D.  B.  Detwiler,  the  vice-president  of  the 
company,  in  addition  to  his  business  relationships,  is 
known  throughout  the  province  on  account  of  his  ac- 
tivities in  favor  of  hydro  power  and  as  president  of  the 
Deep  Waterways  Union,  a  body  that  has  done  so  much 
to  popularize  the  St.  Lawrence-Welland  Canal  route 
as  com])ared  with  the  Georgian  Bay  scheme. 

The  firm,  which  in  future  is  to  be  known  as  the 
"Hydro  City  Shoe  Manufacturers,  Limited,"  has  been 
established  in  Berlin,  Ont.,  since  1900.  In  the  interval 
their  line  of  solid  leather  footwear  has  become  known 
throughout  the  Dominion  for  its  excellent  qualities. 
Under  the  new  name  the  patrons  of  this  company  can 
rest  assured  that  "service"  and  '"value"  will  continue 
to  be  the  watchwords. 


The  Lady  Belle  Shoe  Co.,  Ltd. 

Since  opening-  their  plant  on  February  15  last,  the 
Lady  Belle  Shoe  Company,  Ltd.,  Kitchener,  Ont.,  has 
met  with  signal  success.  The  company  now  employs 
about  fifty  hands.  The  footwear  they  have  turned  out 
has  been  well  received  by  the  shoe  trade,  and  the 
manufacturers  have  been  complimented  on  all  sides  on 
the  excellence  of  their  jjroduct.  which  is  up  to  an  ex- 
ccptinnalh'  liigli  standard  in  fit,  workmanship,  and  fin- 
ish. 

The  firm  meniljers  of  this  progressive  company 
are  A.  A.  Armbrust  and  Alexander  Inrig-.  Mr.  Arm- 
brust  has  grown  up  in  the  shoe  manufacturing-  busi- 
ness. For  many  years  his  father  was  a  member  of  the 
Armbrust-Oberholtzer  Company,  and  Mr.  A.  A.  Arm- 
l)rust  was  with  the  Oberholtzer  Company  for  fourteen 


years,  being  their  Western  Ontario  representative  for 
six  years.  Afterwards  he  was  one  of  the  organizers 
and  secretary-treasurer  of  the  Woelfle  Shoe  Company, 
but  in  the  fall  of  1915  he  joined  hands  with  Mr.  Inrig 
to  form  the  Lady  Belle  Shoe  Company,  Ltd. 

Mr.  Inrig  has  also  had  a  wide  experience  in  shoe 
manufacturing.  He  started  in  1892  with  Cooper  & 
Smith,  of  Toronto,  and  since  that  time  has  been  con- 
nected with  firms  in  Toronto,  Montreal,  Preston,  and 
Kitchener.  Before  the  Lady  Belle  Shoe  Company, 
Ltd.,  was  launched,  Mr.  Inrig  was  superintendent  of 
the  Woelfle  Shoe  Company,  and  previous  to  that  time 
he  was  connected  with  the  Western  Shoe  Company, 
also  of  Kitchener,  Ont. 


Greb  Shoe  Company,  Limited 

This  business  was  incorporated  in  1910  as  "The 
Berlin  Shoe  Manufacturing-  Company,  Ltd."  For  some 
years  they  sold  only  to  the  wholesale  trade,  but  later, 
under  the  name  of  "McKellar  Shoe  Company,"  com- 
menced selling-  direct  to  retailers.  When  the  present 
proprietors  took  over  the  business  in  March,  1915, 
this  latter  name  was  discontinued,  and  the  "Berlin 
Shoe  Manufacturing-  Ccimpany"  adopted.  In  future, 
however,  under  the  new  name,  the  product  will  be 
known  as  "The  Greb  Shoe."  Present  ofificers  of  the 
company  are  Charles  Greb,  president,  and  Erwin  C. 
Greb,  secretary-treasurer  and  manager,  both  of  whom 
were  connected  with  the  company  at  its  inception. 
Business  this  year,  they  state,  has  more  than  trebled 
any  previous  year.  The  company  specialize  on  men's 
standard  screw  shoes,  and  sell  direct  to  the  retail  trade 
in  Ontario  and  the  wholesale  trade  in  eastern  and  west- 
ern provinces.  The  company  will  in  future  manufac- 
ture under  the  name  The  Greb  Shoe  Company,  Ltd., 
Kitchener,  Ont. 


Mr.  McKean  with  Blachford's 

Mr.  Harvey  McKean  has  joined  the  selling  force  of 
the  Blachford  Shoe  Manufacturing-  Company,  Ltd.,  of 


Mr.  A.  McKean 


Toronto  and  Northern  Ontario.  Mr.  McKean  is  an 
active  shoe  man,  alive  to  the  new  developments  of  the 
trade  regarding  millinery  footwear  for  the  ladies  and 
other  up-to-date  developments.  ■ 
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The  Aero-Ped 

A  new  device  is  bein^^  placed  on  the  Canadian  mar- 
ket, known  as  the  "Aero-Ped."  This  is  a  cushion  to  be 
l)laced  inside  the  shoe  at  the  heel,  and  is  composed  of 
a  series  of  resilient  air  cells,  each  cell  provided  with  its 
individual  air  vent.  In  conjunction  these  cells  contain 
two  cubic  inches  of  air  when  inflated,  and  form  a  i)neu- 
matic  cushion  that  absorbs  the  shock  or  jar  felt  wlicn 


walking:.  In  addition  to  this  function  of  the  Aero- fed, 
it  \cntilates  the  shoe  by  creating-  a  circulation  of  air 
around  the  foot  when  walking'.  This  new  product  is 
illustrated  herewith.  It  may  be  obtained  from  Philip 
Jacobi,  Toronto,  or  L.  H.  Packard  Company,  Montreal. 


Dye  Shoes  to  Match  Gown 

You,  Mr.  Retailer,  have  doubtless  been  confronted 
mimberless  times  with  the  request  that  you  matcii  a 
certain  j^own  with  a  pair  of  shoes.  Perhaps  you  were 
fortunate  in  having-  the  right  shade,  l)ut  if  you  did  not 
it  is  likely  you  lost  the  sale.  A  manufacturer,  realizing 
this  difificuity,  has  placed  on  the  market  a  fa])ric  wliicli, 
when  on  the  foot,  cannot  be  distinguished  from  white 
leather  and  which  can  be  colored  any  color.  These 
colors  may  be  obtained  at  any  drug-  store  and  are  com  - 
monly used  in  every  home.  Thus  the  retailer  is  calcu- 
lated to  be  able  to  meet  almost  any  demand  for  special 

colors  to  match  costumes.' 

p  

The  British  Empire's  Commercial  Awakening 

f'',ngland  is  fighting  one  war  and  getting  ready  for 
another.  The  statement  is  made  that  "to-day  from 
seventy  to  eighty  British  factory  workers  are  doing  as 
much  labor  as  were  a  hundred  in  pre-war  times,  and 
this  at  the  expenditure  of  very  little,  if  any,  more 
l)hysical  and  mental  efl'ort,"  while,  to  fpiote  but  one 
example  of  the  new  alliance  of  science  with  industr\-. 
aniline  dyes  ha.ve  been  manufactured  in  the  Mother 
Country  at  considerably  less  than  they  could  be  bought 
from  Germany  before  the  war.  Her  aggregate  manu- 
factures are  multiplying,  and  this  despite  the  millions 
withdrawn  from  productive  labor. 


Real  Money 

A  shoe  retailer  in  Newark,  N.  J.,  has  started  q;iite 
a  sensation  in  his  neighborhood  by  advertising  to  .give 
away  money  at  his  store.  To  increase  his  sales  he 
promised  for  a  limited  time  to  give  away  free  to  each 


I)urchaser  of  a  pair  of  shoes  in  his  store  at  regular 
I)rices,  a  brand  new  fifty  cent  piece.  He  figured  that 
they  would  then  appreciate  that  they  were  getting 
fifty  cents,  which  would  seem  more  real  to  them  than 
to  reduce  the  price  fifty  cents  a  pair.  Further,  under 
the  plan  of  giving  fifty  cents  free  to  each  purchaser,  it 
is  not  necessary  to  break  the  store's  regular  price.  This 
dealer  states  that  the  plan  works  and  that  if  the  |)rice 
of  the  shoes  were  reduced  many  would  think  that  they 
might  be  getting  shoes  in  sonic  way  inferior  to  the 
regular  line. 


Canadian  Manufacturers  Strong  Financially 

hrom  ".Shoe  Topics,"  a  liostou  publication,  comes  a 
little  bouquet  for  Canadian  shoe  manufacturers.  It 
says : 

"Shoe  manufacturers  in  Canada  are  certainlv  in 
better  shape  financially  than  thev  have  been  for  years 
past.  A  leather  firm  in  the  United  States  selling  in 
that  country.s3-ys  that  a  larger  number  of  accounts  are 
being  i)aid  within  thirtv  days  than  ever  before." 


Polish  from  an  Old  French  Recipe 

The  Canadian  Shoe  Findings  Novelty  Company,  2 
Trinity  Scpiare,  Toronto,  have  another  new  novelty — 
a  cleaner  for  suede,  silk,  satin,  kid  of  every  color,  spats, 
gaiters,  etc.  This  ])olish  is  made  according  to  a  for- 
mula whicli  has  been  used  in  ranee  with  good  success 
for  over  twetity  years. 


The  Way  to  Hold  Customers 

Shoe  Man-T-"You  look  disgruntled." 

Hatter — -"Yes.  Had  a  little  rush  just  now-,  and  a 
couple  of  prospective  customers  walked  out  without 
lieing  waited  on." 

.Shoe  Man — "I've  got  you  beaten  there.  I  take  off 
their  shoes  as  soon  as  thev  come  in." 


2450  1 2450  12450 

If)  WELLS  ^ 

1  VISIBLE 
/MATE  MARKS 

FOR. 

.SHOES  AND  CARTON 

GUS  V.WELLS,  531  14th  St.,Des  Moines,  Iowa 


Boot  Laces  in  Stock 

All  Kinds.    Complete  assortment  including 
long  lengths  for  high  cut  styles 

I  have  the  latest  shades  for  prompt  delivery 

Samples  gladly   sent  if  requested 
Fair  and  reasonable  prices 

E.  W.  McMARTIN 

45  St.  Alexander  St.      -  MONTREAL 

1  also  sell  Champion  Spool  Silk  for  button  holing,  etc. 
Slipper  bindings  and  stay  tapes 
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"It  Keeps  White  Shoes  White." 

Your  customers  know  "BLANCO"  as  well  as  you 
know  it.  They  know  that  it  does  its  work  as  well 
as  it  can  be  done.  So  they  continue  to  buy  it  year 
after  year. 

You  don't  need  to  spend  time  persuading  them  to  try 
"BLANCO" — they  ask  for  it,  and  they  don't  like 
substitutes.  A  pleased  customer  is  always  an  asset, 
ana  " BLANCO "  never  fails  to  please» 

You  cannot  do  better  than  sell  the  public  "what  the 
public  wants'*— so  order  your  Stock  of  "BLANCO" 
to-day.    All  jobbers  have  it. 


Manufactured  by — 
JOSEPH  PICKERING  &  SONS.  LTD..  SHEFFIELD,  ENGLAND. 
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KITCHENER 

The  banner  shoe  manufacturing  centre  of  Canada 


The  leading  shoe,  rubber,  and  leather  manufacturing  city  of 
Ontario  so  well  known  throughout  Canada  as  "Busy  Berlin"  is  ex- 
pected to  show  even  greater  progress  under  the  new  name  of  Kitch- 
ener, which  it  assumed  a  few  days  ago.  The  change  of  name  took 
place  without  any  great  flourish  of  trumpets,  and  in  keeping  with  the 
quiet  determination  of  its  progressive  manufacturers. 

Ever  since  it  was  a  hamlet  Kitchener  has  been  the  cradle  of  the 
felt  boot,  rubber,  and  leather  industries.  These  industries  have  now- 
grown  to  large  proportions,  and  the  employees  of  the  felt  boot,  rubber, 
and  shoe  factories  are  now  numbered  by  the  hundreds. 

Kitchener,  Ontario,  is  destined  to  be  a  very  large  manufacturing 
city.  The  products  of  its  manufacturing  establishments  are  in  daily 
demand  in  every  town,  city,  and  rural  community  in  Canada — a  suffi- 
cient guarantee  for  its  future.  Indeed,  no  one  at  all  closely  connected 
with  the  manufacturers  of  Kitchener  can  doubt  that  this  city  will  hold 
an  important  place  in  Canada's  industrial  expansion. 

Situated  in  one  of  the  wealthiest  and  most  thickly  populated 
sections  of  Ontario,  Kitchener  will  continue  to  draw  many  enterpris- 
ing manufacturers  within  its  limits.  The  shoe  manufacturing  indus- 
try in  particular  seems  destined  to  expand  rapidly.  The  high  charac- 
ter of  the  footwear  now  being  turned  out  by  the  factories  of  Kitchener 
spells  rapid  growth  for  the  present  industries  and  makes  it  almost  a 
certainty  that  many  new  and  highly  specialized  footwear  producing 
factories  will  be  established  there  in  the  future. 


The  Main  Street  of  Kitchener,  Ont. 
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LADIES' 

High  Grade  McKay 

FOOTWEAR 


Our  New  Building  and  Modern  Equipment 

The  popularity  of  Lady  Belle  Footwear  was  instantaneous.  The  fortunate  deal- 
ers, who  secured  our  output  up  to  date,  are  just  as  enthusiastic  as  we,  over  the  business 
resulting  from  our  neat,  snappy  styles. 

There  is  experience  in  designing"  and  manufacturing  behind  every  pair  of  Lady 
Belle  Shoes.  Your  customers  will  choose  them  instantly,  especially  if  they  are 
experienced  buyers. 

Our  salesmen  are  showing  new  samples  at  the  present  time.  To  make  sure  you 
see  them,  write  us  a  card  today  and  we  will  do  the  rest. 

The  Lady  Belle  Shoe  Company,  Limited 

Makers  or 

Ladies'  Fine  McKay  Shoes 


Kitchener 


Ontario 


4G 


FOOTWEAR    IN  CANADA 


Septeniljer.  1010 


SOLE  LEATHER 


These  Five  Lines  Reliable  Vat  Tanned  Stock  Made  at  Our  Three  Tanneries 
BERLIN  PENETANG  HASTINGS 

Agencies      MONTREAL,      QUEBEC,      TORONTO.      ST.  HYACINTHE 

The  Breithaupt  Leather  Co.,  Limited  -  Kitchener,  Canada 


The  Berlin  ShoeMfg.  Company,  Limited 


Beg  to  announce  the  change  of 
their  firm  name  to 

GREB  SHOE  CO.,  LIMITED 


They  will  continue  to  specialize  in  Men's 
High  Class  Standard  Screw  Shoes. 
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A  New  Name  for 


An  Old  Reliable  Firm 


G.  V.  Oberholtzer  Co.,  Ltd. 

Have  changed  their  name  to 

Hydro  City 
Shoe  Mfrs. 

Limited 


and  will  continue  to  make  their  excellent  line  of  SOLID 
LEATHER  FOOTWEAR  by  the  same  reliable  work- 
men and  under  the  same  management  as  hereto- 
fore, in  the  newly  named  city  of 

Kitchener,  Ont. 
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Canada  Trunk  &  Bag,  Limited 


"EVERREADY" 

Wardrobe  Trunks 

Wardrobe  trunk  convenience  has 
been  a  luxury  enjoyable  only  to  a 
few  until  the  introduction  of  this  em- 
inently practical  trunk  so  easil)'  with- 
in reach  of  everyone. 

And  iVs  Guaranteed. 


THE  TRUNK  THAT  SELLS  ON  SIGHT 

fVe  solicit  an  enquiry  on 
Wardrobe  needs. 

Let  our  Salesmen  show  you 

our  complete  line  of 

Travelling  Goods 


CANADA 


No.  700—40  in..  $15.00 
No.  705-44  in..  $18.50 


TRUNK  &  BAG 


Formerly 


KITCHENER,  ONT. 


LIMITED 


THE  BERLIN  TRUNK  &  BAG  CO.,  LIMITED 
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FOOTWEAR  FINDINGS 

Happenings  in  the  Shoe  and  Leather  Trade 


Tlie  new  store  of  the  Owens-Elmes,  Ltd.,  89  YoiiRe 
Street,  Toronto,  was  oiiened  for  business  a  few  weeks  iigo, 
and  presents  a  very  attractive  appearance  from  the  exterior. 
Tlie  interior  furnishings  are  modern  and  luxurious.  The 
store  is  130  feet  deep  by  2o  wide;  wall  fixtures  are  of  mahog- 
any, while  the  chairs,  settees,  ornamental  pillar  lamps,  etc., 
are  of  Belgian  .i^rey  oak,  trimmed  with  cane.  The  single 
shelf  system  is  used  for  containino-  the  shoe  cartons,  and  the 
labels  are  of  imiform  grey  and  white  color,  with  tlie  tradi; 
niarlc  of  tlie  firm. 

li.  H.  Liglitford,  former  manager  of  tlie  J.  M.  Humph- 
rey .Shoe  Company,  St.  John,  N.B.,  has  taken  a  position  with 
Sears,  Roebuck  &  Co.,  Chicago,  as  travelling  superintendent 
for  some  of  their  larger  districts. 

Recently  at  their  store  at  the  corner  of  Notre  Dame  and 
Inspector  Streets,  Montreal,  the  board  of  directors  of  the 
Singer  I'^it-Rite  Shoe  Company,  Ltd.,  met  and  declared  a  divi- 
dend of  9  per  cent.  Max  Singer  was  re-elected  president  and 
managing  director.  The  directors  were  a  happy  crowd,  being 
well  pleased  with  the  results  of  a  hard  year.  The  total  sales 
were  in  excess  of  25,000.  The  new  year  is  being  started 
with  a  $40,000  stock,  and  contracts  given  for  another  .$100,000 
at  old  prices.  The  Singer  Fit-Rite  .Shoe  Company,  Ltd.,  have 
a  branch  at  Panet  and  St.  Catherine  East,  and  intend  opening- 
new  Ijranches  soon  in  Montreal. 

G.  J.  Scott,  representing  Philip  Jacobi,  Toronto,  is  on  an 
extended  selling  trip  throughout  the  West. 

Alf  Winn  has  been  appointed  representative  of  Coatcs, 
Burns  &  Wanless,  London,  Ont.,  and  has  opened  a  sample 
room  in  the  Yonge  Street  Arcade. 

G.  S.  Garden,  of  the  accounting  department  of  the  Miner 
Rul)bcr  Company's  Toronto  branch,  has  been  transferred  to 
the  head  office,  Montreal. 

After  several  years'  connection  with  Ames-PIolden-Mc- 
Cready,  Ltd.,  Montreal,  in  various  capacities,  Mr.  A.  L.  John- 
son, general  sales  manager  and  vice-president,  has  resigned, 
and  is  succeeded  by  Mr.  R.  E.  Dildine,  one  of  the  directors, 
who  has  Ijeen  in  charge  of  the  publicity  department.  This  he 
will  continue  to  supervise.  The  position  on  the  board  ren- 
ilered  vacant  by  Mr.  Johnson's  resignation  has  been  filled  by 
the  appointment  "of  Mr.  T.  H.  I'lieder,  general  manager  of  the 
Canadian  Consolidated  Rubber  Company,  Montreal. 

The  Canadian  Footwear  Company,  Limited,  Montreal, 
are  now  extending  their  field  to  the  Northwest.  Mr.  Harry 
;\dams  is  the  representative  of  the  company,  covering  from 
W inn i peg  westwards. 

Announcement  is  made  in  the  press  that  certain  classes 
of  Canadian  leather  will  be  required  for  Government  purposes 
under  the  Defence  of  the  Realm  Act.  They  include  Canadian 
oak  sides,  best  and  seconds,  in  the  following  weights:  Four- 
tecJi,  sixteen,  eighteen,  and  twenty  pounds;  bends,  seven, 
eight,  nine,  and  ten  jjounds.  Butts  are  included,  and  will  be 
c;)lculated  as  two  liends.  I\.eturns  of  such  stocks  in  Britain 
are  compulsory.  It  is  expected  that  the  Canadian  Govern- 
ment will  issue  a  similar  announcement. 

The  shoemakers  of  St.  Catharines,  Out.,  have  ad\'anced 
llieir  prices  on  all  lines  of  work,  and  at  a  recent  meeting  a 
lesoiutioii  was  passed  to  close  all  shops  on  Saturday  at  .5  p.m. 
throughout  tlie  year. 

I'igures  gi\er.  out  recently  give  evidence  of  the  expan- 
sion in  the  l)usiui-.-  lii  \ nies-Holden-McCrea<l\-,  Ltd.  Busi- 
ness lor  the  Ur^t  <iuarter  rif  the  current  fiscal  >-ear  reached  a 
total  of  $l,4r)S.OOO.  compared  with  $7  I  S, 00(1  in  the  same  period 


last  year,  the  gain  of  $7.50,000  being  at  the  rate  of  104  per 
cent.  Advance  orders  to  date  total  $.3,016,000,  against 
$018,000  at  this  time  last  year,  the  increase  being  $1,398,000, 
or  336  per  cent. 

Williams  &  Causgrove,  Saskatoon,  Sask.,  have  taken 
over  the  shoe  stores  of  Lamont's  Limited,  the  Harvard  Shoe 
Store,  and  the  A.  A.  Causgrove  establishment. 

l'"ire  recently  broke  out  in  Hyman's  tannery,  London, 
Ont.,  and  before  checked  caused  $5,000  damage.  The  larger 
l)art  of  the  loss  is  due  to  water  soaking  the  leather. 

Fred  A.  Todd,  Canadian  Consolidated  Rubber  Company, 
has  been  appointed  vice-president  of  the  Montreal  branch  of 
the  .  Canadian  Credit  Men's  Association.  D.  S.  Benvie,  of 
James  liobinson,  and  N.  R.  Feltes,  of  Ames-Holden-Mc- 
Cready,  Ltd.,  are  members  of  the  board  of  governors. 

Vor  the  first  time  in  the  history  of  the  Canadian  Retail 
Merchants'  Association,  J.  G.  Watson,  a  well-known  shoe  re- 
tailer, Montreal,  was  unable  to  be  present  at  the  annual  meet- 
ing, this  year  held  in  Winnipeg.  Mr.  Walton,  who  has  taken 
a  prominent  part  in  the  doings  of  the  association,  was  absent 
owing  to  ill-health,  and  the  delegates  resolved  to  send  him  a 
message  of  regret  at  his  inability  to  be  present. 

"The  J.  and  S.  Bulletin"  is  the  name  of  a  small  publica- 
tion issued  by  Jackson  &  Savage,  Ltd.,  Montreal.  It  features 
the  brands  manufactured  by  the  company,  and  also  calls  at- 
tention to  the  wide  range  of  shoes  carried  by  the  firm  as 
jobbers.  It  is  anticipated,  says  the  Bulletin,  that  the  demand 
for  white  eanvas  shoes  will  be  exceedingly  large  in  1917. 

J.  B.  Douglas,  who  has  been  in  the  shoe  business  in  Cal- 
gary for  the  past  11  years,  has  disposed  of  his  big  shoe  stock 
at  334  Eighth  avenue  west,  and  after  closing  up  his  other 
business  interests  in  Calgary,  will  go  to  Detroit,  Mich.  Mr. 
Douglas  was  one  of  the  pioneer  shoe  merchants  of  Greater 
Calgary,  and  owned  and  operated  several  large  shoe  stores. 

A.  Mireault,  formerly  with  Ames-FIolden-McCready,  Ltd., 
Montreal,  has  been  appointed  secretary  of  the  Slater  Shoe 
Ojinpany,  Ltd.,  Montreal,  in  succession  to  Mr.  P.  De  Gros- 
bois,  who  has  resigned  to  take  over  the  management  of  the 
Merit  Shoe  Shop,  Ltd.,  510  St.  Catherine  Street  West,  Mont- 
real. 

Among  the  recent  visitors  to  Montreal  were  Messrs. 
W.  and  E.  L.  Rising,  of  Waterbury  &  Rising,  St.  John,  N.B., 
and  Mr.  Bond,  of  the  Robert  Simpson  Company,  Toronto. 

O.  M.  Brooks,  who  represented  the  United  Shoe  Ma- 
cliinery  Company  of  Canada  in  the  West,  is  now  located  in 
Kitchener,  Ont.,  covering  the  territory  as  salesman  formerly 
lield  by  G.  M.  Hennessy,  who  is  now  in  an  office  position. 

Th  Panther  Rubber  Manufacturing  Company,  of  Sher- 
brooke.  Que.,-  had  a  fine  exhibition  of  their  soles  and  heels 
at  the  Sherbrooke  fair.  They  also  had  on  view  a  buffing 
and  finishing  outfit  of  the  United  Shoe  Machinery  Company 
of  Canada. 

Albert  E.  Elmer  is  representing  George  A.  Slater,  Ltd., 
Maissoneuve,  in  Western  Ontario,  in  succession  to  J.  Mc- 
Callister,  who  is  now  covering  Manitoba  and  Southern  Sas- 
katchewan for  the  same  firm. 

E.  A.  Reading  has  been  appointed  superintendent  of  J. 
M.  Humphrey  &  Co.,  St.  John,  N.B.,  in  succession  to  Mr.  H. 
H.  Lightford,  now  with  the  Sears-Roebuck  Company,  Chi- 
cago. Mr.  Reading  at  one  time  held  the  same  position  to 
which  he  has  now  returned,  leaving  to  become  the  superin- 
Iciulent  of  the  Roljert  Ta^dor  Compan)-,  of  Halifax,  N.S. 
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It  Stands  Alone 


" NUGGET  " 

SHOE  POLISH 

All  that  is  Best  in  Shoe  Polish.  Best  Ad- 
vertised. Best  Seller.  Gives  the  Best 
Shine.      Best  for  Leather.      Best  Profits. 

BEST  FOR  YOU. 


The  "NUGGET''  Polish  Co. 

Limited 

9-11-13  Davenport  Road 

Toronto  -:-  Ontario 
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HIGHEST  GRADE  SHOES 
FOR  MEN 

MAKERS  SINCE  1853 


RiTz  Carlton 


FACTORY  AT  EAST  WEYMOUTH,  MASS.,  U.  S.  A. 


AWARDED   THE   GRAND   PRIZE   AT   THE   PANAMA   PACIFIC   EXPOSITION,   SAN  FRANCISCO,  1915. 


Popular 
Lasts 


J.  A.  &M.  Cote  McKays 

For  Metij  Youths^  Boys  and 
Little  Gents 

The  majority  of  your  shoe  sales  are  for  the  popular  lasts,  not 
the  ultra  fashionable,  nor  yet  the  work  boot. 

J.  A.  &  M.  Cote  McKays  are  just  this  style.  Made  to  sell 
every  day  in  the  year.  The  kind  of  shoes  that  build  up  a  steady 
business  with  the  people  who  make  up  the  bulk  of  your  trade. 

Six  sensible  styles  in  solid  leather,  workmanship  the  best 
throughout. 

Write  us  for  more  information. 

La  Gompagnie 

J.  A.  &  M.  Cote 

Montreal  Sample  Rooms,  St*  Hvacillthc 

Room  14,  "LaPatrie  Building"  '  f\  U 

Mr.  Henry  Martineau,  Representative  ^^UCDCC 
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Land  is  Curved  Needle  and  Awl 
Shoe  Soling  Machines 


o 


•M 

3 

o 
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PRICE  AND  TERMS 
LANDIS  NO.  12  STITCHER 
Weight,  crated-About  750  lbs. 
Head  only,  crated— About  500  lbs. 

Price- Complete  with  Stand,  power  only,  $500.00,  F.  O.  B.  St.  Louis. 

Head  only,  $475.00,  F  O.  B.  St.  Louis. 
Terms— 15;'  discount  for  cash. 

Time  Payments-$50.00  cash  and  $15.00  per  month. 
Deferred  payments  to  be  closed  by  notes  without  interest. 


PRICE  AND  TERMS 
LANDIS  NO.  10  STITCHER 
Weight,  crated— About  700  lbs. 
Head  only,  crated— About  .300  lbs. 

Price— Complete,  with  Stand,  foot-power  or  power,  $400.00,  F.  O.B. 
St.  Louis. 

Complete,  with  Stand,  combination  foot-power  and  power 
$410.00.  F.  O.  B.  St.  Louis.  ' 
Head  only-$375.00,  F.  O.  B.  St.  Louis. 

Terms— ISf'  discount  for  cash. 

Time  Payments— $25.00  cash  and  $10.00  per  month. 

Deferred  Payments  to  be  closed  by  notes  without  interest. 


Model  22  Landis  Shoe  Repair  Outfit,  Left  Hand 
Manufactured  by  LANDIS  MACHINE  CO.,  St.  Louis,  Mo. 

Landis  Machine  Company 

St.  Louis,  Missouri,  U.  S.  A. 

WE  ALSO  MAKE  THE  LANDIS  HARNESS  MACHINES.   ASK  YOUR  HARNESS  MAKER  ABOUT  US. 
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The  United  States  Hotel, 

BOSTON,  MASS.,  U.  S.  A. 


Beach,  Kingston 
and    Lincoln  Streets 


Only  two  blocks  from  the  South  Terminal  Station  in  the  centre  of  the  Shoe  and  Leather 
District  and  within  easy  walking  di^ance  of  the  shopping  di^tricil,  theatres,  etc. 
Good,  comfortable  rooms,  unexcelled  cuisine,  and  reasonable  rates. 
American  and  European  plans.    Send  for  circulars. 


TILLY  HAYNES,  Proprietor 


JAS.  G.  HIGKEY,  Manager 


A  line  of  money  makers  for 

JOBBERS 

You  can  sell  our  Women's  McKay  Sewn  Leather  Shoes  to 
every  dealer  on  your  list.  They  are  without  doubt  the  best 
popular  priced  sellers  on  the  market.  Not  a  shoe  model  in  our 
fall  line  that  will  not  prove  attractive  to  shoe  dealer  and  retail  cus- 
tomer alike.  Women's  solid  leather  shoes,  also  misses',  children's 
and  infants'  footwear  are  our  specialities.  We  would  like  to  place 
our  samples  before  you  so  their  good  points  can  be  appreciated. 

Write  us  today  for  further  details  of  the  new  styles. 

Gagnon,  Lachapelle  &  Hebert 

Shoe  Manufacturers 
55  Kent  Street,  Montreal 


Boot  Laces  in  Stock 

All  Kinds.    Complete  assortment  including 
long  lengths  for  high  cut  styles 

I  have  the  latest  shades  for  prompt  delivery 

Samples   gladly   sent  if   requested  at  fair 
and  reasonable  prices 

E.  W.  McMARTIN 


45  St.  Alexander  St. 


MONTREAL 


I  also  sell  Champion  Spool  Silk  for  button  holing  and  slipper 
bindings  and  stay  tapes 


TOEKDMFDRT 


CURES 
FOOT 
AILMENTS 

MADE    IN  CANADA. 


SNAPPY 
ADS 
FOR  YOU 


DEALERS  who  are  showing  our  Toe-Komfort 
Foot  Ointment,  Arch  Supports,  etc.,  are  getting 
results  from  our  general  publicity. 

VERMILYEA  MFG.  CO. 

231  8th  Ave.  W.  -       -  Calgary,  Alta. 
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^  There  are  just  two  things  we 
want  to  call  your  attention  to 
this  month. 

^  One  is  our  Fancy  Heel  and  Edge 
Stain,  made  in  all  colors  for  the 
heels,  edges  and  bottoms  of  fancy 
colored  shoes.  We  are  right  up 
to  the  minute  with  these  goods. 

^  Theother  is  our  Stain  Finish  which 
will  produce  on  hard  leather  a 
beautiful  finish  that  will  have 
the  appearance  of  a  Brush  Stain 
finish,  which  is  saying  consider- 
able as  leather  is  today. 


Boston  Blacking  Co. 

152  McGill  Street 

Montreal    -  Canada 
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New  Castle 
Kid 

Glazed  or  Matt  Black  or 
Colors  Uniform  Substance 
Fine  Grain  Great  Strength 
Superior  Cutting  Qualities 

WRITE  FOR  SAMPLE  AND  PRICES 


New  Castle  Leather  Co. 

NEW  YORK 

Canadian  Branch: — 335  Craig  St.  W.,  Montreal 
Factory: — Wilmington,  Del.,  U.S.A. 


Shoe  Store  Settee 


This  attractive  hexagonal  settee  is  one  of 
our  best  selling  pieces  of  shoe  store  furniture. 

It  allows  of  many  original  effects  in  a  store 
and  is  a  most  useful  furnishing. 

Have  you  our  catalogue  ? 


Valley  City  Seating  Co., 

Limited 

Dundas,  Ont. 


Write  for 

-  -at 


You  realize,  undoubtedly,  the 
increased  business  that  would 
be  yours  if  your  store  had  a  cor- 
rectly designed  and  installed  front. 

This  booklet  has  been  compiled  to  give  you  an  idea 
of  how  over  50,000  of  your  fellow  merchants  have 
increased  their  business  by  the  installation  of 


It  will  enable  you  to  take  advantage  of 
our  years  of  experience  in  the  pro- 
duction of  "paying  fronts." 


Pin. 
leiicrhedxl 


The  costliness  of  the  booklet  makes  it  necessary  for 
us  to  request  you  to  pin  coupon  to  your  letter  head. 

Remember — It's  Free! 

Kawneer  Manufacturing  Company,  Ltd. 


r  COPy^OF  1916 
"  BOOSTING  BUSINESS  * 


Guelph,  Ontarioj  Canada 
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Naumkeag  Buffing  Machine 

M an ufacturcrs 
(if  fuu-  and  mcdi- 
u  m  grades  of 
l)()Ots  and  shoes 
will  find  it  to  their 
advantage  to  bufif 
the  shanks  of 
their  goods  after 
they  are  heeled. 
Ry  so  doing  they 
will  save  handling 
them  to  dry  the 
shanks  and  once 
handling  tlu-ni  to 
hiifT  the  shanks 
and  will  alscj  get 
a  liiui-  looking 
liottdin.  Tliis  is 
the  (jnly  machine 
1)  y  w  h  i  c  h  this 
w  1  Il  k  can  he  done. 
Thirteen  hundred 
machines  in  use 
and  no  well  reg- 
iilat<.'d  factory  is 
(•nui|ikte  without 
one. 

Driving  pulley  5  x 
Sliould    run  450 
■evolutions    jier  min- 
ute, weight  I.SO  Ills. 

KIEFFER  BROS.,  REGD. 

ESTABLISHED  1869 

96  Prince  St.,  Montreal,  Que. 


Guay  Counters 


All  Leather  Fair  Stitching. 


Outwear  the  Shoe 

That's  our  claim  for  Guay  All- 
Leather  Counters.  We  will 
pay  cash  for  every  pair  of  shoes  in 
which  our  counters  are  used,  and 
which  they  fail  to  outwear. 
ALL-LEATHER  INSOLING 
a  large  stock  of  all  kinds  always 
on  hand. 

Prices  and  Samples  on  Application 

EUGENE  GUAY, 


230  St.  Margurite  Street 
MONTREAL 


We  also  make  Union,  Standard  and  Leather  Board  Counters 


Montreal  Box  Toes 

have  substance 

They  outlast 
the  shoe 


Few  box  toes  will  oullast  the  shoes  that  stand  the  hardest 
wear,  yet  Montreal  Box  Toes  do  it.    When  you 
want  toes  that  wear  wnte  us.    We  make 
them  for  Goodyear  and  combmation 
work.    Also  Men's,  Boys' 
and  Women's  heels 
in  all  grades. 

The  Montreal  Box  Toe  &  Heel  Co. 

321  Aird  Ave.,  Montreal 


We  Can  Save  Money  for  You  on  Your 
Shipping  &.  Packing 

H  &  D  Solid  Fibre  Board  Boxes 


1.     Tliey  protect  your  sliipment 

against  loss  from  dampness 

and  water. 
J. — They    are    extremely  light, 

which     means     low  freight 

charges. 

:!. — They     cannot     be  opened 
witliout  breaking  the  seal. 


4. — They  save  time  in  packing. 

— They   save  storage  space. 
(i. — They     have     strong  adver- 
tising value. 
7. — They  can  be  made  to  your 
specifications. 
— Their    first    cost    is  lower 
than  wood. 

Our  booklet  "How  to  Pack 
It"    explains   all — write  for 

it. 


The  Hinde  &  Dauch  Paper  Co. 

of  Canada,  Limited 
TORONTO  ONTARIO 
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standard  Straight  Needle  and 
Awl  Shoe  Stitcher. 


The 
Best 
Mechanical 
Principles 


Combination  Harness  and 
Shoe  Stitcher. 


CHAMPION 

Shoe  Repair  Machinery 


If  you  have  not  as  yet  equipped  yourself  with 
Shoe  Repair  Machinery,  if  you  intend  to  do  so, 
here  are  .some  facts. 

CHAMPION  Line  of  Shoe  Repair  Machinery  is 
the  Largest  and  Most  Complete  in  the  Market. — 
Over  15,000  in  use,  Consisting  of  Shoe  Stitchers, 
Combination  Harness  and  Shoe  Stitchers,  Repair 
Outfits  and  Nailing  Machines. 


Champion  Repair  Outfit. 


Distinguish  CHAMPION  Ma- 
chines over  all  others  in  the 
market. 

CHAMPION  Machines  are 
sold  Outright  for  Cash  or  on 
Time  Payments. 


Write  us  for  Catalog,  Price  and  Terms 


Ideal  Curved  Needle  and  Awl 
Shoe  Stitcher. 


Working 

Efficiency 

Ease  of 

Operating 


Clincher  Fastener  or 
string  Nailer. 


Champion   Shoe   Machinery  Company 


H 
O 


X 
H 

H 
D 


CHAMPION  SHOE  MACHINERY  CO. 
ST.  LOUIS,  MO. 

Give  particulars  on  


Name  

Address  

FOOTWE.\R  IN  CANADA 


3723-3741  Forest  Park  Boulevard 

St.  Louis      -      -  Missouri 

BRANCH  OFFICES: 

Boston,  Mass. — 65  High  Street 
San  Francisco,  Cal. — 65  McAllister  Street 
New  York,  N.  Y.— 209  Centre  Street 
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•V.D.t\RM  STRONG 

ENGRAVEROF  FINE  STEEL  STAMPS  &.DIES 

23q-c»^>NES;^M0NTREAL.^MOyv^  675 
Ch!^^^  4^^t^   Q  QUE,  cj  (^^^ 


/WAIN 


MY  STAMPS  ARE  UPTO  DATE  IN  DESIGN 
&A0O  AN  ARTISTIC  F I N I SH  TO  VOU  R  SHOE  S«|S» 

•  WHICHWILL  INCREASE  YOUR  SALES 
Ol>.^...^.  ntSIGNS  SUBMIT  ft^ 


I 


HEELS 

That  will 
not  check 


All  grades,  denoiiiin- 
atloMH  and  heights  a 
full  line. 

BOX  TOES  THAT 

COME  ALIKE 

made  inleather,  split 
combination  leather, 
canvas  and  felt. 


INDEPENDENT  BOX  TOE 

102  Christophe  Colomb  Street,  Montreal 


SHOE  FELTS  and  UPPER 
LEATHERS 

''MADE  IN  CANADA  " 

Patent,  Dongola,  Box  Sides,  Gun  Metal, 
Tongue  and  Wax  Splits,  both  Plain 
and  Ooze  in  Black  and  Tan. 

Shoe  Cottons  of  all  kinds 
Shoe  Cements 
Top  Facing 
Box  Toe  Goods 
Buckrams 

Write  for  samples  and  prices. 


137  McGill  Street 
MONTREAL 


Fortuna  Skiving  Machine 


For  Manufacturers  who  Skive  Leather,  Felt, 
Cork,  Rubber  or  Paper 

Used  extensively  by  Manufacturers  of 
Shoes,  Box  Toes,  Trimmings.  Insoi.es,  Ankle 
Supporters,  Welting,  Arch  Supporters 

Sole  Agents  (or  Canada 

Fortune   Machine  Co. 

127  Duane  Street       -       NEW  YORK 
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Has  Anybody  Jumped 
Your  Claim? 


If  the  repair  requirements  of  your  customers  are 
not  already  taken  care  of  in  an  entirely  satisfactory 
manner  [and  by  that  we  mean  by  somebody  equipped 
as  we  can  equip  them],  it  will  pay  you  well  to  write  us 
now  for  a  catalog  and  full  information  regarding  the 
advantageous  terms  on  which  we  place  our  machines 
with  shoe  retailers.  We  would  also  be  glad  to  supply 
any  specific  information  you  may  require  about  this 
wonderful  and  growing  part  of  the  shoe  retailer's 
business. 

We  are  pioneers  in  this  business.  Our  machines 
have  earned  a  high  reputation  for  excellence  in  con- 
struction and  durability.  They  are  in  use  by  the 
most  successful  shoe  retailers  and  shoe  repairers  and 
with  them  we  supply  a  service  that  is  only  paralleled 
by  that  which  has  built  up  the  great  shoe  industry 
of  the  country.  Your  request  for  information  will 
place  you  under  no  obligation  to  us.  We  are  glad 
to  supply  it. 


United  Shoe  Machinery  Co.  of  Canada 

Montreal,  Que.  Limited 

122  Adelaide  Street  W.,  TORONTO  492  St.  Valier  Street,  QUEBEC 

179  King  Street  West,  BERLIN 


GO 
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For  Smart  Shoe  Trims 


No.  355-New  Shoe  Stand 


The  progressive  shoe  retailer  never 
fails  to  recognize  the  value  of  a 
smart  window  trim.  To  obtain 
smart  trims  that  will  arrest  the 
attention  of  the  most  casual  pedestrian 
you  must  use  up-to-date  fixtures. 

We  make  the  largest  variety  of  Shoe 
Fixtures  in  Canada  for  all  classes  of 
stores. 

Ask  for  our  Catalogue  of  Shoe 
Display  Fixtures 


No.  773 


Delfosse  &  Co. 


Montreal 


Largest  Makers  of  Fixtures  in  Eastern  Canada 


Office  and  Sample  Room,  249  Craig  St.  W. 


Factory,  1-19  Hermine 


High  Grade  Cements 

Channel — White  and  Pink—  Gem  Sole — Chrome  Folding 

Our  excellent  line  of  shoe  cements  has  been  used  by  all  llie  leading  Canadian  manufacturers  for  many  years. 
The  main  reason  for  this  universal  use  is  the  al)Solute  dependability  of  our  cement  under  all  conditions.  You  can 
secure  it  in  small  or  large  (|uantities  at  any  time.    Write  for  further  details. 


CARBICON 

,\l)ra'-i\e  paper  fur  bulling,  ec- 
onomical and  efticient.  Guaranteed 
to  do  from  10  to  15  per  cent,  more 
than  any  other.  Made  by  Herman 
IJehr  (.Sc  Co.,  New  York,  manufac- 
(nrcrs  of  the  well-known  carbor- 
unduni  and  ruby  paper. 


WE 

Blackings 

Dressings  and 
Box  Gums 

Patent  Leather 
Repairer 

Rubber  Cement 


HANDLE 

Polishing  Wax 
Sewing  Wax 
Fish  Glue 
Dry  Paste 
and  a  full  line 
of 

Shoe  Findings 


Shoe  Felts 

W  e  are  sole  agents  lor  the  Perth 
Felt  Company's  shoe  felts.  Full 
--lock  carried  at  all  times. 

Waxol.  We  are  proprietors  of 
this  famous  sole-water-prooting. 
This  is  used  very  largely  by  manu- 
facl.urers  of  army  shoes. 

W  rite  for  ))articulars  of  any  <<i 
our  lines. 


PARKER  IRWIN  (Limited) 


Largest  Shoe  Manufacturers'  Supply  Honte  in  Canada 


Montreal 


Quebec 
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SHOE 


DRESSING 

I  ,     »  DRESSINC  roB  r 


?\     CONTAINS  ^ 

JET  BLACK 
FINISH 

fOBT  Ralston  c  Co. 

■  HAMILTON  J 


Applied  quickly  with 
a  sponge 

HAS  NO  EQUAL 


For  all  Glazed 'Kid  Shoes  in 
popular  shades 


Buckskin  E^c 

RoBT  Ralston&s.  1 


MADE  IN  ALL 
COLORS 
Guaranteed 
the  Best 


Ralston's 

Polishes 


Dress  up  your  stock  with  Ralston's  Polishes.     Make  sure  that' 
your  stock  is  complete,  particularly  of  Dressings  that  are  subject 
to  frost,  before  the  winter  sets  in. 

Robt.  Ralston  &  Co. 


Hamilton 


Puts  a  brilliant 
polish  on  boots 
and  shoes.  Re- 
moves stains  and 
makes  a  most 
perfect  cleaner. 


We  make 
a  dressing 
for  every 
shoe. 


Ontario 


Made  expressly 
to  clean  and  re- 
store White  Can- 
vas Shoes  to  their 
original  condition 
Makes  old  shoes 
look  new 


When  there 
is  a  new 
dressing 

Ralston  has  it 


A  high  grade 
polish  made  ex- 
pressly for  fine 
trade. 


\ 


A  MARKET  OF  MILLIONS 

The  more  than  two  million  readers  of  Labor  Journals, 
reached  each  month  by  Union  Stamp  advertising,  are  look- 
ing for  the  retail  stores  that  carry  Union  Stamp  Footwear. 

How  about  your  store  ?  Are  you  letting  Union  workers 
and  their  friends  in  your  town  know  that  you  carry  the  shoes 
that  they  demand?  Get  electrotypes  of  the  Union  Stamp — 
they  are  yours  for  the  asking — and  run  them  in  connection 
with  your  local  advertising.  By  so  doing  you  are  giving 
Union  workers  and  their  friends  the  only  Pass-Word  that 
they  recognize. 

The  Union  Stamp  in  your  local  advertising  ties  you  up 
to  the  great  Union  trade. 

Boot  and  Shoe  Workers*  Union 

Affiliated  with  the  American  Federation  of  Labor 

246  Summer  Street    : :       : :    Boston^  Mass.,  U.  S.  A. 

JOHN  F.  TOBIN,  Gen'l  Pres.  CHAS.  L.  BAINE,  Gen'l  Sec'y-Treas. 
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IF  IT  BEARS 
THIS  MARK 


YOU  CAN  RELY 
UPON  THE  QUALITY 


United  Shoe  Machinery  Company  of  Canada,  Limited 

Montreal,  Que. 

122  Adelaide  Street  West,  Toronto  492  St.  Valier  Street.  Quebec 


FOOTWKAl^    TN  CANADA 


Sci.tciTil.fr.  Ut1<; 


ALPHABETICAL  LIST  OF  ADVERTISERS 


Adams,  J.  A   ] :! 

Aird  &  Son    (U; 

Anit'S-Hol(kii-Mc("rca<ly    14 

Armstrong,  W.  D   58 

Hlachford  Shoe  Mfg.  Co   4-5 

Boot  and  Shoe  Workers'  Union  ....  C2 

Boston  Blacking  Company    54 

iinithauiit  Leather  Comi)any   4(1 

Brockton  Heel  Company   GO 

.Canada  Trunk  &  Bag  Co   48 

Canadian  Arrowsmith  Mfg.  Co.   .  .  . 
Canadian  Consolidated  Ruhhcr  Co.  3-20 

Canadian  Footwear  Limited   68 

C  anadian  Shoe  Findings  Novelty  Co.  64 

Champion  Shoe  Machinery  Co   57 

Clapp,  Edwin   51 

Commercial  

Cote,  J.  A.  &  M   51 

Delfosse  &  Company   GO 

Doyle,  Thos.  C.  (Regd.)   

Dufresne  &  Galipeau   16 

Dunlop  Tire  &  Rubber  Goods  Co.  .  . 

Dupont  &  Frere   65 

Farnsworth,  Hoyt  &  Co   19 

Fortuna  Machine  Company    58 


Gagnf)n,  Lachapclle  &  Heliert  ...   .  53 

(iittcrman  &  Co.,   Henry   8 

Greb  Shoe  Coni|)any   16 

Guay,  Faigene   56 

Hunil)erstone  Shoe  C'ompany   60 

Hinde  &  Dauch  Paper  Co   56 

Hydro  City  Shoe  Mfrs   47 

1  ndi-pendi-nt  Box  Toe  Company  ..;  58 

I  ndci)cn<icnt    Rubber    Company    ...  •) 

Kawneer  Mfg.  Comiiany   55 

KiefTer  Bros   5(> 

Lady  Belle  Shoe  Co   45 

  52 

  58 


Landis  Machine  Company 
Landers  Bros  


Lawrence  Leather  Co.,  A.  C'   12 

McLaren  &  Dallas  

McMartin,  E.  W   42 

Minister  Myles  Shoe  Co   18 

Muir  Company,  Jas.  . .   

Murray  Shoe  Company  

Montreal  Box  Toe  Company  .  .  . 


Narrow  Fabric  Company  ...  . 
Newbegin  Company,  L.  R.  ... 
New  Castle  Leather  Company 
Nugget  Polish  Co  


.56 

66 
53 
.5.5 
50 


Odell,  L.  S   58 

Panther  Rubber  Company  Cover 

Parker,  Irwin,  Limited    60 

Peerless  Machinery  Company   65 

Pickering  Company,  Jas   43 


Ralston,  Robt   61 

Kigal  Shoe  Company   1 

Rice  &  Hutchins   17 

Roljinson.  Tas   6-7 


.Sisman  Shoe  Company 
Slater  Shoe  Company  . 


Tebbutt  Shoe  &  Leather  Co. 
Tetrault  Shoe  Company  . .  . 


10 


11 


United  Shoe  Machinery  Co.,  Ltd.  59-63-67 
United  States  Hotel,  Boston   53 


Valley  City  Seating  Co   55 

Vermilyea  Mfg.  Co   53 

Wells,  Gus  \"   42 
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GRIFFIN'S  DRESSINGS 

Satisfying  to  Your  Customers 


and  More  Profitable  for  You 


All  these  Polishes  were  shown  and 
extensively  advertised  at  Canadian 
National  Exhibition,  Toronto. 


GRIFFIN'S  WHITE  KIDINE 

Tlie  genuine  Kid  Cleaner,  also  for  Calf.- 
otliers  are  only  imitations. 

Price  per  doz.,  $1.75;  per  gross, 
$21.00. 


We  Manufacture  a  Polish 
for  Every  Leather, 

For  Fall  and  Winter  Styles 

GRIFFIN'S  GLACE  KID  CREAM 

A  genuine  Kid  ("leaner  and  I'tjlisher.  Kee]>s 
shoes  like   new    (|)o])ular  for  fall).  Dark 
(irey,    Browns,    Light    Grey,    Black. — we 
liavc  every  shade  desired. 
Price  per  doz.,  $2.25;  per  gross,  $24.00 


GRIFFINS  MAGICAL  POWDERS  | 

tliaii  suede,  ooze,  buck  and  all  undressed  1 

leathers.     Ever>-  color  for  FALL  shoes.  g 

cliamois.    greys,    browns,    fawns,  etc. 

Price  per  doz.,  $1.50;  per  gross,  1 

$16.50.  I 


Canadian  Shoe  Findings  Novelty  Co. 


2  Trinity  Square,  TORONTO 


House  of  Quality  " 


llllllllllllllllilll 


L.  Levy,  Mgr. 

Illllllllllllllll 
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The 

Shoes  for 
Satisfaction 


The  ruling  motive  of  the  major- 
ity in  buying-  shoes  is  value  or 
satisfaction. 

We  have  expressly  designed  our 
new  models  to  conform  to  your 
customers'  wishes  with  respect  to 
these  very  important  qualifica- 
tions. 

Our  shoes  have  always  been 
noted  for  their  ready  sales.  We 
believe  you  will  agree  with  us, 
when  you  see  the  latest  designs, 
that  they  are  bound  to  be  more 
popular  than  ever  before  in  their 
price-class. 

Drop  us  a  line  to  be  sure 
of  seeing  these  famous 
shoes  this  fall. 

Dupont  &  Frere 

301  Aird  Avenue 

Montreal 


PEERLESS 
MACHINES 


Universal  Skiver 

Acknowledged  by  the  shoe  manufacturers  every- 
where as  the  most  reHable  Skiver  made.  Gives 
greater  production  at  minimum  cost. 


Peerless  Folder 

No  matter  what  the  shape  of  the  upper  this  machine 
will  fold  the  edge  over  perfectly.  Turns  over  seams 
and  back  stays.  For  rapid  clean  work  this  machine 
is  without  a  rival. 


/ 


Automatic  Perforator 

Spaces  evenly  on  any  curve  without  the  use  of  knee 
or  any  other  attachment.  30  to  50  per  cent,  more 
output  at  a  minimum  cost. 

The  Peerless  Machinery  Co. 

44  Binford  St.  BOSTON,  Mass. 


G6 
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quality  shoe  laces 
for  every  requirement 

In  bulk  for  the  factory  trade. 

Single  paired  for  the  fine  job- 
bing trade. 

Finished  with  Nufashond 
Fabric  Tips  (patent  applied  for). 
Part  of  the  braid  itself.  Rustless, 
waterproof,  won't  pull  off. 

Samples  and  prices  upon  request. 

Narrow  Fabric  Company 

Reading  Pa. 


NON  RIP  SANDALS 


Made  in  Canada 

To  insure  present  prices 
and  prompt  delivery  you 
should  order  Humber^lone 
Sandals  now. 
They  are  built  on  the  late^ 
la^ls  and  are  non-rip. 


JOBBKRS-WRITK  US  FOR  SAMPLES 

Humberstone  Shoe  Co. 

HUMBERSTONE,  ONT. 


Aird  Shoes  for  Fall 


Several  new  ideas  capably  expressed,  and  backed  up 
with  the  workmanship  and  materials  that  have  made 
Aird  shoes  so  popular  with  the  great  buying  public. 

McKays  and  Turns  for  men,  boys,  youths  and 
women. 


JOBBERS!    WRITE  OR  CALL 


AIRD  &  SON, 


MONTREAL 


Store  Management 

An  illustrated  book  of  212 
pages,  by  Frank  Harrington 

Price  50  cents. 

Footwear  in  Canada '"t^^r'S^StI'  * 


We  want  to  m  for  CASK  all 
the  PECEO  HEEl  STOCK  you 

Brockton  Heel 
Company 

BROCKTON,  MASS. 


September, 
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Shoe  Machinery 

For  Every  Department  from  Lasting  to  Finishing 


TRADE 


MARK 


Goodyear 
Welt  and  Turn 
Systems 


Consolidated 
Hand  Method 
Lasting^  Machines 


Model-C 
Ideal  Clickin£( 
Machines 


Rapid  Standard 
Screw 
Machines 


Davey 
Horn  Pegging 
Machines 


Heel  Protector,  Driving,  Heel  Compressing,  Loading  and  Attaching 
Machines,  Heel  Trimming,  Breasting,  Scouring  and  Finishing 
Machines  ;  Loose  Nailing  and  Slugging  Machines  ;  Cementing,  Buff- 
ing and  Skiving  Machines;  Gem  Insole  Machines;  Eyeletting 
Machines  ;  Eyelets,  Shanks,  Brushes,  Etc. 


United  Shoe  Machinery  Company  of  Canada,  Limited 

122  Adelaide  Street  West,  TORONTO  MONTREAL,  QUE.  492  St.  Valier  St.,  QUEBEC. 
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About 


Extravagant  Claims 

We  make  no  extravagant  claims  in 
respect  to  Canadian  Footwear  Button 
Shoes  for  women  and  misses. 

Rather  we  emphasize  the  idea  of 
making  a  careful  inspection  of  our  sam- 
ples so  that  their  excellent  features 
may  commend  themselves  to  your  good 
judgment. 

In  this  way  we  have  quickly  estab- 
lished our  product  very  firmly  in  the  business  of  hundreds  of 
progressive  dealers  in  Canada.  We  believe  a  man  is  always  more 
convinced  by  his  own  investigations  and  reasoning  than  by  any 
amount  of  Hamboyant  representations  made  to  him  about  any 
product. 

Salesmen  now  out  with  the  newest  designs  and  lasts,  we  want 
to  show  you  our  line  this  year.     When  can  a  salesman  call? 

Canadian  Footwear  Co, 


Limited 


^■■■•■■■<.at» 


Sales  Office 

44  St.  Antoine  St. 
Montreal 


Factory 
Pointe-Aux-Trembles 
Quebec 


Vol.  VI.    No.  10 


Toronto,  October,  1916 
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YOU  need  devote  only  half 
the  effort  to  selling  a 
REGAL  than  selling  any 
other  shoe. 

Regal  World-Wide  Reputa- 
tion for  Style  and  Quality 
means  half-sold  before  you  put 
it  on  your  customers  foot. 

REGAL  SHOE  COMPANY 

Limited 

102  Atlantic  Avenue,  Toronto. 

Executive  Offices;  Regal  ]^uildin<r, 
Boston,  Mass. 


TheMoStPopula/Shoe 
IntheWrld 


Alphabetical  Index  to  Advertisers  Pa^e  48 
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That  "Sure  Step" 

PANTHER 

Tread 


Rain  or  shine,  your  Panther 
soled  footwear  gives  equally  good 
satisfaction. 

Panther  Tested  Fibre  Soles 
and  Heels  are  the  result  of  careful 
research  of  many  eminent  special- 
ists. 

They  are  made  to  stand  the 
greatest  amount  oi  every  day  wear. 
Once  a  customer  discards  the  stiff 
and  clumsy  leather  soling,  you 
have  no  trouble  in  selling  ever 
after  Panther  soled  footwear. 

This  has  been  a  great  year  for 
our  product.  All  the  far  sighted 
manufacturers  laid  in  a  stock 
early  and  have  had  to  come  back 
for  more. 


Retail  customers  must 
be  satisfied  or  the  de- 
mand would  not  have 
persisted. 

Write  us  for  details 
and  recommendations 
from  prominent  manu- 
facturers. 


Panther  Soling  looks 
like  leather — made  in  all 
colors.  Can  be  stitched 
and  trimmed  easily  and 
will  not  allow  stitches 
to  "pull  out."  Will  not 
crack  and  is  waterproof 


Panther  Rubber  Mfg.  Co. 

Sherbrooke,  Quebec 
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SHOES 

September  Foot  Prints,  the  19 17  Catalogue  of 
Fleet  Foot  Shoes,  has  been  mailed  to  the  Shoe 
Trade  throughout  Canada.  Besides  showing 
all  the  old  Fleet  Foot  favorites  that  are  here 
to  stay,  it  introduces  the  new  features  for  next 
season.     Of  the  latter  the, 

AVIATOR  SHOE 

with  aerated  cushion  sole  and  heel,  for  men  and 
women,  is  worthy  of  your  special  attention. 

If  you  have  not  received  your  copy  of  Septem- 
ber Foot  Prints,  write  to  our  nearest  Branch 
or  direct  to  Head  Office. 

Canadian  Consolidated  Rubber  Co., 

Head  Office,  MONTREAL  Limited 

28  "Service"  Branches  Throughout  Canada 
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TEBBUTT  SHOES 


A  Money  Making  Proposition  for  1917 


Never  be  afraid  to  stock  our  "Professor"  and  "Doctor"  brands  of  shoes. 
They  are  staple' sellers.  They  are  easier  to  sell  after  the  first  pair  has  been 
tried,  because  customers  really  enjoy  comfortable  footwear  when  they  get 
excellent  style  in  the  bargain.  There  is  downright  good  value  in  every  shoe. 
They  wear  better  than  their  price  would  indicate.  Our  1917  samples  are  ready 
for  your  inspection.  If  you  have  not  seen  them,  write  us  and  you  will  be 
given  an  opportunity  without  any  obligation. 

You  can  secure  them  from  i-M  the  leading  jobljcrs. 

Tebbutt  Shoe  &  Leather  Co. 

Limited 


Three  Rivers 


October,  1916 
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Our  Popular 
Brands 

The  "IMPERIAL"  shoe  for  men's 
and  women's  high  class  trade. 

The  "VARSITY"  Brand  in  men's 
and  boy's  medium  grade  shoes. 

The  "MAPLE  LEAF"  Brand- 
solid  leather  for  hard  wear  in 
men's  and  women's,  boy's  and 
girl's. 

The  "LITTLE  CANADIAN" 
Brand  in  misses'  and  children's 
sizes. 

"WITCH  ELK"  sporting  and 
hunting  boots. 

"SPEED  KING"  sporting  and 
tennis  shoes. 

Independent  Rubber  Company's 
Brand  of  rubber  footwear  — 
"KANT  KRACK,"  "ROYAL," 
"DAINTY  MODE,"  "BULL 
DOG,"  "DREADNAUGHT"  and 
"VERIBEST"  in  stock  for  quick 
shipment. 


Prepare  NOW— 
place  your  Spring  order 
early  and  be  sure  of 
prompt  delivery. 


It  is  all  about  us  now — you  read  of  it  in  the  news- 
papers, you  hear  the  man  on  the  street  talking  about 
it,  big"  manufacturers  are  advising  it — what?  PRE- 
PAREDNESS! 

The  past  two  seasons  have  been  imprecedented  in 
the  shoe  business.  The  demand  everywhere  has  far 
exceeded  the  supply.  Large  shoe  manufacturers  have 
])een  working  day  and  night  in  an  endeavor  to  keep 
up.   And  still  there  is  no  "let-up"  to  it. 

Next  Spring  is  sure  to  bring  forth  a  greater  de- 
mand than  ever  for  all  kinds  of  footwear  and  the 
dealer  who  places  his  order  early — right  now — is  the 
man  who  will  be  ready  to  reap  the  benefits  of  his  fore- 
sight. 

If  you  were  caught  last  season  with  a  "slim"  stock 
you  know  how  difficult  it  was  to  get  your  orders  filled. 
Don't  let  it  happen  again  this  coming  Spring.  When 
our  traveller  calls — and  he  is  on  his  way  now — look 
over  his  samples.  You'll  find  them  replete  with  all 
the  latest  styles  that  fashion  predicts  for  Spring.  The 
values  are  all  vuisurpassed  and  we  pride  ourselves  in 
being  able  to  send  our  men  out  with  such  a  complete 
set  of  samples. 

Look  over  your  stock  and  send  us 

Your  Sorting  Orders 

Are  you  ready  for  the  Fall  and  Winter  shoe  trade  ? 
Have  you  a  complete  stock  of  sizes  in  all  your  best  sell- 
ing lines? 

We  have  a  large  stock  on  hand  and  are  ready  for 
all  kinds  of  "rush"  and  "hurry-up"  orders.  'Phone, 
wire  or  write  your  order  and  try  our  "Emergency  Or- 
der Service." 

Don't  overlook  your  felts  and  rubber  goods.  Your 
customers  will  soon  be  asking  for  them.  Be  ready  and 
waiting — prepare  now- 

McLaren  &  dallas 

Boots,  Shoes  and  Rubbers 
TORONTO         M         M  ONTARIO 


JK 
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Canada's 


Largest  Producers 

3  Big  Factories 

Largest  Stocks 

6  Distributing  Houses 

Most  Complete  Lines 

For  Men,  Women  and  Children 


Our  travelers  are  leaving  the  branch  distribut- 
ing houses  to  serve  customers  in  relation 
to   Spring   Placing   and   Fall   Sorting  Orders. 

AMES 
HOLDEN 
McCREADY 

LIMITED 

ST.  JOHN  —  MONTREAL  —  TORONTO  —  WINNIPEG  —  EDMONTON  —  VANCOUVER  • 


1917  Slater  Styles 

For  City,  Town  and  Country— it  makes  no  difference— there  is 
a  Slater  Style  to  please  them  all. 

Over  thirty  models  of  popular  shoes  for  men  and  boys  ;  all  up  to 
the  usual  high  Slater  standard. 

We  have  the  most  serviceable  In-Stock  Department  in  this 
country  and  the  product  to  back  it  up.  It  will  be  worth  your 
time  to  see  our  samples.  We  are  ready  to  ship  small  or  large 
orders. 


SLATER  SHOE  COMPANY 


October,  1916 
^llllllllll 


FOOTWEAR    IN    CANADA  9 

l!lllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllll^ 


Who  assumes  the  burden  of  carrying  your 
reserve? 

How  much  of  your  money  is  tied  up  (and 
therefore  inactive)  in  reserve  stock? 

This  money  should  be  earning  something 
and  would  be  if  you  were  selling  All  America 
Shoes  for  men. 

We  carry  your  reserve  for  you  because  All 
America's  are  a  stock  proposition  and  you 
can  do  a  good  business  with  this  splendid  line 
of  men's  fine  shoes  on  a  "sizing-in"  basis. 

Each  of  our  nine  wholesale  houses  is  pre- 
pared to  serve  you. 


FiFTIET 

RICE.  & 

1866 


ersaRy 

INS,  INC. 

JSJ  1916 


The  Rice  &  Hutchins  Chicago  Co. 

231  West  Monroe  Street 
CHICAGO  -         -  ILL. 

RICE  &  HUTCHINS,  INC. 

24  High  Street,    ::    Boston,  Mass. 
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FOR  the  majority  of  your  customers 
who  demand  comfort  and  wear 
with  as  much  style  as  these  quali- 
ties will  permit  you  will  find  WILLIAMS 
SHOES  are  just  the  thing. 

We  have  many  new  models  to  show 
you  at  the  present  season  ;  a  special  line 
of  shoes  for  men,  women  and  children, 
and  you  will  find  WILLIAMS  SHOES 
will  meet  every  demand  for  a  first  class 
product  at  a  reasonable  price. 

May  we  send  you  further  details? 


Our  travellers  are  now  out  with  full 
line  of  samples,  and  will  be  sure  to  call 
on  you.  Kindly  await  their  coming 
before  placing  your  Spring  orders. 


WILLIAMS  SHOE 

LIMITED 

Head  Office  and  Factory : 

RegirSask  BRAMPTON,     ONT.  Tru^NS 
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Shoe  Prices  are 
Still  Soaring 

The  unsteady  market  in  the  leather  nidustry  makes  it 
very  uncertain  for  any  shoe  prices  to  be  absolutely  fixed 
this  season.  The  present  predictions  seem  to  indicate 
another  rise  in  costs. 

Under  the  circumstances  we  unhesitatingly  say  to  all 
shoe  dealers 

Buy  liberally  and  buy  early 

We  have  followed  out  this  idea  ourselves  and  will  have 
our  entire  hne  of  new  samples  on  the  road  very  early. 

You  will  do  well  to  examine  them  carefully.  Never 
before  have  we  been  able  to  manufacture  a  neater,  snap- 
pier or  more  saleable  line  of  shoes  than  this  season's  models. 

The  great  demands  on  our  stock  up  to  the  present 
have  necessitated  the  enlarging  of  our  modern  plant.  We 
now  have  a  big  new  factory  with  the  finest  equipment  and 
are  in  a  position  to  produce  your  orders  to  your  complete 
satisfaction. 

Drop  us  a  line  and  we  will  have  a  salesman  show  you 
the  new  models. 

Duf r  esne  &  Galipeau 

LIMITEE 

Montreal 
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Increased  Sales 

Make  1917  a  big  year. 

Prepare  for  prosperity.  You  are  are  sure  to  have  in- 
creased sales. 

Get  the  best  possible  for  your  money  in  order  that 
your  customers  get  the  best  for  theirs.   Then  we'll  all  succeed. 

Write  me  saying  you  would  like  to  see  my  new  style 
samples.  You  will  then  be  a  long  way  on  the  right  road 
towards  better  business  for  the  coming  year. 

James  Robinson 

MONTREAL 

..iillllllllliliillillllllllllllllllllllllllllllllllllillllllllllllllllllil^ 
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For  1917  Business 


The  Bostonian  Shoe  is  made  to  give  good  service.  It 
has  won  its  present  popularity  by  this  alone. 

You  can  sell  Bostonians  to  your  customeis  with  a  clear 
conscience  knowing  they  will  surely  be  back  for  another 
pair. 

The  new  styles  are  very  pleasing.  Far  in  advance  of 
anything  at  or  near  the  price. 

Better  see  them  early. 

In  rubber  footwear  lines  you  may  place  your  assurance 
on  the  superiority  of  "Dainty  Mode,"  "Kant  Krack,"  "Royal" 
and  "Bull  Dog"  brands.  There  is  nothing  to  equal  them 
at  any  price. 

Samples  are  now  ready.  Write  me  to  make  sure  you 
see  them. 


:s  Robinson 

MONTREAL 
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"Off  Ahead 

of  the  Smoke" 


Tetrault  is  right  at  the 
start  with  all  things  new  in 
shoedom. 

Tetrault  is  ''Off  with  the 
gun"  every  time,  and  maintains 
the  lead. 

Tetrault  introduced  fibre 
soles  in  Canada  and  they  suc- 
ceeded. When  there  is  some- 
thing new  again,  Tetrault  will 
have  it  first. 

The  correct  thing  now  is 
African  Brown  Bal.  with  fibre 
sole  and  solid  rubber  heel. 


Tetrault  Shoe  Mfg.  Co 

Largest  Men's  Goodyear  Welt  manufacturers  in 

Canada — bar  none 

MONTREAL 
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Tetrault 
"P.D.Q."  Service 


Need  we  say  more  ? 

When  you  are  in  a  hurry 
for  orders  you  need  a  service 
you  can  bank  on. 

Tetrault  service  is  as  '^Cer- 
tain  as  sunrise"!  It  gets  you 
what  you  want  the  hour  you 
want  it.  Let  us  prove  this  to 
you. 

Illustrated  is  an  African 
Brown — a  sure  thing  for  Spring. 

Most  Jobbers  have  the 
Tetrault  shoes.  If  yours  has 
not,  write  us  and  we'll  tell  you 
how  to  get  them. 


Tetrault  Shoe  Mfg.  Co. 


Largest  Men's  Goodyear  Welt  manufacturers  in 

Canada — bar  none 


MONTREAL 


16  FOOTWEAR    IN    CANADA  October,  lOir, 

lllllll 


m 


Manufacturers 
of  Fine  Shoes 

iiiiiiiiiiiiiiiiijiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiio^ 

At  the  present  time  we  have  one  of  the  most 
complete  stocks  of  shoe  findings  and  specialties 
in  America.  We  are  selling  all  our  lines  on  an 
exceptionally  close  margin.  Despite  the  fact 
that  a  great  many  lines  have  advanced  in  price 
very  materially,  the  price  to  manufacturers  is 
still  reasonable. 

Are  you  protected  in  case  an  advance  in  price 
is  imperative? 

If  you  have  made  your  plans  for  this  season 
don't  take  a  chance  on  having  them  upset  by  a 
strong  advance  in  the  price  of  any  supplies. 
Buy  your  stock  now.  Let  us  quote  you  on 
your  season's  requirements  at  present  prices. 
We  are  confident  it  will  save  you  money  in  the 
long  run.  For  all  shoe  findings  in  any  grade 
whatsoever — in  all  lines  of  novelties  and  special- 
ties you  will  always  find  our  products  in  the 
foreground.  Write  us  immediately  for  samples 
and  prices. 

G.  J.  TRUDEAU  CO.,  LIMITED 

365-367-371  Ontario  St.  East,  MONTREAL,  QUE. 
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Foremost 
Findings 


HEEL  FINISH 

A  complete  line  of  universally  satis- 
factory finishes.  Used  by  all  good 
manufacturers. 

FELT  BOX  TOES 

Gowdy's  Victor  Gray  Felt  Box  Toes 
are  good.  There  is  no  better  line 
made  or  we  would  have  it. 

BOTTOM  POLISH 

Baker's  New  Bottom  Polish  "Cock- 
of  the  walk"  made  with  the  finest 
materials  by  new  process.  None 
better. 

SAND  PAPER 

Our  Trimite  Paper  will  save  you 
money.  Highest  grade  made  by 
Minnesota  Mining  Mfg.  Company. 


HEEL   COLORS  {Concentrated) 

A  Lionne  product  that  is  the  latest 
development  along  this  line.  Will 
match  any  colored  leather. 

WHITE  HEEL  BOARD 

Extra  good  quality.  White  all  the 
way  through.  Perfectly  satisfactory 
under  all  conditions. 

BUTTONS 

This  is  a  line  made  in  our  own  fac- 
tory. Our  guarantee  goes  with  every 
shipment.  We  can  please  you  with 
any  style,  size  or  quantity. 

ORNAMENTS 

We  handle  the  Coultas  line  of  or- 
naments. This  is  the  foremost  line 
of  specialties  and  ornaments  in 
America. 


O.  J.TRUDEAU  (§  Ltd 

365-36T-37I,  Otitapio^t.  Montreal.Oue. 
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The  Astoria  Shoe 


A  man's  slioe  that  is  fast  i^ainin^  favor  with  the  Canadian  i^entlemen. 
A  Goodyear  Welted  shoe,  produced  in  one  of  the  best  equipped  men's  factories 
on  the  continent,  org^anized  and  manned  by  thorough  shoemakers.  Experi- 
ence has  taught  us  that  speciaHzing  of  one  Hne  produces  results  that  otherwise 
are  not  obtainable.  This  is  why  we  are  producing  nothing  but  men's  Good- 
year Welts  in  this  factory.  Were  we  producing  Women's  along  with  the 
Men's  we  feel  we  would  have  a  man's  shoe  with  that  feminine  appearance 
which  every  man  is  trying  to  avoid,  and  we  feel  that  on  the  woman's  we 
would  have  that  masculine  appearance  which  every  woman  is  trying  to  avoid. 
Tt  has  been  proven  beyond  a  doubt  that  it  is  impossible  to  produce  these  two 
lines  in  the  one  factory  by  the  same  workmen.  The  heavy  touch  of  the 
workman  on  men's  shoes  is  sure  to  show  up  on  the  women's.  Low  heels  and 
high  heels,  men's  heels  and  women's  heels  cannot  be  trimmed  by  the  same 
workmen,  neither  can  the  heavy  edge  on  the  men's  and  the  light,  feather  edge 
on  the  women's  be  trimmed  by  the  same  workmen,  and  so  on  throughout  the 
entire  process  of  the  shoe. 

Our  spring  samples  are  real  men's  shoes,  with  all  the  men's  idea  of  foot 
toggery,  in  all  the  different  varieties  of  lasts,  patterns,  etc.  They  will  appeal 
to  sense  and  the  good  dresser.  Our  prices  on  these  shoes  are  equal  to  any- 
thing produced  in  any  factory  making  men's  shoes.  The  workmanship  is  of 
the  finest  quality,  and  the  selling  features  of  these  will  be  found  a  revelation 
to  the  men's  shoe  business  in  Canada. 


Scott  ^  Chamberlain 

Limited 

London       ^  Ontario 
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Confound 


AERO  -  PEDS 


A£RO?P£0S\ 


with  THE  ORDINARY  TYPE 
of  inside  heel  cushions. 

are  an  absolutely  new  inven- 
tion in  their  cushion  feature, 
in  that  the  air  cells  of  which 
they  are  constructed  contain 
Real  Live  Fresh  Air. 


AERO -PEDS 

are  EXTRA  ORDINARY 
in  that  they  Automatically 
Ventilate  and  cause  two  cubic  inches  of  fresh  air 
to  circulate  throughout  the  boot  at  each  step — 

AERO-PEDS  BREATHE 

Sole  Wholesale  Distributors  in  Canada: 
Philip  Jacobi,  TORONTO,  Ont.  L.  H.  Packard  &  Co.,  Ltd.,  MONTREAL,  Que. 

Great  West  Saddlery  Co.,  Ltd.,  WINNIPEG,  EDMONTON,  CALGARY. 
B.  C.  Leather  &  Findings  Co.,  Ltd.,  VANCOUVER,  B.  C. 
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PERFECT  FiniNG  RUBBERS 


We  wish  to  emphasise  the  "perfect  fitting  (juahty 
of  Dominion  Rubber  System  footwear,  because 
there  is  not  a  shoe  made  that  we  cannot  fit 
perfectly.  More  and  more  it  is  recognised  that 
"perfect  fitting"  is  a  (Hstinctive  feature  of  Dom- 
inion Rubber  System  brands. 

It  is  easy  enough  to  make  a  rubber  to  cover  a 
shoe,  but  nowadays,  customers  are  lookmg  for 
styhsh,  "perfect  fitting"  rubber  footwear.  That 
explains  why  the  Dominion  Rubber  System 
brands  are  such  trade-winners  from  Atlantic  to 
Pacific.  They  combine  quality  and  value  with 
"perfect-fitting"  in  a  degree  to  ensure  the  greatest 
possible  satisfaction. 

If  your  Fall  Stock  is  not  complete,  write  our 
nearest  Branch  where  your  request  will  re- 
ceive prompt  and  intelligent  attention. 


Canadian  Consolidated  Rubber  Co., 

Head  Office,  MONTREAL  limited 

28  "Service"  Branches  Throughout  Canada 


October,  1916 
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Spring 
Styles 


ANY  expression  of  what  may  or  may  not  be 
vogue  for  the  coming  spring  is  jus-t  about 
as  uncertain  jis  predicting  the  length  of  the 
European  war.  However,  in  this  issue,  we 
have  endeavored,  in  as  brief  a  manner  as  possible,  to 
outline  the  general  trend  of  opinion  on  novelties 
and  smart  styles  as  it  appears  at  the  present 
time.  It  is  natural,  of  course,  for  each  individual 
manufacturer  to  make  his  own  interpretation  of  "the 
handwriting  nn  tlie  walK"  and  it  is  (|uite  natural,  too, 
that  his  customers  will  he  influenced  to  no  little  de- 
gree by  his  opinion.  The  retailer,  however,  has  it  in 
his  power  to  a  very  considerable  extent  to  say  what 
the  stvles  shall  be.    He  knows  his  customers,  and  what 


is  most  likely  to  meet  their  wishes,  much  better  than 
a  manufacturer  can,  and  while  it  is  true  that  the  manu- 
facturer is  considerably  circumscribed  at  the  present 
time  in  the  choice  of  materials,  it  is  the  plain  duty 
of  the  retailer  to  lend  his  opinions  in  order  that  the 
demand  and  supply  may  coincide  as  far  as  is  humanly 
possible. 

Staples,  of  course,  will  always  appeal  to  a  large 
number,  but  it  must  be  remembered  that  the  material 
for  these  is  now  more  difficult  to  obtain.  For  the  rest, 
manufacturers  generally  are  of  the  opinion  that  "mil- 
linery" styles  will  continue  strong,  and  it  is  of  these 
that  the  retailer  must  necessarily  keep  himself  well  in- 
formed, since  his  staples  will  to  a  large  extent  take 
care  of  themselves.  Due  latitude  must,  therefore,  be 
allowed  for  the  individuality  of  each  manufacturer  and 
a  high  degree  of  judgment  used  in  the  determination 
of  just  what  styles  will  be  in  demand  in  each  retailer's 
particular  district,  having  in  mind  previous  experience. 
It  is  a  fairly  safe  attitude  to  assume,  however,  that 
with  a  good  representative  line  of  staples  in  the  offing 
the  smaller  retailer  can  now  afford  to  give  the  matter 
of  "sinart  styles"  a  little  more  attention,  though  he 
need  not  precipitate  hiinself  too  hastily  into  spring 
ptirchases. 

No  retailer,  however  conservative  he  may  be,  can 
aft'ord  to  overlook  the  smarter  styles,  inasmuch  as  they 
retail  at  higher  prices  and  yield  a  large  profit.  These 
classier  styles  are  looked  upon  by  inany  men  and  wo- 
men as  luxuries  for  which  they  are  ready  to  pay.  The 
retailer,  then,  who  has  been  trying  to  build  up  a  re- 
cord of  cjuality  and  conservatism  need  not  hesitate  lest 
he  offend  his  customers.  Footwear  styles  are  pass- 
ing through  a  transitional  stage  in  which  even  the 
most  staid  have  become  interested  and  in  which  in- 
deed some  of  the  most  unlikely  are  taking  a  hand. 
We  believe  the  public,  being  wide  awake  to  condi- 
tions, will  readily  forgive  any  shoe  retailer  for  cater- 
ing to  their  passing  vanity. 

Often  we  hear  it  said  that  experi- 
ence is  the  greatest  teacher.  Quite 
true,  no  doubt.  The  drawback  is 
that  experience  has  many  backward  pupils.  The  lag- 
gards in  the  school  of  experience  are  those  who  can- 
not, or  will  not,  reason  froin  cause  to  eft'ect  and  make 
personal  application  of  the  result  of  their  reasoning". 

Here  is  an  illustration  in  point.  John  Jones,  over- 
heated from  fixing  up  his  furnace,  perhaps,  goes  out 
on  a  wet  morning-,  dressed  in  thin  clothes  and  without 
rubbers,  because  he  has  failed  to  provide  himself  with 
a  pair  to  put  over  his  leaky  shoes.  The  next  day  he 
is  down  with  a  cold,  sits  with  his  feet  in  a  mustard 
bath  and  has  the  wife  feeding  him  quinine  at  regular 
intervals.  He  does  not  dispute  the  fact  that  there 
might  have  been  some  connection  between  getting  his 
feet  wet  and  being  sick. 

However,  he  recovers  and  blithelv  resumes  his 
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daily  toil.    A  few  days  later  aiiotlier  downpour  oc- 
curs.   He  remembers  what  hapjicncd  to  him  before 
but — he  is  in  a  hurry,  does  not  want  to  take  the  time 
to  hunt  for  his  rubbers  or  buy  a  new  pair. 
So  he  says— I'll  take  a  chance. 

This  time  it  is  not  a  cold  that  lays  him  low  but 
a  bad  case  of  pneumonia.  And  a  few  days  afterward 
his  friends  are  remarking:  "How  natural  he  looks." 

The  moral  to  this  little  story  is  obvious,  of  course. 
Doesn't  it  constitute  a  very  nice  little  piece  of  sales 
talk,  now  that  the  wet,  cold,  autumn  months  are  com- 
ing on  ? 

With  just  a  little  extra  salesmanshij)  you  can  ac- 
conipli.sh  a  good  many  rubber  sales  with  school  shoes 
these  days.  A  sensible  and  practical  presentation  of 
the  immunity  from  serious  illness  rendered  by  ade- 
quate jjrotcction  of  the  feet  will  rarely  fail  to  im- 
press the  parent.  And  the  same  argument  is  aj)plic- 
able  to  the  parents  themselves. 


Satisfying 
Customers 


A  satisfied  customer  is  not  always 
the  ])nrchaser  who  buys,  pays  his 
money  and  walks  out  of  the  store 
apparently  well  pleased.  Pcrhai)s  as  he  passes  through 
the  door  he  is  registering  mental  vows  never  to  darken 
your  threshold  again.  Was  it  ever  your  fortune,  or 
misfortune,  to  stand  on  the  sidewalk  outside  of  some 
store  and  listen  to  the  remarks  of  the  people  coming 
out?  "Some  dump,"  "Rotten  service,"  "I  don't  know 
why  I  bought  those  things,"  they  will  say.    And  the 


another 
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salesman  continues  blithely  on  his  way  in  the  firm 
belief  that  he's  "some  boy"  when  it  comes  to  making 
sales.  -i 

When  making  a  purchase  the  other  day  we  en- 
(juired  of  the  salesman  whether. the  quality  was  Al, 
and  he  replied,  "In  making  sales  our  endeavor  is  not 
to  sell  you  only  once,  but  to  make  you  a  satisfied 
customer  for  all  time.  Therefore,  we  must  give  you 
value  for  your  money."  Pretty  neat,  that,  and  entirely 
convincing.  This  man  got  the  merchandise  oft  to  a 
good  start,  put  his  customer  in  a  perfectly  satisfied 
mood  and  that  counts  for  a  whole  lot  in  making  future 


])urchases.  It  often  liap])en^  that  even  if  an  article 
does  not  give  us  the  satisfaction  we  expect,  we  are 
quite  willing  to  give  the  courteous  store,  or  the  courte- 
ous clerk,  another  chance  to  make  good.  That  is  not 
to  say  that  inferior  goods  may  be  palmed  ofif  by  good 
service — as  a  regular  thing — not  at  all.  But  it  often 
happens  through  no  fault  of  the  shoeman  (possibly  a 
manufacturer's  error)  that  the  customer  does  not  get 
entire  satisfaction  from  his  purchase.  Now,  if  with 
that  pf)or  purchase  he  received  poor  service,  the  re- 
tailer's name  is  on  his  black-list  for  a  life  sentence. 
On  the  other  hand,  if  the  salesman  treated  him 
"white,"  used  him  courteously  and  considerately,  and 
made  him  at  the  time  a  "satisfied  customer,"  the  odds 
are  that  because  they  used  him  so  decently  down  at 
Blank's  he  will  go  back  anyway.  Human  nature  has 
not  changed  a  great  deal  since  the  time  Nero  touched 
a  match  to  Rome,  but  methods  have.  To-day,  if  the 
Roman  tyrant  wished  to  turn  the  same  trick  he 
would  order  his  aviators  to  fly  over  the  city  with  fire- 
bombs or  else  blow  the  city  to  i)ieces  w'ith  howitzers. 
Quite  likely  he  wouldn't  have  time  to  play  on  his 
fiddle  during  the  process,  but  that's  just  another  ex- 
ample of  changing  methods. 

The  thought  for  the  retailer  is,  therefore,  to  keep 
himself  up  to  the  minute  in  his  methods  of  merchandis- 
ing. We  certainly  cannot  get  away  from  the  very 
human  requirement  of  footwear,  but  we  can  guide  our 
footsteps  carefully  away  from  the  store  that  does  not 
believe  our  feet  are  just  about  the  most  important 
thing  in  life  when  we  want  to  make  a  purchase.  Every 
shoeman  will  do  well  to  bear  in  mind  that  with  every 
sale  is  the  prospect  of  making  "another  satisfied  cus- 
tomer." 

*       *  * 

To  keep  a  reliable  clock  in  one 
corner  of  the  window  and  to  keep 
it  set  accurately  is  to  get  folks 
into  the  habit  of  loo)<ing  into  that  window.  We  all 
need  to  know  the  time  dozens  of  times  a  da}'.  We  will 
glance  at  a  clock  even  when  we  don't  really  care  what 
time  it  is.  Often  the  power  of  suggestion  influences 
us — when  we  see  somebt)dy  else  looking  at  a  clock  we 
are  immediately  filled  with  curiosity  as  to  what  time 
it  really  is.  Children  and  people  who  do  not  carry 
watches  learn  to  know  where  there  is  a  convenient 
clock.  As  a  matter  of  fact  most  of  us  invariably  look 
at  the  clock  in  the  city  hall  to\\%er  or  in  front  of  the 
jeweller's  store  whether  w^e  carry  a  watch  or  not.  So 
far  so  good.  Now  to  make  the  idea  of  added  benefit 
a  little  bulletin  should  be  placed  under  the  clock — 
even  if  it  consists  only  of  a  slate.  Arrange  so  that 
both  the  clock  and  the  slate  may  be  seen  simultaneous- 
ly. Change  the  bulletin  daily.  Remember  the  people 
who  look  at  your  clock  likely  do  so  every  day,  per- 
haps several  times  a  day,  and  you  must  keep  something 
new  on  the  bulletin  constantly.  Put  on  a  bargain  or 
two;  alternate  it  with  the  weather  forecast  or  the 
latest  war  news — anvtliin"'  that  will  be  of  interest. 


Clock 
Bulletin 
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What  is  New  in  Shoe  Styles  for  Spring 

All  Signs  Point  to  Another  Fancy  Shoe  Year—  Wide  Range  of  Colors  to  be  Used- 
Combinations  Are  Strong— More  Style  for  Men  Too 


Spring  Styles  for  Women 

CONTRARY  to  general  expec- 
tations, particularly  pronoun- 
ced some  few  months  ago,  the 
novelty  or  "smart  style"  shoe 
is  still  on  the  boards  and  going 
strong.  As  a  matter  of  fact,  instead 
of  there  being  a  tendency  toward 
the  more  subdued  and  sombre  de- 
signs and  colors,  every  indication 
seems  to  be  that  the  year  1917  will 
be  more  than  ever  a  "fancy  shoe"  year.  All  of  which 
means,  let  us  hope,  a  bigger  and  better  year  for  the 
shoe  retailer,  for  whether  or  not  we  approve  present 
conditions,  we  may  as  well  look  the  facts  in  the  face 
that  money  is  pretty  plentiful  and  is  being  spent  free- 
ly.   Why  then  should  not  the  shoeman  get  his  share? 

The  question  of  skirt  lengths  is  causing  no  little 
conjecture  among  manufactvu'ers  of  novelties,  how- 
ever, for,  while  it  is  hardly  likely  that  women  will 
lose  interest  in  fancy  footwear  for  some  time  to  come, 
longer  skirts  would  have  a  considerable  influence  to- 
ward plainer  styles,  lower  tops  and  a  disinclination  on 
the  part  -of  the  purchaser  to  pay  the  high  prices  now 
readily  received.  The  effort  towards  style  reversion 
seems  to  be  wholly  on  the  part  of  the  costume  design- 
ers, and  it  is  worthy  of  note  that  women  are  not 
viewing  the  change  with  any  degree  of  pleasure.  They 
have  found  the  short  skirt  particularly  becoming  and 
youthful.  They  have  also  realized  its  sanitary  ad- 
vantages, its  grace  and  the  allowance  for  freedom  of 
movement.  Consequently  they  are  not  giving  it  up 
as  readily  as  some  of  the  style  makers  believed  they 
would.  Were  it  not  for  style,  more  particularly  the 
changes  in  style,  costume  designers  and  dressmakers 
would  not,  of  course,  profit  to  the  extent  they  are  doing. 

Style  reports  from  Paris  seem  to  indicate  that 
allowance  is  being  inade  for  a  certain  degree  of  oppo- 
sition to  increased  skirt  lengths  and  at  the  openings 
of  many  of  the  dressmaking  houses  short  skirts  were 
quite  as  much  in  evidence  as  the  longer  ones.  It  is 
not  an  improbability,  however,  that,  so  great  is  the 
hold  of  "style"  upon  those  who  like  to  consider  their 
costume  "up-to-the-minute,"  that  the  longer  skirt,  if 
consistently  (or  inconsistently)  pushed  by  the  design- 
ers, will,  a  little  later,  revert  to  prominence. 

Smart  Footwear  Still  Imperative 

Whether  skirts  will  be  longer  or  not,  however,  the 
average  woman  has  become  accustomed  to  giving  more 
of  her  attention  to  her  shoes,  realizing,,  as  she  now 
does,  that  footwear  can  be  made  an  important  part 
of  the  costume.  Therefore,  it  is  not  believed  she  will 
go  back  to  the  old-fashioned,  low-cut,  staple  footwear 
of  a  few  years  ago.  Everything  considered  it  is  alto- 
gether likely  that  the  or  8  inch  top  will  be  with  us 
for  some  time  to  come. 

Granted,  then,  that  no\-elty  styles  will  be  very 
nuich  in  demand,  skirts  a  little  longer  and  ab6ut  8 
inches  the  height  in  tops,  what  about  color  combina- 
tions, top  pattern,  vamp  tendency  and  type  of  heel? 
AVhat  leathers  will  be  easiest  available? 

The  question  of  leather  supply  will  have  much  to 


do  with  what  is,  or  what  is  to  be,  vogue  for  Spring. 
The  actual  leather  that  is  to  be  "the"  leather  is,  as 
yet,  much  of  a  mystery.  We  have  yet  to  hear  of  a 
manufacturer  who  actually  has  a  supply  of  specialty 
leather  on  hand,  or  even  under  contract,  sufficient  for 
his  Spring  needs.  And  as  for  colors,  it  seems  as  though 
they  are  quite  at  sea  as  to  what  will  be  the  "all-popu- 
lar" shade.  Unsettled  leather  conditions  and  the  un- 
certainty of  any  one  style  or  kind  of  leather  being 
obtainable  render  almost  impossible  the  prediction  of 
any  one  dominant  leather  for  stylish  footwear.  One 
manufacturer  hints  that-  bronze  will  return  to  favor. 

Patterns  Fairly  Well  Defined 

Considerably  more  can  be  said,  however,  regard- 
ing the  possible  design  of  novelty  footwear — that  is, 
character  of  the  tops,  style  of  last,  general  features 
of  heels,  trimmings,  and  so  on.  These  will  not,  to 
any  extent,  be  affected  by  the  kind  or  color  of  leather 
used. 

Some  tendency  is  noted  towards  lower  heels,  rang- 
ing down  to  a  popular  demand  for  the  low  Louis  and 
a  graceful  10-8  Cuban,  heel.  A  somewhat  unsettled 
feeling  is  noted  in  the  exclusive  trade — always  the 
forerunner  of  popular  demand — in  connection  with  this 
question  of  heels,  and  manufacturers,  remembering 
their  great  difficulties  in  getting  wood  heels  all  sea- 


A  Clever  Design— White  and  Black 
Kid  with  Ivory  Sole  and  Heel. 


son  and  the  increase  in  cost  involved,  are  looking  to 
a  more  or  less  perfected  leather  Louis  heel  and  leather 
Cuban  heel,  as  a  solution  of  the  problem.  Incidentally 
it  may  be  that  this  is  the  true  cause  of  the  tendency 
to  lower  and  somewhat  modified  heels.  Generally 
speaking,  the  height  of  heels  can  be  grouped  into  the 
class  of  shoes  carrying  heels  1J4  iii-  liig'h)  then  jumping 
to  2  and  2^  ins.,  but  high  Louis  XV.  type  will  sti' 
continue  a  favorite. 

Style  of  Lasts 

A'Vhile  lasts  Avill  continue  with  the  new  po  pular 
pointed  vamp  rt  is  not  likely  that  pointed  toes  ^./iil  te 
carried  to  extremes.  One  leading  manufacturer,  mno 
has  experimented  with  this,  points  out  that  T  the  ex- 
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treme  is  to  be  demanded,  another  fifty  cents  will  have 
to  be  added  to  the  cost,  for  despite  the  use  of  steel 
plates,  the  tips  of  the  lasts  will  frequently  l)reak  off 
while  the  shoes  are  in  i)rocess.  'J'yj)es  of  forei)arts  may 
be  pretty  well  defined  under  two  headings — sport  shoes 
and  dress  shoes.  In  the  dress  boot  we  find  a  refine- 
ment of  last  and  a  tendency  toward  more  pointed 
vamps  and  a  narrowing  at  the  ball,  while  in  the  sport 
shoe  this  is  not  so  nr)ticeable.    T'erforations  are  shown 


This  sample  is  indicative 
of  the  latest  style  thought 
and  reveals  the  use  of  stitch- 
ing, perforations— made  in 
Battleship  Gray  Buck. 


exlensixely  by  C'an;i(lian  manufacturers  and  are  very 
much  in  evidence  in  sport  shoe^. 

Character  of  Tops 

it  would  seem  that  the  "hit-or-niiss"  i)olicy  of  buy- 
ing footwear  no  longer  holds  good  in  the  shoe  industry.. 
With  careful  study  from  month  to  nmnth  it  is  pos- 
sil)le  for  the  retailer  to  anticipate,  more  or  less,  the 
logical  changes  in  styles  from  one  season  to  another. 
It  should  be  remembered  that  if  the  signs  i)oint  to  a 
ratio  of  one  curved  or  fanc\-  toji,  to  five  straight  cut 
to])s,  it  would  be  folly  to  stock  any  number  t)f  curved 
to])s  in  excess  of  that  proportion.  l<"reakishness  in  the 
cut  of  a  shoe  top  will  often  make  a  shoe  unsaleable, 
even  though  other  features  be  perfectly  satisfactory. 
The  tendency  just  now  seems  to  be  toward  the  straight 
cut  top. 

Range  of  Colors 

It  is  the  opinion  among  Canadian  manufacturers 
that  white  will  have  a  strt)nger  run  in  1917  than  ever. 
Our  manufacturers  are  now  turning  out  most  attractive 
lines  which  were,  u])  to  a  short  time  ago,  chiefly  im- 
ported from  the  I'niled  States.  White  canvas  shoes 
will  be  very  much  in  evidence,  mostly  with  the  8-in. 
top.^  Havana  brown  kid  is  seen  in  many  lines  and  are 
of  fairly  high  cost,  retailing,  often,  as  high  as  $15.00. 
(iray  in  various  shades  is  selling  about  ecpuilly  as 
well  as  brown  and  tan  Russia  calf  has  been  a  stead}- 
seller  and  looks  promising  for  Sjjring  business. 

Some  manufacturers  have  ceased  to  feature  colored 
kid  leathers  in  the  belief  that  the  grades  and  perman- 
ency of  colors  are  not  of  the  high  standard  their  lines 
demand,  and  are,  therefore,  playing  uj)  buck,  using 
neutral  grays  and  browns,  fawns,  ivory  and  cream  tints 


in  combination  with  black,  tan  and  brown  calf  leathers, 
elaborating  the  effects  with  perforations,  wing  tips  and 
imitation  wing  tii)s.  This  tendency  is  exj^ected  to 
show  also  in  the  sport  effects  for  Spring  and  Summer. 
It  is  stated  by  some  that  l)lack  vamps  and  white  tops 
can  be  looked  for  as  well  as  very  light  colors  in  com- 
binations to  be  worn  with  the  awning-stripe  costume 
and  other  sjjort  suits.  The  effect  of  sports  is  expected 
to  be  seen  in  footwear  more  than  ever  before  and  an 
increase  in  style  design  is  looked  for. 

The  Latest  Colored  Kid 

One  of  the  large  tanning  concerns  in  the  United 
States  has  placed  on  the  market  their  latest  develop- 
ment in  colored  kid  which  they  call  "INIustard  Yel- 
low," and  the  large  maiuifacttirers  and  style  leaders 
are  said  tf)  be  taking  particular  note  of  this  new  tint 
as  soinething  to  consider,  perhaps  as  a  comi)lement  to 
silk  sweater  shades  or  touches  of  harmonizing  colors 
in  garment  design.  It  is  said  that  the  new  color  or- 
iginated some  months  ago  through  an  automobile 
manufacturer's  odd  taste  in  automobiles.  The  joy 
wagon  in  (juestion  gloried  all  over  in  a  bright  mustard 
tint;  then  followed  an  exjjcriment  in  leather  coloring 
with  the  ultimate  result  that  a  few  pairs  of  pumps 
were  offered  in  a  certain  store  and  the  color  "took." 
So  the  manufacturer  says,  "Look  for  mustard  yellow 
in  the  spring." 

What's  What  in  Pumps 

I'umps  for  spring  will  tend  more  or  les>  to  ])lain 
eff  ects,  on  lasts  jnilled  well  out  at  the  toe,  narrow  in  the 


Fine  example  of  shoemaking 
craftmanship  —  Black  and 
Champagne  Kid. 


ball  and  with  Louis  heels  up  to  three  inches  in  height. 
The  keynote  seems  to  be  simplicity  and  refinement, 
and  patent  leather  will,  accordingly,  be  seen  to  a 
greater  extent.  Combinations  will,  however,  play  a 
considerable  part,  as  will  also  large  buckles,  but  there 
is  a  feeling  among  some  that  Oxfords  will  attract  par- 
ticular favor.  This,  however,  is  not  likely  to  aff'ect 
the  demand  for  Colonials. 

Prices  of  raw  materials  continue  to  rise  and  many 
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Canadian  manufacturers  have  withdrawn  their  prices 
to  jobbers,  even  after  the  samples  have  been  deHvered. 
This  has  placed  some  of  the  jobbing  houses  in  an 
awkward  position.  Many  of  the  retailers,  too,  have 
have  voiced  strenuous  ol3jections  to  the  increase  in 
wholesale  prices,  but  the  manufacturers  state  that  they 
are  helpless  in  the  matter,  and  that  the  retailers  must 
face  the  situation  as  they  find  it.  It  looks  as  though 
the  price  of  novelties  will  be  an  undecided  factor 
throughout  the  winter.  As  far  as  staple  goods  are 
concerned,  however,  there  should  not  be  so  much 
confusion,  since  the  wise  retailer  will  early  place  his 
fall  orders  at  a  stated  price  and  be  in  a  position  to  know 
just  about  what  he  can  sell  them  for.  In  the  novelty 
styles  manufacturers  simply  state  that  the  public  will 
have  to  "pay  the  price,"  and  that  retailers  must  educate 
their  customers  to  see  the  logic  of  the  situation.  The 
travellers  are  now  nearly  all  out  and  present  indica- 
tions are  that  there  will  be  very  heavy  buying,  not- 
withstanding the  rise  in  values. 


What  to  Look  for  in  Men's 
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IHE  slogan  among  the  more 
ambitious  manufacturers  is, 
"More  style  for  men,"  and  it 
looks  as  if  their  efiforts  were 
beginning  to  bear  fruit.  It  is  diffi- 
cult to  say,  of  course,  just  how  the 
male  trade  will  take  to  shoes  that 
savor  of  the  "millinery"  style,  in  fact 
the  average  man  has  hesitated  to  wear  even  a  shoe 
with  a  modest  contrasting  upper.  However,  anything 
that  will  tend  to  take  the  men  of  the  "one-pair-a-sea- 
son-class"  and  convert  them  to  the  custom  of  wearing' 
different  styles  of  shoes  for  dift'erent  occasions,  neces- 
sitating the  purchase  of  one,  two  or  three  pairs  a 
season,  will  give  great  impetus  to  the  men's  trade. 
Why  not  a  black  shoe  for  dress,  a  tan  boot  for  walk- 
ing and  a  white  shoe  for  summer  and  sports,  even 
though  the  design  and  pattern  be  of  the  plainest? 

Most  men  do  not  want  their  feet  to  be  too  conspicu- 
ous, but  there  is  plenty  of  middle  ground  between  ex- 
treme conservatism  and  freakishness  for  the  manufac- 
turer to  work  out  ideas  that  will  make  men's  shoes 
more  styleful  and  yet  not  have  the  shoes  proclaim 
themselves  to  the  tree-tops.  This  point  is  being  recog- 
nized by  Canadian  manufacturers  and  the  new  sample 
lines  for  spring  and  summer  contain  many  styles  be- 
tween the  two  extremes  mentioned,  which  even  the 
conservative  business  man  of  middle  age  can  be  pre- 
vailed upon  to  Avear. 

Combination  Colors  Strong 

Following  in  the  line  of  conservatism  and  at  the 
same  time  smart  styles,  many  manufacturers  are  turn- 
ing out  beautiful  combinations  in  mahogany  and 
brown,  gunmetal  vamps  and  pearl-gray  uppers  and 
various  other  two-tone  effects.  For  the  more  con- 
spicuous dressers  there  will  be  combinations  of  black 
kid  with  white  u])pers,  ivory,  Havana  brown,  pearl 
claf  and  pigskin,  the  latter  seemingly  the  newest  lea- 
ther to  make  a  bid  for  popularity. 

A  large  demand  is  anticipated  by  some  manufac- 
turers for  white  shoes,  both  in  buCk  and  canvas.  Num- 
erous samples  are'  shown  in  plain  buck  with  black  and 
tan  binding  on  the  vamps  and  tips;  alsd  without  toe 
caps,  and  with  ballstrajjs  and  backstays  of  gun  metal 
and  mahogan}-  calf.    A  nice  looking  style  in  this  class 


is  cut  Avith  a  white  buck  circular  vamp  and  counter 
foxing,  with  tan  buck  panel  top. 

Lasts  Remain  About  the  Same 

The  question  of  lasts  and  changes  in  toe  shapes 
in  men's  shoes  does  not  seem  to  cause  as  much  diffi- 
culty as  in  women's,  and  the  toe  shapes  which  were 
good  this  year  are  still  featured  for  Spring,  with  Eng- 
lish shapes  or  recede  toes  fully  as  prominent  as  here- 
tofore.   There  are  some  new  low  instep  lasts  on  Eng- 


The  Ritz-Carlton-A  High- 
Grade  Men's  Shoe  —  By 
Edwin  Clapp  &  Son,  East 
Weymouth,  Mass. 


lish  shapes,  and  a  tendency  to  narrow  in  some  of  the 
recede  toe  styles  is  apparent.  Some  of  these  new  lasts 
carry  a  l}i  inch  heel,  some  slightly  higher,  but  the 
general  tendency  is  toward  low,  broad  heels. 

Fibre  Soles  Being  Used 

Rubber  and  fibre  soles  are  very  much  in  evidence 
and  it  is  predicted  that  the  demand  for  them  will 
continue  to  increase.  While  the  manufacturing  cost 
may  be  lessened  to  some  slight  extent,  it  has  not,  so 
far  as  we  can  see,  made  any  material  difference  in  the 
retail  cost.  However,  their  serviceability  is  no  longer 
questioned,  and,  as  the  supply  is  apparently  unlimited, 
they  should  continue  to  grow  in  favor  and  be  more 
generally  adopted.  Rubber  heels,  too,  are  gaining  in 
popular  favor,  and  in  conjunction  with  the  fibre  sole, 
lend  much  to  the  comfort  qualities  of  the  new  styles. 

Laced  Shoe  Still  Strong 

Among  the  novelty  styles  the  plain  lace  bal  seems 
to  hold  the  stage ;  blind  eyelets  predominate,  except 


An  O  xf  ord  Sport 
Shoe  Manufactured  by 
Scott-Chamberlain, 
Ltd.,  London,  Ont. 


in  the  sport  shoes,  Avhere  in  some  cases  the  metal 
eyelet  is  quite  conspicuous.  Button  shoes  are  being 
shown  for  dress  occasions  but  the  majority  will  be 
laced.  Bluchers  are  in  evidence  in  the  more  staple 
styles,  but  practically  none  in  the  novelty  class. 
Commensurate  with  the  tremendously  increased 
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])rice  of  raw  materials,  prices  on  practically  all  of  the 
l)etter  grades  of  men's  footwear  are  a  dollar  and  more 
a  pair  higher  than  they  were  one  year  ago,  and  the 
medium  grades  average  from  45  to  60  cents  a  pair 
higher  than  last  season  for  shoes  of  the  same  quality. 
It  is  an  open  question  whether  the  prices  quoted  at 
the  moment  offer  any  degree  of  permanency.  Certain- 


New  Model  by  Slater  Shoe 
Co.,  Ltd.,  Montreal. 
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ly  if  there  are  further  advances  in  the  prices  of  ma- 
terials there  must  be  another  adjustment  of  prices 
to  the  retailer  and  every  indication  now  is  towards 
further  price  inflation. 

Style  for  the  Young  Folks 

'ONIOERFUL  possibilities 
exist  in  the  children's  trade 
for  the  coming  year.  Manu- 
facturers of  infant  footwear 
^       H«^*-ri,       hiwc  recently  placed  on  the  market 
'^mLJ^ilW  beautiful  line  of  pink  satin  boottees 

^^^^^^  with  soft  soles  all  enclosed  in  a  fancy 
envelope.  To  this  outfit  can  be  ad- 
ded light  gold  buckle  ornaments  if  the  retailer  sees 
any  chance  for  an  additional  sale.  Another  novelty 
for  the  infant  is  a  tan  kid  soft  sole  boot,  designed  after 
the  pattern  of  a  hunting  boot. 

For  the  children  of  more  active  age  there  are  stun- 
ning designs  in  ventilated  footwear  and  sport  shoes. 
Combinations  of  brown  duck  with  brown  leather 
trimmings  over  fibre  soles  are  in  evidence. 

For  young  girls  buttons  are  the  usual  fastening. 
Plain  toes  are  the  rule  with  plenty  of  foot  room.  This 
type  of  shoe,  in  both  white  and  black,  should  remain 


standard  for  girls  U])  to  the  age  of  14. 

Half  Louis  Heel 
The  half  Louis  heels  for  misses  are  cjuite  the  rage 
and  in  this  style  the  toe  is  shaped  a  little  more  and 
is  smaller  through  the  heel  and  over  the  inste])  than 
the  growing  girl  ty])e  of  shoe.  Combinations  of  lea- 
ther are  shown  at  this  age  and  heights  run  up  to  eight 
inches.  Faddish  and  freakish  shoes  in  the  children's 
de])artment  are  not  advisable,  but  the  merchant  who 
shows  a  line  which  is  distinguishable  as  being  well 


made  from  good  standard  leathers  over  good  sen-^ible 
lasts,  and  which  can  be  readily  sized  up  from  the  manu- 
facturer's stock,  ought  to  have  a  splendidly  j)aying  pnj- 
j)osition  for  Spring  and  Summer  selling.  This  is  too 
often  a  ])art  of  the  buying  ])roposition  the  retailer  is 
apt  to  overlook,  having  in  mind  more  particularly  the 
j)leasing  of  his  grown-up  customers.  However,  the 
child  will  some  day  be  calling  for  man-sized  shoes,  and 
it  is  well  to  follow  closely  the  style  trend  leading  up 
to  that  time. 

*        *  * 

What  Canadian  Manufacturers  Say 

During  the  past  few  weeks  "Footwear"  has  been 
in  touch  w^ith  ]:)ractically  all  the  Canadian  manufac- 
turers and  to  them  we  are  indebted  for  much  of  the 
information  contained  in  the  preceding  article.  Some 
further  interesting,  useful  hints  may  be  gleaned  from 
the  following  items: 

An  In-Stock  Department 

The  Canadian  hocjtwcar  Company,  Limited,  Mont- 
real, are  showing  an  extensive  line  of  women's  and 
girls'  shoes.  One  of  the  new  samples  is  a  high-cut 
design  with  patent  upper,  coming  in  both  button  and 
lace.  This  com])any's  lines  are  strong  in  high-cut 
patterns  in  both  button  and  plain  lace  bal.  and  there 
is  evidence  to  show  that  the  latter  are  likely  to  be 
in  considerable  favor.  There  are  some  attractive 
samples  in  white,  with  half  Louis  heels.  Colonial  pumps 
with  buckles  and  three,  four  and  five  strap  effects  in 
black  kid  and  patent.  The  coinpany's  branded  lines 
are  known  as  Carmen  and  Venus.  An  in-stock  depart- 
ment is  being  organized  to  better  take  care  of  their 
customer's  needs. 

New  Lines  for  Men 

Two  new  lasts,  showing  recede  and  straight  vamps, 
have  been  j)ut  in  by  the  Slater  Shoe  Company,  Limited, 


Half  Louis  Heels  are  the  rage 
for  the  young  miss.  Pumps 
with  this  type  of  heel  are  also 
shown. 


Montreal,  makers  of  men's  shoes.  These  are  bals  niade 
in  Havana  brown  calf  and  gunmetal,  with  white  fibre 
soles  and  rubber  heels.  They  are  also  showing  some 
tine  Oxfords  in  kid  and  Havana  brown  calf.  An  es- 
])ecially  good  line  of  canvas  shoes  are  also  among  the 
sami)les. 

Two-Tone  Effects  to  be  Popular 
T.  Wright  (K:  Company,  of  St.    Tiiomas.  Out., 
manufacturers  of  the  "lust  Wright"  shoe,  advise  that 
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they  are  showing  recede  toes  strongly,  having  put  in 
two  new  recede  toe  lasts.  They  are  featuring  dark 
brown  calf  to  a  large  extent  and  also  showing  some 
men's  sport  shoes'  in  the  higher  grades.  Two-tone 
effects,  they  believe,  will  be  among  the  season's  best 
sellers. 

Three  New  Lasts  in  Women's 

The  Murray  Shoe 'Company,  Limited,  London,  Ont., 
advise  that  they  have  added  to  their  line  for  Spring 
three  new  lasts  in  women's  and  four  in  men's.  In  the 
women's  line  two  are  in  the  low  heel  English  effect, 
and  the  other  is  a  fine  toe,  medium  heel  for  dress  wear. 
Regarding  the  style  trend,  the  Murray  Company  be- 
lieve the  one  big  seller  for  women  will  be  of  dark 
brown  calf  or  kid  with  leather  Louis  heel  and  light 
flexible  sole.  They  base  this  prediction  on  the  fact 
that  the  prevailing  colors  in  women's  wear  are  nigger 
brown  and  dark  green,  trimmed  with  brown,  and  the 
brown  leathers  will  match  to  perfection. 

Neolin  Soles  Used  Extensively 

Ten  new  lasts  have  been  added  to  the  samples  of 
Daoust,  Lalonde  &  Company,  Limited,  Montreal,  who 


pointed  last  in  gunmetal,  pater  t,  and  toney  brown 
calf,  with  leather  and  Neolin  soles.  Other  samples 
have  cloth  tops,  grays  predominating.  Quite  a  large 
selection  of  women's  high  cuts,  in  gunmetal  and  kid, 
and  misses'  in  patent  and  kid,  are  being  put  on  the 
market._  Two  low-cut  shoes  are  striking,  one  in  black 
and  white,  and  the  other  in  green  and  white.  In  pumps. 


Women's  Diamond 
Point  Colonial, 
White  or  Sand  Kid 
Vamp,  Seal  Brown 
Kid  Quarter,  Leath- 
er Louis  Heel, Turn. 
— ByAmes-Holden- 
McCready, 
Montreal. 


A  Popular  Staple 
Manufactured  by 
The  Slater  Shoe 
Co.,  Limited, 
Montreal. 


buckle  and  strap  effects  prevail,  the  former  being 
chiefly  in  evidence.  It  would  appear  that  white  goods 
will  be  large  sellers — there  is  an  extensive  assortment 
in  buttons  and  bals,  a  feature  being  the  number  of 
shoes  with  pointed  toes. 

Strong  Line  of  Combinations 

Some  high  class  women's  models  are  now  being 
exhibited  by  the  representatives  of  La  Parisienne  Shoe 
Company,  Maisonneuve.  The  new  high  cuts  are  es- 
pecially attractive.  One  sample  is  an  8^  in.  19  button 
boot,  in  welts  and  turns.  This  is  a  whole  fox  patent 
with  a  bright  kid  top.  Another  is  an  8-in.  kid  boot,  in 
African  brown,  and  with  a  V  foxing.  An  Havana 
brown  cravenette  sample  is  likely  to  prove  a  good 
seller ;  this  has  a  calf  back  strap.  The  firm  have  some 
nice  combination  goods — combinations  of  mahogany 
and  white  calf  and  of  Havana  brown  and  white  calf 
are  pleasing;  both  these  have  perforations  in  the  up- 


are  now  making  women's  Goodyear  welts,  and  have 
also  added  cushion  soles  in  men's  and  women's.  A 
new  last  has  been  added  to  the  standard  screws.  In 
women's  goods  there  is  a  large  variety,  some  with  two- 
tone  eft'ects,  and  in  white,  grey,  Havana  brown,  cham- 
pagne and  black.  The  popular  wing  tips  are  in  evi- 
dence. A  striking  model  in  men's  is  a  mahogany  calf 
shoe  with  wing  tip  and  Neolin  sole.  A  gray  effect  in 
cravenette  with  white  Neolin  sole  is  also  attractive. 
The  company  have  now  twelve  travellers  for  shoes 
and  two  for  leather.  A  new  department  for  saddlery 
and  equipment  leather  under  the  management  of  Mr. 
J.  M.  Mercier  has  just  been  added  to  the  tannery. 

Improved  Lines  in  Pegged  Shoes 

As  usual,  Dufresne  &  Galipeau,  Limited,  Mont- 
real, have  sent  out  an  extensive  range  of  the  Calf's 
Head  brand,  now  manufactured  in  their  factory  on 
St.  Paul  Street.  These  are  pegged  shoes  in  men's, 
women's,  children's,  misses',  boys'  and  youths'  lines. 
All  are  on  improved  lasts.  In  other  lines,  the  firm  are 
showing  a  larger  variety  than  ever — .some  of  them  be- 
ing exceedingly  good  models.    Thus  there  is  a  men's 


Turn  Patent  Colon- 
ial—Beaded Buckle 
—Full  Louis  Heel. 


pers  and  facings.  A  further  combination  is  of  African 
brown  and  nut  brown  kid,  with  imitation  facing".  A 
turn  shoe,  with  a  full  Louis  heel,  has  a  nut  brown 
upper,  pearl  gray  top,  and  perforations  in  the  upper 
and  imitation  facing.  Most  of  the  samples  have  Spanish 
heels.  In  pumps,  an  expected  leader  is -a  shoe  with  a 
whole  fox  and  imitation  collar.    This  comes  in  patent 
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and  brown  with  white  leathers.  A  low  kici  shoe  with 
a  flexible  shank,  has  a  military  10/8  heel,  and  is  made 
in  P.,  C,  D  and  K  widths. 

Eight  New  Lasts  by  Eagle  Shoe  Co. 

The  new  lasts  of  the  Ma^-le  Shoe  Company,  Mont- 
real, are  equally  divided — four  women's  and  four  men's. 
In  the  former,  there  is  a  ^ood  choice  of  colors,  J?reys 


One  of  the  "Fairsex" 
Lines  Handled  by  J.  S. 
Townsend,  Hamilton, 
Ont. 


and  whites  being  particularly  strong.  The  high-cuts 
have  generally  8-in.  tops.  The  company  have  some  nice 
samples  in  kid  and  patent  pumps,  with  attractive  com- 
l)inations  in  colors.  Among  men's  shoes  a  feature  is 
the  use  of  fabric  soles.  Kids  are  a  strong  line,  with 
some  patents,  and  a  fine  assortment  of  fabric  tops. 
One  of  the  best  lasts  is  in  kid  with  a  9/8  heel,  while 
some  samples  with  the  recede  toe  are  also  of  interest. 

Strong  Demand  for  Kids 

The  James  Muir  Company,  Maisonneuve,  Que., 
have  added  two  new  men's  lasts  tp  their  samples — 
the  Educator  and  the  Duke — both  bals.  They  are 
made  in  toney  red,  Havana  brown  and  black  leathers. 
The  company  are  of  the  opinion  that  there  will  be  a 
strong  demand  for  kids,  (jood  business  is  being  done 
in  their  Goodyear  welts  for  men,  made  from  first-class 
side  leathers  in  velours  and  gunmetal.  The  company's 
branded  lines  are  the  Canadian  Centleman,  the  Path- 
finder and  Sir  Knight. 

New  High-Cut  McKays 

The  latest  styles  in  women's  high-cuts  are  being 
shown  in  four  new  lasts  by  Dupont  &  Frere,  Maison- 
neuve, Que.  These  come  in  patents  and  gunmetal, 
bals  and  button,  7  and  8  inch  tops  and  Louis  heels. 
All  of  these  samples  are  of  more  or  less  plain  effects 
and  made  in  McKays.  In  men's,  two  new  lasts  ho,ve 
been  added — bals  and  buttons — with  the  popular  re- 
cede toe.  The  new  models  are  in  mahogany  or  darker 
colors  and  are  made  in  welts  and  McKays.  In  addi- 
tion to  these,  the  firm  are  showing  their  usual  strong- 
line  of  staple  goods. 

Ault  &  Company  Show  New  Lines 

A.  W.  iVult  &  Company,  Limited,  wholesale  boots 
and  shoes,  Ottawa,  Ont.,  are  adding  two  new  lines 
to  their  stock.    One  is  called  "Snow-White,"  a  white 


Don't  forget  our  Information  Department, 
which  is  ready  at  all  times  to  answer  any  question 
or  questions  of  interest  to  the  shoe  retailer. 


canvas  bof)t  and  ])ump  for  women,  of  which  they  are 
showing  some  twenty  samples  on  different  lasts.  The 
second  line  is  a  high-grade  women's  McKay  and  turn 
sole  ])ump  named  the  "Patricia."  ■  'iVavellers  are  al- 
ready on  the  road  with  these  new  lines.  This  com- 
pany reports  excellent  business  during  the  past  year. 
We  are  given  to  understand  that  their  sales  have  in- 
creased in  the  neighborhood  of  $75,000  over  the  pre- 
vious year. 

Heavy  Orders  for  Combinations 

The  Perth  Shoe  Company,  Perth,  Ont.,  in  common 
with  most  other  manufacturers,  are  extremely  busy, 
and  orders  for  immediate  and  spring  shipment  are  the 
largest  they  have  ever  received.  Pleavy  orders  are  be- 
ing jjlaced  for  combination  colors,  such  as  brown  and 
champagne,  blue  and  white  and  battleship  grey.  Heavy 
business  is  also  being  done  in  white  kid  lines.  These 
are  made  on  the  long  vamp  narrowed  toe  last,  carry- 
ing full  2-in.  leather  Louis  heel.  They  are  also  re- 
ceiving good  orders  on  an  English  walking  last.  This 
company  advise  that  dealers  are  buying  shoes  made  on 
calf  stock  mostly,  with  the  percentage  in  favor  of  light 
tan  and  extremely  dark  tan.  This  last  carries  a  ^  to 
1  inch  heel.  Considerable  demand  is  experienced  for 
Neolin  soles,  mostly  in  white,  accompanied  by  white 
rubber  heels.    The  prevailing  height  of  tops  is  8  ins. 

Excellent  Line  of  Staples 

Messrs.  J.  A.  &  M.  Cote,  St.  Hyacinthe.  Que.,  ad- 
vise that  they  are  very  busy  turning  out  their  substan- 
tial line  of  footwear  for  everyday  use.  They  have  ad- 
ded this  season  a  number  of  Goodyear  lines  in  gun- 
metal calf,  box  calf  and  gunmetal  sides  and  have  also 
much  improved  the  general  finish  and  appearance  of 
their  lines,  at  the  same  time  making  their  prices  as 
low  as  possible  consistent  with  quality  of  rriaterial 
and  good  workinanship. 

High-Class  Men's  Footwear 

The  Hartt  Hoot  &  Shoe  Company.  Limited,  Fred- 
ericton,  N.B.,  have  added  six  new  lasts  to  their  al- 


.^lilitary  Last  by 
Williams  Shoe  Ltd.. 
Brampton,  Ont. 


ready  extensive  range  which  now  covers  practicallv 
every  style  that  could  be  asked  for  in  high-class  men's 
footwear.  Notwithstanding  the  fact  that  the  Hartt 
Company,  in  common  with  other  manufacturers,  are 
up  against  the  matter  of  considerably  advanced  prices, 
they  are  maintaining  their  fine  standard  of  quality. 
Salesmen  are  now  on  the  road  with  this  very  complete 
line. 
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Some  Timely  Advice  for  the  Shoe  Buyer 


RULES,  results  and  suggestions  to  minimize  the 
risk  of  injudicious  buying  are  characteristics 
discussed  in  an  interesting  pamphlet  writ- 
ten by  Mr.  Ben  Jacobson,  manager  of  the  Re- 
tailers' Profit  Service,  conducted  by  McElwain-Morse 
&  Rogers,  New  York.  One  of  the  first  things  the  care- 
ful buyer  must  do,  says  Mr.  Jacobson,  is  to  study 
the  whims  of  those  who  will  buy  from  him.  He  must 
keep  posted  on  the  new  ideas  in  shoemaking  and  know 
the  good  selling  styles  in  all  grades  from  the  cheapest 
to  the  best.  In  addition  to  this  he  must  keep  posted 
on  the  market  value  of  leather  and  the  other  materials 
that  go  into  shoes.  He  should  also  read  all  of  the  shoe 
advertisements  he  can,  Avhether  they  be  wholesale  or 
retail.  He  should  watch  well-dressed  men  and  wo- 
men, especially  those  in  his  neighborhood,  and  see  the 
styles  they  wear  and  how  these  look  on  the  feet.  He 
should  be  friendly  with  all  travelling  men,  manufac- 
turers and  wholesalers,  but  he  should  give  his  orders 
to  as  few  houses  as  possible.  Very  often,  however,  he 
can  learn  something  of  value  from  a  house  to  which 
he  does  not  give  any  business. 

Planning  the  Buying  for  a  New  Season 

The  problem  of  planning  for  a  new  season  must  be 
gone  over  very  carefully  by  the  buyer  in  order  to  see 
that  he  does  not  buy  the  same  styles  at  different  prices. 
His  three-dollar  shoe  must  differ  from  his  four-dollar 
shoe,  not  only  in  quality  but  in  style.  Having  decided 
I  in  the  styles'he  wants  to  buy  for  that  season,  he  next 
comes  to  the  quantity  he  can  afford  to  order  without 
hurting  the  financial  end  of  his  business. 

Every  buyer  must  remember  that  in  order  to  make 
room  for  new  styles  it  is  necessary  to  clean  out  the 
old  ones.  This  is  best  done  by  preparing  for  the  clean- 
out  at  the  time  he  places  an  order  for  a  new  style. 
Each  stock  in  the  store  should  be  assorted  into  de- 
partments or  sections,  such  as  men's,  boys',  Avomen's 
and  girls'.  The  stock  of  each  department  must  stand 
its  own  turnovers.  If  a  buyer's  stock  of  women's  shoes 
now  consists  of  fifty  styles,  and  he  is  planning  to  put 
in  a  new  one,  he  should  dispose  of  one  of  the  present 
styles,  so  that  when  the  new  one  comes  in  he  Avill 
still  have  but  fifty. 

Relation  of  Buying  to  Turnover 

The  average  stock  in  any  well-regulated  store 
should  turn  four  times  a  year,  though  some  stocks 
will,  perhaps,  turn  ten  times.  It  is  the  slow  sellers 
that  will  pull  down  the  total  turnover.  A  buyer  should 
aim  not  to  carry  more  than  25  per  cent,  in  stock  to  the 
total  year's  business.  For  instance,  if  his  store  is  a 
"family"  store  and  he  sells  $40,000  worth  of  shoes  a 
year,  his  sales  will,  perhaps,  be  $15,000  a  year  on 
men's  and  boys'  goods  and  $25,000  on  women's  and 
children's.  Therefore,  he  should  not  have  more  than 
$3,750  tied  up  in  men's  and  boys'  shoes  and  $6,250  in 
women's  and  children's  stock. 

Clean  Up  Early 

Assuming  that  the  l)uycr's  mind  is  now  made  u])  as 
to  how  many  new  styles  he  is  going  to  order  and  which 
of  the  present  stock  he  is  going  to  discontinue,  he 
should  not  wait  too  long,  before  cleaning  up.  He  should 
])egin  a  sale  and  push  the  discontinued  styles  before 
the  new  ones  arrive.    In  offering  these  shoes  for  sale 


the  buyer  should  not  take  his  markdown  in  sections. 
If  he  has  to  take  a  markdown,  he  should  take  a  good 
one  while  the  original  selling  price  is  still  fresh  in 
the  minds  of  his  prospective  customers.  In  that  way 
he  will  gain  new  customers  and  a  reputation  for  being 
a  "live  one." 

Policy  to  Follow  When  Buying  New  Styles 

When  ordering  new  styles  a  buyer  should  not  de- 
lay shipments  too  long,  for  his  competitor  may  show 
the  same  styles  before  he  does.  It  is  a  good  rule  not 
to  wait  until  the  customers  ask  for  new  styles,  but  to 
show  them  early.  It  is  not  necessary  for  him  to  get 
his  whole  stock  in  too  early,  however,  for  by  showing 
some  of  the  new  styles  earlier  than  his  competitor 
he  is  not  able  to  sell  more  shoes,  but  he  is  able  to 
get  a  good  idea  of  what  to  be  prepared  for  during  the 
rest  of  the  season.  Besides  this,  he  will  find  that  the 
early  shopper  will  give  his  store  good  advertising  by 
telling_  his_  or  her  neighbors  of  having  seen  certain 
styles  in  his  store  that  she  had  not  seen  elsewhere. 

The  "Selling"  Quality 

In  buying  shoes  it  is  important  for  the  buyer  to 
know  the  wearing  and  fitting  quality,  but  that  this  is 
not  nearly  so  important  to  know  as  the  selling  quality. 
A  buyer  will  often  find  tw^o  manufacturers  in  one  town 
using  the  same  material,  yet  one  will  get  50  cents  a 
pair  more  for  his  shoes  than  the  other,  and  they  will 
be  worth  it,  because  they  will  retail  for  $1  more.  It 
is  up  to  the  buyer,  therefore,  to  buy  shoes  that  will 
sell  quickly  and  give  him  more  than  a  fixed  profit.  He 
will  need  all  the  extra  profit  he  can  make  as  a  reserve 
fund,  so  that  he  can  take  a  loss  in  case  he  makes  a 
mistake  during  the  season  in  buying  the  wrong  style. 

Making  the  Most  of  Mistakes  in  Buying 

If  a  buyer  is  now  giving  his  customers  very  good 
values  by  paying  $2.25  for  $3  shoes  he  should  be  able 
to  buy  a  few  styles  of  $2.25  shoes  that  will  be  so  much 
better  than  the  others  that  he  can  get  $3.50  for  them, 
especially  in  fancy  styles. 

If  the  buyer  makes  a  mistake  and  orders  the  wrong 
style,  he  should  dispose  of  it  as  quickly  as  he  can  and 
with  as  little  loss  as  possible.  He  should  then  buy  a 
new  style  in  its  place  and  put  larger  profit  on  it  to 
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make  up  the  loss.  No  buyer  should  return  shoes  he 
bought  in  good  faith  if  the  order  was  filled  properly. 
He  must  remember  that,  in  these  days  of  efficiency  and 
economy  in  business,  the  manufacturer  and  the  whole- 
saler figure  their  profits  on  sales  as  well  as  he  does. 
If  the  shoes  come  back  to  them  there  is  a  loss  of  profit 
on  the  sale  in  addition  to  the  cost  of  a  double  handling 
of  the  shoes  and  transportation  charges. 

Condemns  Single  Pair  Business 

No  matter  how  near  the  store  is  to  the  wholesale 
market  or  how  small  it  may  be,  no  buyer  should  get  the 
single  pair,  or  special  order,  habit.  It  is  bad  for  him, 
and  either  shows  poor  salesmanship  or  bad  stock- 
keeping.  •  It  is  a  habit  that  grows  on  a  buyer  if  he 
finds  a  sale  is  hard  to  make,  in  spite  of  the  fact  that 
many  sales  are  lost  by  offering  to  get  special  orders. 
He  should  try  very  hard  to  sell  shoes  he  has  in  stock, 
and  he  should  have  his  sizes  nearly  complete  at  all 
times.  He  should  remember  that  a  customer  comes  to 
his  store  for  shoes  and  not  for  promises.  Particularly 
with  women,  there  is  often  a  strong  probability  that 
even  after  special  orders  have  been  taken  they  will 
go  to  some  other  store  and  buy  their  shoes.  Occa- 
sionally a  buyer  will  have  to  take  a  special  order  for 
deformed  or  odd-sized  feet,  or  for  some  extremely  fancy 
style.   On  such  orders  he  should  not  forget  to  figure  a 


TABLE  I-BUVING  CHART 


Stock  on 
Hand 
1st  of 
Month 

Gross 
Sales 
this 
.Month 

Cost  cf 
Goods 
Sold  this 
Month 

At  Once 
Pvirchases 
this 
Month 

Outstanding 
Orders  to  be 
Del'd  During 
Month 

Jan.  .  . 

10,000 

3,000 

2,100 

1,000 

Feb.  .  . 

8,900 

2,500 

1,750 

1,000 

Mar.  . 

8,150 

3,000 

2,100 

500 

3,000 

Apr.  .  . 

9,550 

3,500 

2,450 

500 

2,500 

May  . 

10,100 

4,000 

2,800 

500 

2,500 

June  . 

10,300 

4,000 

2,800 

1,000 

1,000 

July.  . 

9,500 

3,000 

2,100 

1,000 

Aug-.  . 

8,400 

2,500 

1,750 

500 

1,000 

Sept.  . 

8,150 

3,000 

2,100 

500 

3,000 

Oct.  .  . 

9,550 

3,500 

2,450 

500 

2,500 

Nov.  . 

10,100 

4,000 

•  2,800 

1,000 

2,000 

Dec.  .. 

10,300 

4,000 

2,800 

1,500 

1,000 

Jan.  .. 

10,000 

Total 

40,000 

28,000 

9,500 

18,500 

These  figures  are  for  a  store  carrying  a  stock  of 
$10,000  and  selling  $40,000  a  year  on  an  average  of 
30  per  cent,  profit.  Note  that  the  at  once  purchases 
and  outstanding  orders  combined  equal  the  cost  of 
goods  sold.  Proportionate  figures  are  used  in  most 
any  size  business. 


big  profit — even  to  the  extent  of  doubling  his  money 
wherever  he  possibly  can. 


Comprehensive  Explanation  of  Bulk  Sales  Act 


WHAT  is  the  Bulk  Sales  Act?    How  does  it 
operate,  and  who  does  it  benefit?    What  are 
its  advantages?    Hitherto  it  has  seemingly 
been  one  of  the  most  misunderstood  pieces  of 
legislation  ever  introduced  into  the  Ontario  Legisla- 
ture, and,  suft'ering  the  fate  of  most  misunderstood 
legislation, "it  has  always  gone  down  to  defeat.  _ 

A  great  many  retailers  have  thought  it  a  piece  of 
legislation  which,  if  enacted,  would  work  solely  to 
the  interests  of  the  wholesaler  or  the  jobber.  How- 
ever, the  wise  retailer  can  see  beyond  this  point  where 
the  Bulk  Sales  Act  operates  to  his  own  protection. 

Primarily  the  Bill  is  designed  as  a  protection 
against  the  debtor  (retailer)  whose  object  it  is  to  make 
a  sale  of  his  stock,  put  the  proceeds  in  his  pocket  and 
leave  for  "greener  pastures,"  which  are  usually  in  dis- 
tant fields.  It  is  designed  to  prevent  collusion  between 
buyer  and  seller  with  a  view  to  defrauding  creditors. 
But  if  enacted  it  would  stop  an  all-too-common  prac- 
tice, by  a  certain  objectionable  type  of  merchant,  of 
disposing  of  his  stock  at  ridiculously  low  rates  on  the 
dollar,  often  to  a  relative  or  confederate,  leaving  the 
legitimate  and  honest  merchant  in  the  vicinity  to  suf- 
fer as  a  result  of  the  cut-rate  war  invariably  inaugur- 
ated by  the  buyer.  These  sales  often  are  carried  on 
under  the  heading  of  "Bankrupt  Shoe  Sale,"  "Sample 
Shoe  Sale,"  and  so  on.  It  will  be  seen,  therefore,  that 
any  legislation  that  will  prevent  delinquent  debtors 
from  disposing  of  their  stocks  in  this  manner  cannot 
fail  to  be  of  everlasting  benefit  to  the  shoe  retailer, 
aside  from  the  protection  afforded  the  legitimate 
creditors. 

What  the  Bulk  Sale  Really  Is 

In  order  that  more  definite  knowledge  of  the  nature 
of  the  Bulk  Sales  Act  may  be  gained  we  are  reproduc- 
ing below  its  most  important  features.    In  the  first 


place,  it  is  well  to  clearly  understand  what  a  "sale  in 
bulk"  really  is,  and  no  better  explanation  can  be  given 
than  that  afforded  by  the  proposed  Act  itself: 

Bulk  Sale — Any  sale  or  transfer  of  a  stock  of  goods, 
wares  or  merchandise,  or  part  thereof,  out  of  the  usual  course 
of  business  or  trade  of  the  vendor,  or  whenever  substantially 
the  entire  stock-in-trade  of  the  vendor  is  sold  or  conveyed 
or  whenever  an  interest  in  the  business  or  trade  of  the 
vendor  is  sold  or  conveyed  or  attempted  to  be  sold  and  con- 
veyed, such  sale,  transfer  or  conveyance  shall  be  deemed  "a 
sale  in  bulk"  within  the  meanin.g  of  this  Act. 

What  the  Act  Provides 

(1)  Statement  of  Creditors — That  after  a  sale  has 
been  arranged,  and  the  usual  evidences  of  good  faith 
subscribed  to — before  such  a  sale  shall  be  deemed 
valid  the  seller  shall  furnish  the  purchaser  with  a 
statement  of  his  creditors  for  all  amounts  exceeding 
$50,  and  the  amounts  due  to  each  of  such  creditors, 
and  shall  verify  such  statement  by  Statutory  Declara- 
tion. 

(2)  Purchaser  to  Verify. — If  the  purchaser  fails  to 
get  such  a  statement,  duly  verified,  before  completing 
the  sale,  then  such  sale  shall  be  deemed  void  as  against 
the  creditors  of  the  seller  unless  all  the  creditors  of 
the  seller  are  paid  in  full  out  of  the  proceeds  of  such 
sale. 

(3)  Purchaser  to  Obtain  Waiver. — The  purchaser, 
upon  obtaining  such  written  statement,  duly  verified, 
shall  obtain  the  written  consent  of  the  creditors  of  the 
seller,  to  the  amount  of  sixty  per  cent.,  in  value  and 
in  number  of  the  claims  recorded  on  the  statement 
received  from  the  buyer. 

(4)  Consent  to  W'aiver. — If  this  consent  or  waiver 
cannot  be  secured  from  sixty  per  cent,  in  value  or 
in  number  of  the  claimants  recorded  on  the  verified 
statement  then  the  purchaser  shall  within  ten  days 
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from  the  date  of  the  sale  pay  all  the  purchase  money 
or  his  notes  or  other  documents  or  sufficient  to  satisfy 
the  claims  of  all  the  creditors  of  the  seller,  into  the 
hands  of  a  trustee  for  distribution  among  all  the 
creditors  of  the  seller.    If  this  is  not  done  the  sale 


stylish  Button  Design 
sliown  by  Gagnon,  La- 
chapelle    &  Hebert, 
Montreal,  Que. 


from_  the  buyer  to  the  seller  is  deemed  fraudulent, 
and  is  void  against  the  creditors  of  the  seller. 

(5)  Commission. — The  trustees'  fees  shall  be  tnrec 
per  cent.^  of  the  total  proceeds  of  such  sale  as  shall 
come  to  his  hands,  and  shall  with  any  disbursements 
be  deducted  from  the  moneys  to  be  received  by  the 
creditors,  and  shall  not  be  charged  to  the  purchaser 
or  the  seller. 

There  has  been  a  great  deal  of  discussion  of  the 
foregoing  provision,  the  statement  having  been  made 
that  the  seller  would  have  to  pay  the  commission  out 
of  the  purchase  price.  As  will  be  seen  by  the  above, 
the  commission  will  be  paid  by  the  creditors  of  the 
seller. 

Enacted  in  Nearly  all  Provinces 

The  above  clauses  outline  the  machinery  of  the 
Bulk  Sales  Act,  and  that  it  is  legislation  of  a  com- 
mendable type  witness  its  being  placed  on  the  statute 
books  of  Manitoba,  Saskatchewan,  Alberta,  British 
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Coluinbia,  Nova  Scotia  and  Quebec  within  the  past 
few  years,  and  remember  that  it  is  in  force  in  every 
one  of  the  United  States  except  Kansas. 

Retailers  Endorse  the  Act 

That  this  legislation  has  the  endorsation  of  a  large 
section  of  the  retail  trade  of  Ontario  is  beyond  ques- 
tion ;  that  it  has  not  had  even  greater  support  is  be- 
cause the  Bill  has  not  been  clearly  understood.  It  is 
hoped  that  this  explanation,  by  practically  quoting 
the  provisions  of  the  proposed  Act,  will  bring  greater 


light  to  those  who  have  desired  present  definite  in- 
formation but  so  far  have  been  unable  to  obtain  know- 
ledge concerning  it. 


How  One  Retailer  Advertises 

In  the  midst  of  the  ever-present  conglomeration  of 
cut-price,  bargain  and  sample-shoe  advertisements 
which,  seemingly,  form  the  larger  percentage  of  the 
advertising  done  by  Canadian  shoe  retailers,  it  is  pleas- 
ing to  note  a  "different"  advertisement  over  the  name 
of  "Wilson's  Shoe  Store,"  150  Hastings  Street  West, 
Vancouver.  Mr.  Wilson  evidently  stands  fiirm  in  the 
belief  that  there  are  other  things  besides  price  and 


that  service  is  an  essential  factor  in  shoe  satisfaction. 
The  text  of  the  advertisement,  which  we  reproduce 
herewith,  is  convincingly  well  worded  and  to  the  point. 


Granby  Rubber  Company's  Secretary  Married 

On  September  23rd  a  pleasing  ceremony  took  place 
in  the  office  of  the  Granby  Rubber  Company,  Granby, 
Que.,  when  the  einployees,  through  the  superintendent, 
Mr.  C.  K.  Hutchinson,  presented  Mr.  Walter  Legge, 
treasurer  of  the  company,  with  a  very  handsome  cab- 
inet of  cutlery  as  a  mark  of  their  esteem  on  the  occa- 
sion of  his  approaching  marriage,  which  took  place 
on  Wednesday,  September  27th,  at  St.  George's 
Church,  Granby.  The  bride  was  Miss  Blanche  Rean 
Carroll,  daughter  of  Mr.  and  Mrs.  P.  Luscombe  Car- 
roll, of  London,  England.  Following  a  reception  after 
the  ceremony  Mr.  and  Mrs.  Legge  departed  on  a  mo- 
tor trip  through  the  White  Mountains  to  Portland  and 
Boston.  On  their  return  they  will  reside  at  143  Deni- 
son  Avenue,  Granby. 


Utilizing  the  Coal  Hole 

A  coal-hole  in  the  sidewalk  in  front  of  the  store, 
says  the  Boot  &  Shoe  Recorder,  offers  an  opportunity 
for  an  electric  sign  which  will  attract  more  than  ordin- 
ary attention.  It  is  necessary  to  have  a  heavy  piece 
of  glass  take  the  place  of  the  manhole  cover.  The 
lettering  is  painted  on  the  underside  of  the  glass.  Equip 
this  with  incandescent  laitips,  to  which  might  be  at- 
tached an  inexpensive  flasher. 


SHOE  SATISFACTION 

We  are  not  extremists — we  are  shoemen  who 
aim  to  give  PERFECT  SATISFACTION  and 
HONEST  VALUE  IN  every  shoe  we  sell.  This 
we  do  most  successfully. 

Our  stock  comprises  GOOD  SUBSTANTIAL 
SHOES  that  we  buy  to  sell  at  a  legitimate  profit. 
We  do  not  carry  cheap,  shoddy  shoes,  because  if 
we  did,  we  could  not  expect  your  business  the 
second  time.  What  is  more,  we  do  not  announce 
shoes  at  a  price,  then  show  you  something  en- 
tirely different,  or  inferior,  when  you  come  in  to 
try  them  on. 

One  great  feature  of  this  store  is  our  excellent 
fitting  service.  Our  staff  comprises  men  of  long 
experience  in  the  shoe  business  and  it's  only  by 
careful  judgment  and  a  sound  knowledge  of  shoes 
— and  feet — that  shoes  can  be  fitted  with  real  sat- 
isfaction. 

All  the  newest  models  in  shoes  for  ladies  and 
gentlemen  in  stock,  as  well  as  a  big  range  of 
children's  high-grade  shoes.  Prices  are  moderate 
and  show  sterling  value.  Try  on  any  shoe — no 
obligation. 
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How  Do  You  Keep  Track  of  Your  Stock? 

A  method  out  of  the  ordinary — Encouraging  salesmen  to  make  use  of 
their  gray  matter— This  retailer  demands  system 


Till''  other  (lay  we  made  a  inistake.  We  said  to 
a  retailer :  "What  method  of  stock-keepin}? 
do  you  employ?"  "I  don't  want  to  keep  my 
stock,"  he  told  us.  "T  want  to  sell  it."  We 
accepted  the  rebuke,  l)ut  of  course  we  meant  "How  do 
you  kee])  track  of  your  stock?"  Necessarily,  to  be  able 
to  sell  your  stock  you  have  got  to  be  able  to  keep  track 
of  it — otherwise  you  are  liable  to  find  yourself  in  a 
.chaos  that  bids  well  to  increase  the  number  of  those 
gray  hairs  you  have  l)ccn  worrying  about  lately. 

How  to  keep  all  numbers  and  styles  of  shoes  on 
the  "juiti])"  is  a  question  in  which  every  retailer  is,  or 
ought  to  be,  interested.  It  is  easy  to  follow  the  line 
of  least  resistance — that  is,  to  sell  styles  that  practic- 
ally sell  thejnselves — but  of  the  several  hundred  styles 
stocked  regularly,  very  few  of  them  come  within  the 
range  of  this  definition.  This  following  the  line  of 
least  resistance  is  a  common  mistake  with  salesmen, 
possibly  a  natural  one,  since  his  standing  in  the  esti- 
mation of  the  "Boss"  is  likely  a  matter  of  sales  volume. 

A  Washington  shoeman,  says  the  Shoe  Retailer, 
will  not  allow  his  salesmen  to  "follow  the  line  of  least 
resistance."  He  does  not  want  men  or  women  who 
are  merely  order-takers.  He  works  on  the  theory 
that  every(me  is  born  with  a  certain  amount  of  gray 
matter,  and  that  it  is  up  to  the  individual  to  make  the 
best  possible  use  of  that  supply.  He  ftirther  believes 
that  there  is  a  great  deal  in  ])ersonality,  but  above  all 
he  demands  "system." 

One  of  the  best  schemes  outlined  is  that  b}'  means 
of  which  he  keeps  his  shelves  clear  of  P.Ms.,  so  that 
at  the  end  of  the  season  there  are  fewer  goods  to 
be  offered  "at  less  than  cost." 

Daily  Sales  are  Recorded 

Each  of  the  salesmen  and  women  of  the  three 
stores  is  furnished  with  a  pad  of  blanks  known  as  the 
"Daily  Sales  Record."  These  blanks  contain  columns 
headed  "Style,"  "Size."  "Price,"  "Rubbers,"  and  "Find- 
ings." There  are  also  lines  for  the  date,  the  store  and 
the  name  of  the  salesperson.  Whenever  a  sale  is  made, 
the  information  as  outlined  above  is  promptly  set 
down.  The  slips  are  kept  in  duplicate,  the  clerk  re- 
taining one.  In  this  way  every  salesperson  knows 
from  day  to  day,  and  from  week  to  week,  etc.,  just  what 
he  or  she  is  selling'. 

Ask  a  clerk  Avhat  he  sold  yesterday,  and  it  is  a 
pretty  hard  matter  for  him  to  tell.  Now  that  informa- 
tion is  of  considerable  importance  to  the  manager  or 
owner  of  a  store.  He  must  keep  in  close  touch  with 
the  work  of  each  employee.  He  cannot  do  that  by 
keeping  in  back  of  them  all  the  time,  or  by  doing  an 
endless  amount  of  paper  work  himself.  But  these  lit- 
tle pads  tell  the  talc. 

Weekly  Sales  Report 

Early  Monday  morning  the  clerks  get  busy  with 
the  weekly  sales  record.  This  is  slightly  more  elab- 
orate. After  he  has  transferred  the  various  entries 
from  the  daily  slip,  he  checks  up  the  nimiber  of  styles 
sold.  He  ascertains  the  number  of  styles  of  which 
he  has  sold  oik-  pair— of  Imw  many  he  has  sold  two 


])airs,  and  so  on,  until  he  has  worked  out  his  entire 
week's  sales.  He  may  find  that  he  has  sold  one  pair 
in  each  of  forty  styles.  That  is'gfjod  jjroviding  his 
other  sales  do  not  get  top  heavy.  But  when  he  gets 
to  the  point  where  he  is  selling  forty  pairs  in  the  one 
style,  he  is  following  the  line  (jf  least  resistance,  and 
has  put  himself  into  the  order-taking  class. 

Such  a  man,  according  to  this  retailer,  is  a  poor 
salesman  ;  one  can  get  a  boy  for  $7  or  $8  a  week  to  do 
as  well.  He  has  worked  heavy  on  one  style  when  there 
were  others  that  he  could  have  swung  to,  there  being 
t)ften  but  little  difference  between  the  one  he  has  found 
to  be  "the  day's  best  seller"  and  those  which  would 
otherwise  be  allowed  to  remain  on   the  <helf  until 
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the  end  of  the  season.  If  he  dues  not  cease  he  will 
run  out  of  sizes,  he  will  lose  sales  because  he  loses  in- 
terest, and  other  lines  will  remain  almost  untouched. 

By  the  use  of  these  form  sheets,  the  salesman  real- 
izes that  he  is  losing  ground  when  he  starts  t(^  fill  in 
under  the  column  "Amount  of  Styles  Sold."  That  is 
the  place  that  tells  the  tale.  If  he  repeats  an  unfor- 
tunate performance  the  sec()nd  week,  his  attention  is 
called  to  the  matter,  and  he  is  told  to  stop  selling  the 
numbers  in  (juestion,  giving  the  other  clerks  an  oppor- 
tunitv  to  sell  them.  However,  it  is  seldom  necessary 
to  do  this  as  the  salesman  sees  from  his  daily  slips 
that  he  is  running  too  heavy  on  the  one  thing. 

It  is  not  a  question  of  making  people  take  what  they 
do  not  want.  Init  there  are  so  many  numbers  so  nearly 
alike  that  if  a  customer  calls  for  the  one.  and  usually 
the  demand  is  for  a  particular  style  of  which  there 
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may  be  many  variations,  it  is  an  easy  matter  to  move 
another  similar  to  it. 

Let  us  consider  a  store  carrying  one  hundred  dif- 
ferent numbers  of  women's  shoes.  Of  these  there  will 
be  at  least  ten  in  the  novelty  class  that  it  is  an  easy 
matter  to  sell.  Then  there  are  ten  that  you  could 
not  move  if  you  offered  them  for  little  or  nothing. 
They  are  stickers,  and  must  be  P.  M'd.  That  leaves 
eighty  styles  a  salesman  can  sell  from.  In  this  retail- 
er's opinion,  to  be  efficient,  the  salesman  should  move 
fully  65  numbers  in  the  course  of  a  month.  He  does 
not  want  any  of  his  men  driving  on  one,  or  on  a  few 
styles.  The  farmers  have  learned  the  necessity  of 
diversifying  their  crops  instead  of  placing  their  entire 
dependence  upon  one  thing.  The  shoe  salesmen,  and 
many  of  the  proprietors,  must  be  taught  that  they  must 
diversify  their  efforts,  to  the  end  that  they  will  sell  a 
few  pairs  of  every  style  in  stock  rather  than  many  pairs 
in  a  few  styles. 

It  is  easy  to  give  a  woman  what  she  asks  for.  That 
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is  not  salesmanship,  and  a  man  does  not  need  to  be 
trained  to  fill  such  an  order.  Every  woman  who  enters 
a  store  does  not  demand  that  she  shall  be  given  just 
the  particular  style  she  mentions.  It  is  often  that 
such  a  style  will  not  meet  her  requirements,  and  that 
another  nuinber,  only  slightly  different,  would  be  bet- 
ter for  her — perhaps  fit  better.  It  is  the  latter  that 
the  salesman  should  sell  her.  The  salesman  must  al- 
ways keep  in  mind  what  is  wanted  and  needed,  but  he 
must  also  consider  his  own  efficiency  and  the  business 
of  the  store. 

The  plan  works  well.  IMr.  Griffin,  the  proprietor, 
claims  that  he  has  fewer  left-overs  than  many  stores, 
and  it  is  due  to  this  system.  With  the  salespeople  it 
has  become  something  of  a  gamble,  for  it  is  interesting 
to  see  how  one  can  so  diversify  his  sales  that  a  high 
figure  may  be  placed  f)n  the  line  where  it  is  shown 
how  many  different  styles  ha\x'  been  sold  withdut  hav- 


ing the  total  number  of  sales  lower  than  one's  fellow 
workers. 

Inasmuch  as  it  is  universal  to  allow  P.  M's.,  in 
adopting  this  plan  a  retailer  might  offer  a  prize  to  the 
clerk  who  makes  the  best  showing  each  week,  or  each 
month.  This  would  stimulate  interest  and  work  out 
to  excellent  advantage. 


Retail  Merchants  Want  Better  Collection 
Methods 

At  a  meeting  of  the  Ottawa  retail  merchants  on 
September  18,  Mr.  Horace  Chevrier,  a  Winnipeg  re- 
tailer, and  president  of  the  Dominion  Board  of  the 
Retail  Merchants'  Association  of  Canada,  made  a  force- 
ful and  eloc|uent  plea  for  a  strong  organization  of  the 
local  merchants  for  the  purpose  of  righting  the  in- 
justice done  to  retailers  in  this  province  by  the  Div- 
ision Court  Act,  which  makes  the  collection  of  small 
debts  such  a  costly  proceeding. 

A  resolution,  which  will  be  presented  to  the  execu- 
tive of  the  Ontario  board  of  the  association,  was  passed, 
calling  upon  them  to  take  such  action  as  may  be  neces- 
sary to  have  introduced  into,  and  passed  by,  the  On- 
tario Legislature,  an  Act  simplifying  the  collection  of 
small  debts  for  the  following  reasons : 

"1st.  Because  this  Act  will  enable  us  to  collect 
accounts  which  are  to-day  considered  too  small  to 
place  in  the  hands  of  a  solicitor. 

"2nd.  Because  it  will  relieve  us  from  the  exploita- 
tion of  so-called  'commercial  adjusters'  or  'collection 
agency  companies,'  and  it  will  enable  us  to  do  our 
own  collecting  inexpensively  and  expeditiously. 

"3rd.  Because  it  will  act  as  a  deterrent  to  profes- 
sional solicitors  for  credit,  who  so  often  solicit  with- 
out any  intention  of  paying,  as  they  count  on  the  fact 
that  the  account  l)eing  small  they  cannot  be  made  to 
pay  it." 


Safety  in  Organization 

To  the  Toronto  Shoe  Retailers'  Association,  the 
Toronto  Shoe  Repairers'  Association,  the  repairers'  as- 
sociations of  Winnipeg,  Vancouver,  Montreal  and  the 
numerous  other  associations  throughout  Canada,  al- 
ready formed,  in  course  of  formation,  and  to  those  also 
that  ought  to  be  formed,  we  commend  the  following 
little  story  for  serious  consideration. 

A  planter  down  in  Kentucky  had  just  employed  a 
strange  negro  as  a  mule  driver.  He  handed  him  a 
brand  new  blacksnake,  climbed  up  on  a  seat  behind 
a  pair  of  mules  and  asked  the  darkey  if  he  could  use 
the  whip.  Without  a  word  the  mule  driver  drew  the 
black  lash  between  his  fingers,  swung  it  over  his  head 
and  flicked  a  butterfly  from  a  clover  blossom  along- 
side the  road  over  which  they  were  traveling. 

"That  isn't  so  bad,"  remarked  the  planter.  "Can 
you  hit  that  honey  bee  over  there?" 

Again  the  negro  swung  the  whip  and  the  honey 
bee  fell  dead. 

Noting  a  pair  of  bumble  bees  on  still  another  blos- 
som, the  negro  swished  them  out  of  existence  with 
the  cracker  of  his  new  blacksnake,  and  drew  further 
admiration  from  his  new  employer. 

A  little  further  along  the  planter  spied  a  hornet's 
nest  in  a  bush  beside  the  highway.  Two  or  three 
hornets  were  assembled  at  the  entrance  to  the  nest. 

"Can  you  hit  them,  Sam?"  he  inquired. 

"Yes,  sah  ;  I  kin,"  replied  the  negro,  "but  I  ain't  a- 
goin'  to;  dey's  organized." 
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to  Tune  up 
for  Fall 


THERE  doesn't  seem  to  be  any  excuse  whatever 
for  a  retailer  not  having  an  attractive  and 
up-to-the-minute  autumn  windov^^  display.  The 
season  lends  itself  particularly  well  to  decora- 
tions that  are  seasonable,  moderate  in  cost  and  easy 
of  development. 

Furthermore,  it  is  a  logical  time  for  the  retailer  to 
put  forth  his  best  efYorts  in  sales  stimulation.  Holi- 
days are  over,  the  dog-days  are  gone,  and  the  average 
person  has  settled  down  to  serious  business  during 
the  coming  winter.  We  have  cast  aside  the  frivolity 
of  summer  and  its  attendant  lassitude  and  we're  now 
thinking  of  that  new  overcoat,  warm  gloves  and  a  pair 
of  shoes  that  will  keep  our  feet  reasonably  comfort- 
able in  the  zero  weather. 

In  a  word,  we  are  amenable  to  the  suggestion  of 
any  retailer  who  has  the  initiative  to  convince  us  that 
he  is  the  man  to  supply  our  needs. 

Decorations  Easily  Obtainable 

The  setting  of  an  autumn  display  can  be  arranged 
to  include  anything  from  turnips  to  the  beautiful  red- 
dish-tinted leaves  of  the  maple  tree.  Jump  into  the 
"flivver"  some  morning  and  take  a  run  out  into  the 
country  to  that  cousin  of  yours  who  has  the  big  farm 


— get  some  corn-stalks,  pumpkins,  apples  and  other 
things  and  you  can  fix  up  the  classiest  display  you  have 
had  for  a  twelvemonth. 

An  autumn  display  of  this  kind  is  seasonal  because 
it  coincides  with  our  feelings.  The  tang  of  the  fall 
weather  is  in  the  air  and  the  sight  of  the  good  things 
of  life  is  pleasing  to  the  eye  and  conveys  the  thought 
that  we're  going  to  be  pretty  well  provided  for  this 
winter. 

Hold  an  Autumn  Contest 

Following  along  this  same  idea  of  stimulating  fall 
business  is  the  practice  of  holding  vegetable  competi- 
tions. It  is  exceptional  size  in  any  common  product 
that  attracts  attention.   In  every  town,  in  every  section 


of  the  country,  there  is  usually  some  special  product 
in  which  some  one  person  is  particularly  interested, 
whether  it  be  melons,  cabbages,  apples,  sugar  beets, 
pumpkins  or  squash.  Whatever  it  is,  oflfer  a  prize  for 
the  biggest  one  brought  to  your  store  for  exhibition. 
In  displaying  the  competing  articles  in  the  window  at- 
tacli  the  name  of  the  grower  of  each.  You  will  have 
everyone  stopping  to  examine  the  display  and  no  mat- 
ter what  you  are  showing  in  the  way  of  footwear  the 
people  will  remember  you  with  interest.  In  the  large 
cities  this  plan,  of  course,  will  not  be  found  available, 
but  in  the  average  town  it  will  be.  As  a  detail  it  may 
he  suggested  that  if  you  stipulate  that  the  articles 
submitted  must  become  your  property,  you  will  get 
good  value  in  return  for  the  prizes  ofYered,  which 
should  be  something  from  your  stock,  thus  emphasiz- 
ing the  nature  of  your  business. 

Have  the  Window  Display  Anyway 

Displays  that  are  seasonal  have  the  distinction  of 
getting  away  from  the  commonplace,  the  ordinary  and 
tiresome  everyday  window.  A  very  simple  display, 
which  is  illustrated  herewith,  is  suggested  by  the  Shoe 
Retailer.  This  setting  could  be  installed  in  front  of 
the  regular  background  and  it  would  only  be  neces- 
sary to  secure  some  shocks  of  corn,  a  pumpkin  or  two, 
some  apples,  turnips  and  other  small  garden  stuff  to 
carry  out  the  corner  decorations.  A  festoon  of  grape 
leaves  and  clusters  of  grapes,  in  this  case,  was  draped 
clear  across  the  background  and  to  the  front  corners 
of  the  windows. 


Advertising  That  Children  Can  Understand 

In  our  issue  of  September  we  printed  the  experi- 
ence of  a  retailer  in  the  matter  of  giving  premiums 
to  the  bovs — he  had  made  particularly  good  use  of 
stilts.  It  is  well  to  remember  that  to  successfully  ad- 
vertise a  campaign  of  this  kind  might  require  slightly 
different  copv,  that  is.  reading  matter  that  the  young 
folks  would  be  more  likelv  to  understand  or  be  inter- 
ested in.  For  instance,  if  a  dull  and  drab  announce- 
ment states  that  you  will  give  away  stilts,  (we'll  take 
that  for  examnle.  since  we're  talking  about  stilts  any- 
wav)  it  will  likely  pass  bv  the  parents  without  their 
taking  verv  much  notice  of  it.  Even  though  they  used 
to  take  all  kinds  of  pleasure  out  of  the  same  kid  stunts, 
carried  on  at  the  risk  of  numerous  sprains  and  bruises 
with  all  manner  and  kind  of  improvised  appliances, 
they  sometimes  forget  and  often  do  not  appreciate 
the  pleasure  to  be  derived  by  their  own  children  from 
some  such  premium  as  you  intend  giving  them. 

The  big  idea  then,  as  we  see  it,  would  seem  to 
be  to  word  your  "ad"  in  a  semi-appeal,  partly  to  the 
children  (so  they  will  see  it)  and  partly  to  the  par- 
ents. The  parent  can  be  shown  the  fun  and  joy  ele- 
ment for  the  kiddies  that  would  accompany  the  buy- 
ing of  good  serviceable  shoes,  and,  since  they  have  got 
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to  buy  shoes  anyway — why  not  please  the  children? 
Part  of  the  advertisement  can  be  a  direct  appeal  to 
the  boys,  couched  in  language  they  can  grasp  at  a 
glance.  Get  the  boys  "hollering"  for  your  stilts — that's 
the  point.  It  will  doubly  help  if  you  can  have  an  illus- 
tration or  two  that  will  attract  their  attention  even 
before  the  reading  matter.  The  Shoe  Section  of  the 
Drygoods  Economist  suggests  something  after  the 


HEY  SKINNY.LEND  US 
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You  KNOVJ 
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Stilts  interest  the  boys. 

nature  of  one  or  other  of  the  two  cuts  illustrated  here- 
with. Don't  they  make  you  think  of  the  days  when 
you  had  a  pair  yourself  and  coralled  all  the  marbles 
in  the  neighborhood  by  lending  them  to  your  less 
fortunate  comrades? 


Service  vs.  Selling 

A  new  Walk-Over  Boot  Shop  is  to  be  opened  at 
10  St.  John  Street,  Quebec,  shortly,  under  the  control 
of  Mr.  F.  A.  Guinivan,  president  and  general  manager 
of  the  Walk-Over  shoe  stores  in  Canada.  In  discuss- 
ing the  success  of  this  line  in  Canada,  Mr.  Guinivan 
said : 

We  believe  that  the  shoeman  of-the  future  is  going 
to  be  as  essential  to  the  homes  as  the  doctor  or  the 
dentist  is  to-day.  Fully  two-thirds  of  the  public  suf- 
fer from  foot  trouble  or  foot  deformities  in  some  form 
or  other,  which  all  arises  from  the  ill-fitting  of  shoes, 
and  we  believe  the  day  is  coming  when  shoe  men  will 
have  to  do  something  other  than  sell  shoes.  They 
must  have  a  scientific  knowledge  of  the  feet,  and  how 
to  fit  them  properly  in  such  a  manner  that  they  will 
have  a  chance  to  grow  naturally.  A  great  many  of  the 
different  foot-ailments  are  caused  by  the  ill-fitting  of 
children's  shoes.  Shoes  are  sometimes  fitted  so  short 
and  wide  that  the  toes  cannot  grow  straight  and  are 
forced  back,  which  in  turn  causes  bunions,  in-growing 
toe-nails  and  fallen  arches.  So  "the  shoeman  must  have 
a  knowledge  of  the  original  cause  of  this  trouble,  which 
enables  him  to  fit  feet  in  such  a  manner  that  these 
causes  may  not  occur.  Then,  again,  he  must  have  a 
knowledge  of  these  imperfections  and  how  to  fit  shoes 
in  order  to  relieve  these  troubles  when  they  already 
exist.    In  Mr.  Guinivan's  stores  every  customer's  foot 


is  scientifically  measured  by  the  "Footograph"  mea- 
suring system,  which  tells  the  size  and  shape  of  the 
customer's  foot  and  does  away  with  all  guess-work  on 
the  part  of  the  clerk. 

In  the  Montreal  and  Toronto  stores  this  firm  keep 
a  doctor  and  a  trained  nurse  in  attendance.  Also  the 
stores  are  equipped  with  X-ray  machines  and  all  such 
instruments  to  enable  them  to  diagnose  the  customer's 
case. 

The  accompanying  illustration  shows  the  individu- 
al sheet  used  with  every  fitting  by  means  of  the  Footo- 
graph. This  sheet  is  placed  in  the  Footograph  box 
and  a  pencil  outline  made  of  the  foot  from  heel  to 
toe,  both  sides  of  the  diagram  being  used,  one  for  each 
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foot.  From  this  record  is  taken  the  width  at  (1)  the 
ball,  (2)  the  waist,  (3)  the  instep,  and  (4)  the  length. 
The  name  and  address  of  the  customer  is  entered,  to- 
gether with  the  correct  size  and  last,  and  the  sheet 
is  filed  away  so  that  at  any  time  duplicate  pairs  may 
be  ordered, by  mail  or  telephone. 


The  hand  that  rocks  the  cradle  often  holds  the 
purse  strings.  It  is  a  common  attitude  among  re- 
tailers to  resent  the  presence  of  a  man's  wife  when  he 
is  buying  shoes,  but  bear  in  mind  if  it  wasn't  for  his 
wife,  he  mightn't  be  there.    Try  to  please  her. 
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A  System  of  Accounts  for  Retailers 

A  Comprehensive  and  not-too-complicated  Accounting  System 
that  should  fill  the  bill  for  many  Shoe  Dealers 


Tl  I  l'',KI^  is  a  tendency  among  retail  merchants  to 
conduct  their  Inisinesses  withtnit  an  adequate 
system  for  determining'  their  costs.  'Iliis  con- 
dition carries  with  it  various  imdesirable  re- 
sults. In  tile  first  ])lacc,  the  merchant  is  unable  to 
])rice  his  goods  intelligently  and  conduct  his  business 
upon  sound  l)usiness  principles.  In  the  second  place, 
he  is  unable,  when  seeking  credit,  to  produce  a  correct 
statement  of  his  financial  condition  which  would  en- 
able a  banker  to  extend  to  him  the  full  credit  to  which 
he  is  entitled.  He  thereby  limits  the  possible  expan- 
sion of  his  business. 

There  are  several  forces  at  work  which  compel  the 
retail  merchant,  if  successful,  to  keep  books,  and  the 
better  and  moi-e  comprehensive  his  methods  the  greater 
ciiance  he  lias  of  being  successful. 

The  first  of  these  forces  is,  of  course,  competition, 
which  at  times  compels  him  to  make  close  prices.  The 
second,  and  one  of  vital  importance,  is  the  attitude 
of  the  banks  regariding  the  granting  of  credit.  Banks 
are  paying  more  and  more  attention  to  the  account- 
ing methods  used  by  the  merchants  to  whom  they 
extend  credit.  They  are  willing  to  give  larger  loans 
and  very  often  more  liberal  terms  to  the  merchant 
who  keeps  his  books  in  a  way  that  enables  him  to 
show  the  bank  at  any  time  just  how  his  business  is 
progressing.  A  merchant  who  can  show  progress 
will  undoubtedly  receive  more  consideration  with  the 
same  amount  of  assets  than  one  who  can  not.  P^ven 
if  he  is  successful  but  can  not  show  it  because  of  his 
bookkeeping  methods  the  bank  will  not  consider  him 
a  desirable  credit  risk. 

Another  \ery  important  ])iiint  to  which  the  bank 


gives  C(jnsideration  is  vvliether  the  prospective  bor- 
rower is  making  i)roper  jjrovision  for  depreciation  on 
stock,  buildings,  and  fixtures,  and  his  books  should 
be  so  arranged  as  to  show  the  amount  of  these  pro- 
visions. No  merchant  can  be  said  to  be  managing  his 
business  proj)erly  unless  adecpiate  provision  is  made 
for  depreciation. 

The  system  of  accounts  outlined  in  this  article  has 
been  devised  by  the  Federal  Trade  Commission  of 
the  United  States,  Washington,  D.C.,  to  meet  the  re- 
(|uirements  of  retail  merchants.  The  aim  has  been  to 
devise  the  least  involved  system  which  will  give  the 
information  essential  to  successful  management.  The 
best  system  of  accounts  for  any  business  is  one  which 
furnishes  the  information  required  with  the  least  effort. 

The  value  derived  from  an  ade(|uate  system  of  ac- 
counts is  obvious.  The  greatest  value  is  that  of  mak- 
ing c(jmparisons  and  analyzing  differences.  But  be- 
fore any  fruitful  comparison  can  be  made  between 
figures  of  different  periods  or  between  figures  of  dif- 
ferent stores,  it  is  absolutely  necessary  that  the  sys- 
tems be  uniform.  With  a  uniform  system  of  accounts 
in  use,  differences  in  items  reflect  dift'erences  in  con- 
ditions, while  without  a  uniform  classification,  differ- 
ences in  items  may  reflect  only  differences  in  account- 
ing classification. 

In  order  to  maintain  the  simplicity  of  the  system, 
no  departmentalization  of  the  accounts  is  provided  for, 
but  any  concern  operating  distinct  departments  can 
readily  adjust  the  system  to  show  the  results  obtained 
in  each  dei)artment. 

A  merchant  in  order  to  price  his  goods  i)roperlv 
must  know  his  overhead  expenses.     With  a  ])roper 
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arrangement  of  his  accounts  the  percentage  of  over- 
head may  be  readily  obtained.  Goods  not  priced  high 
enough  to  cover  this  percentage  are  actually  sold  at 
a  loss.  The  most  convenient  way  of  arriving  at  the 
proper  percentage  to  add  to  the  first  cost  of  goods 
for  overhead  is  to  use  the  average  ratio  of  operating 
expenses  to  net  sales  covering  a  past  period.  For 
instance,  if  a  merchant's  annual  sales  for  the  last  fiscal 
year  were  $25,000  and  the  expense  of  conducting  his 
biisiness  was  $5,000,  his  overhead  was  20  per  cent. 
By  adding  the  desired  percentage  of  profit  on  sales  to 
this  overhead  percentage,  and  deducting  from  100  gives 
the  percentage  of  invoice  cost  to  selling  price.  The 
invoice  cost  of  an  article  divided  by  this  percentage 
gives  the  selling  price. 

The  rapidity  of  the  turnover  is  a  very  important 
element  in  conducting  a  retail  business.  It  is  obvious 
that  an  increase  in  turnover  goes  hand  in  hand  with 
an  increase  in  profit.  A  slow  turnover  may  be  due  to 
l)oorly  selected  stock,  to  overstocking,  or  to  an  ineffi- 
cient selling  organization.  No  effort  should  be  spared 
to  increase  the  turnover  to  its  maximum.  To  ascer- 
tain the  turnover  divide  the  cost  of  goods  sold  during 
the  year  by  the  cost  of  the  average  stock  carried. 

Books  of  Accounts  and  Statements 

To  operate  the  system  of  accounts  here  outlined 
requires  but  four  books  of  account,  namely,  journal, 
general  cash  book,  invoice  book,  and  ledger.  Sales 
tickets  and  credit  tickets  are  used  for  recording  sales 
and  sales  returns. 

From  these  books  certain  statements,  particularly 
a  monthly  summary  of  business,  a  profit  and  loss  state- 
ment, and  a  balance  sheet,  should  be  prepared  at  defin- 
nite  periods  in  order  to  present  the  results  in  com- 
prehensive form. 

Journal 

The  ordinary  two-column  journal  can  be  used.  The 
opening  entry  is  an  inventory  of  the  assets  and  liabili- 
ties. 

The  totals  of  the  charge  sales  as  shown  by  the 
charge  tickets  should  be  entered  in  the  Journal,  debit- 
ing Accounts  'Receivable,  and  crediting  Sales.  The 
totals  of  the  credit  tickets  are  also  entered  in  the 
Journal,  debiting  Sales  with  returns  and  Sales  Allow- 
ances with  "price  concessions  and  crediting  Accounts 
Receivable. 

Transactions  which  do  not  go  through  either  the 
Cash  Book  or  Invoice  Book  should  also  be  journal- 
ized. These  entries  comprise  such  items  as  notes 
receivable  and  payable,  allowances  or  corrections  of 
purchase  invoices  after  entry  in  the  Invoice  Book,  the 
various  adjusting  entries  at  the  end  of  the  month,  and 
the  closing  entries  at  the  end  of  the  fiscal  period. 

Journal  entries  afllecting  trade  customers'  and  trade 
creditors'  accounts  will  also  have  to  be  posted,  re- 
spectively, to  Accounts  Receivable  account  and  Ac- 
count>s  Payable  account. 

General  Cash  Book 

This  book  is  for  recording  all  cash  transactions. 
The  left  hand,  or  debit,  side  is  for  recording  receipts, 
and  columns  should  be  headed  as  follows,  in  the  order 
named  :  Date,  Name  of  Account,  Description,  Ledger 
Folio  or  LF,  Collections  on  Accounts  Receivable,  Cash 
Sales,  and  General  Accounts.  The  right  hand,  or 
credit,  side  is  for  recording  payments,  and  these  col- 
umns should  be  headed :  Date,  Name  of  Account,  Des- 
cription, Check  No.,  Ledger  Folio  or  LF,  Discount 
on  Purchases,  I'ayments  on  Accounts  Payable,  and 
General  Accounts. 


Rannard  Shoes 


NNOUNCING  the  New  Autumn 
and  Early  Winter  Modes  of 
Rannard  Shoes 


You  are  invited  to  view  a 
few  of  the  favored  models  in 
Women's  Autumn  and  Win- 
ter Shoes,   1916-17,  by  ike 

Rannard  Shoe  ' Ltd. 

style  Creators 

The  Original  Rannard  Aut- 
umn Models  are  ready-  For 
Exclusiveness,  beauty,  grace, 
elegance,  correctness  and  sup- 
eriority of  materials,  work- 
manship and  finish,  the  Wew 
Rannard  Fall  Styles  probably 
excel  anything  ever  seen  in 
American  footwear. 

Don't  fail  to  see  our  special 
displays   of   highest  grade 
styles  at  our  Number  2  Store, 
Portage  and  Hargrave. 


RANNARD  SHOE  LTD. 


Rannard  Shoe  Ltd.,  Winnipeg,  are  firm  believers  in  advertising— This 
specimen  is  of  their  usual  attractive  standard. 


The  total  cash  receipts  of  each  day  should  be  de- 
posited daily  in  bank  and  all  payments  should  be 
made  by  check.  The  total  of  cash  sales  for  the  month 
should  be  checked  against  the  total  for  cash  sales  tick- 
ets, and  is  then' posted  to  the  credit  of  "Sales,"  that  of 
the  "Collections  on  Accounts  Receivable"  to  the  credit 
of  "Accounts  Receivable  account,"  and  that  of  "Pay- 
ments on  Accounts  Payable"  to  the  debit  of  "Accounts 
Payable  account."  The  total  of  the  Discount  on  Pur- 
chases column  is  also  posted  to  the  debit  of  Accounts 
Payable. 

All  payments  for  expense  items  other  than  petty 
cash  should  be  entered  on  the  cash  book  as  made  and 
posted  therefrom  to  the  proper  accounts.  At  the  end 
of  the  month  all  expense  bills  for  the  month  should 
be  paid,  so  as  to  insure  the  expense  being  charged 
in  the  proper  month. 

Petty  cash  disbursements,  such  as  car  tickets,  tele- 
grams, and  such  minor  items  for  which  it  is  not  ex- 
pedient to  draw  checks,  should  be  handled  as  follows : 

A  check  should  be  drawn  for  an  amount  sufficient 
to  cover  petty  disbursements  for  a  definite  period.  At 
the  end  of  the  period  the  cashier  should  prepare  his 
petty  cash  statement,  which  should  be  supported  by 
vouchers,  and  a  check  drawn  for  the  exact  amount  of 
the  statement,  thereby  restoring  the  petty  cash  fund 
to  the  original  amount.  This  check  should  be  entered 
in  the  cash  book  in  the  regular  way,  charging  the 
various  expense  accounts  as  shown  by  the  petty  cash 
statement. 

The  balance  of  the  general  cash  book  at  all  times 
sliould  check  with  the  balance  as  shown  by  the  check 
book  plus  the  amount  advanced  for  petty'  cash. 

Ill  the  check  book  keep  checks  and  deposits  footed 
se])aratcl}'.  W'hen  the  liank  book  is  balanced,  check  up 
the  bank  list,  then  re-arrange  the  checks  in  numerical 
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order,  and  check  with  the  stubs.  If  any  checks  arc 
outstanding,  note  them  on  the  stub  and  deduct  from 
total  of  checks  drawn  ;  the  check  book  balance  will 
then  agree  with  the  bank  book  balance. 

Invoice  Book 

This  book  contains  the  record  of  the  invoices  or 
purchases  of  merchandise  only  and  should  carry  the 
following  headings :  Date  of  Entry,  Date  of  Invoice, 
Number  of  Invoice,  From  Whom  Purchased,  Address, 
Lcdeer  Folio  or  LF,  and  Amount  of  Invoice. 

The  i)ostine:s  are  made  direct  from  this  book  into 
the  Purchase  Ledger  and  the  total  at  the  end  of  the 
month  carried  to  the  debit  of  Merchandise  Purchases 
and  to  the  credit  of  Accounts  Payable. 

Where  the  business  is  departmentalized  a  more 
elaborate  form  of  Invoice  Book  should  be  used,  giv- 
ing de])artmental  subdivisions  of  purchases. 

The  use  of  sales  and  credit  tickets  for  recording 
sales  and  sales  returns  has  become  almost  universal. 

A  sales  ticket  must  be  made  out  for  every  sale  and 
the  daily  total  of  these  gives  the  sales  for  the  day. 
The  cash  sales  tickets  are  checked  against  the  cash 
received  and  the  charge  tickets  go  to  the  bookkeeper. 
Credit  tickets  must  be  made  out  for  credits  to  custo- 
mers and  these  likewise  go  to  the  bookkeeper. 

Ledger 

'Hie  accounts  in  the  ledgcj  should  be  arranged  in 
the  following  order: 

1.  General  accounts. 

2.  Accounts  with  trade  creditors. 

3.  Accounts  with  trade  debtors. 

allotting  to  each  class  such  space  in  the  ledger  as  may 
be  necessary. 

The  general  accounts  should  be  arranged  in  logical 
order.    (See  arrangement  of  accounts). 

Accounts  with  trade  creditors  and  with  trade  debt- 
ors should  be  arranged  alphabetically,  using  preferably 
a  loose  leaf  ledger. 

Where  the  volume  of  business  permits,  it  is  ad- 
visable to  use  three  ledgers,  a  general  ledger,  a  pur- 
chase ledger,  and  a  sales  ledger,  keeping  controlling 
accounts  of  the  purchase  ledger  and  the  sales  ledger 
in  the  general  ledger. 

Where  only  one  ledger  is  used  it  should  be  divided 
into  three  sections  corresponding  with  the  above. 

The  balances  of  the  purchase  ledger  and  of  the 
sales  ledger,  or  of  these  sections  of  the  ledger  if  only 
one  book  is  used,  must  agree  with  the  balances  of  the 
Accounts  Payable  account  and  of  the  Accounts  Re- 
ceivable account.  The  advantage  of  these  controlling 
accounts  is  that  the  aggregate  of  accounts  payable  and 
of  accounts  receivable  can  be  had  at  any  time  without 
listing  the  balances  of  the  individual  accounts. 

Customers  are  charged  with  goods  purchased  di- 
rect from  the  charge  tickets.  These  tickets  are  first 
listed,  then  turned  over  to  the  bookkeeper,  who  posts 
them  to  the  debit  of  the  proper  accounts,  listing  the 
amounts  as  he  posts,  then  comparing  his  total  with 
that  of  the  first  list,  which  must  agree.  Credit  entries 
for  allowances,  reductions,  cash  discounts,  or  returned 
goods,  are  made  from  credit  tickets  in  exactly  the  same 
manner. 

Posting  to  the  ledger  therefore  must  come  from  one 
of  four  sources — the  cash  book,  the  journal,  the  in- 
voice book,  or  the  sales  and  credit  tickets. 

Monthly  Summary  of  Business 

This  record.  Form  A,  will  be  found  very  useful 
for  monthly  and  yearly  comparisons  of  expenses  and 


ratios.  It  is  arranged  with  columns  for  sales,  both  cash 
and  credit  and  total,  and  for  the  various  expenses  of 
the  business.  The  figures  on  this  statement  are  taken 
from  the  ledger. 

Each  month  the  figures  for  that  month  should  be 
added  to  the  previous  total  so  that  the  record  will  give 
the  totals  from  the  first  of  the  year  to  date  as  well  as 
the  monthly  totals. 

(To  be  continuetl) 


Toronto  Shoe  Retailers'  Association 

Till'',  monthly  meetings  of  the  T(jronto  Shoe  Re- 
tailers' Association  have  been  resumed  and 
from  present  indications  will  prove  a  very  im- 
portant feature  of  the  Toronto  shoeman's 
life  during  the  coming  winter.  The  association  is  now 
well  organized,  the  attendance  is  good,  and  the  dis- 
cussions are  of  vital  importance.  The  discussion  at 
the  September  meeting  centered  largely  around  the 
subject  of  the  organization  of  the  association  and  the 
best  methods  of  making  the  association  of  value  to 
individual  members.  It  was  announced  that  practical 
speakers,  well  known  in  the  world  of  shoe  success, 
are  being  secured  for  each  month,  so  that  every  mem- 
ber can  feel  that  his  absence  from  these  meetings  is 
a  distinct  loss  to  himself.  This  is  an  excellent  idea 
and  will  produce  splendid  results.  It  is  evident  the 
officers  are  doing  everything  in  their  power  to  make 
this  association  a  real  live  force  in  the  lives  of  Toronto 
shoemen,  and  it  is  earnestly  urged  that  every  indi- 
vidual retailer  in  Toronto  recognize  that  he  owes  his 
support  to  the  extent  of  regular  attendance  and  help- 
ful suggestions.  Especially  is  the  matter  of  regular 
attendance  of  great  importance.  Numbers  impart  en- 
thusiasm and  warmth  to  any  gathering.  The  nucleus 
of  a  powerful  organization  is  ready  to  hand  and  it 
only  remains  for  the  rank -and  file  of  Toronto  shoe 
retailers  to  get  their  shoulders  behind  it  and  "push" — 
just  as  they  do  in  their  own  stores. 

An  important  item  that  cropped  up  in  the  discussion 
was  the  question  of  retailing  by  the  city's  Y.  M.  C.  A. 
The  injustice  of  the  branches  of  this  association  re- 
tailing at  cut  prices  has  long  been  recognized,  and 
we  understand  th^it  as  the  result  of  protest  by  the  To- 
ronto Shoe  Retailers'  Association  the  Y.  M.  C.  A.  au- 
thorities have  undertaken  to  maintain  standard  prices. 
It  has  also  been  arranged  that  these  supplies  are  to 
be  purchased  by  the  Y.  M.  C.  A.  from  one  or  other 
of  the  Toronto  retailers  and  not  from  the  manufac- 
turers or  jobbers,  as  formerly.  Just  what  the  ar- 
rangements between  the  retailer  and  the  Y.  M.  C.  A. 
will  be  has  not  yet  been  determined,  but  the  matter 
is  now  in  the  hands  of  a  special  committee  appointed 
at  the  last  meeting. 

This  one  item  in  itself  is  sufficient,  we  believe,  to 
justify  the  formation  of  the  Toronto  association,  but 
there  is  much  work  yet  to  do.  How  much  of  it  will 
be  done,  and  how  quickly,  depends  largely  on  the  sup- 
port the  association  receives,  not  in  dollars  and  cents, 
but  in  regular  attendance  of  the  members,  intelligent 
suggestions,  particii)ation  in  the  discussions,  and  by 
a  general  indication  that  every  member  believes  the 
business  of  the  association  is  his  own  business. 


A  shoe  retailer's  newspaper  advertisement  recently 
stated:  "Add  one  cent  to  the  price  of  any  pair  of  shoes 
you  buy  and  receive  a  pair  of  stylish,  nationally  ad- 
vertised stockings,  fully  guaranteed." 
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He  Knows  His  Business 

F.  M.  Redding,  who  calls  regularly  on  the  trade  in 
eastern  Nova  Scotia  and  Prince  Edward  Island,  for 
J.  M.  Humphrey  &  Company,  St.  John,  N.B.,  has  been 
with  the  firm  for  nearly  four  years  and  is  still  "going 
strong"  on  their  excellent  lines  of  "Humphrey's  Solids" 


Mr.  F.  M.  Redding. 

and  "Humphrey's  Goodyears."  Mr.  Redding  "knows" 
shoes  and  the  trade  depend  upon  his  judgment  as  to 
values.  As  the  company  characteristically  put  it : 
"He  is  a  good  man,  selling  good  shoes  to  good  cus- 
tomers." 


Leather  Goes  Up  as  the  War  Goes  On 

A  recent  Boston  report  in  the  Wall  Street  Journal 
indicates  that  apparently  stocks  everywhere  are  de- 
creasing with  no  material  gain  in  producing  capacity. 
As  the  war  progresses,  leather  stocks  of  the  world 
apparently  get  scarcer  and  prices  are  again  rising. 
The  position  of  this  commodity  is  now  apparently 
somewhat  analogous  to  that  in  steel  and  copper,  but 
it  differs  in  that  there  has  been  no  such  expansion  in 
leather  producing  capacity  as  there  has  been  in  steel 
and  copper,  while  increase  in  consumption  has  been 
enormous. 

No  recession  of  consequence  has  taken  place  in 
leather  prices  since  the  great  upward  march  began 
shortly  after  the  outbreak  of  the  war.  Two  or  three 
months  ago,  when  there  was  some  expectations  that 
the  war  might  come  to  a  sudden  end  this  Fall,  prices 
of  many  materials  tended  downward,  but  leather  held 
strong.  Now,  under  the  impetus  of  continued  heavy 
foreign  buying  and  increased  purchasing  by  domestic 
manufacturers,  leather  prices  are  once  more  moving 
upward  and  in  some  quarters  it  is  believed  that  if  pre- 
sent conditions  continue,  leather  may  go  to  much 
higher  price  levels.  Within  the  last  two  or  three  weeks 
sole  leather  has  advanced  on  the  average  1  to  3  cents 
a  pound.  The  demand  extends  to  practically  all  grades 
and  varieties  of  leather,  although  middle  and  heavy 
weights  are  wanted  in  largest  quantities.  In  sole  lea- 
ther, light  and  medium  union  backs  have  advanced 
between  16  per  cent,  and  17  per  cent,  in  price  since 
last  January,  and  between  47  per  cent,  and  48  per  cent, 
since  January,  1915.   They  are  now  selling  all  the  way 


from  58  to  62  cents  per  pound,  against  53  cents  last 
January,  and  42  cents  in  January,  1915.  What  is  true 
of  union  is  true  of  other  kinds  of  sole  leather  and  to 
only  a  lesser  degree  of  upper  leather.  Foreign  buying 
has,  of  course,  been  heaviest  in  sole  leather. 

An  unprecedented  situation  exists  in  England,  and 
it  is  certain  she  must  continue  to  buy  large  quantities 
of  leather  here  as  long  as  the  war  continues.  Recent 
London  advices  stated  that  a  huge  Russian  shoe  order, 
said  to  have  been  for  15,000,000  pairs  for  the  army, 
had  caused  a  veritable  stampede  in  the  boot  and  shoe 
trade  there.  A  recent  army  edict  commandeered  all 
the  thicker  types  of  sole  leather,  leaving  but  a  small 
margin  of  supply  for  civilian  wear.  A  distinct  short- 
age has  resulted  which  is  forcing  prices  to  a  phenom- 
enal level.  It  is  said  that  England  made  the  mistake 
last  Spring  of  selling  considerable  leather  supplies  to 
Russia  and  has  since  been  taking  huge  orders  for  Rus- 
sian boots  into  her  own  factories.  The  result  is  she 
has  brought  embarrassment  on  her  own  consumers. 

In  addition  to  unprecedented  foreign  demand  for 
leather,  requireinents  of  United  States  manufacturers 
are  increasing.  They  are  now  getting  a  little  nervous, 
and  are  beginning  to  hurry  to  cover  their  requirements. 
With  the  country  so  prosperous,  shoe  manufacturers 
feel  assured  of  activity  for  months  to  come.  Already 
orders  are  coming  in  for  Spring  goods  in  a  way  that 
indicates  a  brisk  business,  and  it  appears  also  that 
stocks  of  Fall  and  Winter  goods  will  be  cleaned  up. 


You  know  of  merchants  who  think  they  are  mak- 
ing a  living  but  who,  as  a  matter  of  fact,  are  living  on 
their  stock  and  on  their  accumulated  bank  accounts. 


"Wben  the  frost  is  on  tbe  pumpkin 
Then  there's  Autumn  in  the  air." 


The  crisp,  clear  days — the 
talking  days,  make  them 
days  of  coriifort.  The  wel! 
groomed  foot  is  the  care- 
fully fitted  foot  and  is  the 
master  touch  to  the  well 
groomed  woman.  For  f  . 
street  wear  we  have  some 
some  smart  styks  that  ap. 
peal  to  women  of  good 
taste,  who  di  criminate. 


I  m  mm  shoe  mm  i 

I  BELLEVILLE     TRENTON     NAPaNEE     SMITH  FALLS  1 
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A  seasonable  display  by  well-known  shoe  firm. 


10 


FOOTWEAR   IN  CANADA 


October.  lOIrt 


Mr.  Lembke  Goes  with  the  Greb  Shoe  Co. 

|.  |.  Lembke,  who  lias  l)cen  with  the  C'has.  A. 
Ahrens  Company  for  the  past  eleven  years,  has  re- 
signed his  ])osition  and  is  now  coverino-  Western  On- 


])lays.  As  the  Kawneer  Company  very  aptly  puts  it, 
"The  more  surely  you  can  place  the  inside  of  your 
store  on  the  sidewalk,  the  more  surely  you  will  get 
the  people  from  the  sidewalk  into  the  inside  of  your 
store.'- 


Mr.  J.  J.  Lembke 


tario  for  the  (irel)  ."^hoe  Coni])any,  Limited,  of  Kitch- 
ener, Ontario. 


Kawneer  Manufacturing  Company 

The  Kawneer  Manufacturing  Company,  Guelph, 
Ont.,  are  distributing  a  very  attractive  booklet  entitled 
"Boost  Business  with  Kawneer  Store  Fronts."  The 
booklet  is  very  profusely  illustrated  with  store  fronts 
that  have  been  installed  in  Canada  and  the  United 
States  by  this  company,  and  also  contains  a  number 
of  appreciative  letters  addressed  to  the  Kawneer  Com- 
pany by  various  dealers  who  have  learned  through  ex- 
l)erience,  the  value  of  a  good  store  front. 

Enclosed  in  each  booklet  is  a  folder  postcard  for 
acknowledgement  by  the  retailer  and  a  blank  space 
in  which  to  make  a  rough  sketch  of  the  elevation  and 
plan  of  his  present  store  front,  with' dimensions.  On 
receipt  of  this  information  the  Kawneer  Company  un- 
dertakes, without  cost  to  the  retailer,  to  submit  a 
suggestion  in  the  way  of  improvement.  This  sug- 
gestion is  recommended  to  every  retailer  who  feels 
that  he  is  not  getting  value  out  of  his  window  dis- 


Robin  Bros.  Issue  First  Catalogue  of  Lasts 

Robin  Bros.,  manufacturers  of  lasts,  tree^,  and  fill- 
ers, Carriere  Street,  Montreal,  have  issued  the  first 
catalogue  of  lasts  ])ublished  in  Canada.  It  is  in  I'-ng- 
lish  and  French,  and  in  addition  to  a  brief  description 
of  the  growth  of  the  business — it  was  established  un- 
der the  present  name  in  1898 — gives  particulars  of 
the  many  products  of  the  firm,  together  with  prices. 
One  of  the  most  useful  features  is  a  guide  to  the  mea- 
surement of  lasts.  The  firm  is  willing  to  supply  to 
customers  a  tape  which  is  a  key  to  measure  lasts  ac- 
ci^rding  to  letters,  the  invention  of  Mr.  L.  E.  Robin. 
The  bulk  of  the  last  blocks  are  supplied  by  the  Can- 
adian Last  Block  Company,  Limited,  Iberville,  P. (J. 
(of  which  Mr.  L.  E.  Robin  is  president),  who  make 
rough  turned  last  blocks  exclusively.  This  company 
suj)plies  three-quarters  of  all  the  blocks  used  in  Can- 
ada, and  also  sends  very  large  quantities,  air  dried, 
to  England  and  the  United  States.  The  catalogue  is 
well  illustrated,  ])rinted  on  su])erior  paper,  and  is  a  fur- 
ther example  of  enter|)rise  by  an  old  established  Can- 
adian firm. 


E. 


Mr.  E.  A.  Chalk  Covering  Ontario 

A.  Chalk,  of  Toronto,  has  been  appointed  On- 


tario representative  for  Daoust,  Lalonde  &  Companv. 


Attractive  Combination 
Style  by  Gagnon.  f-a. 
chapelle  &  Hebert, 
Montreal. 


Mr.  E.  A.  Chalk. 


Limited,  j\[oiitrcal,  and  is  now  on  the  road  with  s]>riiig 
samples. 


The  Qiiabaug  Rubber  Company  announce  that  they 
have  purchased  the  entire  property  and  assets  of  the 
B.  &  R  Rubber  Company,  North  Brookfield,  ]\lass. 
It  is  their  intention  to  specialize  in  the  manufacture 
of  soles  and  heels,  mats,  tubing,  baby  carriage  tires, 
etc.,  improving  the  former  B  &  R  Company  methods 
wherever  possible.  The  company  state  that  many  im- 
])rovements  have  been  made  in  the  plant  enabling 
them  to  quote  very  competitive  prices  and  make  prompt 
deliveries. 


Octobtr,  191(1 


FOOTWEAR   IN  CANADA 


41 


Canadian  Shoe  Findings  &  Novelty  Company's  Exhibit  attracted 
considerable  attention  at  the  Canadian  National  Exhibition. 


German<v  Goods  of  Flimsy  Character 

Among  the  thousands  of  samples  of  German  and 
Austrian  goods  recently  shown  in  Montreal  was  a 
small  exhibit  of  shoes  and  leathers.  The  object  of 
the  whole  display  is  to  interest  Canadian  manufac- 
turers in  capturing  enemy  trade — to  show  what  is  be- 
ing done  mainly  in  neutral  markets,  and  to  give  an 
idea  of  the  goods  being  made  by  Germans  and  Aus- 
trians.  A  considerable  number  of  the  articles  were  of 
a  decidedly  flimsy  character,  made  to  ^ell  and  not  to 
use.  The  shoes  were  ladies'  patent  and  black  glace 
kid,  the  former  selling,  wholesale,  at  $2.29  to  $2.49  per 
pair,  and  the  latter  at  $1.27  per  pair,  f.o.b.  European 
ports.  Some  canvas  shoes  were  priced  at  60c  per  pair. 
Cheap  cloth  top  shoes,  with  rubber  soles,  made  in 
x\ustria,  were  sold  at  45c  per  pair  for  men's  and  19c 
for  boys.  The  slippers,  with  very  gaudy  cloth  tops, 
had  values  ranging  from  88c  to  $1.31  per  dozen.  The 
leathers  were  mainly  of  an  inferior  class ;  they  in- 
cluded dressed  leather,  waxed  splits,  box  kip  side  lea- 
ther, patent  colt,  willow  calf,  mat  kid,  and  box  calf. 


New  Line  of  Heel  Rests  and  Pedestals 

The  Valley  City  Seating  Company,  Limited,  Dun- 
das,  Ontario,  have  added  a  new  line  of  heel  rests  and 
pedestals  to  their  already  attractive  line  of  shoe  store 
furniture  and  fixtures.  Many  of  the  most  progressive 
retail  shoe  stores  in  Canada  have  obtained  their  furni- 
ture from  this  enterprising  Dundas  lirni.  The  new 
pedestals  and  heel  rests  will  add  greatly  to  the  effici- 
ency of  shoe  store  window  displays. 


Aird  &  Son  Little  Affected  by  Fire 

Aird  &  Son,  Montreal,  were  unfortunately  visited 
by  fire  a  short  time  ago  which  afl^ected  parts  of  the 
cutting  room  and  stitching  room.  However,  we  learn 
that  the  fire  caused  no  serious  interruption  to  business 
and  the  firm  have  resumed  work  on  the  orders  in  hand. 
This  company  have  had  a  very  busy  season  but  ad- 
vise that  deliveries  are  being  made  promptly. 


New  Representative  for  Blachfords 

Mr.  Harvey  McKean  has  joined  the  selling  force 
of  the  Blachford  Shoe  Manufacturing  Company,  Lim- 
ited, of  Toronto,  and  will  cover  the  city  of  Toronto 
and  Northern  Ontario.  Mr.  McKean  is  an  active  shoe 
man,  alive  to  the  new  developments  of  the  trade  re- 
garding millinery  footwear  for  the  ladies  and  other 
up-to-date  developments. 


Mr.  Alfred  Winn,  covering  Eastern  Ontario  and  Mari- 
time Provinces  for  E.  T.  Wright  &  Co.,  St.  Thomas. 


Fleet  Foot  Shoes 

The  Dominion  Rubber  System  have  just  issued 
their  1917  catalogue  of  Fleet  Foot  Shoes  "For  Every 
Sport  and  Recreation."  Several  new  lines  are  shown 
and  the  company  advise  that  retailers  will  be  furnished 
with  display  cards,  folders,  and  other  advertising  helps, 
free  with  all  placing  orders. 


Mr.  W.  W.  Liidsley,  covering  Western  Provinces 
for  E.  T.  Wright  &  Co.,  St.  Thomas,  Ont. 


Looking  for  Factory  Building 

The  Beckwith  Box  Toe  Company,  108  Lincoln  St.. 
Boston,  Mass.,  makers  of  the  famous  Vulco-Unit  Box 
Toe,  are  in  the  market  for  a  modern,  one  or  two  storey 
factory  building,  with  a  floor  area  ranging  from  12,000 
to  20„000  square  feet,  ready  for  immediate  occupancy, 
located  in  one  of  the  principal  shoe  manufacturing 
centres  of  Canada.  A  one-storey  building  is  preferred, 
although  a  building  of  two  storeys  may  satisfy. 
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You  Can't  Dress  Up  Without  Good  Shoes 

In  a  contest  i)artici])atc<l  in  hy  the  leading  clothiers, 
furnishers  and  shoemen  in  a  large  city,  one  of  the 
prizes  went  to  a  retailer  whose  pertinent  shoe  window 
could  be  advantageously  adopted  by  shoe  dealers  in 
any  part  of  the  country.  In  the  midst  of  a  display  of 
some  of  the  latest  novelties  stood  the  model  of  a  young 
man  fashionably  dressed — pearl  gray  suit,  white  bro- 
caded double-breasted  vest,  silk  shirt  with  lavender 
stripes,  dark  green  cravat,  pearl  fedora  hat,  chamois 
gloves  and  silver  handled  swagger  stick.  A  card,  sus- 
pended from  the  ceiling,  showed  a  hand  pointing  to 
the  model's  feet  and  bore  the  following  inscri])tion  : 
Dress  Up  Without  New  Shoes? 
IT  CAN'T  BE  DONE! 

Attention  was  directed  to  his  footgear  at  once.  The 
shoes  were  not  actually  ragged,  but  were  slightly  run 
down  at  the  heel,  unpolished,  and  somewhat  scuffed  and 
rubbed  from  hard  usage — just  the  kind  that  the  care- 
less multitude  so  often  wear.  The  contrast  between 
the  shoes  and  the  rest  of  his  immaculate  apparel  was 
striking.  It  was  amusing  to  note  the  effect  upon  spec- 
tators, the  majority  of  whom,  after  reading  the  sign, 
glanced  down  furtively  at  their  own  shoes,  and  then 
turned  with  renewed  interest  to  study  the  fall  styles 
so  attractively  shown.  As  a  reminder  of  new  shoes  it 
would  be  difficult  to  surpass. 


Successful  St.  Catharines  Store 

Mr.  James  Dillon,  of  Dillon  &  Moore,  shoe  re- 
tailers, St.  Catharines,  Ont.,  has  purchased  from  the 
Thomas  Nihan  estate  the  very  valuable  property  oc- 
cupied by  that  firm.  The  deal,  which  involved  a  figure 
corresponding  favorably  with  some  of  the  recent  trans- 
actions in  their  vicinity,  will  aft'ord  the  firm  wider  scope 
for  expansion  and  addition  to  the  now  large  capacity 
of  the  store,  embracing,  as  it  does,  the  entire  frontage 
and  depth  from  St.  Paul  to  Summer  streets.  Mr.  Dil- 
lon is  now  negotiating  for  an  additional  50  feet  to  his 
store  building,  as  soon  as  satisfactory  arrangements 
can  be  completed,  which  will  give  ihe^present  cpiarters 
a  depth  of  one  hundred  and  twenty  feet,  making  this 
well-known  store  one  of  the  finest  equipped  in  the 
province  of  Ontario.  It  is  the  intention  of  the  firm 
to  thoroughly  remodel  and  re-fit  the  entire  store  and 
it  is  anticipated  that  the  new  addition  will  be  com- 
pleted and  formally  opened  in  the  course  of  a  few- 
months.  Messrs.  Dillon  and  Moore  have  been  estab- 
lished in  St.  Catharines  for  35  years. 


New  Antiseptic  Cleaner 

Apropos  of  the  present  public  agitation  for  cleanli- 
ness, and  the  combatting  of  all  forms  of  infection  from 
dirt  and  filth,  something  new  in  the  way  of  a  shoe 
polish  has  been  brought  out  by  a  Western  manufac- 
turer. It  is  an  antiseptic  or  prophylactic  dressing  for 
the  cleaning  and  polishing  of  baby  shoes.  When  lying 
on  a  floor  tiny  youngsters  are  prone  to  insert  their 
toes  in  their  mouth,  whether  barefoot  or  not.  After 
crawling  about  on  the  floor  it  is  readily  vmderstood 
that  germs  may  be  expected  to  accumulate  on  the 
toes  of  their  shoes  or  soft  soles.  With  the  current  agi- 
tation about  infantile  paralysis  and  other  germ  dis- 
eases, it  occurred  to  an  enterprising  firm  to  introduce 
an  antiseptic  shoe  dressing  to  preserve  the  youngster 
as  well  as  the  shoes  from  harm.  Applied  to  the  leather 
it  is  colorless,  and  aside  from  its  germicidal  qualities 
the  polish,  which  is  in  ])aste  form  and  readily  applied. 


contains  the  preservatives  ordinarily  used  in  similar 
leather  dressings.  It  serves  as  a  useful  ahicle  in  pro- 
Utnging  the  life  of  the  shoe,  as  well  as  the  wearer. 
It  is  also  useful  in  cleaning  the  m(jther's  fancy  colorerl 
leather  footwear  (ir  her  gloves. — Shoe  Retailer. 


Galvanized  Tin  for  Window  Cards 

News  comes  from  the  States  that  with  the  .soaring 
prices  of  cardboard  some  display  managers  in  the 
larger  stores  are  adopting  galvanized  tin  for  making 
their  price  tickets  and  window  cards.  One  of  the  ad- 
vantages, other  than  j)rice,  for  making  the  tickets  of 
tin  is  that  they  may  be  washed  off  with  plain  water 
and  used  over  and  over  again,  thus  making  each  tin 
serviceable  for  a  long  time. 


Red  Light  Sale 

An  idea  when  having  special  bargains  is  to  place 
them  throughout  the  store  wherever  opportune,  and 
hang  a  drop  light  over  each  display,  using  a  red  globe. 
If  colored  globes  are  not  readily  obtainable  they  can 
easily  be  made  with  red  tissue,  being  careful  to  see 
that  the  tissue  is  far  enough  away  from  the  globe  to 
avoid  fire  by  overheating.  The  sale  may  be  advertised 
as  a  red  light  sale  and  the  window  displays  may  have 
enough  red  lights  to  give  the  desired  eft'ect.  Red 
showcards  may  be  used,  to  carry  the  idea  a  little 
farther,  as  well  as  red  price  tickets.  One  point  to  re- 
member would  seem  to  be  that  red  is  a  non-illumin- 
ant  and  should  not  be  allowed  to  interfere  with  the 
regular  store  lighting  or  be  so  numerous  as  to  tire 
the  eye. 


New  Calf  Leather 

A  large  tanning  firm  has  produced  a  new  finish  of 
calfskin  called  "Chitt'on  Calf."  It  is  claimed  to  be 
better  than  suede  and  finer  than  buck.  It  is  produced 
in  all  the  fashionable  shades. 


Humor  has  no  place  in  advertising. 

Nor  has  poetry.    Nor  any  touch  of  lightness. 

Spending  money  is  serious  business.  And 
most  folks  so  regard  it. 

You  are  seeking  confidence.    Deserve  it. 

You  are  courting  respect.    Avoid  frivolity. 

People  are  not  reading  ads  for  amusement. 
They  seek  information.  And  they  want  it  from  a 
man  who  seems  sincere.  ^ 

Picture  a  typical  customer.  Consider  his 
wants — and  his  ignorance — respecting  what  you 
have  to  sell. 

ConEider  the  importance — to  him  and  to  you — 
of  what  you  ask  him  to  do. 

Write  as  though  that  man  vi^ere  before  you. 

Write  as  though  your  future  depended  on  that 
sale.  Your  future  does,  when  your  words  go  to 
millions. 

Don't  pass  an  ad  until  you  feel  that  the  reader 
will  find  it  resistless. 

Make  your  case  impre'gnable. 

Make  every  word  ring  with  truth. 

There  is  nothing  so  winning  in  the  world  as 
absolute  sincerity.  Nothing  is  so  abhorrent  as  its 
lack. 

Don't  lose  sight  of  the  fact  that  you  must 
take  the  public  as  you  find  it — not  as  you  think  it 
ought  to  be. 


\ 
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Montreal  Repairmen  Want  Higher  Prices 

Following  in  the  steps  of  other  cities,  an  effort  is 
being"  made  in  Montreal  to  secure  uniform  action  in 
the  matter  of  prices  for  shoe  repairing.  Max  Mogul, 
of  the  Dominion  Leather  and  Shoe  Findings  Com- 
pany, Montreal,  has  taken  the  initiative  in  the  matter, 
and  meetings  have  been  held  with  a  view  to  forming 
a  permanent  organization.  The  Jewish  shoe  repairers 
have  already  such  a  society,  but  the  main  object  of  this 
is  to  stop  price-cutting  rather  than  to  raise  prices. 

A  shoe  repairer  talking  on  this  subject  took  a  rather 
pessimistic  view  of  the  chances  of  stopping  cutting  in 
prices  and  improving  conditions  generally.  He  said : 
"In  a  city  like  Montreal,  with  such  a  large  number  of 
shoe  repairers,  it  is  impossible,  I  believe,  to  get  united 
action  on  the  price  of  repairs.  You  must  remember 
that  a  considerable  portion  of  the  business  is  in  the 
hands  of  foreigner's,  many  of  them  uneducated,  and 
it  is  difficult  to  impress  this  class  with  the  importance 
of  pulling  together.  They  work  very  much  on  the 
hand  to  mouth  principle ;  do  not  calculate  the  price  of 
material ;  and  are  content  with  making-  a  bare  living, 
working  from  early  morning  until  late  at  night.  Per- 
sonally, I  shall  be  glad  of  concerted  action  to  obtain 
higher  prices  to  oflfset  the  phenomenal  advance  in 
materials,  but  as  long'  as  competitors  are  willing  to 
do  work  on  the  old  basis  I  am  practically  helpless. 
Occasionally  I  am  able  to  get  an  advance ;  in  other  in- 
stances when  I  attempt  to  raise  prices  I  am  met  with 
the  reply  that  Mr.  So  and  So  will  do  the  work  cheaper 
than  the  price  I  ask,  and  if  I  want  to  retain  my  cus- 
tomers I  am  bound  to  meet  competition,  provided  al- 
ways that  there  is  a  profit  in  the  work.  In  some  cases 
where  I  used  to  do  stitching  without  extra  charge 
I  now  add  ten  or  fifteen  cents,  and  thus  secure  a  little 
better  price. 

"The  great  trouble  is  that  shoe  repairers,  as  a  class, 
do  not  figure  out  the  cost  of  the  material  and  labor 
which  goes  into  a  job.  It  is  merely  guesswork,  and 
this  handicaps  those  who  want  to  obtain  a  fair  return 
on  their  capital.  As  an  instance,  I  looked  in  on  a 
friend  who  is  in  the  same  line  of  business,  and  was 
astonished  to  hear  him  demand  90c  for  soleing  and 
heeling,  by  hand  labor,  a  pair  of  women's  shoes,  a 
job  which  was  worth  at  least  $1.10.  I  asked  him  if 
he  had  any  idea  of  the  cost  of  material  and  labor ;  he 
replied  that  he  did  not  know,  and  it  was  apparent  that ' 
he  was  working  in  the  dark  on  a  basis  which  was  cjuite 
insufficient.  In  another  instance  a  woinan  customer 
informed  me  that  she  could  get  work  done  at  prices 
which  just  covered  my  cost.  Could  I  meet  the  prices? 
I  declined  to  do  so,  and  a  good  customer  seemingly 
was  lost.    Three  weeks  later  she  appeared  and  asked 


Send  us  news  items  about  yourself  or  your 
friends.    Our  readers  want  to  know. 


me  to  look  at  a  pair  of  children's  shoes  which  had  been 
repaired  by  my  low-priced  competitor.  The  soles  were 
practically  gone,  and  I  was  informed  that  they  had 
lasted  about  a  week.  I  explained  that  she  had  re- 
ceived what  she  had  paid  for — inferior  work  and  ma- 
terial. I  cjuoted  figures  to  shoAV  the  impossibility  of 
gi\ing  a  good  job  at  the  figure  she  had  paid.  The 
result  was  satisfactory  in  that  I  again  secured  the 
work  at  prices  which  aft'ord  a  good  margin. 

"Some  customers  are  reasonable  when  you  give 
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particulars  of  the  causes  which  compel  a  higher 
charge  ;  they  appreciate  the  fact  that  I  am  not  in  busi- 
ness for  fun,  and  that  if  they  want  first  class  work  they 
must  pay  for  it.  Others  again  are  difficult  to  handle, 
and,  as  there  is  no  settled  agreement  between  shoe  re- 
pairers, each  customer  must  be  dealt  with  individuall)^ 
"We  are  largely  ourselves  to  blame  for  the  cutting 
of  profits.  The  case  of  rubber  heels  may  be  cited. 
In  this  city  there  are  repairers  who  will  put  on  these 
heels  for  30c  a  pair,  the  regular  price  being  50c  a 
pair,  which  allows  an  excellent  return.  There  is  no 
reason  for  this  price-cutting,  but  a  few  shoe  repairers 
anxious  to  get  more  trade  lower  the  rate,  and  to  a 
certain  extent  demoralize  this  part  of  our  business." 


Put  a  Little  Thought  Into  Your  Slogan 

Some  slogans  and  trademarks  look  as  though  they 
were  designed  by  the  retailer's  youngest  child  or  re- 
vealed to  him  in  a  nightmare ;  others  are  evolved  by 
tacking  a  few  senseless  words  onto  the  firm's  name. 
Yet  there  is  another  kind  of  a  slogan  that  takes  the 
spirit  and  ambition  of  the  house  and  does  it  into  a 
sentence  that  can  be  printed,  re-printed  and  then  print- 
ed again  and  every  time  hit  the  reader  square  in  the 
eye.  It  will  go  anywhere  and  everywhere  and  wher- 
ever it  goes  it  stands  for  one  thing — and  one  thing  only 
— and  it  says  so  firmly,  simply  and  courteously.  That 
is  the  kind  of  slogan  resulting  from  real  constructive 
thought  and  study.  What  is  the  use  of  closing  your 
advertisement  with  "Everything  in  Shoes,"  or  some 
such  meaningless  expression?  '  If  you  are  an  advertiser 
your  bill  will  run  into  hundreds  and  thousands  of  dol- 
lars in  several  years.  Has  your  slogan  sufficient  "pep," 
"punch"  or  "])uU"  to  deserve  a  i)lace  in  that  appropria- 
tion? If  it  hasn't,  create  one  that  has.  Make  every 
dollar's  worth  of  advertising  worth  one  hundred  cents, 
whether  it  is  in  the  newspaper,  on  dodgers,  or  the  sign 
on  your  window. 


DON'T  BE  A  KNOCKER 

Don't  criticise  your  neighbor's  faults. 

No  matter  what  they  do ; 
Don't  ridicule  the  masses,  or 

Malign,  the  chosen  few. 
Don't  think  yourself  a  censor  for 

The  silly  human  flock, 
And  just  remember  as  you  go  - 

That  any  fool  can  knock. 

Don't  laugh  at  those  who  make  mistakes, 

And  stumble  on  the  way. 
For  you  are  apt  to  follow  them. 

And  almost  any  day. 
Don't  think  the  others  shifting  sands 

While  you  are  solid  rock, 
And  don't  forget,  for  heaven's  sake. 

That  any  fool  can  knock. 

Don't  be  a  puller  down  of  fame 

On  other  men  conferred  ; 
Don't  give  a  parting  kick  to  one 

Who  fell  because  he  erred. 
Don't  think  that  you  are  perfect  and 

The  only  size  in  stock ; 
And  now,  once  more,  just  bear  in  mind: 

That  any  fool  can  knock. 
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FOOTWEAR  FINDINGS 

Happenings  in  the  Shoe  and  Leather  Trade 


W.  F.  Copp,  handling  the  new  spring  styles  for  IJaoust, 
Lalonde  &  Company,  Limited,  Montreal,  in  the  Maritime 
Provinces,  is  now  on  the  road. 

The  marriage  occurred  recently  of  Harry  Dallas.  Jr., 
who  with  his  father  represents  several  l'',n.(;lish  houses  in 
Canada. 

E.  R.  Lewis,  leather  merchant,  Toronto,  is  now  handling 
Uuclos  &  i'ayan  counters,  as  well  as  other  lines  of  leather 
made  by  this  firm. 

A.  R.  Ostrander  has  opened  a  new  >hoe  store  on  Royce 
.Avenue,  Toronto. 

Fred  Brereton,  who  has  had  some  years'  experience  in 
the  shoe  business  in  Toronto,  has  branched  out  for  him- 
self at  828  Danforth  Avenue,  Toronto. 

R.  Tyler,  late  assistant  manager  of  the  shoe  department 
of  Christie-Cirant,  Limited,  Winnipeg,  has  joined  the  avia- 
tion corps  and  is  now  taking  a  course  at  Weston,  Ont. 

.\  footwear  department  for  ladies  and  children  has  been 
added  to  the  general  drygoods  store  of  .Smith's  (llasgow 
House.  1]7(i  Queen  Street  West,  Toronto. 

The  Independent  Box  Toe  Comjiany.  Montreal,  are  en- 
larging their  premises.  Louis  Dupre,  the  proprietor,  says  that 
business  has  never  been  so  good. 

The  Barrington  Street  store  of  \Vm.  Taylor  &  Com- 
pany, Halifax,  has  been  given  a  new  front  entrance  and 
now  ranks  favorably  with  the  l)est. 

R.  J.  Orr,  who  has  been  in  charge  of  the  orthopedic 
department  of  H.  &  C.  Blachford,  Limited,  286  Yonge  Street. 
Torontn.  for  some  time,  has  been  appointed  Ontario  repre- 
sentative for  the  Canadian  .\rrowsniith  Mfg.  Company,  of 
Niagara  Falls,  Ont. 

S.  T.  Duclos,  of  Duclns  &  I'ayan,  leather  manufacturers. 
St.  Hyacinthe,  Que.,  was  recently  electeO.  r.n  alderman  in 
that  city. 

W.  K.  Short,  representing  the  Kingsbury  Footwear  Com- 
pany, Montreal,  left  recently  on  an  extended  trip  throughout 
ihe  western  provinces  with  a  full  line  of  new  spring  samples. 

J.  G.  McDiarmid.  of  Toronto,  who  represents  the  Mur- 
ray Shoe  Company,  Limited.  London,  Ont.,  in  the  western 
Iirovinces  is  now  on  the  road  with  spring  samples. 

E.  R.  (iavin.  of  Fort  William.  Ont.,  is  moving  into  new 
premises  in  the  Walsh  Block,  Port  Arthur,  Ont.,  and  will 
liave  one  of  the  largest  and  most  complete  stocks  of  boots 
and  shoes  ever  shown  in  the  Twin  Cities.  The  store,  which 
is  a  new  one,  is  being  specially  laid  out  to  facilitate  Mr. 
Gavin's  rapidly  growing  business. 

Two  actresses  of  the  New  York  Hippodrome,  doubtless 
seeking  a  little  added  publicity,  recently  paraded  Fifth  Ave- 
nue wearing  wooden  shoes.  The  contrast  between  American 
costume  and  Dutch  footwear,  however,  is  anything  but  at- 
tractive. 

Bank  Street,  (Jttawa,  Out.,  has  another  >hoe  store.  It 
is  located  in  the  new  Eraser  Block,  corner  of  Bank  and  Mac- 
Laren  Streets.  The  proprietor  is  Wilbert-E.  Smith,  one  of 
Ottawa's  younger  business  men.  formerly  located  at  290 
Wellington  Street.  The  new  store  is  ideally  situated  for 
a  shoe  business.  It  has  two  large  deep  windows,  one  on 
r^ank  Street  and  one  on  MacLaren,  allowing  ample  space 
for  the  display  of  goods.  .All  the  store  fittings  are  bright 
and  new.  and  altogether  the  store  presents  a  very  inviting  ap- 
pearance. During  the  years  that  Mr.  Smith  has  been  in 
business  he  has  built  for  himself  a  substantial  trade.  Cater- 
ing to  family  trade  particularly,  he  has  made  many  lasting 
friendships  as  well  as  patrons. 

Mrs.  Owgg  has  resigned  her  ixisilion  as  forelady  ol 
the  fitting  room  of  the  Gait  Shoe  Manufacturing  Company. 
Gait,  Ont.,  and  has  accepted  a  uosition  as  assistant  forelady 
of  the  No.  1  fitting  room  in  the  Getty-Scott  factory,  Gait.  Ont. 

A  large  Toronto  store  has,  as  far  as  we  are  aware,  set 
the  record  in  price  for  men's  ready-made  shoes.  They  are 
advertised  as  strictly  hand-made  and  sell  for  .$18  a  pair. 

The  new  buildings  of  the  Unique  Shoe  Company,  in 
Simcoe,  Ont.,  are  now  well  under  way.    The  structures  are 


being  built,  both  two  storeys  high,  one  for  black  shoes  and 
the  other  for  white. 

Mr.  Fletcher  Johnston,  shoe  retailer.  Stratford,  Ont.. 
has  been  running  some  attractive  advertising  recently.  Mr. 
Johnston  has  the  Walk-Over  agency  in  that  city  and  is  a 
graduate  of  the  Illinois  College  of  Chiropf)dy  and  Ortho- 
pedics. 

(-)n  September  2«th  fire  did  .•|;2,0()()  damage  to  the  stock 
and  machinery  of  the  Hewetson  Shoe  factory  at  Brampton, 
Ont.  The  blaze  started  in  the  middle  of  the  factory  and  the 
firemen  had  difficulty  in  fighting  the  flames. 

The  wedding  of  .Albert  Tetrault.  son  of  Nap.  Tetrault. 
of  the  Tetrault  Shoe  Manufacturing  Company,  Montreal,  and 
Miss  Paule  DuHault,  daughter  of  Madame  L.  H.  Hebert. 
was  quietly  celebrated  on  September  21  at  St.  James  Cath- 
edral. The  bridegroom  was  attended  by  his  father.  The 
ceremony  was  performed  by  His  Grace  .Archbishop  Bruchesi. 
Later  in  the  day  the  bride  and  bridegroom  left  for  New 
York  from  whence  they  sailed  for  abroad.  Mr.  .Albert  Tet- 
rault is  one  of  the  progressive  young  shoemen  of  Montreal, 
and  during  his  father's  recent  absence  in  Eurf)pc.  undertook 
the  management  of  the  business. 

The  H.  L.  Johnson  Shoe  Company,  Montreal,  with  a 
capital  of  $200,000,  has  been  incorporated.  Mr.  Johnson  is 
the  former  general  sales  manager  of  .Ames-Holden-McCready, 
Limited,  and  it  is  understood  that  the  company  propose  to 
do  a  jobbing  business. 

The  Montreal  Last  Company.  .")t)2-4  Lasalle  .Avenue. 
Maisonneuve,  have  reentlv  enlarged  their  factory  acommoda- 
tion  and  put  in  new  tiiachinery.  The  concern  was  fonnerly 
owned  by  M.  Labrecque,  and  is  now  in  the  hands  of  A.  E. 
Hector,  T.  .A.  Godbout.  and  M.  Lebrecque.  Mr.  Hector  is 
the  son  of  Mr.  A.  R.  Hector,  model  maker  and  director  of 
the  United  Last  Comoany,  and  was  also  formerly  with  the 
same  company.  Previous  to  the  war  he  was  for  some  years 
with  G.  Monteux.  a  large  Parisian  firm  of  shoe  manufac- 
turers.   Mr.  Godbout  was  also  with  the  United  Last  Co. 

Geo.  A.  Slater  Limited,  Maisonneuve.  have  installed  the 
latest  seven-tack  pulling  over  machines,  made  bv  the  United 
Shoe  Machinery  Company  of  Canada.  The  work  was  form- 
erly done  by  hand. 

G.  Harper  is  now  foreman  of  the  sole  leather  department 
of  Dufresne  &  Locke.  Maisonneuve.  He  was  formerly  with 
Geo.  A.  Slater,  Limited. 

B.  W.  Trotter,  with  headquarters  at  Brandon,  is  repre- 
senting the  Eagle  Shoe  Company  in  ManitoI)a  and  part  of 
Saskatchewan.  Mr.  Trotter  also  carries  the  lines  of  C.  B. 
Dayfoot,  Georgetown.  Ont. 

The  Tetrault  Shoe  Manufacturing  Company.  Montreal, 
joined  with  many  other  Canadian  industrial  companies  in  sup- 
porting the  new  war  loan.    They  subscribed  $2."). 000. 

A  very  successful  trip  to  the  chief  centres  of  Quebec  is 
reported  by  W.  Lessard.  representative  of  the  Tetrault  Shoe 
Manufacturing  Company.  Montreal.  The  buying  orders 
showed  a  very  large  increase  as  compared  with  this  time 
last  year. 

A.  E.  White,  manager  of  the  Xo.  2  shop  of  the  Good- 
year Shoe  Repairers,  Saskatoon.  Sask.,  has  enlisted. 

Oliver  M.  Brooks  has  been  appointed  travelling  salesman 
for  the  United  Shoe  Machinery  Company  in  western  On- 
tario and  will  be  connected  with  the  Kitchener  o/fice.  Geo. 
F.  Hennessey,  whose  place  Mr.  Brooks  is  taking,  has  been 
■'ippointed  resident  manager. 

Bert  Hendron.  formerly  with  the  Regal  Shoe  Store,  is 
now  on  the  road  for  the  Thomas  Ryan  Company,  whole- 
sale shoes. 

E.  A.  Redding  has  succeeded  H.  H.  Lightfi>rd  in  the 
management  of  J.  M.  Humphrey's  boot  and  shoe  factory. 
St.  John,  N.B.  Mr.  Lightfoot  has  taken  a  position  in  the 
United  States. 

S.  G.  Amero.  manager  of  the  London  branch  of  the 
Kaufman  Rubber  Company,  was  married  recently.  Mr. 
,\mero  is  well  known  through  his  long  connection  with  the 
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WANTED 


MODERN  FACTORY 


BUILDING 


A  large  American  manufacturer,  maker 
of  the  famous  VULCO-UNIT  BOX  TOE, 
is  in  the  market  for  a  modern,  one  or  two 
storey  factory  building,  with  a  floor  area 
ranging  from  12,000  to  20,000  square  feet, 
ready  for  immediate  occupancy,  located  in 
one  of  the  principal  shoe  manufacturing 
centres  of  Canada.  (One  Storey  Building 
preferred,  although  a  building  of  two 
storeys  may  satisfy). 

Parties  who  are  interested  may  get  fur- 
ther particulars  by  writing  to 

BECKWITH  BOX  TOE  CO. 

108  Lincoln  St.,  BOSTON,  MASS. 


Shoe  Goods 

For  Manufacturers 

Our  ample  stock  at  Montreal  ensures  you 

Prompt  Service 

Two  generations  in  the  shoe  trade  ensure  you 

Intelligent  Service 


^•oUALITv'Li 

Know  the  NEWBEGIN  salesman. 
He's  a  good  man  to  know. 

The  L.  R.  Newbegin  Co. 

11  St.  Sacrament  St.,  MONTREAL 

Markem  Machine  Co.  American  Stay  Co. 

Puritan  Manufacturing  Co.  S.  M.  Supplies  Co. 

C.  L.  Hauthaway  &  Sons,  Inc. 


For  Lasting  Shines 

The  real  test  of  a  shoe  dressing  is  the  ease  with  which  a  finish  may  be  applied  and  the  per- 
manency of  that  finish.  Here  we  have  the  secret  of  Ralston  success — a  good  polish  or  dressing 
easily  applied  and  lasting. 

When  your  customers  realize  this  you  find  a  profitable  trade  developing. 

Be  sure  to  put  in  a  supply  of  our  liquid  dressings  before  frost  sets  in.  Black,  Tan,  Brown 
and  Ox  Blood  Beauty  Paste  are  not  subject  to  frost. 

Robt.  Ralston  &  Co. 

Hamilton,  Ont. 


DRESSING 

I  ,      A  DRESSINC  FOR 

^  BOOTS tSHOES  ^ 


M0m 


\^    CONTAINS  ^( 

OIL 

^    ^    Produces  ^ 

JET  BLACK 
FINISH 

POBT  RALSTONtCo. 
HAMILTON 

ONT.  Si! 


WHITE 

BEAUTY 

of  color 

ksTON'S  I 

^^0^ 
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Toronto  office  of  the  United  Shoe  Machinery  Company,  and 
latterly  with  the  Kaufman  Company. 

Harry  E.  Litchfield,  for  12  years  connected  with  the 
Regal  Shoe  Company,  has  resigned.  Mr.  Litchfield  is  well 
known  in  Toronto,  having  been  with  the  Canadian  Regal 
Company  for  some  time. 

An  Australian  claims  to  have  discovered  a  substance  to 
replace  rubber.  To  put  his  discovery  to  a  test  he  made  a 
motorcar  tire,  one  half  of  which  was  rubber  and  the  other 
half  his  composition.  The  tire  has  l>cen  used  four  months, 
travelled  1,.500  miles,  and  while  the  substance  shows  a  trifle 
more  wear  than  rubber,  the  inventor  claims  the  difference 
cannot  be  noted  without  severe  scrutiny. 

J.  C.  Moreau,  of  Toronto,  is  now  sales  manager  of 
Blachford,  Davies  &  Company,  Limited,  Toronto.  Mr.  Mor- 
eau has  worked  up  a  strong  connection  throughout  the 
prairie  provinces,  having  covered  the  district  for  six  years 
for  the  London  Shoe  Company,  London.  He  will  be  ac- 
companied on  his  fall  trip  to  the  coast  by  Mr.  Davies,  presi- 
dent of  the  company. 

Wm.  Howard,  shoe  retailer,  Toronto,  has  sold  his 
Gerrard  Street  store  to  the  Cudmore  Shoe  Company. 

Charles  Holmes,  of  Lynn.  Mass.,  has  been  appointed 
foreman  of  the  lasting  department  at  the  Getty-Scott  fac- 
tory. Gait,  Ont.,  succeeding  Williajn  Avison,  resigned. 

Wilfred  Argue,  shoe  retailer,  23.5  Broadview  Avenue,  To- 
ronto, has  opened  a  new  store  af  1383  Bathurst  Street. 

Tt  is  stated  tliat  the  Canadian  Consolidated  Felt  Com- 
pany, Kitchener,  Ont.,  will  erect  an  addition  to  the  Kimmel 
Felt  Factory  on  Margaret  Avenue. 

F.  O.  Woods,  of  the  Regal  Shoe  Store,  Winnipeg,  has 
gone  to  Saskatoon,  where  he  has  taken  a  position  in  the 
shoe  department  of  the  J.  F.  Cairns  department  store. 

Robert  Betts  and  Arnold  Dann,  of  the  audit  department, 
head  office,  Dominion  Rubber  System,  have  enlisted  for  over- 
seas service,  as  has  also  Percy  Byford,  of  the  Montreal 
branch. 

E.  W.  Day  has  been  appointed  sales  manager  of  the 
F.  S.  Carr  Rubber  Company,  Granby,  Que. 

Harry  Adams,  of  Montreal,  is  representing  the  Can- 
adian Footwear  Company  in  the  western  provinces  this  sea- 
son, in  addition  to  the  range  of  the  Slater  Shoe  Company. 

M.  Vererando  has  purchased  the  shoe  repair  shop  of  John 
Sutherland,  Peterborough,  Ont. 

The  Chicago  Cut  Price  Shoe  Company,  Winkler,  Man., 
have  opened  up. 

Wirth  &  Saltzman  have  purchased  the  boot  and  shoe 
business  of  Jacob  Wirth,  Neudorf,  Sask. 

W.  J.  Badcock,  shoe  repairer,  Calgary.  Alta.,  has  moved 
to  larger  premises  at  102  Tenth  Street,  N.W. 

John  R.  Miller,  shoemaker,  of  Wapella,  Sask.,  has  opened 
a  shoe  store  in  connection  with  his  business. 

In  our  item  last  month  describing  the  new  store  front 
of  the  Carey  Shoe  Company,  Toronto,  we  stated,  through 
a  misunderstanding,  that  Mr.  Johnston  Carey  was  the  pro- 
prietor and  his  son,  Mr.  A.  C.  Carey,  manager,  .^s  a  matter 
of  fact  Mr.  Johnston  Carey  and  his  son  are  joint  partners  in 
the  business  and  we  are  glad  of  the  opportunity  to  make 
this  correction. 

R.  B.  Van  Dine,  shoe  dealer,  Fredericton.  N.B.,  is  in- 
stalling a  handsome  new  front. 

A  manufacturer  making  a  low  to  nu-diuni  i)riced  line 
of  women's  footwear  states  that  he  sees  nothing  but  high 
prices  for  leather.  He  is  buying  anything  in  ujjper  leather 
that  looks  cheap. 

E.  D.  Pretty  is  covering  the  territory  of  Western  On- 
tario in  the  interests  of  Neolin  for  the  Goodwear  Rubber 
Company.  Mr.  Pretty  has  had  an  extended  experience  as 
a  shoemaker  and  is  meeting  with  splendid  success  on  the 
road. 

A.  J.  Chessum  has  succeeded  to  the  boot  and  shoe  busi- 
ness of  E.  P.  Wood,  Toronto. 

The  shoe  repairers  of  St.  Thomas,  Ont.,  have  advanced 
their  price  schedule  on  all  classes  of  work. 

Larrigans  have  advanced  in  price  '.U)  per  cent,  witliin 
the  i)ast  three  months. 

Ernest  E.  Boye,  mana.ger  of  the  Nursery  Shoe  Company. 
St.  Thomas,  Ont.,  had  a  narrow  escape  from  death  recently, 
when  an  automobile  in  which  he  was  riding  with  a  com- 
panion stalled  on  the  tracks  of  the  Michigan  Central  Rail- 


way. Mr.  Boye  and  his  companion  jumj)ed  before  the  train 
struck  the  car,  which  was  badly  damaged. 

Will  iam  Avison,  foreman  of  the  lasting  department  of 
(ietty-Scott,  Limited,  Gait,  Ont.,  has  resigned  his  position. 
He  is  succeeded  by  Charles  Holmes,  of  Lynn,  Mass. 

M  iss  Matthews,  for  the  past  few  years  assistant  fore- 
lady  of  No.  1  fitting  room  for  Getty-Scott,  Limited,  Gait. 
Ont.,  but  who  was  more  recently  with  the  Minister-Mylc- 
Shoe  Company,  Toronto,  has  returned  to  take  charge  of 
No.  2  fitting  room  of  the  Getty-Scott  factory. 

John  McEntyre,  Limited,  46  Alexander  Street.  Montreal, 
lias  been  appointed  sole  renresentative  for  Canada  for  the 
Superior  Polish  Company,  Brockton.  Mass..  and  will  handle 
their  full  line  of  factory  goods,  including  patent  leather  re- 
jjairers,  dressings,  blackings,  etc. 

H.  A.  Weeks,  of  the  ladies'  shoe  department  of  the  T. 
Eaton  Company,  Winnipeg,  has  enlisted  in  the  232nd  bat- 
talion, and  is  qualifying  for  a  commission.  Mr.  Weeks  is 
a  native  of  Scotland  and  came  to  Canada  some  seven  years 
ago. 

The  output  of  the  Plessisville  Shoe  and  Leather  Com- 
nany,  Plessisville,  Que.,  has  been  doubled  during  the  past 
few  months  and  many  new  lines  added.  This  firm  is  also 
supplying  boots  for  the  army. 

Tt  is  stated  that  the  shoe  manufacturers  of  Quebec  have 
sufficient  orders  on  hand  to  keep  them  busy  for  several 
months  to  come. 

Mr.  C.  W.  Hagen,  Kitchener,  Ont.,  recently  opened  up 
an  attractive  new  store  at  30  Queen  Street  South,  Kitchener. 
Ont.  Mr.  Hagen  is  a  shoeman  of  twenty-eight  years  experi- 
ence and  has  equipped  his  store  most  attractively  . 

Daoust.  Lalonde  &  Company.  Limited,  wholesale  shoes. 
Montreal,  last  month  celebrated  their  twenty-fifth  anniver- 
sary. 

G.  F.  Wadsworth,  representing  L.  H.  Packard  &  Com- 
pany, Limited,  Montreal,  is  at  present  on  an  extended  trip 
throughout  Western  Canada. 

Hugh  Davidson,  on  the  travelling  staff  of  the  MacFarlane 
Shoe  Company,  Montreal,  left  recently  on  an  extended  sell- 
ing trip  to  the  western  provinces  with  a  fine  range  of  spring 
samples. 

A  member  of  the  shoe  industry  who  was  in  New  York 
recently,  and  "took  in  the  movies,"  observed  that  the  women 
posing  for  the  film  showing  the  latest  fashion  wore  all  pat- 
ent leather  pumps  or  boots  with  patent  vamps. 

The  Moose  Jaw,  Sask.,  repairers  have  formed  themselves 
into  an  association,  with  a  ciew  to  establishing  a  new  price 
schedule. 

R.  J.  Orr.  who  had  charge  of  the  Orthopedic  Department 
for  H.  &  C.  Blachford  Limited.  386  Yonge  Street,  Toronto, 
for  some  time,  has  been  appointed  representative  of  the  Can- 
adian Arrowsmith  Mfg.  Company  of  Niagara  Falls.  Ontario, 
for  Toronto  and  the  Province  of  Ontario.  Mr.  Orr  has  had 
a  long  connection  with  the  retail  shoe  trade  and  has  obtained 
a  splendid  insight  into  the  retail  shoe  business.  He  held 
positions  in  Toronto.  Winnipeg.  Brandon.  Detroit  and  Chic- 
ago. For  some  time  past  he  has  devoted  special  attention 
to  appliances  for  the  comfort  and  relief  of  foot  trouble.  His 
knowledge  will  specially  qualify  him  as  representative  for 
the  Canadian  Arrowsmith  Manufacturing  Company. 


Obituary 

Mr.  Joseph  Foster,  of  the  leather  manufacturing  firm  of 
Foster  &  May,  Ottawa,  Ont..  died  recently.  Mr.  Foster  was 
an  ex-alderman  in  that  city  and  a  prominent  member  in 
I)ui)lic  life. 

John  J.  Crotty.  for  many  years  on  the  travelling  staff 
of  the  McPherson  Shoe  Company.  Hamilton.  Ont..  is  dead. 


2450  1 7 

i450  1  2450 

/A  WELLS  A 

VISIBLE 

f/MATE  MARKS 

J  FOR. 

ISHOES  AND  CARTON 

GUS  V.  WELLS,  S31  I4th  St.,Des  Moines,  Iowa 
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All  Machinery 

Working  I 


A 

Message 
To 

Jobbers 


WE    want   our    friends   to   know  we 
are  in  no  way  put  out  of  business 
by  the  recent  fire  in  our  factory. 

Only  parts  of  the  cutting  room  and 
stitching  room  were  affected. 

Naturally  we  will  be  delayed  in  some 
few  instances.  We,  however,  assure  our 
customers  we  are  into  our  usual  stride 


B  agam. 


A  little  patience,  and  goods  will  reach 
you  as  promptly  as  before. 

Let  your  orders  come  on  as  usual. 
No  delay— on  orders  accepted. 

McKays  and  Turns  for 
Men,  BoySf  Youths 
and  Women 


Aird  &  Son 


Montreal 
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Adams,  j.  A                                             10     (iaf^non.  Lachapelle  &  Hcl)crt   ...    .             Ralston,  Rr.l)t   4.-, 

Aircl  &  Son                                             47      Gitternian  &  t  o..  Henry   (i      Regal  Shoe  Company   I 

Ames-Holdcn  McCready                          7     (aiay,  Kii^ene   .-,7a     Rice  &  Hutchins   0 

ArmstronR,  VV.  1)   ,->H  l^.hinson,  jas   12-];; 

Huml)erstone  Shoe  Company   iVi 

Hinde  &  Daiich  Paper  Co   :,t<, 

Hydro  City  Shoe  Mfrs   .•,.-,a     Scott-C  hamherlain  Limited   is 


lieckwitli  Hox  Toe  Company  . 
Boot  and  Shoe  Workers'  Union 
Boston  Blacking  Company  .  .  . 
Breithailpt  Leather  Company  . 
Brockton  Heel  Company  ...  . 


.■)ti 


Sisman  Shoe  Company 

Independent  Box  Toe  Company   :>H     Slater  Shoe  Company    m 

Independent  I^iil)])er  Company  .... 


Kavvneer  Mfg.  Company  

Kifffer  Bros  r)7a 


Tebbutt  Shoe  &  Leather  Co.    4 

Tetrault  Shoe  Comi)any  14-1.') 


Canadian  Arrowsmith  Mfg.  Co.   ...     52  Toledo  Button  Machine  Co   f,4 

Canadian  Consolidated  Rubber  Co.    3-20  Tnideau  Companv.  C.  I  ifi-ir 

Champion  Shoe  Machinery  Co  58a  '"^I'"^^'""^'  '  '-"pany  

Clapp,  Edwin  ' ,  ,  50 

Commercial   McLaren  &  Dallas   5  ^.^j^^.^,  Machinery  Co.,  Ltd 

Cote.  J.  A.  ^tM   .-,0     McMartm.  L.  W   .58    . . .  .56a-r,i-r.:; 

Cnited  States  Hotel.  Boston   52 

Narrow  Faliric  Company   tVZ 

r)aou>t-Lalonde  &  Company   51     Newbegin  Company,  L.  R   45 

I  )elt()sse  &  Company  55a  Castle   Leather   Company    ...    58  \'alley  (ity  Seating  Co   5;» 

Doyle,  Thos  C.  ( Regd. )    54     Nugget  Polish  Co   \  ermilyea  Mfg.  Co   5s 

Dufresne  &  Galipeau   11 

Dunlop  Tire  &  Rubber  Goods  Co.  ..  Odell.  L.  S  57a 

Dupont  &  Frere   (i3  W'ardlaw,  T.  D   52 

Panther  Rubber  Company  Cover  Wells,  Gus  \'   4fi 

Parker,  Irwin,  Limited    55  Westcott  Whitmore  Co   49 

F<irtuna  Macliiiic  Com])aii\-   57a      Peerless  Machinery  Company  55a  Williams  Shoe  Company   10 


With   Our   Additional  Tannages 

we  are  now  able 

To  Satisfy  the  Wants  of  all  Cutters  of 


SOLE  LEATHER 


with  either  of  our  Five  Lines : 

"TRENT  VALLEY  "U  ^       "EAGLE"|„    ,  . 

"LION'j       "PENETANG"  I 

"UNION  OAK" 
The  Breithaupt  Leather  Co.,  Limited 

KITCHENER,  ONT. 
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In  Stock 


NOVELTY  FALL  BOOTS  -  TWO  TONES  -  SOLID  COLORS 

Send  for  Full  Fall  Catalogue  and  October  Supplements 


Xo.  C919— Plump  Black  Kid  Button,  Gray 
Suede  Top,  Medium  Recede  Toe,  Leather 
Louis  Heel,  Welt,  Auburn  Last.    A  to  D. 

Price  $4.25 

No.  C918 — Plump  Black  Kid  Button,  as 
010.  White  Kid  Top,  Medium  Recede  Toe, 
Leather  Louis  Heel,  Welt,  Auburn  Last. 
A  to  D  Price  $4.25 

No.  C917 — Same  as  918  in  Lace,  Price  $4.25 

No.  C926 — Same  as  917,  Lace,  only  the  new 
12-8  Cuban  Concave  Heel   Price  $4.25 


No.  C922 — Gun  Metal  S-inch  Lace,  Imita- 
tion Winged  Tip,  Welt.  Aidjurn  Last.  A 
to  D  Price  $3.25 

No.  C925 — As  above,  in  Wliite  Nubuck, 
only  new  12-8  Cuban  Heel  ....  Price  $4.25 

No.  C924— As  925,  in  All  Mahogany  Tan 
Calf,   Straight  Tip. 


No.  C021— Patent  Colt  S-inch  Button,  Scal- 
loped Vamp,  Welt,  Leather  Louis  Heel, 
Auburn  Last.    A  to  D  Price  $3.25 


No.  C771 — Patent  Colt,  Dull  Top,  Leather 

Louis  Heel  ,   ..  Price  $3.00 

No.  C92() — .\1I  Battleship  Gray  8-inch  Lace,  "  No.  C1773 — As  above  in  Gun  Metal,  with 

Covered  Heel,  Auburn  Last,   Welt.  No.  C773-— S-inch  Patent  Colt  Cadet,  Foxed  Tip  Price  $3.25 

Price  $4.75  Button,   Black  Cloth  Top,   Leather   Louis  No.  C177o— As  above  in  All  Bronze  Kid. 

No.   C92a— Same  as  above  in  All  White  Heel,  Welt  Price  $2.85  ^"""^^ 

Nubuck,  White  Ivory  Sole  and  Heel.  '  No.  C177() — Same  as  1775  in  Bronze  But- 

Price  $i.50  ton  Price  $3.75 

The  Westcott  Whitmore  Co.  Syracuse,  N.Y. 

Stackers  of  Women  s  Up-to-Date  Boots,  Evening  Slippers  and  Novelties 

IS  YOUR  NAME  ON  OUR  MAILING  LIST  FOR  CATALOGUE  ? 
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HIGHEST  GRADE  SHOES 
FOR  MEN 

MAKERS  SINCE  1853 

The  Brogve 

 FACTORY  AT  EAST  WEYMOUTH,  MASS.,  U.  S.  A.  

AWARDED   THE   GRAND   PRIZE   AT   THE   PANAMA    PACIFIC   EXPOSITION,   SAN  FRANCISCO,  1915. 


STEADY  ALL-YEAR  SALES 


Steady  business  with  re- 
liable shoes  will  build 
your  good  reputation. 
Cote  McKay  shoes  are 
made  in  serviceable 
styles  to  meet  the  all 
year  demands  of  ^our 
customers,  For  men, 
youths,  boys  and  little 
gents. 


La  Compagnie 

J.  A.  &  M.  COTE,  St.  Hyacinthe,  Que. 

Montreal  Sample  Rooms,  Room  14,  "La  Patrie  Building"  Mr.  Henry  Martineau,  Representative 


Our  191 7  styles  are  now 
being  shown.  All  that 
is  new  and  practical  has 
been  combined  in  them, 
making  a  very  attractive 
assortment  of  styles  for 
city,  town  or  country. 
We  will  be  glad  to  give 
you  further  information 
and  prices  when  \ou 
write. 
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Makers  of  Good  Shoes 
for  Twenty -Five  Years 


Safety  First! 


D  &  L 


Your  orders  are  safe  with  us.  Our  growth 
the  past  quarter  of  a  century  is  the  result 
of  selling  honest  goods  at  honest  prices 
and  delivering  them  "When  Specified." 

Having  our  own  tanneries  we  are  at  this 
time  of  scarcity  of  leather  in  a  specially 
good  position  to  take  care  of  your  orders. 

We  can  positively  look  after  your  interests. 

Ten  new  lasts  for  Spring.  Newest  shades 
in  women's  goods.     Latest  models  for  men. 


Men's  Welts 

"PARIS"  Brand 

Women's  McKays 
High  Grade  Women's 

"PATRICIA"  Brand 

Welts  and  Turns 
Men's  Welts 

"METROPOLITAN"  Brand 

Women's  McKays 


D  &  L 


Branch 


The  Metropolitan  Shoe  Co. 

91  St.  Paul  St.,  Montreal 


||||i{||||||||||l!l!ll|l!!lli;UII||||||||||||||||||||||||||||||||||iy   nil  Illllllllllllllllllllllllllllllllllllllllllllllllllllllllllllll^^ 

Daoust,  Lalonde  &  Co.,  Ltd. 

Montreal 
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The  United  States  Hotel, 

BOSTON,  MASS.,  U.  S.  A. 


Beach,  Kingston 
and    Lincoln  Streets 


Only  two  blocks  from  the  South  Terminal  Station  in  the  centre  of  the  Shoe  and  Leather 
District  and  within  easy  walking  di^ance  of  the  shoppmg  di^rid,  theatres,  etc. 
Good,  comfortable  rooms,  unexcelled  cuisme,  and  reasonable  rates. 
American  and  European  plans.    Send  for  circulars. 


TILLY  HAYNES,  Proprietor 


JAS.  G.  HIGKEY,  Manager 


MARK 


Arch  Prop 
Featherweight 
Foot  Pad 

Aeroplane 
Foot  Arch 

Dr.  James 
Therapeutic 
Surgeon's 
First  Aid 


TRADE 


MARK 


WE  BEG  TO  ANNOUNCE 

That  Mr.  R.  J.  Orr  has  been  added  to 
our  staff  and  will  visit  our  customers  in 
Ontario.  Mr.  Orr  is  an  Orthopedic 
SpeciaHst  with  many  years  experience  and 
will  be  pleased  to  render  any  assistance 
possible   to  our  customers  and  friends. 


Canadian-Arrowsmith  Mfg.  Co. 

Limited 

Manufacturers  of  Foot  Specialties 

Niagara  Fall*,  Ontario 

J.  W.  Arrowsmlth,  Pres.  Elmer  Poyer,  Manager 


Heel  Cushion 
Bunion  Shield 
Curopad 
Toe  Strate 
Heel  Grip 
Foot  Powder 
Cal-corn-o 
Curo-Foot-Balm 
Footoprint 


MARK 


Quebracho,  Hematine,    Fustic  and  Hypernic 


(Patte  or  Crystali) 


Manufactured  by 

THE  STAMFORD  MFG.  CO.,  Stamford,  Conn. 


ANILINE  DYES--Leather  Colors  a  Specialty 


Manufactured  by 

JOHN  R.  GEIGY,    -    BASLE,  Switzerland 


T.  D.  WARDLAW 


23  Scott  Street,  TORONTO 
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"Spring  1917" 

Women's  solid  leather  McKay  sewn  footwear  in  new  styles  for  pro- 
gressive jobbers — also  misses',  children's  and  infants'  shoes. 

JOBBERS 

We  are  now  prepared  to  offer  you  a  line  of  Canadian  made  leather 
shoes  for  women  that  will  prove  money-makers.  We  say  this  with 
every  confidence,  basing  our  assertion  on  the  records  we  have  gained 
in  previous  seasons.  Our  Spring  1917  lines  are  particularly  attractive 
in  every  feature  and  allow  an  excellent  profit. 

If  you  are  looking  for  better  business  in  Women's  solid  leather  shoes, 
misses',  children's  and  infants'  footwear,  make  it  a  point  to  drop  us 
a  line.  We  will  arrange  to  place  a  complete  range  of  samples  before 
you. 

Gagnon^  Lachapelle  &  Hebert 


Shoe  Manufacturers 
55  Kent  Street 

MONTREAL 
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THE 


"REECE  RAPID"  BuHonhole  Machine 

A  Wonder  Worker  in  Speed  and  Quality 

The  bar  OR  END  OF  THE  BUTTON  HOLE-is  the  life 
of  the  button  hole,  and  the  REECE  is  the  only  machine  that 
can  and  does  bar  the  button  hole.  Examine  work  done  on 
other  machines  and  note  the  end  of  the  button  hole  split  in 
the  middle  and  not  barred,  THEREFORE  INCOMPLETE 
AND  WITHOUT  STRENGTH.  The  REECE  Button  Hole 
has  a  continuous  and  solid  bar  and  does  not  sew  in  ends  of 
threads,  therefore  not  a  thread  waster. 

A  commercial  machine,  not  an  experiment. 

A  trial  will  demonstrate  its  economy  and  efficiency  and  will  explain  why  all 
the  leading  manufacturers  are  using  the  REECE  RAPID. 


Thos.  C.  Doyle  (Regd.) 

71-73  St.  Alexander  St.,  MONTREAL  73-81  Adelaide  St.  W.,  TORONTO 


Sole  Distributor 
for  Canada 
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CANADA'S 

Leading  Supply 

Concern 

THE  NAME  ''PARKER  IRWIN" 
represents  service  and  square 
dealing  in  shoe  findings  for  all 
the  important  shoe  manufacturers  in 
Canada.  We  have  been  more  than  par- 
ticular to  maintain  all  our  products  up 
to  the  very  high  standard  demanded  by 
the  best  trade,  so  there  would  never  be 
any  opportunity  for  misunderstanding  or 
complaints  about  the  finished  products  of 
the  manufacturers  we  served. 

In  this  way  we  have  built  up  a  find- 
ings business  that  now  leads  the  Canadian 
market.  Most  of  our  products  are  listed 
here.  We  would  suggest  that  you  write 
us  for  samples  and  prices  of  any  of  these 
lines  that  interest  you,  or  better  still  send 
us  an  order  and  see  for  yourself  the 
excellent  quality  and  unexcelled  service 
that  characterizes  PARKER  IRWIN 
business. 


PARKER  IRWIN  (Limited) 

Largest  Shoe  Manufacturers'  Supply  House  in  Canada  \ 

MONTREAL  -  -  -  QUEBEC 


WE  HANDLE 

High  Grade  Cements 
Shoe  Felts 
Blackings 

Dressings  and  Box  Gums 
Patent  Leather  Repairer 
Carbicon 
Polishing  Wax 
Sewing  Wax 
Fish  Glue 
Dry  Paste 

and  a  full  line  of 

Rubber  Cement  Shoe 

Findings 


I 
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^  There  are  just  two  things  we 
want  to  call  your  attention  to 
this  month. 

^  One  is  our  Fancy  Heel  and  Edge 
Stain,  made  in  all  colors  for  the 
heels,  edges  and  bottoms  of  fancy 
colored  shoes.  We  are  right  up 
to  the  minute  with  these  goods. 

^  Theother  is  our  Stain  Finish  which 
will  produce  on  hard  leather  a 
beautiful  finish  that  will  have 
the  appearance  of  a  Brush  Stain 
finish,  which  is  saying  consider- 
able as  leather  is  today. 


Boston  Blacking  Co 

152  McGill  Street 

Montreal    -  Canada 


iiiuiiiiiiiiiiiiniiimiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiii^ 
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Landis  Curved  Needle  and  Awl 
Shoe  Soling  Machines 


Si 

o 
o 

12: 


V. 

S 

O 
o 


PRICE  AND  TERMS 
LANDIS  NO.  12  STITCHER 
Weight,  crated— About  750  lbs. 
Head  only,  crated— About  500  lbs. 

Price- Complete  with  Stand,  power  only,  $500.00,  F.  O.  B.  St.  Louis. 

Head  only,  $475.00,  F.  O.  B.  St.  Louis. 
Terms— 15f«  discount  for  cash. 
Time  Payments— $50.00  cash  and  $15.00  per  month. 
Deferred  payments  to  be  closed  by  notes  without  interest. 


PRICE  AND  TERMS 
LANDIS  NO.  10  STITCHER 
Weight,  crated— About  700  lbs. 
Head  only,  crated— About  300  lbs. 

Price— Complete,  with  Stand,  foot-power  or  power,  $400.00,  F.  O.B. 
St.  Louis. 

Complete,  with  Stand,  combination  foot-power  and  power. 

$410.00.  F.  O.  B.  St.  Louis. 

Head  only— $375.00,  F.  O.  B.  St.  Louis. 
Terms— 155»  discount  for  cash. 
Time  Payments— $25.00  cash  and  $10.00  per  month. 
Deferred  Payments  to  be  closed*  by  notes  without  interest. 


Model  22  Landis  Shoe  Repair  Outfit,  Left  Hand 
Manufactured  by  LANDIS  MACHINE  CO.,  St.  Louis,  Mo. 

Landis  Machine  Company 

St.  Louis,  Missouri,  U.  S.  A. 

WE  ALSO  MAKE  THE  LANDIS  HARNESS  MACHINES.   ASK  YOUR  HARNESS  MAKER  ABOUT  US. 
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ENGRAVEROF  FINE  STEEL  STAMPS &DIES! 
230-c,A^NES^M0NTREALV>Mo/^^  675 

CR/^^^C^^tP)   e  QUE,  c)   (^^^^  ^AIN 

MY  STAMPS  ARE'UPTO  DATE"  IN  DESIGN 
'  &  ADD  AN  ARTISTIC  FINISH  TO  VOUR  SHOES* 
•  WHICH  Wf  ILL  INCREASE  YOUR  SALES 


We  Can  Save  Money  for  You  on  Your 
Shipping  &  Packing 

H  &  D  Solid  Fibre  Board  Boxes 

4.  — They  save  time  in  packing. 

5.  — Tliey   save  storage  space. 
«, — They     have     strong  adver- 
tising value. 

7.  — They  can  be  made  to  your 
specifications. 

8.  — Their    first    cost    is  lower 
than  wood. 


1.  -They  protect  your  shipment 

against  loss  from  dampness 
and  water. 

2.  — They    are    extremely  light, 

which  means  low  freight 
charges. 

3.  — They     cannot     be  opened 

without  breaking  the  seal. 


Our  booklet  "How  to  Pack 
It"  explains  all — write  for 
it. 


The  Hinde  &  Dauch  Paper  Co. 

of  Canada,  Limited 
TORONTO  ONTARIO 


BOX  TOES  THAT 
COME  ALIKE 


INDEPENDENT  BOX  TOE  CO./^^^ST^I^t''""'' 


Boot  Laces  in  Stock 

All  Kinds.    Complete  assortment  including 
long  lengths  for  high  cut  styles 

I  have  the  latest  shades  for  prompt  delivery 

Samples   gladly   sent  if  requested 
Fair  and  reasonable  prices 

E.  W.  McMARTIN 


45  St.  Alexander  St. 


MONTREAL 


I  also  sell  Champion  Spool  Silk  for  button  holing,  etc. 
Slipper  bindings  and  stay  tapes 


New  Castle 
Kid 

Glazed  or  Matt  Black  or 
Colors  Uniform  Substance 
Fine  Grain  Great  Strength 
Superior   Cutting  Qualities 

WRITE  FOR  SAMPLE  AND  PRICES 


New  Castle  Leather  Co, 

NEW  YORK 

Canadian  Branch: — 335  Craig  St.  W.,  Montreal 
Factory: — Wilmington,  Del.,  U.S.A. 


TOE-KOMFORT 


□■•VERMILYEA'S 


CURES 
FOOT 
AILMENTS 

HADE    IN  CANADA. 


SNAPPY 
ADS 
FOR  YOU 


DEALERS  who  are  showing  our  Toe-Komfort 
Foot  Ointment,  Arch  Supports,  etc.,  are  getting 
results  from  our  general  publicity. 

VERMILYEA  MFG.  CO. 

231  8th  Ave.  W.  -       -  Calgary,  Alta. 
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For  Year  Round  Sales 

HYDRO  CITY 

SOLID 
LEATHER 
SHOES 


Substantial  shoes  l)uild  a  substantial  business. 
For  many  years  we  have  specialized  on  high 
grade  solid  leather  footwear.  Our  aim  will  con- 
tinue to  be  the  production  of  the  best  there  is  in 
sensible  shoes.  The  new  Spring  styles  are  now 
ready  for  showing.  Drop  us  a  line  if  you  would 
like  to  look  them  over. 

Hydro  City  Shoe  Mfrs. 

Limited 

(Formerly  G.  V.  Oberholt/.er.  Ltd.) 

Kitchener,  Ont. 


New  Fixtures 


Make  Your 

Store 
Attractive 


Sell  Shoes 
More 
Easily 


New  display  fix- 
tures at  small  ex- 
pense, will  give 
your  store  an  air 
of  freshness  and 
style  and  create  a 
pleasant  impres- 
sion in  the  minds 
of  your  customers. 


No.  355 
New  Shoe  Stand 


Good  advertisers 
know  the  value 
of  well  displayed 
stock.  We  are 
the  1  argest  manu- 
facturers of  fixtures 
in  Canada.  Send 
for  illustrated  cat- 
alogue and  prices 
to  the  trade. 


DELFOSSE  &  CO. 

Office  and  Sample  Room— 249  Craig  St.  W. 
Factory— 1"19  Hermine  St. 

MONTREAL 


PEERLESS 
MACHINES 


Universal  Skiver 

Acknowledged  by  the  shoe  manufacturers  every- 
where as  the  most  reliable  Skiver  made.  Gives 
greater  production  at  minimum  cost. 


Peerless  Folder 

No  matter  what  the  shape  of  the  upper  this  machine 
will  fold  the  edge  over  perfectly.  Turns  over  seams 
and  back  stays.  For  rapid  clean  work  this  machine 
is  without  a  rival. 


Automatic  Perforator 

Spaces  evenly  on  any  curve  without  the  use  of  knee 
or  any  other  attachment.  30  to  50  per  cent,  more 
output  at  a  minimum  cost. 

The  Peerless  Machinery  Co. 

44  Binford  St.  BOSTON,  Mass. 
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les  that  satis 


A  Satisfied 
Customer  is  a 

repeater 

Repeating  may  not  be  good  in  politics 
— but  it's  mighty  good  in  business. 

Satisfaction  begets  Confidence,  and 
Confidence  is  what  brings  the  customer 
back  to  you. 

Selling 
More  Lace  Shoes 

means  more  than  simply  making  sales; 
it  means  securing  your  customers'  con- 
fidence because  of  the  satisfaction  re- 
ceived in  the  permanent  fit  which  is 
always  assured. 

No  alterations  are  necessary  to  make  lace  shoes 
adjustable. 

Alterations  that  oftentimes  have  to  be  re- 
peated— which  mar  the  otherwise  attractive 
shoes — cause  annoyance  and  create  dissatis- 
faction of  which  you  never  learn,  because, 
unfortunately,  next  time  the  customer  trades 
elsewhere. 

Increase  your  sales  of  lace  shoes.  '  Twill 
add  to  the  permanency  of  your  customers 
and  your  profits. 

There  is  indeed  a  wealth  of  distinc- 
tive styles  in  Lace  Shoes — styles 
for  your  every  need. 

United  Shoe  Machinery 
Co.  of  Canada, 

LiiAited 
Toronto,  Montreal 
Quebec 
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"UNION 
EDGE  SETTING  MACHINE 


For  making  a  hot 
kit  burnished  edge 
this  machine  is  un- 
excelled. It  makes 
an  edge  equal  to  hand 
work. 

Driving  pulley  5  x 
3.  Should  run  375 
revolutions  to  the 
minute.  Weight  1  75 
lbs. 

Kieffer  Bros. 

Rgd. 

Established  1869 
96  Prince  Street 

Montreal    -  Que. 


Guay  Counters 


All  Leather  Fair  Stitching. 


Outwear  the  Shoe 

That's  our  claim  for  Guay  All- 
Leather  Counters.  We  will 
pay  cash  for  every  pair  of  shoes  in 
which  our  counters  are  used,  and 
which  they  fail  to  outwear. 

ALL-LEATHER  INSOLING 

a  large  stock  of  all  kinds  always 
on  hand. 

Prices  and  Samples  on  Application 

EUGENE  GUAY, 


230  St.  Margurite  Street 
MONTREAL 


We  also  make  Union,  Standard  and  Leather  Board  Counters 


SHOE  FELTS  and  UPPER 
LEATHERS 


MADE  IN  CANADA 


Patent,  Dongola,  Box  Sides,  Gun  Metal, 
Tongue  and  Wax  Splits,  both  Plain 
and  Ooze  in  Black  and  Tan. 

Shoe  Cottons  of  all  kinds 
Shoe  Cements 
Top  Facing 
Box  Toe  Goods 
Buckrams 

Write  for  samples  and  prices. 


137  McGill  Street 
MONTREAL 


Fortuna  Skiving  Machine 


For  Manufacturers  who  Skive  Leather,  Felt, 
Cork,  Rubber  or  Paper 

Used  extensively  by  Manufacturers  of 
Shoes,  Box  Toes,  Trimmings,  Insoles,  Ankle 
Supporters,  Welting,  Arch  Supporters 

Sole  Agents  for  Canada 

Fortune   Machine  Co. 

127  Duane  Street       -      NEW  YORK 
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standard  Straight  Needle  and 
Awl  Shoe  Stitcher. 


The 
Best 
Mechanical 
Principles 


CHAMPION 

Shoe  Repair  Machinery 


If  you  have  not  as  yet  cciuipped  yourself  with 
Shoe  Repair  Machinery,  if  you  intend  to  do  so, 
here  arc  some  facts. 

CHAMPION  Line  of  Shoe  Repair  Machinery  is 
the  Largest  and  Most  Complete  in  the  Market. — 
Over  15,000  in  use,  Consisting  of  Shoe  Stitchers, 
Combination  Harness  and  Shoe  Stitchers,  Repair 
Outfits  and  Nailing  Machines. 


Champion  Repair  Outfit. 


Ideal  Curved  Needle  and  Awl 
Shoe  Stitcher. 


Working 

Efficiency 

Ease  of 

Operating 


Distinguish  CHAMPION 

Ma- 

chines  over  all  others  in 

the 

market. 

CHAMPION  Machines 

are 

sold  Outright  for  Cash  or 

on 

Time  Payments. 

Combination  Harness  and 
Shoe  Stitcher. 


Clincher  Fastener  or 
String  Nailer. 


Write  us  for  Catalog,  Price  and  Terms 

Champion   Shoe   Machinery  Company 


CHAMPION 

SHOE  MACHINERY  CO. 

ST.  LOUIS.  MO. 

( live  particulars 

.\ildrcss   

3723-3741  Forest  Park  Boulevard 

St.  Louis      -      -  Missouri 

BRANCH  OFFICES: 

Boston,  Mass. — 65  High  Street 
San  Francisco,  Gal. — 65  McAllister  Street 
New  York,  N.  Y.— 209  Centre  Street 


FOOTWKAR  IN  C.'VNAIJ.V 


October,  191G 


FOOTWEAR    IN  CANADA 


59 


A  Comfortable  Store  is  a  Busy  One 


Make  your  store  convenient,  attractive  and  comfortable  and  you  will  find  greatly  increased  business  will  result. 

DUNDAS  CHAIRS  and  SETTEES  lend  an  air  of  comfort  and  luxury  to  the  shoe  store.    They  are  made 
in  all  up-to-date  styles.    Every  piece  is  well  made  and  assembled  and  perfectly  finished. 

We  are  now  making  a  SPECIAL  LINE  of  PEDESTALS  and  HEEL  RESTS  which  will  greatly  add  to 
the  efficiency  of  your  window  displays. 

Valley  City  Seating  Co.,  Limited 

Dundas,  Ontario 


K^wneet? 

*  ^  Store  FRONiS* 


WILL  BRING  MORE  PEOPLE  INTO 

YOUR  STORE  If  you  are  interested  in  learning  J 

how,  write,  on  your  letterhead,  for  '^Boosting  Business." 

This  booklet  contains  photos  of  some  of  the  50,000  fronts  we  have  installed.  ■ 
It  will  enable  you  to  take  advantage  of  the  experience  of  others,  who  have  found 
the  installation  of  a  Kawneer  front  the  most  profitable  investment  they  have  made.  ■ 

IT  IS  FREE  FOR  THE  ASKING  ' 

KAWNEER  MFG.  COMPANY,  LTD.,  GUELPH,  ONTARIO 


Made  !n  Canada 


Branches  in  all  principal  cities 


CO 
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\W0RKERS  UNION 


UNIONXnSTAMP 


iictory 


.WORKERS  UNION, 


UNIONXnSTAMP 


Factory 


WORKERS  UNION/ 


UNIO^^STAMP 


F^ctoty 


For  Spring  and  Summer,  1917 

New  styles  and  novelties  are  now  being  shown  the  trade  by 
salesmen  for  1917. 

Insist  on  Union  Stamp  shoes  and  open  your  doors  to  a  market 
among"  the  millions. 

The  Union  Stamp  on  your  footwear  costs  no  more  and  welcomes 
the  Union  man  and  his  family  to  your  store. 

Moreover,  Union  Stamp  shoes  represent  the  best  value  at  the 
price,  combining"  style  with  expert  workmanship,  with  the  added 
selling  value  of  the  Union  Stamp. 

Be  sure  to'insist  on  Union  Stamp  shoes  for  1917. 

We  will  gladly  send  you  a  list  of  manufacturers  making  Union 
Stamp  shoes,  and  electros  of  the  Union  Stamp  for  use  in  your 
newspaper  advertising. 


Boot  and  Shoe 
Workers'  Union 

Two-forty-six  Suininer  Street     ::      Boston,  Mass. 


John  F.  Tobin,  President 


Chas.  L.  Baine,  Sec'y-Treas. 
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YOUR 


GUARANTEE 
FOR  QUALITY 


United  Shoe  Machinery  Company  of  Canada,  Limited 

Toronto  Montreal,  Que.  Quebec 


02 
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quality  shoe  laces 
for  every  requirement 

In  bulk  for  the  factory  trade. 

Single  paired  for  the  fine  job- 
bing trade. 

Finished  with  Nufashond 
Fabric  Tips  (patent  apphed  for). 
Part  of  the  braid  itself.  Rustless, 
waterproof,  won't  pull  off. 

Samples  and  prices  upon  request. 

Narrow  Fabric  Company 

Reading  P«. 


NON  RIP  SANDALS 

Made  in  Canada 

To  insure  special  discount 
on  early  deliveries  you 
should  order  HumberAone 
Sandals  now. 
They  are  built  on  the  lateil 
la^ts  and  are  non-rip. 
JOBBERSWRITE  US  FOR  SAMPLES 

Humberstone  Shoe  Co. 

HUMBERSTONE,  ONT. 


New  Styles  Ready 


Our  line  of  shoes  for  Fall  showing  comprises  only 
those  newer  styles  that  we  positively  know  are  popu- 
lar. We  take  no  chances.  Dupont  &  Frere  shoes 
are  noted  for  their  sure  selling,  for  their  reliable 
wearing,  for  giving  good  values.  We  still  keep  to 
this  standard.  If  you  are  in  the  market  to  do  busi- 
ness along  these  lines  we  can  surely  interest  you. 
Drop  us  a  card  and  we  will  make  arrangements  to 
place  our  line  of  samples  before  you.  Quality  un- 
usually high — prices  unusually  low 


DUPONT  &  FRERE 

301  Aird  Avenue  MONTREAL 


Store  Management 

An  illustrated  book  of  212 
pages,  by  Frank  Harrington 

Price  50  cents. 


Footwear  in  Canada '"t^o'roStI'  * 


We  want  to  BUy  for  CASH  all 
the  PlECEt)  HEEi  STOCK  yau 

BB06KT0N  HEEI 

Company 

BROCKTON,  MASS. 
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We  Can 
Supply  Anything 
From  a  Tack 
To  a  Full  Factory 
Equipment 

_____  If  there  is  anything   

you  want,  write  us 


United  Shoe  Machinery  Company  of  Canada,  Limited 

MONTREAL,  QUE. 
Toronto  Quebec 
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Try  it  in  Your  Own  Store 

"The  Toledo" 

The  Perfect  Button  Machine 


m 


FASTENS 
ALL  BUTTONS 

EASY  and  QUIET  in 
OPERATION 

USES  ANY  WIRE 


Sold  Outright 


Fully 
Guaranteed 


Price  $60  £;  ^  ^rA^^n 

  White  Wire  for  12,000  Operations 

Sent  on  15  Days'  Trial.     Order  One  To-day 


The  Toledo  Button  Machine  Co. 

H.  A.  Stafford,- General  Manager 

3448  Summit  Avenue,  Toledo,  Ohio 


Vol.  VI.-No.  11 


Toronto,  November,  1916 


NOW  for  1917! 

^V/'OU  are  looking  ahead  to  the  greatest 
-■-      season   of  customer  shifting  the  retail 
shoe  dealer  has  ever  seen. 

Not  all  shoes  will  be  trusted  as  they  were 
before  good  leather  became  scarce. 

People  are  finding  the  need  in  shoes  of 
a  something  far  greater  than  "good  looks." 

The  dealer  next  Spring,  backed  by  the 
REGAL  WORLD-WIDE  REPUTATION 
can  make  these  shifters  his  customers — for 
they  will  be  quick  to  understand  what  25 
years  of  achievement  in  REGAL  LEATH- 
ERS and  REGAL  WORKMANSHIP  means 
in  true  shoe  value. 

Let's  get  together— and  GROW, 

REGAL  SHOE  COMPANY 

Limited 

102  Atlantic  Avenue     -  TORONTO 

Executive  Offices: — Regal  Bldg.,  Boston,  Mass. 
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PANTHER 


Tested 
Fibre 
Soles 


Be  sure  its  Pan- 
ther" you  get.  You 
will  then  be  abso- 
lutely certain  to 
have  the  all  round 
satisfaction  of  the 
original  Sure  Step 
Panther  Tread. 

You  see  them  on 
the  footwear  of  men, 
women  and  children 
at  work  and  at  play 
in  every  part  of  the 
Dominion.  There 
will  be  twice  as 
many  Panther  soles 
worn  next  year. 


Tested 
Fibre 
Heels 


Panther  tested 
fibre  soles  and  heels 
look  like  leather 
and  can  be  worked 
as  easily.  The  big 
difference  comes  in 
the  wear  and  com- 
fort. There  is  no 
comparison.  Pan- 
ther is  best,  always. 
They  are  waterproof 
and  do  not  slip  on 
wet  pavements. 
Also  they  hold 
stitching  securely. 


Write  for  further  details  to-day. 


Panther  Rubber  Co.,  Ltd. 

Sherbrooke,  Quebec 
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THE  NEW  "AVIATOR"  SHOE 

The  latest  member  of  the  Fleet  Foot  line  features  a  special  cushion  of 
aerated  rubber  in  the  sole  and  heel  of  the  shoe.  Innumerable  air 
spaces  have  been  embedded  in  a  springy  mass  of  rubber,  covered  by 
tough  wear-resisting  layer  of  high-grade  rubber. 

For  comfort,  ease  and  w^ear,  the  "Aviator"  is  in  a  class  by  itself. 


THE  SPORT 
For  Men,  Women  and  Boys 


THE  RINGSIDE 

For  Men  and  Boys^ — the  ideal  shoe  for  gymnasium  work. 

If  you  have  not  ordered  the  "Aviator"  Shoe  for  your 
1917  trade,  write  at  once  to  our  nearest  Branch. 

Canadian  Consolidated  Rubber  Co., 

Head  Office,  MONTREAL  limited 

28  "Service"  Branches  Throughout  Canada 
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Men^s  Fine  Shoes 

for  1917 


The  new  samples  of  Muir-made  shoes,  now  being  shown,  are 
fashioned  along  advanced  lines,  using  ideas  that  have  proved 
popular  with  discriminating  men  buyers. 

Get  acquainted  with  them.  They  will  give  you  a  friendly 
greeting  and  will  make  your  store  a  welcome  spot  for  the  ma- 
jority of  the  shoe  buyers  in  your  district. 

If  you  have  not  already  had  an  opportunity  to  inspect  our 
samples,  write  us.  We  will  make  arrangements  to  show  you 
immediately. 


THE  JAMES  MUIR  CO. 

MONTREAL 


November,  1916 
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ONKEN'S  Improved  Window   Display  Fixtures 


*43.^  For  10  Years'  Show 

Window  Service 


P4TD,  IN 
UNITED 
AND  fOSEIGN 
COUNTRIES 


Can  You  Beat  This? 

\A7E  mean  by^  this  statement  that  you  can  make  500 
original  window  trims  wilh  this  $43.75  set  of  Inter- 
changeable Window  Display  Fixtures. 

^  By  making  a  different  trim  each  week  the  set  will  last  you 
10  years  and  then  you  will  not  have  exhausted  the  wonderful 
possibilities  of  this  great  set  of  window  display  fixtures. 

^  This  means  a  cost  of  9  cents  per  week  for  a  set  of 
window  display  fixtures  that  will  help  you  make  genuine 
trade-pulling  window  trims. 

^  We  have  a  list  of  5000  firms  that  have  RECENTLY 
bot  these  fixtures,  firms  that  stand  high  in  the  trade  and  who 
unhesitatingly  recommend  the  supeiior  usefulness  of  these 
fixtures  for  making  quick  and  effective  window  displays. 

^  We  will  mail  this  list  on  request. 

Read  further  about  this  wonderful 

Set  for  Shoe  Stores 

Hundreds  of  Trims.  With  this  set  over  500  original  trade  pulling 
window  tiinis  can  lie  made  and  at  no  time  making  any  two  alike, 
besides  hundreds  of  standard  and  odd  window  fixtures  can  also  be  made. 

Can't  Wear  Out.  ONKEN  YOUNITS  are  now  made  so  they  can- 
not show  any  wear.  The  NEW  construction,  the  "Sunken  Steel  Socket," 
takes  the  place  of  the  old  construction.  There  are  now  NO  Screws 
Screwing  Into  Wood.  They  will  now  last  for  many  years.  The  con- 
struction is  stvi.rdy  and  high  grade  throughout.  Simplicity  in  detail 
is  the  principle. 

A  Book  of  Window  Trims  Included,     a  large,  beautiful  book  of 

many  captivating  trims  made  with  this  set  will  be  sent  FREE  with 
tliis  set.     This  book  is  a  help  to  any  window  trimmer. 

Made  of  Oak.  The  entire  set  is  made  of  thoroughly  Kiln  Dried 
l.)ak.  The  metal  parts  of  cold  rolled  steel,  each  YOUNIT  is  acciu-- 
ately  macliined  to  fit  right  and  made  interchangeable. 

Our  Tuarantee.  We  guarantee  to  replace  this  set  FREE  OF 
CHARGE  any  time  within  one  year  if  it  proves  defective  in  any 
way  through  construction  or  parts  not  fitting  satisfactorily. 

Our  Standard  Finishes.  We  will  ship  this  set  in  either  Weathered, 
(iolilen  or  .Xntiqiie  Oak.  all  in  a  soft,  mellow  wax  non-scratchable  finish. 


The  Storage  Chest.  Tlie  220  \'()rXITS  tliat  make  up  this  set 
are  put  up  in  .\  HARDWOOD,  HINGED  LID  STORAGE  CITES! 
(oiled  finish).  ,\  good  place  to  keep  any  part  of  the  set  that  is  not 
lieing  used. 


Nn     101  FULL  SET,  $4Q.75 

IIU.    XVfl  220  YOUNITS 

No.  101^  l^o^c)U^^T's  ^25*^^ 

No.  1011/4  <'^,'^?J55.¥rn5-^= 

Shipping  Weight,  147  lbs.,  80  lbs.,  44  lbs.,  respectively 

F.  O.B.  Hamilton,  Ont.,  London,  Liverpool  and  Glasgow 
Order  thru  your  JOBBER  or  DIRECT 

The  Oscar  Onken  Co. 

No.  591  4th  Street,  Cincinnati,  0.,  U.  S.  A. 

Quick  Shipments,  Address  all  Correspendence  to  Cincinnati.  Send  for 
Vounit  Catalog.    Stock  is  also  carried  in  Canada,  England  and  Australia 


Stock  Carried  in  Cincinnati,  New  York,  San  Francisco,  Canada,  England  and  Australia 


Good  Shoe  Values 

Shoe  prices  are  up  and  every  wide- 
awake shoe  man  needs  to  look  well  for 
good  values  for  his  customers. 

While  everyone  is  claiming  superior 
value  for  their  product  just  now,  I  want  to 
bring  to  your  attention  again  the  Bostonian 
Shoe. 

For  a  good  many  years  I  have  been 
securing  a  very  saleable  line  of  shoes.  In 
all  the  years  I  have  handled  the  Bostonian 
Shoe  it  has  always  given  the  best  of  satis- 
faction. My  experience  leads  me  to  say 
that  the  new  styles  for  the  coming  season 
are  particularly  good  value  in  everything 
that  leads  to  customer  satisfaction. 

I  have  an  In  Stock"  department  that 
can  keep  you  sized  from  one  year  to  the 
next  if  neccessary  and  I  will  be  glad  to 
send  you  full  details  of  this  service. 

Write  to-day. 


JAMES  ROBINSON 

MONTREAL 


November,  1916 
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Rubber  Footwear  for  1917 


The  trend  was  certainly  toward  the 
tennis  shoe  this  past  season.  It  will  be 
more  so  next  year. 

Due  partly  to  the  great  increase  in  the 
cost  of  leather  shoes,  but  mostly  to  the 
comfort  and  wear  in  every  pair  of  good 
Tennis  and  Outing  Shoes. 

Speed  King"  Tennis  Shoes  have  had 
a  big  season.  From  every  quarter  people 
are  satisfied.  They  ask  for  Speed  Kings 
by  name  so  they  must  be  worth  the  money. 
New  styles  now  ready  for  inspection. 

In  rubbers  I  am  showing  a  complete 
assortment  of  Kant  Krack,  Dainty  Mode, 
Royal  and  Bull  Dog. 

These  brands  are  well  known  and  I  can 
do  nothing  better  than  recommend  you  very 
strongly  to  place  your  orders  for  these  lines. 

Drop  me  a  line  and  I  will  have  a  sales- 
man show  them  to  you. 


JAMES  ROBINSON 

MONTREAL 
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"REECE  RAPID" 

BUTTONHOLE  MACHINE 


A  Wonder  Worker  in  Speed  and  Quality 

In  Button  Hole  work  the  most  important  part  is  to  finish  each 
button  hole  with  a  strong  bar  across  the  end.  This  gives  the  work 
strength  and  lasting  qualities  far  greater  than  ordinary.  The 
"  Reece  Rapid*'  is  the  only  machine  made  that  will  do  this  work 
perfectly.  This  is  the  reason  for  all  the  better  shoes  being  run 
through  our  machines.  The  "  Reece  Rapid"  makes  a  button  hole 
with  a  continuous  and  solid  bar  and  does  not  sew  in  ends  of 
threads,  therefore  not  a  thread  waster.  Write  us  for  further  details 
and  we  will  arrange  to  give  you  a  trial. 


Thos.  C.  Doyle  (Regd.) 

71-73  St.  Alexander  St.,  MONTREAL  73-81  Adelaide  St.  W.,  TORONTO 


Sole  Distributor 
for  Canada 


November,  1916 
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Advertising 

AERO-PEDS 


direct  to  the  consumer  will  have 
commenced  by  the  time  our  '*ad" 
next  appears  in  this  journal. 

We  have  endeavored  in  our 

Patents  Pending 

previous  "ads  to  convey  a  know- 
ledge of  their  superior  features  and  we  wish  again  to  empha- 
size the  fact  that  AERO-PEDS  are  not  in  competition 
with  generally  known  articles  of  a  similar  nature  or 
any  that  partially  attempt  to  effect  the  same  results. 
AERO-PEDS  attain  in  a  greater  degree  all  that  inside 
heel  cushion  and  outside  rubber  heels  together  com- 
bine. 

They  have  more  resiliency  and  give  longer  service — 
besides  which  they  breathe  and  tend  to  lessen  perspiration 
— this  means  dryer  and  consequently  warmer  feet.  Made 
for  Men  and  Women  and  extra  large  sizes  for  Military  Boots 
and  retails  at  50c  per  pair. 

Do  not  wait  until  you  lose  sales—Your 
Jobber  has  them  or  write  direct  to 


Aero-Peds  Mfg.  Co. 

30  Adelaide  St.  East       -         -  TORONTO 
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We  Give  You 
SURE  DELIVERIES 


Metropolitan  Brand  Paris  Brand 

Men's  Welts  Women'*  McKays  Men's  Wells         Women's  McKays 

Patricia  Brand 

Women's  High  Grade  Welts  and  Turns 


Our  big"  feature  has  always  been  turning"  out  goods  on  time. 
Just  now  we  can  offer  the  Canadian  shoe  man  an  exceptional 
service  in  prompt  deliveries  owing"  to  our  leather  supply  being 
certain  from  our  tanneries. 

We  have  been  making  good  footwear  for  over  twenty-five  years 
and  would  suggest  that  you  look  into  the  merits  of  our  ten  new 
styles  for  1917  selling.  We  have  all  the  newest  shades  in  women's 
shoes  and  popular  lasts  for  men. 

Daoust,  Lalonde  &  Co.,  Ltd. 

Montreal 


Branch 


The  Metropolitan  Shoe  Co. 

91  St.  Paul  St.,  East,  Montreal 


November,  1910 
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No.  103— Mannish 
Calf  Boot  with 
tan  suede  upper 


More  Men  and  Women  Insist  Upon 
Our  Shoes  Each  Season 

Dealers  who  handle  several  lines  of  Shoes  tell  us  that  the  demand  for  the 
MINISTER  MYLES  brands  shows  a  steady  increase  each  season.  Custo- 
mers who  once  wear  our  Shoes  are  satisfied  with  no  other  make.  They  ap- 
preciate the  advance  styles,  the  perfect  good  taste,  the  comfort  and  the  expert 
Avorkmanship  on  leather  of  quality. 

MINISTER  MYLES  SHOES  for  Men  or  Women  give  satisfactory  wear. 

/llNISTEI^  AlYLES 

Shoes 


Our  new  Fall  and  Winter  models 
strike  just  the  right  note.  They  are 
the  very  shoes  folks  have  heard 
about  and  are  looking  for.  They 
are  the  vogue. 


These  are  our  brands:  "Vassar" 
and  "Altro"  Shoes  for  Women. 
"Beresford"  and  "Minister  Myles" 
Shoes  for  Men.  You  will  find 
they  are  a  profitable,  creditable  line 
to  carry.  Let  us  give  you  full  par- 
ticulars. 


Minister  Myles  Shoe  Co.,  Limited 

109  Simcoe  Street,  TORONTO 


iimiiniiiniiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiimiiiiiiiiiiiiiiimiiiiiiiLi^ 
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SHOES  WITH 
CHARACTER 


Many  people  in  Canada  would  not  wear  any  other  than  Tebbutt  shoes. 

You'll  find  them  in  every  vocation  and  every  walk  ot  life,  but  more 
especially  perhaps,  among  the  more  enlightened  and  intelligent  people 
who  consider  their  comfort  first.  But  these  people  also  want  good 
taste  and  sensible  styles  in  their  footwear.  They  get  both  in  "  Doctor" 
and  "Professor"  shoes.  There  are  many  other  excellent,  exclusive 
features  about  these  shoes  that  have  made  them  popular. 

The  new  styles  are  now  being  shown.  We  would  suggest  you  defer 
your  placing  orders  until  you  have  seen  them.  It  will  prove  good 
business  for  191 7. 

Carried  by  most  good  jobbers. 

Tebbutt  Shoe  &  Leather  Co. 

Limited 

Three  Rivers,  Quebec 


November,  lOKi 
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Our  own  factories  are  now  manu- 
facturing the  following  articles: 

Felt  Box  Toes 
Metal  Shoe  Hooks 
Shoe  Buttons 
Shoe  Bows 
Shoe  Ornaments 

We  also  handle  other  shoe  supplies 
which  we  can  deliver  very  promptly. 

Prices  quoted  on  demand 

0 

Ltd 

3 6 5 - 3  6r-37i ,  Ontario  '$%> .  Montreal,  Oue. 
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Have  You  Seen  Them  ? 

IlllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllUlllliy^ 

Tony  Brown  Bal  on  point- 
ed last,  Neolin  Sole,  solid 
rubber  heel.  Also  same 
last  and  other  new  ones  in 
Gun  Metal  and  Patent 
Leather. 


The  new  styles  of  "Daisy"  Shoes  are  now  being  shown  in  your  territory  Have 
you  seen  them  ?  Never  before  have  we  been  able  to  offer  the  shoe  men  of  Canada 
such  an  assortment  of  unparalleled  good  values,  in  every  sense  of  the  word. 

"Daisy"  Shoes  for  1917 

If  you  would  be  properly  prepared  for  the  new  season,  place  your  orders  early.  The 
markets  in  all  lines  of  the  shoe  industry  are  advancing.  We  do  not  want  to  raise 
prices  but  this  matter  is  still  governed  entirely  by  the  supply.  Therefore,  we  advise 
early  buying  of  an  assortment  as  large  as  possible.  Only  by  this  means  can  you  be 
sure  of  your  rightful  percentage  of  191 7  profits. 

Drop  us  a  line  to  insure  a  call  from  our 
traveller.  He  will  show  you  our  new  styles. 

IIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIH 

DUFRESNE  &  GALIPEAU 

LIMITEE 

MONTREAL         -         -         -         -  QUEBEC 

lllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllll^ 
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Make  Money  With 

SLATER  SHOES 


No.  517- Gun  Metal  Bal  Neolin  Sole.    Same  in  Mahogany 
Calf  Bal  Neolin  Sole. 


The  new  Slater  Styles  have  met  with  very  ready  response  from 
all  our  regular  dealers  and  from  many  new  ones. 

Thisis  not  unusual  when  the  range  of  styles  has  been  inspected. 
Good,  saleable  shoes  are  easy  to  recognize  and  our  travellers  tell 
us  the  1917  Slater  Shoes  have  made  instant  friends  with  a  great 
many  Canadian  shoe  men. 

For  men  and  boys  there  is  no  more  up-to-the-minute  assort- 
ment of  footwear  than  those  we  have  been  showing.  If  you  have 
not  had  an  opportunity  to  see  them,  write  us  at  once. 

We  have  a  Catalogue  for  you  if  you  write  for  it. 


SLATER  SHOE  COMPANY 

Limited 

Established  1869 

MONTREAL 


IG 
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AMES 
HOLDEN 
McCREADY 

 .  —LIMITED  

I 
I 
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He  Who  Buys  NOW 

—Buys  Well 


The  "Imperial" 
Brand 

A  fine  shoe  for  men's 
and  women's  hi^ii  class 
trade. 


The  "Varsity" 
Brand 

in  men's  and  boys'  me- 
dium £:rade  shoes. 


The 
"Maple  Leaf" 

Brand 
Solid  Leather 

Shoes 

In  men's,  women's, 
boys'  and  girls'  sizes. 

BUILT  FOR  HARD 
WEAR. 


Seldom  a  day  goes  by  without 
some  intimation  from  the  shoe  manu- 
facturers of  another  raise  in  prices. 
Materials  are  getting  scarcer — lea- 
ther, fabrics,  thread,  etc.,  are  con- 
tinually advancing  in  price,  and  ad- 
ded to  this  condition  is  the  extreme 
sc^ircity  of  trained  labor. 

We  have  every  reason  to  believe 
that  prices  will  go  still  higher  and 
that  is  why  we  advise  present  buy- 
ing. The  dealer  who  anticipates  his 
Spring  and  Summer  needs  for  next 
year  and  buys  accordingly  is  the 
one  who  will  profit  by  his  foresight. 

This  season,  as  in  former  years, 
we  are  showing  our  extensive  line  of 
samples  for  1917  Spring  and  Summer 
footwear,  and  we  feel  safe  in  saying 
that  it  will  be  to  your  interest  to  see 
them  before  placing  your  orders. 

WritCy  wire  or  phone 
your  Sorting  Orders, 

English  Felt  Slippers — Elmira  Felts 
— Men's  Leather  Slippers — Lum- 
bermen's Knit  Socks— Moose  Moc- 
casins—Oil Tan  Shoe  Packs. 

If  your  stock  is  low  in  any  of  the 
present  season's  lines,  we  again  ad- 
vise quick  action  before  prices  go 
still  higher. 


The 

'Little  Canadian' 
Brand 

in  Misses'  and  child- 
ren's fine  shoes. 


"Witch  Elk" 

and 
"Sportsman" 

specially  made  from 
selected  leather  for 
hunters,  sportsmen  and 
prospectors,  10-12  and 
15  inch. 


"Speed  King" 

Sporting  and 
Tennis  Shoes 

Independent  Rubber 

Company's 

brands  of  rnl)ber  foot- 
wear— • 

"KANT  KRACK,' 

"ROYAL," 

"DAINTY  MODE," 

"BULL  DOG," 

"DREADNAUGHT" 

"VERIBEST" 

All  these  in  stock  for 

(|uick  shipment. 


McLaren  &  Dallas 

Wholesale  Distributors  of  Boots,  Shoes  and  Rubbers 
30  FRONT  STREET  WEST        -       TORONTO,  ONT. 
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Startling  Facts  Revealed 

to  the  Shoe  Retailers  in  Canada 


It  is  now  generally  known  that  every  different  leather  requires  a  different 
dressing-.  THE  GRIFFIN  MFG.  CO.  have  a  dressing  for  every  leather  and 
the  profits  to  the  dealer  are  50%  greater  than  any  other  polishes  on  the 
Canadian  market  to-day. 

We  guarantee  every  dressing  to  the  customer  or  money  refunded 
by  you  the  dealer.  -We  stand  behind  you  in  this  guarantee. 


BEST  KIT)  O^EANKR 
DISCOVERKl) 


Griffin's  Glace   Kid  Cream 

For  the  Latest  Winter  Footwear 

Cleans,  Colors,  Polishes.  Keeps  shoes  like  new.  In 
Blue,  Black,  Dark  Grey,  Brown  (popular  for  Fall). 
W  hite.  Ivory,  etc.    Price  $2.2.">  doz.;  .$24.00  -^ross. 

Griffin's  White  Kidine 

The  only  real  Kid  Cleaner  on  the  Canadian  market.  Also 
cleans  White  Calf  Shoes.     Price,  $1.7.")  doz.    $20.00  gross. 

Griffin's  Magical  Powders 

Also  in  Liquid  form,  all  colors.  Cleans  Suede,  Buck, 
Ooze  and  all  undressed  leathers.  Comes  in  all  new  Fall 
Shades — Chamois,  Greys,  Browns,  White,  Black,  Fawn, 
etc.     Price,  doz.  $1.50.    $10  .50  irross.      Liquid.  $2.2.5  doz. 


GLACEMD 
CREAM 

OEMS.SOnCIISUDPOUSia 


EVERY  COLOR  FOR 
KIT)  .SIIOE.S 


TERMS  FIVE  PER  CENT.  10  DAYS;  NET 
30  DAYS.  EXPRESS  PREPAID  ON  OR- 
DERS TO  THE  AMOUNT  OF  $15.  WRITE 
FOR    CATALOGUE    AND    PRICE  LIST. 


Anotiier  s|)ecialty.  Dull  i'aste,  for  C.un 
Metal  or  Dull   Kid,  $1.2.5  Dozen. 

Quick  CI  eaning  Fluid  for  Satin,  .Silks. 
Spats,  etc.,  $2..50  Dozen. 

N.\TURAL  BRONZE.  One  doz,  $2.2.5; 
(Iross  $24.00. 

I'OWDER  BAGS,  for  Suede  and  every 
color.     One  doz.  $1.15;   (iross  $12.00. 

BROWN  PASTE— the  newest  thing  on 
the  market.    Price.  $1.15  per  doz. 


ODORLESS  DYE  FOR  TAN  SHOES, 
{^nc  doz.  $2.00.    Best  yet. 

PATENT  CREAMS.    One  doz.  $2.00. 

CLOTH  TOP  DYE,  for  dyeing  Light 
Cloth  Tops.  Will  not  rub  oflF.  not  fade, 
or  penetrate  linings.  One  doz.  $3.00; 
Gross  $:}:5.00.    Good  for  Satins,  etc. 

SHOE  P.A.STES,  small  size.  8oc.  doz.. 
]);itent  opener.  Large  size.  $1.10  doz 
Tan,   iilack.   Bnnvn.  (^.x-Blood. 


Canadian   Shoe   Findings   Novelty  Co. 

"  The  House  of  Quality  " 
L.  Levy,  Manager  2  Trinity  Square,  TORONTO 

Montreal  Office    Phone  Westmount  671 


November, 
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Established  Nearly  50  Years 


Fancy  Leather  and  Skiver 
Factory 
PEABODY,  MASS. 


Shoe  Leathers  Tannery 
SALEM,  MASS. 


AGENTS 
in  the  United  States  and  Canada 


Haverhill  Leather 
Remnant  Co. 
Shoe  Splits 


Incorporated  1914 


E  are  in  a  big  Bull  Market  on  Sheep- 


*  skins,  and  it  is  our  belief  that  you 
will  save  at  least  10%  over  December 
prices,  if  you  place  your  orders  now. 

White  Chrome  Sheep  for  Tops  and 
Vamps  at  25c.,  28c.  and  30c.  F.  0.  B. 
Boston.  For  samples  see  our  representa- 
tive, Ed.  R.  Lewis,  21  Scott  St.,  Toronto, 
Canada. 

We  manufacture  a  large  line  of  skivers 
for  the  shoe  and  bag  trades. 


Donnelly  Carman  &  Mudge 


19  South  Street       -       -       BOSTON,  MASS.,  U.S.A. 


lllllllllllllllllllHllllllllllllllllllllllllllllllllllllliy^ 


Successors  to 


Inc. 


A.  F.  Clapp  &  Co.,  Inc. 

TANNERS  OF  PERFECTION  SHEEP  LEATHER 
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Where  You  Want  Them 
I         When  You  Want  Them 


WHEN  you  require  some  sizes  to  fill  in 
with,  the  most  convenient  place  to 
have  them  is  in  your  reserve  stock — but  you 
don't  want  the  burden  of  carrying  a  reserve 
stock — then  is  when  the  in-stock  feature  of 
the  Rice  &  Hutchins'  distributing  system 
serves  your  need. 

Think  of  it,  there  are  nine  wholesale  Rice  &  Hutchins' 
houses,  each  in  a  natural  distributing  centre,  carrying 

your  reserve  for  you. 

These  stocks  comprise  men's  high-grade  welt  shoes  that  will  retail 
with  a  good  profit  to  retailers  at  $6.00  down  to  $3.00  including 
the  Rice  &  Hutchins  Special,  All  America,  Armada,  Signet,  and 
men's  low-priced  welts  and  McKays— women's  fine  shoes  in  the 
Mayfair  grade,  women's  medium-grade  shoes  in  the  Ladifair  grade 
— boys'  fine  shoes  in  the  Signet  grade— and  Educator  Shoes  for 
every  member  of  the  family. 


I 
1 

i 


This  means  to  the  shoe  retailer  quick  delivery  of  sizing  orders,  the 
use  of  little  capital  and  quick  turn  over. 

Let  the  Rice  &  Hutchins  System  solve  your  problem. 


RICE  &  HUTCHINS'  WHOLESALE  HOUSES 

The  Rice  &  Hutchins  Chicago  Co.  The  Rice  &  Hutchins  Baltimore  Co. 

The  Rice  &  Hutchins  New  Y.ork  Co.  The  Rice  &  Hutchins  Cleveland  Co. 

The  Rice  &  Hutchins  St.  Louis  Shoe  Co.  The  Rice  &  Hutchins  Cincinnati  Co. 

The  Atlas  Shoe  Co.,  Boston,  Mass.  The  Rice  &  Hutchins  Atlanta  Co. 

Joseph  I.  Meany  &  Co.,  Inc.,  Philadelphia 

The  Rice  &  Hutchins  Chicago  Co. 

231  West  Monroe  Street 
CHICAGO        -        -  ILL. 


I  RICE  &  HUTCHINS,  INC.  | 

I  24  High  Street,    ::    Boston,  Mass.  | 
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Model  D 
Isbatn 
Foot  Power 


"The  Last  Word" 
in 

Button  Attaching 
Machines 

A  AVire  Button  Attaching  Ma- 
chine that  gives  you  the  great- 
est working  efficiency. 

The  ISBAM  does  this— 
absolutely — and  this  is 
the  machine  that  will  be 
the  most  profitable  to 
3'^ou. 

Econcjmical,  strongly  made, 
this  machine  means  quicker 
service  in  your  store — and  this 
means  more  sales. 

This  machine  is  absolutely  per- 
fected, and  resets,  or  adjusts 
quickly  the  buttons  on  any 
sh(  )e. 

Write  to-day  for  complete 
folder  that  tells  the 
whole  story. 

INDEPENDENT  BUTTON  FASTENER 
MACHINE  COMPANY 


5  Wellington  St.  East 


Toronto,  Ont. 


Guay  Counters 


All  Leather  Fair  Stitching-. 


Outwear  the  Shoe 

That's  our  claim  for  Guay  All- 
Leather  Counters.  We  will 
pay  cash  for  every  pair  of  shoes  in 
which  our  counters  are  used,  and 
which  they  fail  to  outwear. 
ALL  LEATHER  INSOLING 

a  large  stock  of  all  kinds  always 
on  hand. 

Prices  and  Samples  on  Application 

230  St.  Margurite  Street 
MONTREAL 


EUGENE  GUAY, 


•We  also  make  Union.  Standard  and  Leather  Board  Counters 


Boot  Laces 

In  Stock 


AH  kinds.  Complete  assortment 
including  long  lengths  for  high  cut 
styles. 

1  have  the  latest  shades  for  prompt 
delivery. 

Samples  gladly  sent  if  requested. 
Fair  and  reasonable  prices. 

E.  W.  McMARTIN 

45  St.  Alexander  St. 

MONTREAL 

I  also  sell  Champion  Spool  Silk  for  button  holing,  etc. 
Slipper  Bindings  and  Stay  Tapes. 


"UNION" 
EDGE  SETTING  MACHINE 


For  making  a  hot 
kit  burnished  edg« 
this  machine  is  un- 
excelled. It  makes 
an  edge  equal  to  hand 
work. 

Driving  pulley  5  x 
3.  Should  run  375 
revolutions  to  the 
mmute.  Weight  I  75 
lbs. 


Kieffer  Bros. 

Rgd. 

Established  1869 
96  Prince  Street 

Montreal    -  Que. 
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THE  NEW  "AVIATOR"  SHOE 

The  "Aviator"  Sole  is  something  entirely  new. 
It  is  made  by  our  own  secret  process,  fully  cov- 
ered by  patents.  It  is  soft  and  springy  like  a 
cushion,  but  with  all  the  tough,  hard-wearing 
(jualities  of  high-grade  rubber. 

The  "Aviator"  Sole  i^ives  much  orreater  foot-ease 
to  the  wearer  than  the  ordinary  rubber  sole.  It 
is  a  shock-absorber  and  also  serves  as  a  protector 
against  hot  pavements. 

The  "Aviator"  Shoe  is  the  last  word  in  footwear 
for  gymnasium  or  athletic  uses.  That  is  why  you 
should  include  the  "Aviator"  Shoe  in  your  Fleet 
Foot  Order  for  Spring. 


If  you  have  not  ordered  it,  write  to  our 
nearest  Branch  for  further  information. 


Canadian  Consolidated  Rubber  Co.,  Limited 

Head  Office,  MONTREAL 


28  "Service"  Branches  Throughout  Canada 


November. 
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It  is  gratifving-  and  interesting  to 

Newspapers  Taking 
an  Interest 


note  that  in  recent  montlis  the 
daih'  press  have  l^een  devoting 
more  space  than  before  to  happenings  and  develop- 
ments in  the  realm  of  footwear.  Specially  are  the  news- 
])apers  doing  good  work  in  keeping  the  pnblic  posted  on 
the  tremendons  advances  in  leather  costs  and  the  con- 
sequent increase  in  the  price  of  the  finished  article. 
L.ately,  too,  we  have  noticed  not  a  few  articles  on  the 
care  of  shoes,  the  advisability  of  using-  shoe  trees,  and 
the  advantages  of  ha\-ing  more  than  one  pair  of  shoes 
for  alternate  wear.  In  tlie  hirger  cities  entire  pages 
liave  l)een  dex  oted  td  style  trend  and  suggestions,  ^vith 
accompanying-  ad\-ertisements  l)y  the  local  dealers. 

This  is  g-Qod  businos,  and  c\  ery  shoe  retailer  will 
dii  well  to  kee])  in  touch  with  tlie  editor  of  his  local 
newspaper  with  a  to  hax  ing  articles  of  a  similar 

nature  appear  even  more  frc(|uently.  Newspai:)cr  men 
are  usually  willing  to  iniblisli,  without  charge,  au}- 
items  or  articles  that  are  df  general  interest  to  theii- 
readers.  For  the  good  of  your  l)usiness,  shoes  cannot 
be  too  much  spoken  of  in  the  press,  and  ii  a  traxeller 
has  just  told  you  some  newsy  facts  about  the  leatiier 
situation  or  anything  else,  straighten :it  out  into  a  para- 


Distance  Lends 
Enchantment 


graph  or  two  and  hand  it  in  to  the  editor.  He  will 
appreciate  your  thoughtfulness  and  at  the  same  time 
it  will  improve  your  status  as  a  merchant.  This  kind 
of  publicity  is  more  valuable  than  the  "write-ups"  so 
often  sought  by  business  men,  in  that  it  lacks  the  ap- 
pearance of  being-  "inspired." 

*        *  * 

It  is  a  peculiar  trait  inherent  in  a 
great  many  people  that  they  be- 
lieve the  larger  store  in  the  larger 
city  oifers  better  opportunities  f(jr  supplying  their 
needs  than  the  small  store  in  the  small  towiT  in  which 
they  live.  Thus  it  happens  that  the  farmer,  instead  of 
buying-  more  than  actual  necessities  at  the  cross-roads 
general  store,  waits  until  he  has  to  '"go  to  town,"  pos- 
sibly with  a  load  of  produce,  to  see  his  lawyer,  or  on 
some  other  errand,  and  takes  a  list  of  articles  to  pur- 
chase that  have  been  the  subject  of  family  discussion 
for  a  considerable  time.  In  turn,  the  people  in  that 
particular  town  will  imagine  that  the  neighboring-  city, 
not  so  many  miles  away,  is  a  vastly  superior  shopping- 
Mecca  to  their  own  town,  and  so  they  hie  themselves 
off  on  every  possible  occasion.  For  the  sake  of  argu- 
n-ient,  let  us  suppose  this  city  to  be  Toronto.  Many 
people  in  Toronto  consider  the  city  of  Buffalo,  N.Y., 
offers  many  more  purchasing  possibilities,  more  up-to- 
date  merchandise,  better  bargains  and  service  than 
their  own  city.  Familiarity  with  their  home  town 
leads  many  Bufifalonians  to  look  to  New  York  as  a 
better  place  to  spend  their  money,  and  we  all  know,  of 
course,  that  feminine  New  York — at  least,  before  the 
war — took  keen  delight  in  the  Paris  creations  of  l-^oiret, 
AA'^orth,  and  Pacfuin. 

This  tendency  is,  to  a  great  extent,  responsible  for 
the  great  hold  established  by  the  mail  order  houses — 
this  belief  that  any  article  coming  from  a  large  store, 
in  a  large  city,  must  inex  itably  be  better,  cheaper,  and 
more  satisfactory  all  round.  It  often  happens,  there- 
fore, that  the  retailer  finds  many  of  his  best  customers 
deserting  him  to  patronize  merchants  in  a  more  ex- 
tensive city. 

While  this  is  regrettable  to  a  certain  extent,  there 
is  in  it  an  element  not  unlike  that  habit  practised  in 
parts  of  the  Orient  where  the  natives  squat  in  rows  on 
the  ground  and  derive'  pleasure  in  having  their  backs 
scratched — each  man  scratching-  the  back  of  the  man 
ahead  of  him.  The  merchant  can,  in  a  like  manner, 
after  doing  everything  possible  to  assure  the  retention 
ol  his  present  clientele,  culti\-ate  the  patronage  of  the 
lovvn  behind  him — the  smaller  place.  Thus. if  he  is  a 
small-town  merchant  and  his  business  begins  to  back- 
slide through  custijmers  going  to  the  larger  city,  he 
still  has  it  in  his  power  to  go  after  the  farmer  trade  and 
Ihe  business  in  surrounding  villages. 

To  no  sn-iall  extent  are  these  shopping  tours  out  of 
town  considered  in  the  light  of  a  little  holiday,  where- 
as shopping  in  one's  home  town  is  more  or  less  of  a 
routine  duty.  Instead  of  bemoaning  the  loss  of  this 
trade,  therefore,  and  calling  on  high  heaven  to  witness 
Lhc  injustice  of  the  modern  age,  the  retailer  should 
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Have  You  a 
Reference? 


recognize  in  it  an  opixjrtnnil y  lor  iiini>ell  to  bcnclit 
even  as  tlie  nierelianl  in  tiie  lar^^er  city  bcnelits,  and 
who  is,  in  Inrn,  deserted  by  many  of  liis  customers  to 
'f^o  to  a  still  larger  city.  That  this  is  a  situation  recog- 
nized by  many  large  stores  witness  the  many  advertise- 
ments of  Buffalo  firms  in  Toronto  papers,  i)articnlarly 
aionnd  lioliday  time,  when  Torontonian>  are  more 
liable  to  take  advantage  of  the  lure. 

If  the  peo|)le  of  one  town  are  going  to  scratch  the 
back  of  the  retailei-  in  the  city  higher  u]>.  then  the 
retailer  in  llie  small  city  should  cultivate  the  back- 
scratching  proclivities  of  the  ])e(i|)le  in  the  town  or 
village  next  under  his  own  in  size,  and  so  on.  It's  a 
logical  proposition  isn't  it? 

*       *  * 

A  retailer,  a  few  days  ago,  adver- 
tised for  a  salesman,  must  be 
In'st-class,  a  top-notcher,  al)stain- 
er,  and  all  the  rest  of  it,  characteristically  concluding 
with  the  time  and  weather-beaten  admonition,  "Must 
furnish  good  references." 

Now  just  what  is  a  reference?  Usually  it. is  a  writ- 
ten statement  of  fjualifications  (?)  given  by  an  em- 
ployer to  a  departing  em])loyee  and  presented  by  him 
to  his  next  jjrospective  emi)loyer.  i^ut  are  these  re- 
ferences all  they  are  cracked  up  to  be?  The  em))loyer 
who  gives  your  api)licant  a  reference  is,  nine  times 
out  of  ten,  a  total  stranger  t<i  you.  l.'erhaps,  too,  the 
reference  was  given,  not  because  the  employee  de- 
served it,  but  on  account  of  his  imi)ortunity  or  be- 
cause the  employer's  conscience  wori-ied  bini  for  dis- 
missing the  man.  While  there  are  a  few  employers 
Avho  will  "knock"  a  prev  ious  employee  on  every  occa- 
sion possiljle,  the  more  human  of  them  do  not  relish 
the  idea  of  keei)ing  a  man's  head  under  w;iter,  or  i)re- 
venting  him  from  having  another  chance  to  make  good, 
simply  for  the  sake  of  a  few  written  words. 

Taking  it  all  in  all,  therefore,  the  reference  is  badly 
abused  in  the  connnercial  world,  often  worth  no  more 
than  the  paper  it  is  written  on.  A  reference  should 
constitute  a  more  or  less  ])ersonal  voucher  for  the  a])- 
])licant  by  the  previous  employer.  Instead  of  that 
it  is  usually  as  meaningless  as  our  ])resent-day  intro- 
ductory system.  In  the  olden  days  if  an  ac(piaintance 
introduced  you  to  a  stranger  you  felt  a  certain  degree 
of  confidence  that  the  man  was  all  he  should  be.  But 
nowadays  when  your  friend  down  street  drops  in  for 
a  chat  ycni  pass  around  the  introduction,  totally  un- 
mindful of  the  fact  that  }(iu  may  be  introducing  a 
swindler,  a  thief  or  a  "con"  artist.  So  it  is  with  the 
reference,  and  yet  some  retailers  place  so  much  faith 
in  that  magic  word  "reference"  that  they  swallow  the 
"gufif"  hook,  line  and  sinker,  and  wonder  why  they 
get  stung  so  often.  There  are  other  employers,  though, 
who  rely  upon  their  ability  to  judge  human  nature  and 
read  facial  character,  rather  than  upon  any  number  of 
written  recommendations  the  ai)plicant  might  l)e  able 
to  produce,  and  this  seems  to  be,  after  all,  the  best 
course. 


One  of  tlie  leading  merchants  in  Toronto  stated 
recently  that  in  nine  cases  out  of  ten  the  man  who  a]>- 
l)lied  for  a  job  relying  simjjly  upon  his  own  ability  to 
make  good,  actually  proved  his  worth.  He  stated  that 
references  are  often  given  to  friends  or  relatives  by  em- 
])loyers  who  would  not  consider  employing  these 
])eople  themselves  but  who  are  quite  willing  to  let 
somebod}'  else  bear  the  brunt  of  finding  out  just  how 
much  a  reference  is  really  worth.  .\nd  so  it  goes,  on 
and  on.  The  ap])licant  produces  his  carefully  pre- 
served batch  of  references,  strikes  a  Napoleonic  atti- 
tude and  waits  to  be  hired.  .\nd  the  merchant  thinks 
io  himself:  "This  fellow's  g(jt  lots  of  good  references — 
he  must  be  all  right."  So  the  salesman  is  hired,  soon 
gets  tired  and  is  eventually  tired — but  the  merchant 
provides  him  with  another  reference,  partly  because 
he  is  glad  to  get  rid  of  him  and  ])artly  because  he  is 
soft-hearted. 

it  would  seem  to  be  the  ])art  ui  wisdom  if  employ- 
ers would  cultivate  more  confidence  in  their  own  ability 
to  judge  a  man's  value,  rather  than  upon  the  written 
word  of  i)eoi)le  they  never  saw  before  and  perhaps 
never  will  see. 


The 
Right 
Idea 


Santa  Claus  says: 

"Give  USEFUL  Gifts'* 

Have  ymi  iiuticcil  that  an  iiurca>- 
ing  number  of  tluni.iilitful  people 
each  year,  are  l)iiying  tlieir  Christ- 
mas presents  in  shoe  stores.-' 
"There's  a  reason" — in  fact  many 
reasons.  We'd  like  you  to  come  in 
and  let  us  explain  them.  These  are 
days  when  friends  don't  thank  you 
for  spending:  money  on  useless  .shifts. 

John  Smith  &  Co. 

Footwear  Specialists 


Folder  cover  for  Christmas  advertising. 
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Remember  Last  Year  and  Don't  Get  Caught  Again 

Start  the  Christmas  Campaign  Early— Make  Your  Motto  "Footwear  for  Christmas" 

—Get  Your  Just  Share  of  the  Holiday  Trade 


WE  have  frequently  spoken  of  the  reasonable- 
ness of  the  expectation  that  the  shoe  retailer 
should  get  a  fair  share  (a  fairer  share)  of 
the  Christmas  gift  trade.  There's  one  other 
thing  we  all  need  to  remember,  too — let's  get  our  cam- 
paign started  early.  Nothing  comes  on  us  so  quickly 
as  Christmas,  and  if  we  are  to  profit  by  this  season's 
gift  trade  we  must  lay  our  plan^  now  and  begin  car- 
rying them  out  to-morrow.  Especially  if  we  are  to 
carry  on  any  preliminary  campaign  is  this  very  essen- 
tial.   People  are  already  discussing  their  Christmas 


presents,  and  further — they  are  deciding  to  give  some- 
thing useful.  Are  you  going  to  profit  or  will  you  wait 
— till  next  year? 

A  number  of  retailers  have  expressed  themselves 
enthusiastically  on  the  subject  of  more  holiday  trade 
for  the  shoeman,  but  none  of  them  quite  so  forcefully 
as  Mr.  Fred  R.  Foley,  of  Bowmanville,  Ont.,  who 
writes  a  chariicteristic  letter  so  full  of  useful  ideas 
that  we  have  pleasure  in  reproducing  it.  Note  that 
even  Mr.  Foley,  who  is  not  often  caught  napping  him- 
self, warns  us  to  "remember  last  year  and  not  get 
caught  again.    Here  is  the  letter : 

Editor  Footwear  in  Canada  : 

About  the  shoemen  getting  after  Christmas  trade, 
I  say  "sure,"  like  John  Bull — both  feet  getting  there 
and  both  hands  full.  We  shouldn't  sit  back  and  let 
the  other  fellow  get  the  Christmas  business  when  we 
have  such  a  splendid  list  from  which  to  choose — gifts 
that  are  practical  as  well  as  ornamental.  Surprising, 
isn't  it,  the  number  of  useful  and  seasonable  gifts  to 
be  found  in  a  shoe  store?  One  could  name  25  appropri- 
ate articles  without  stopping,  and  thoughtful  people 
are  "catching  on"  where  the  thoughtful  merchant  is 
making  his  line  attractive.  The  law  of  suggestion  is 
responsible  for  a  great  many  sales.  Display  wares 
well  and  with  a  personal  word  of  suggestion  the 
Christmas  customer  is  landed.  Windows  should  be  so 
attractive  as  to  dominate  the  whole  sidewalk— not 
filled  with  bulky  tissue  paper  streamers,  etc.,  but  there 
are  so  many  beautiful  ideas  that  can  be  worked  out, 
especially  with  the  help  of  Dennison  Crepe  papers. 
I  am  strong  on  store  decorations,  and  try  to  make  them 
especially  inviting  during  December.   I  am  also  strong 


on  advertising.  Last  year  we  had  excellent  results 
from  a  folder  we  prepared,  distributed  and  mailed.  I 
enclose  a  copy  as  sample.  The  inside  pages  we  used 
for  advertisements  in  our  local  papery.  This  year 
we  purpose  fitting  up  an  attractive  boothin  the  store 
with  a  smiling  young  clerk  to  manage  and  push  find- 
ings and  smaller  articles  that  are  practical.  Let's  all 
remember  last  year  and  not  get  caught  again  by  being- 
late  in  the  game.  Yours  truly, 

Fred  R.  Foley. 

Four-page  Folder 

The  folder  to  which  Mr.  Foley  refers  is  similar  on 
its  front  page  to  that  shown  in  color  on  the  opposite 
page.  The  other  three  pages  of  the  folder  have  similar 
Christmas  borders  and  contain  interesting  information, 
with  illustrations,  of  the  various  lines  carried ;  also 
lists  of  suggestions  for  father,  mother,  etc.  These  fold- 
ers Avere  distributed  by  hand.  Others  that  were  mailed 
were  of  light  card-board  held  together  with  a  wire 
clasp,  and,  presumably,  though  Mr.  Foley  does  not 
say,  having  a  space  for  the  address  somewhere  on  the 
folder. 

A  Post  Card  Idea 

Another  scheme  has  just  come  to  our  attention, 
which  is  claimed  to  have  brought  in  a  good  increase 
in  business,  and  which  consisted  in  sending  out  a 
series  of  notices  by  postal  card.  The  first  was  dated 
December  1,  and  this  was  followed  by  similar  cards 
on  December  7,  13,  16,  20,  22.  These  cards  read  some- 
thing like  those  shown  herewith.  These  cards  should 
be  made  as  attractive  as  possible  consistent  with  ex- 
pense, and,  if  necessary,  can  be  enclosed  in  penny-saver 
envelopes  and  mailed  for  one  cent.  If  the  cards  are 
attractive  they  will  be  read  and  kept.  If  they  are  well 
written  they  will  bring  you  business.  It  is  not  evident 
that  the  dates  are  the  most  satisfactory.    This  would 


Belgium  Ornamented  Felt 
Slipper,  very  popular  in 
the  Dominion  —  Manufac- 
tured by  S.  Cohen,  72-82 
Lincoln  St.,  Boston,  Mass. 


depend  to  a  very  considerable  extent  on  the  day  on 
which  Christmas  falls.  Then  again,  there  is  an  ele- 
ment to  be  considered  in  the  day  on  which  it  is  the 
habit  of  certain  people  to  do  their  buying.  That  is, 
if  this  card  is  sent  out  on  Friday  so  that  it  will  reach 
its  destination  on  Saturday  morning  it  will  appeal  to 
many  who  do  their  purchasing  on  Saturday  afternoon. 
A  study  of  the  buying  habits  of  the  people  in  your 
vicinity  should  have  something  to  do  with  the  date  on 
which  the  cards  are  mailed. 

Curtailment  of  Frivolous  Purchases 

Many  dealers  in  Montreal  have  recognized  the  pos- 
sibilities of  Christmas  for  some  time  past,  and  last 
year,  in  particular,  seasonable  displays  were  more 
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numerous  and  effective  than  ever  before.  They  have 
found  profitable  business  in  felt  footwear,  cosy  slippers, 
and  so  on,  for  men,  women  and  children.  This  year 
the  supposition  may  reasonably  be  that  more  expensive 
and  profitable  sales  will  be  easily  made  in  the  better 
grades  of  footwear.  The  shoemen  of  this  city  are  look- 
ing to  this  with  every  degree  of  justification. 

"I  believe,"  said  one  retailer,  "that  the  public  are 
becoming  more  wideawake  to  the  importance  of  ])ur- 
chasing  gifts  which  will  be  durable.  VVe  are,  of  course, 
bound  to  buy  toys  for  our  children,  even  though  we 
know  they  will  not  last  for  long,  but  there  is  no  rea- 
son why  people  should  go  to  extremes  in  this  matter. 
Buy  toys  . by  all  means  ;  still,  don't  overlook  useful  pre- 
sents for  the  children,  and  there  are  many  lines  of 
footwear,  plain  and  fancy,  which  will  please  the 
yoimgsters.  As  for  men  and  women,  1  aiu  convinced 
.that  they  are  more  careful  buyers  than  they  were,  and 
for  that  reason  1  think  we  shall  see  a  curtailment  of 
the  purchases  of  the  frivolous  and  merely  pretty  type 


8-inch  Napoleon 
Blucher  Lace,  Gun 
Metal  Vamp— Gray 
Nubuck  Top- Per- 
forated Vamp  Line 
—  Leatlier  Louis 
Heel -Welt- Wes- 
cott- Whit  more  Co., 
Syracuse,  N.Y. 


of  present,  and  a  larger  investment  in  such  useful  ar- 
ticles as  boots  and  shoes.  We  retailers  can  do  a  lot 
to  push  our  lines  at  Christmas  not  only  by  window 
displays  and  advertising,  but  by  suggesting  to  custo- 
mers the  suitability  of  our  goods  for  presents.  Cus- 
tomers may  not  have  thought  of  shoes  in  this  way — 
it  is  our  business  to  suggest  it,  and  also  to  ofifer  some- 
thing which  will  materialize  our  suggestion  into  hard 
cash.  We  have  the  goods,  and  it  will  be  our  own  fault 
if  we  do  not  get  the  trade,  especially  when  the  public 
are,  I  believe,  more  than  ever  inclined  to  get  away 
from  the  old  notion  of  buying  ornamental  presents." 

Pins  His  Faith  to  Attractive  Windows 

Another  retailer  pinned  his  faith  to  more  attractive 
window  displays.  Get  the  public  into  the  stores  by 
education,  through  the  eye,  as  to  the  possibilities  of 
Christmas  presents  in  the  shoe  line.  Although  prices 
are  higher,  shoe  retailers  are  not  worse  off  than  other 
storekeepers,  for,  he  said,  prices  all  round  are  on  the 
ascent,  and,  besides,  shoes  give  good  value  for  the 
money,  which  is  more  than  can  be  said  for  some  other 
things  sold  for  Yuletide  ])resents. 

That  is  the  sentiment  that  should  be  in  the  mind 
of  every  retailer — the  value  and  acceptability  of  foot- 
wear as  gifts  instead  of  the  useless  trash  that  often 
passes  from  hand  to  hand  at  this  particular  season. 
Whether  you  go  after  this  business  by  mail,  by  adver- 
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tising,  or  fievote  more  of  your  attention  tf)  ai)propriate 
window  dressing,  go  after  it  strong  and  faithfully. 
It  is  wf>rth  the  effort,  surely. 


Card  No.  2 

— 18  days  until  Christmas. 

Go  to  the  Enterprise  Shoe  Store — 521  Main  Street 
— to  do  your  Christmas  shopping.  You'll  find 
real  worth-while  presents  at  the  prices  you 
want  to  pay. 

Remember  the  name — remember  the  street — re- 
member Footwear  for  Christmas. 


Card  No.  3 

December  13 — an  unlucky  day  you  say?  Maybe, 
but  a  mighty  lucky  day  for  you  if  you  come 
to  the  Enterprise  Shoe  Store  to  purchase  your 
gifts. 

Our  motto  this  year  is  "Sensible  Presents,  i.e., 
Footwear  for  Christmas  —  Footwear  for 
Everybody." 

And  remember — Christmas  is  only  12  days  away! 


Card  No.  4 

Do    you    realize    that    it's    only    nine    days  to 
Christmas? 

And  have  you  been  to  the  Enterprise  Shoe  Store 

to  buy  those  Christmas  gifts? 
Footwear  at  the  present  time  will  be  the  most 

acceptable  and  useful  purchase  you  can  make. 
Better  come  to-day — the  address  is  521  Main  St. 


Card  No.  5 

December  22 — and  Christmas  is  on  Monday. 

If  you  haven't  already  purchased  your  footwear 
gifts  at  the  Enterprise  Shoe  Store,  don't  fail 
to  do  so  to-day.  Our  variety  is  almost  un- 
limited, and  whether  for  mother,  father,  chil- 
dren or  friends  we  can  please  you. 

Open  at  nights  until  10  o'clock  and  the  store  is 
as  light  as  day. 

Your  last  chance  to  solve  the  problem  of  giving — 
come  to-day — Enterprise  Shoe  Store — 521 
Main  Street. 

We  only  ask  you  to  "look-in"  on  us — We  do  the 
rest. 
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Card  No.  1 

It's  only  24  days  to  Christmas. 

Don't  wait  until  the  day  before — don't  wait  till 

the  week  before. 
Do  it  to-day. 

What  could  be  more  sensible  and  lasting  than  a 
gift  of  footwear — for  any  member  of  the  fami- 
ly or  your  most  intimate  friend. 

We  shall  expect  you  at  the  Enterprise  Shoe  Store 
— 521  Main  Street — to  do  your  Christmas 
Shopping. 


November,  I9l6 
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The  Future  of  the  Leather  Market 

As  Uncertain  as  the  Duration  of  the  War— Manufacturers  Are 
Helpless— What  the  Tanners  Say 


THE  situation  in  the  leather  market  is  the  most 
difficult  and  perplexing  that  has  even  been  ex- 
perienced in  the  history  of  the  trade.  Previous 
'to  the  war,  hides  and  skins  were  on  a  high 
level,  brouo-ht  about  by  a  gradual  advance  for  several 
years  previous,  owing,  apparently,  to  the  consumption, 
of  the  world  being  just  a  little  more  than  the  hides  and 
skins  available  could  supply.  When  war  broke  out  this 
position  was  intensified,  and  from  that  time  on  until 
to-day  we  have  experienced  a  gradually  ascending 
market  for  all  classes  of  hides,  calfskins,  sheepskins, 
and  goatskin.s — in  fact,  everything  that  goes  into  the 
manufacture  of  leather.  While  this  steady  advance  has 
continued,  during  the  last  three  or  four  weeks  the  most 
sensational  rise  has  taken  place,  eclipsing  anything 
that  has  preceded  it,  with  the  result  that  the  cost  of 
leather  has  enormously  increased,  and  when  is  added 
to  the  increased  cost  of  hides  and  skins  the  increased 
cost  and  difficulties  in  obtaining  sufficient  labor,  and  to 
this  the  enormous  increase  in  the  price  of  all  tanning 
materials — chemicals,  dyes,  etc. — one  can  begin  to  real- 
ize why  leather  of  all  kinds  should  have  reached  record 
prices.    Even  then  tanners  state  it  is  difficul't  to  make  a 


No  Cause  for  Worry  Here 
Canada's  exports  in  the  year  ending  May,  1916, 

were  $820,000,000,  nearly  double  the  record  for 

either  1915  or  1914. 

The  United  States,  with  a  population  of  100,- 

000,000   (about  twelve  times  the  population  of 

Canada),  did  less  than  five  times  as  much  foreign 

trade  as  Canada. 

In  the  United  States  there  was  a  yield  of  about 

10  bushels  of  wheat  per  head  of  population,  while 

in  Canada  the  yield  was  44  bushels  per  head  in 

1915. 


reasonable  profit.  They  have  to  reckon  with  steadily 
increasing  values  of  everything  that  goes  into  the  man- 
ufacture of  leather,  which  will  in  all  probability  become 
still  higher  as  long  as  the  war  continues,  owing  partly 
to  the  increased  number  of  embargoes  by  which  almost 
every  country  prohibits  the  export  of  these  raw  mater- 
ials that  are  required,  the  increased  cost  of  transporta- 
tion, war  risks,  ordinary  insurance  much  higher,  etc. 
In  fact,  to-day  there  is  no  regular  staple  price  for  the 
various  classes  of  leather,  nor  can  there  be  so  long  as 
the  materials  above  mentioned  continue  to  change  in 
jM-ices  and  reach  higher  limits  from  day  to  day. 

Making  Sure  of  Supply. 

Manufacturers  state  that  it  is  absolutely  unsafe  to 
take  orders  ahead  at  fixed  prices,  either  for  leather  or 
boots  and  shoes  without  running  a  serious  risk  of  being 
unable  to  fill  such  contracts  except  at  a  loss.  Certain 
shoe  manufacturers  are  taking  no  orders  unless  they 
are  covered  with  material  out  of  which  to  make  the 
shoes,  and  the  leather  manufacturers  are  making  sure 
of  their  raw  materials  before  entering  into  contracts  at 
fixed  prices.    The  whole  situation  seems  to  be  full  of 


worry  and  anxiety  for  everyone  engaged  in  these  vari- 
ous branches  of  the  trade.  The  manufacturers  of 
leather  and  the  manufacturers  of  boots  and  shoes  are 
both  anxious  to  do  the  very  best  they  can  to  protect 
and  assist  their  customers  during  this  trying  time,  and 
the  best  results  can  only  be  obtained  by  each  assisting 
the  other  to  the  very  best  of  their  ability. 

In  addition  to  all  the  other  causes  above  mentioned 
making  increased  cost  for  leather  and  boots  and  shoes 
is  the  Government  war  tax  of  per  cent,  on  all  im- 
ports into  Canada.  The  bulk  of  the  hides  and  skins, 
tanning  materials,  dyes,  etc.,  are  imported,  and  this 
adds  very  largely  to  their  cost.  Also  many  lines  of 
findings  and  other  requirements  for  the  manufacture  of 
boots  and  shoes  must  of  necessity  be  imported,  and  the 
same  addition  to  cost  is  caused  to  shoe  manufacturers. 
It  is,  therefore,  the  logical  conclusion  that  all  kinds  of 
leather,  as  well  as  boots  and  shoes,  will  reach  consider- 
ably higher  prices.  The  situation  is  quite  apparently 
beyond  the  control  of  manufacturers  and  tanners.  It  is 
a  condition  of  affairs  brought  about  by  the  war — either 
by  war's  exactions  or  by  creating"  special  conditions 
which  make  it  possible  for  those  who  control  the  sup- 
ply of  the  various  raw  materials  which  enter  into  the 
making  of  a  shoe,  to  demand  exhorbitant  prices. 

Production  Not  Crippled. 

It  has  been  said  that  war  cripples  production,  stunts 
industry,  and  paralyzes  commerce  generally.  However 
that  may  be  with  regard  to  some  lines  of  trade,  it 
would  not  seem  to  apply  specifically  to  the  leather 
trade.  Rather,  it  has  increased  production  very  mater- 
ially, the  chief,  difficulty  being  that  the  channel  of  con- 
sumption has  been  diverted  to  war  covmtries,  with  its 
inevitable  rapid  destruction,  and  the  civilian  trade  suf- 
fers as  a  consequence. 

Though  retailers  are  fairly  well  advised  in  general 
as  to  the  "why"  of  higher  prices,  changes  in  this  line 
have  been  so  rapid  that  it  has  been  difficult  to  keep 
properly  informed. 

For  that  reason  we  have  endeavored  in  this  issue  to 
treat  the  subject  in  a  general  way,  and,  in  addition  to 
quoting  prices,  are  also  reproducing  interesting  letters 
from  various  Canadian  manufacturers,  who,  of  all  peo- 
l^le  in  the  trade,  must  study  the  situation  from  all  sides. 

Prices  iContinually  Advancing. 

Further  advances  have  occurred  during  the  last  two 
or  three  weeks,  and  as  indicative  of  the  trend  of  To- 
ronto quotations  the  following  table  is  offered: 

July,  1915.  Oct.,  1916. 

Glazed  kid,  for  average  men's  boots  17  .44 

For  better  grade  shoes  22  .48 

For  low-grade  women's  boots  16  .38 

Sheep  leather  08^  .20 

Hemlock  sole   34  .50 

Oct.,  1915.  Oct.,  1916. 

Calf  leather   32  .hWi 

Calf  leather  (top  grades)   35  .575^ 

Gunmetal  finish     31  .50^4 

Veals   30  A'iVz 

Full  chrome  side  for  men's  lioots  24  .38 

Chrome  veals   30  .44 

Chrome  patent  sides  29  .40 

Dec,  1915.  Oct.,  1916. 

White  chrome  sheep  10  .22 
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Increase  in  Manufacturing  Costs. 

July,  J'J14.    Oct.,  I'JIO. 


Hemlock  bark  (cord)    $9-$9.50  $13-$I3.50 

Chestnut  oak    4.7  .09 

.Solid  quebracho   OIJ  .11 

Cordova  dry  hides   IJO  .41 

Packer  steer  hides    .20  .30 

I'Veight  from  South  America  (per  cwt.J . .     .7!)  4.00 


Not  alone  have  the  prices  of  hides  and  tanning 
materials  shown  big  advances,  but  common  tanner}- 
labor  has  also  risen.  The  salaries  paid  now  and  in 
1914  are  as  follows: 

July,  1914.  Present  time. 

Yard  men    $  9.00  per  week         .$  1 1 .00  per  week 

Bcamhouse  men.      10.00  per  week  ]:!..)0  tf)  14.00  per  week 

British  Wax  Office  Commandeers  Supply. 

The  increasing  demand  for  leather  for  military  pin-- 
poses  is  indicated  by  the  fact  that  the  British  War 
Office  recently  gave  notice  of  its  intention  to  take  pos- 
session of  all  ox,  cow,  and  bull  hides  imported  into  the 
United  Kingdom  from  Australia,  New  Zealand,  South 
Africa,  and  South  America,  and  other  imported  hides 
of  the  same  species,  wet  salted  of  45  pounds,  dry  salted 
of  45  poinids,  and  dry  of  IH  pounds  or  over. 

The  Goatskin  Supply. 

vSilence  is  golden,  we  hear  it  said,  but  applied  U)  the 
opinion  just  expressed  from  a  prominent  tanner,  would 
be  somewhat  out  of  place.  He  says:  "Our  present  sit- 
uation is  such  that  we  do  not  care  at  all  to  express  an 


Dressy  high  shoe  with 
patent  leather  vamp 
and  dari<  brown  l<id 
upper—  MinisterMyles 
Shoe  Company,  Ltd., 
Toronto. 


idea  in  any  way.  Importation  of  certain  skins  is  so 
cin^tailed  that  we  do  not  see  any  further  than  what  we 
have  in  process  at  the  tannery  at  the  present  moment, 
so  that,  rather  than  admit  such  shortage,  wc  would 
rather  not  say  anything  just  now." 

What  Other  Tanners  Say. 

The  following  is  the  opinion  of  C.  S.  Hyman  &  Co., 
Ltd.,  prominent  tanners,  of  I^ondon,  Out.: 

"We  think  there  is  nothing  for  it  if  the  war  con- 
tinues but  higher  prices  for  leather  of  all  descriptions. 
During  the  last  couple  of  weeks  hides  have  advanced 
fully  20  per  cent.  Thus,  coupled  with  extremely  high 
tanning  material  ])rices  and  the  scarcity  of  labor,  has 
had  its  effect  on  the  leather  market.  We  are  not  book- 
ing leather  ahead,  and  will  not  do  so  until  the  market 
on  hides  has  ceased  to  advance.  Apparently  the  pack- 
ers can  put  prices  just  as  high  as  they  want  to.  This 
makes  it  a  very  dangerous  market  for  the  tanner  to  sell 
ahead  on." 

Look  for  Further  Advances. 

The  Robson  Leather  Company,  Ltd.,  oT  Oshawa, 
Ont.,  are  of  the  opinion  that  the  tanner  takes  luito  him- 


self a  difficult  task  in  endeavoring  to  look  into  the 
future.   However,  they  say  : 

"We  know  that  hides  and  skins  are  no  longer  offered 
in  the  large  cpiantities  that  they  were  a  couple  of  years 
ago,  particularly  calfskins,  and  wc  really  believe  that 
the  close  of  the  war  will  not  affect  values  of  raw  mater- 
ial, except,  perhaps,  to  cause  high  prices,  for  we  shall 
then  have  the  competition  in  the  hide  markets  of  all 
the  tainiing  countries  of  the  world,  many  of  whom  are 
now  unable  to  enter  the  markets  for  raw  material. 

"Now,  as  to  immediate  advances  in  prices,  we 
tnight  say  that  since  receiving  your  letter  prices  of 
upper  leather  have  advanced  3  to  5  cents  per  foot,  and 
sole  leather  as  many  cents  per  pound,  and  the  dearest 
liides  and  skins  purchased  by  tanners  have  not  as  yet 
been  converted  into  leather.  We  look  for  further  sub- 
stantial advances,  and  the  man  who  will  anticipate  his 
re(|uirements  by  purchasing  to-day  will  save  money." 

Look  for  an  Abnormal  Market. 

Messrs.  A.  R.  Clarke  &  Co.,  of  Toronto,  Ont.,  who 
are  extensive  patent  leather  manufacturers,  look  for 
advances  of  from  15  to  20  per  cent,  immediately.  In 
their  letter  .they  say: 

"From  the  attitude  the  general  hide  market  has 
taken  it  shows  higher  prices  than  have  ever  been  real- 
ized before  in  history.  From  the  scarcity  of  supplies, 
labor,  and  high  prices  of  tanning  materials  it  looks  to 
the  writer  as  though  an  abnormal  market  with  regard 
to  prices  of  leather  will  have  to  l)e  faced. 

"With  regard  to  patent  leather,  this  leather  to-day 
is  selling  on  the  same  basis  as  velours  and  gunmetal. 
which  is  out  of  reason,  as  the  expense  in  making  and 
the  shrinkage  demands  that  at  least  5  cents  a  foot 
advance  should  be  received  for  this  leather  over  and 
above  the  price  of  velours  and  gunmetals.  It  appears 
to  us  that  early  in  November  strong  demand  will  be 
felt  for  this  class  of  stock  and  that  prices  will  advance 
15  or  20  per  cent,  at  least.  We  would  not  be  surprised 
to  see  i)atent  side  leather  reach  45  cents  a  foot,  as  this 
is  only  about  the  price  it  should  be  selling  at  in  com- 
parison to  the  market  value  of  extremes  to-day  that 
are  quoted  at  26  cents  a  pound." 

Leather  Market  Most  Uncertain. 

The  following  is  a  forecast  by  the  Barrie  Tanning 
Company,  Ltd.,  tanners  and  hide  dealers.  Barrie^Ont. : 

"We  cannot  give  an}-  very  definite  information  at 
the  present  time  with  reference  to  the  leather  market, 
except  that  it  is  a  most  unsettled  one,  indeed.  It  is  our 
opinion  that  prices  can  only  tend  one  way,  and  that 
upward,  but  how  far  it  would  be  purely  guesswork  to 
estimate. 

"A  glance  at  the  hide  reports  is  sufficient  to  con- 
vince that  all  signs  point  to  higher  prices  for  the  raw 
material.  British  Government  buyers  have  recently 
cleaiied  up  the  South  American  market,  as  well  as  hav- 
ing purchased  very  extensively  in  the  United  States, 
the  prices  paid  being  a  minor  consideration  to  their 
getting  their  requirements,  and  their  requiremeiu^^. 
owing  to  the  abnormal  consumption  in  Europe,  are 
enormous.  Lacker  steer  hides  have  increased  from 
26-)4c  to  29c  per  pound  in  tlie  last  month,  other  hides 
increasing  in  proportion.  Hide  stocks  have  been 
cleaned  up  all  through  the  year,  and  large  stocks  are 
not  in  evidence. 

"In  addition,  the  price  of  chemicals,  oils,  and,  in 
fact,  everything  entering  into  the  manufacture  of 
leather,  is  increasing  correspondingly,  and  stocks  of 
dves  on  hand  at  the  beginning  of  the  war  are  practi- 
cally exhausted.    These,  if  they  can  be  replaced  at  all. 
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can  only  be  had  at  an  advance  of  five  to  fifteen  times 
their  vahie  before  the  w^ar. 

"Taking-  everything-  into  consideration,  we  feel  that 
during-  the  continuation  of  the  war  at  least  prices  will 
not  go  below  to-day's  quotations,  and  that  the  high- 
water  mark  has  not  yet  been  reached." 

Leather  Market  Gone -Crazy. 

The  Anglo-Canadian  Leather  Company,  Ltd.,  of 
Huntsville,  Ont.,  advise  that  during  the  past  few  weeks 
the  situation  has  becgme  very  acute  indeed,  and  it  is 
impossible  to  forecast  the  future  with  any  reasonable 
degree  of  certainty.  A  report  from  their  Boston  mana- 
ger reads:  "The  leather  market  has  gone  crazy,  and  no 
one  can  tell  what  the  market  price  on  leather  is  to-day. 
A  few  days  ago  J.  F.  Mosser  &  Co.  (packer  tanners) 
sold  their  light  tannage — union  backs — at  70  cents  tan- 
nery run,  and  we  heard  to-day  that  Armour  &  Co.  (tan- 
ner packers)  would  not  sell  any  light  union  backs  at. 
less  than  80  cents.  They  say  Central  Leather  is  hold- 
ing dry  hide  hemlock  at  50  and  48  cents  for  No.  1  and 
No.  2  grades,  and  an  independent  tanner  told  me  to-day 
that  he  sold  150  sides  of  poor  tannage  at  48  cents."  The 
firm  go  on  to  say:  "It  would  seem  from  the  past  and 
present  experience  that  if  the  war  should  continue  as 
now  for  another  year  or  more,  we  might  see  materially 
higher  prices  still  for  leather.  The  situation  as  regards 
to  hide  prices  is  quite  as  acute  as  leather  conditions. 
Green  salted  South  American  hides  have  sold  at  over 
32  cents  a  pound,  and  the  prices  of  all  classes  of  green 
and  dry  hides  have  advanced  materially  during  the  past 
ten  days,  and  the  markets  are  bare.  Europe  appears  to 
be  bidding  outside  prices  for  all  classes  of  hides.  We 
would  not  attempt  to  forecast  the  markets  for  hides 
and  leather.  We  do  not  feel  safe  in  selling  leather  for 
delivery  beyond  immediate  present  on  account  of  the 
exceedingly  high  prices  we  are  obliged  to  pay  for  hides 
and  the  difficulty  we  are  experiencing  in  securing  suit- 
able hides  even  at  the  high  prices.  All  of  which, 
coupled  with  the  impossibility  of  getting  sufficient  sup- 
ply of  labor  to  keep  plants  running  to  anything  like 
normal  capacity,  tends  to  make  cost  of  production  of 
leather  'out  of  sight,'  so  to  speak." 

No  Let-up  in  Sight. 

The  Breithaupt  Leather  Company,  of  Kitchener, 
Ont.,  inform  us  that  they  can  see  no  let-up  whatever  in 
the  upward  trend  of  prices  for  the  reason  that  the  de- 
mand for  leather  is  becoming  greater  day  by  day,  and 
the  available  supply  of  raw  material  is  fast  becoming 
depleted.   They  say : 

"Naturally  the  war  has  decreased  the  supply  of  raw 
materials  on  the  one  hand  and  has  increased  the  con- 
sumption and  wastage  of  the  finished  product  on  the 
c>ther  hand. 

"There  are,  of  course,  many  events  of  recent  occur- 
rence that  have  influenced  the  market.  The  fact  that- 
submarines  are  now  operating  on  this  side  of  the 
Atlantic  has  raised  marine  insurance  rates  over  500  per 
cent.,  which  alone  increases  the  cost  of  hides  for  Ameri- 
can and  Canadian  tanners  over  3  cents  per  pound. 
This,  together  with  the  fact  that  prices  on  all  hides 
liave  again  advanced  over  6  cents  per  pound  within  the 
last  few  weeks,  makes  the  manufacture  of  leather  im- 
l)()ssible  at  to-day's  prices.  In  other  words,  when  the 
higher  priced  hides  that  tanners  are  now  purchasng 
come  through  their  lanyards,  buyers  of  leather  may 
naturally 'expect  to  pay  more  for  this  commodity. 

"As  purchasers  of  hides,  we  are  indeed  finding  great 
difficulty  in  securing  deliveries.    Especially  is  this  the 


iiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiii^^ 

I  A  Hand  on  Your  Shoulder  ■ 

=  When  a  man  ain't  got  a  cent,  | 

M                   And  he's  fecHng  kind  of  blue,  | 

M  And  the  clouds  hang  dark  and  heavy  g 

m                   An'  won't  let  the  sunshine  through,  'z 

M  It's  a  great  thing,  O  my  brethren,  g 

J                   Fer  a  feller  just  to  lay  m 

J  His  hand  upon  your  shoulder  m 

M                   In  a  friendly  sort  o'  way.  ] 

M  It  makes  a  man  feel  curious,  M 

M  It  makes  the  tear  drops  start,  " 

I  An'  you  sort  o'  feel  a  flutter  M 

-  In  the  region  of  the  heart! 

M  You  can  look  up  and  meet  his  eyes;  M 

g  You  don't  know  what  to  say  g 

g  When  his  hand  is  on  your  shoulder  S 

B  In  a  friendly  sort  o'  way.  s 

J  Oh,  the  world's  a  curious  compound,  M 

M                   With  its  honey  and  its  gall,  M 

M  With  its  cares  and  bitter  crosses —  M 

m                   But  a  good  world  after  all.  \ 

_  An'  a  good  God  must  have  made  it —  - 

-  Leastways,  that  is  what  I  say  M 
g  When  a  hand  is  on  my  shoulder  _  - 

--                    In  a  friendly  sort  o'  way.  - 

B                                       — James  Whitcomb  Riley.  B 

iiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiii^^^ 

case  when  our  shipments  are  made  from  foreign  coun- 
tries. 

"Taking  into  consideration  all  these  facts,  we  can- 
not see  how  it  is  possible  for  leather  to  become  any 
cheaper  until  the  supply  of  hides  is  replenished ;  and  as 
this  cannot  be  successfully  done  with  such  a  large  pro- 
portion of  the  world's  population  engaged  in  destruc- 
tive instead  of  constructive  work,  it_  would  not  be  rea- 
sonable to  expect  anything  but  a  continuous  advance 
in  all  lines  of  leather." 


A  One  Hundred  Point  Salesman 

"The  shoe  clerk  sees  a  good  deal  uf  human  nature," 
remarked  a  clerk  in  a  large  Montreal  store.  "A  clerk 
lo  be  successful  must  have  more  than  the  ordinary 
stock  of  patience,  and  must  be  a  judge  of  personality. 
You  must  not  deal  with  every  prospective  customer  in 
the  same  way.  Try  to  find  out  quickl)^  the  type  of  man 
or  woman  you  are  serving  and  suit  your  actions  to  the 
temperament  of  the  customer.  Some  people  can  be 
persuaded  into  a  purchase,  but  in  other  cases  you  can 
talk  too  much — in  fact,  you  may  lose  a  sale  by  exces- 
sive talking-.  Oftentimes  a  customer  does  not  know 
what  he  or  she  wants,  and  will  give  an  unnecessary 
amount  of  trouble,  but  I  endeavor  to  be  courteous  even 
when  a  customer  is  unreasonable.  It  is,  I  think,  better 
to  lose  a  sale  than  to  over-persuade  a  buyer  into  taking 
a  shoe  which  will  be  unsuitable,  as  that  kind  of  thing  is 
likely  to  prejudice  possible  future  business.  For  my 
t)art,  I  prefer  to  deal  with  men,  as  women  are,  speak- 
ing generally,  more  fussy — they  are  more  difficult  to 
please.  Others  may  not  have  had  the  same  experience. 
Of  course,  some  men  are  very  hard  to  deal  with,  but  in 
the  main  they  quickly  make  up  their  minds,  and  also 
have  a  definite  idea  of  what  they  want." 


Mrs.  Youngl^ride  (to  butcher) — I've  just  thought 
of  something  for  dinner  my  husband  is  very  fond  of. 
You  have  chickens? 

Butcher — Y^es'm ;  nice  and  fresh. 

Mrs.  Youngbride  —  Well,  please  cut  out  the  cro- 
(|uettes  and  I'll  take  them  with  me. 
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A  System  of  Accounts  for  Retailers 

A  Comprehensive  and  not-too-complicated  Accounting  System  that  should 
fill  the  bill  for  many  Shoe  Dealers— (Concluded) 


IN  the  October  issue  of  Footwear  in  Canada  wc 
printed  the  initial  portion  of  a  comprehensive  sys- 
tem of  accounts  for  shoe  dealers.  This  dealt  with 
books  of  accounts  and  statements,  and  included  a 
rei)roduction  of  a  suggested  monthly  summary  form. 
The  remainder  of  the  article,  reproduced  below,  is 
chieHy  an  explanation  of  the  functions  of  tlic  \arioiis 
accounts  : 

Profit  and  Loss  Statement 

Tlic  anidunts  for  making  up  this  statement.  Form 
B,  can  be  IkkI  from  the  ledger  and  from  the  trial  bal- 
ance. It  is  made  u])  at  such  times  as  the  inventory  is 
taken.  A  physical  inventory  should  be  taken  at  least 
once  a  year.  The  basis  should  be  cost  with  conserv- 
ative deduction  for  obsolete  and  shelf-worn  goods.  The 
inventory  at  the  beginning  of  the  period  is,  of  course, 
that  brought  down  from  the  end  of  the  last  period. 

When  monthly  profit  and  loss  statements  are  de- 
sired, and  where  the  percentage  of  overhead  and  profit 
is  known,  the  approximate  cost  of  the  goods  sold  can 
be  arrived  at  in  the  following  manner:  Deduct  the 
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Sales  

Less  Sales  Allowances . 


Net  sales  

Inventory  of  merchainJise  at  beginning  

Merchandise    Purcliasos    (cost  delivered 
at  store)  


Deduct  inventory  of  merchandise  at  closing. 
Less  Stock  Depreciation  


Net  cost  of  goods  sold  

Gross  profit  from  trading . 


BUYING  EXPENSE. 

Salaries  and  Wages  of  Buying  Force. 
Miscellaneous  Buying  Expense  


Total  buying  expense  

SELLING  EXPENSE. 

Salaries  and  Wages  of  Sales  Force. 

Advertising  

Miscellaneous  Selling  Expense  


Total  selling  expense  

DELIVERY  EXPENSE. 

Salaries  and  Wages  of  Delivery  Force. 
.Miscellaneous  Delivery  Expense  


Total  delivery  expense — 

GENERAL  EXPENSE. 


Management  and  Office  Salaries  

Office  Supplies  and  Expense  

Insurance  on  Stock  and  Store  Equipment . 

Taxes  on  Stock  and  Store  Equipment  

Losses  from  Bad  Debts  

Miscellaneous  General  Expense  

Rent  


Total  general  expense  

Net  profit  from  trading  

INCOME  PROM  OTHER  SOURCES. 


Interest  

Cash  Discounts  on  Merchandi.se  Purchases. 

Rent  income  (net)  

Miscellaneous  Outside  Income  


Total  net  profit. 


$.'i,0<i2 
153 


177 
30 
3 


102 


269 
22 
1 
2 
33 
26 
71 


$3,  451 
2,759 


6,210 
'2,'9u9' 


39 


211 


110 


426 


00 


08 


75 


$4, 659 
2 


Per  ct 


4,657 


3, 301 


96 


Perct 


100.0 


1,.356 


787 


568 


576 


Form  B. 


])ercentage  of  overhead  and  jjrofit  fnjm  100  and  mul- 
tiply by  the  amount  of  the  net  sales  ;  the  result  will  be 
the  cost  of  the  goods  sold,  which,  when  deducted  from 
net  sales  will  give  the  approximate  gross  profit  on  sales. 

If  desired,  the  difYerence  between  the  values  placed 
on  the  inventory  and  the  actual  cost  of  same  can  be 
shown  on  the  statement.  Show  the  actual  cost  of  in- 
ventory and  then  the  deduction  under  the  title  "Stock 
Depreciation,,"  carrying  the  net  forward  as  illustrated. 
While  this  is  not  necessary  it  is  valuable  information 
and  this  method  is  recommended. 

The  total  net  profit  as  shown  by  the  statement  is 
that  carried  to  the  credit  of  the  ])roi)rictor's  account  in 
the  ledger. 

Balance  Sheet 

Ledger  accounts  should  be  kept  l)y  the  dtnible  entry 
principle  with  all  real  (asset  and  liability)  accounts, 
as  well  as  with  all  nominal  (profit  and  loss)  accounts. 
A  Balance  Sheet  of  the  same  date  as  the  Profit  and 
Loss  Statement  should  be  made  up  from  the  balances 
of  all  real  accounts.  The  ordinary  asset  and  liability 
accounts  and  a  logical  classification 
thereof  are  shown  by  Form  C. 

Real  Accounts 

1.  Cash  on  Hand  and  in  Bank. — 
Charge  this  account  with  the  total  re- 
ceipts of  the  month  and  credit  it  with 
the  total  disbursements  as  shown  by 
the  cash  book.  The  balance  should 
agree  with  the  cash  book  balance. 

2.  Notes  Receivable. — Trade  Custo- 
mers.— Charge  this  account  with  all 
notes,  time  drafts,  and  acceptances 
held  against  others,  and  credit  it  with 
the  same  when  paid  or  otherwise  dis- 
posed of.  The  balance  will  show  the 
uncollected  notes  receivable. 

3.  Accounts  Receivable — Trade  Cus- 
tomers.— -Charge  this  account  with  the 
total  of  the  charge  tickets  of  the  month, 
and  credit  it  with  the  cash  payments 
by  customers  (  taken  from  the  cash  book 
at  the  end  of  month)  and  with  notes 
receivable,  discounts,  returns,  and  al- 
lowances (from  the  journal  and  credit 
slips).  Balance  of  this  account  must 
agree  with  the  sum  of  the  balances  of 
trade  customers'  accounts. 

4.  Reserve  for  Bad  Debts. — Credit 
this  account  with  an  estimated  amount, 
based  on  charge  sales,  sufficient  to  pro- 
vide for  losses,  and  charge  the  account 
with  the  balances  of  personal  accounts 
when  hope  of  collection  is  abandoned. 

5.  Prejiaid  Insurance.— Charge  this 
account  with  all  insurance,  fire,  burg- 
lary, fidelity,  plate  glass,  liability,  etc. 
At  the  end  of  each  month  charge  the 
proper  accounts  (Nos.  35  and  44)  with 
their  ])roportion.  the  balance  being  an 
asset  as  "Prepaid  Insurance." 

6.  Accrued  Interest  Receivable.^ 
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26 


57 


69 


67 


0.8 


4.5 


2.4 


9.2 


70.9 


29.1 


16.9 
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Charge  this  account  at  the  end  of  the  period  with  all 
accrued  interest  (not  yet  paid)  on  notes,  etc.,  due  from 
others,  crediting  "Interest  Account."  When  the  inter- 
est is  received  it  is  credited  to  "Accrued  Interest  Re- 
ceivable." 

7.  Store  Property. — Charge  this  account  with  the 
purchase  price  of  the  store  property.  Do  not  charge 
repairs  to  this  account,  unless  they  are  in  the  nature 
of  permanent  improvements.  A  fair  amovmt  should 
be  periodically  credited  to  "Reserve  for  Depreciation." 

8.  Warehouse  Property. — Charge  this  account  with 
the  purchase  price  of  the  warehouse  property.  Do  not 
charge  repairs  to  this  account,  unless  they  are  in  the 
nature  of  permanent  improvements.  A  fair  amount 
should  be  periodically  credited  to  "Reserve  for  De- 
preciation." 

9.  Reserve  for  Depreciation  on  Store  and  Ware- 
house.— Credit  this  account  with  the  amount  of  de- 
preciation on  store  and  warehouse,  and  charge  same 
to  "Rent  Income"  (No.  44). 

10.  Store  Equipment. — Charge  this  account  with 
the  value  of  all  equipment  such  as  counters,  shelving, 
scales,  measures,  etc.,  used  in  the  conduct  of  the  busi- 
ness. A  fair  amount  should  be  written  ofif  periodically 
for  depreciation. 

11.  Office  Equipment. — Charge  this  account  with 
office  furniture,  desks,  safe,  and  other  office  appliances 
(not  included  in  34).  A  fair  amount  should  be  writ- 
ten off  periodically  for  depreciation. 

12.  Delivery  Equipment. — Charge  this  account  with 
the  cost  of  automobiles,  wagons,  horses,  and  harness. 
This  account  must  not  be  charged  with  repairs  to  auto- 
mobiles and  wagons,  horseshoeing  or  anything  of  this 
nature.  A  fair  amount  should  be  written  off  periodic- 
ally for  depreciation. 

13.  Notes  Payable — Trade  Creditors. — Credit  this 
account  with  all  notes  given  to  trade 

creditors  or  time  drafts  accepted  in   

their  favor  and  charge  the  account  as 
the  same  are  paid.  Balance  of  this  ac- 
count shows  the  amount  of  notes  pay- 
able outstanding. 

14.  Notes  Payable — Banks. — Credit 
this  account  with  all  notes  given  to 
banks  and  charge  the  account  as  the 
same  are  paid. 

15.  Accounts  Payable — Trade  Cred- 
itors.— Credit  this  account  with  mer- 
chandise bought  on  account,  the  am- 
ount being  carried  to  this  account 
monthly  from  the  total  of  the  Invoice 
Book  and  charge  it  with  all  merchan- 
dise returned  and  reductions  (Journal), 
and  payments  made  and  discounts  tak- 
en (Cash  Book).  Balance  of  this  ac- 
count must  agree  with  the  sum  of  the 
balances  of  trade  creditors'  accounts. 

16.  Accounts  Payable — Others. — 
Credit  this  account  with  amounts  ow- 
ing to  creditors  other  than  trade  cred- 
itors. 

17.  Accrued  Interest  Payable. — 
Credit  this  account  at  the  end  of  the 
period  with  interest  accrued  (not  yet 
])aid)  on  notes,  etc.,  due  others,  charg- 
ing "Interest  Account."  When-  the  in- 
terest is  paid  it  is  charged  to  "Accrued 
Interest  Payable." 

18.  Accrued  Salaries  and  Wages. — 
Credit  this  account  with-  salaries  and 


wages  earned  and  unpaid  at  the  end  of  each  month 
and  charge  the  proper  expense  accounts.  When  pay- 
ment is  made  this  account  is  charged  and  closed  out 
and  the  balance  of  the  pay  roll  charged  in  the  regular 
way. 

19.  Accrued  Taxes. — Credit  this  account  with  the 
taxes  due  up  to  the  end  of  each  month,  charging  the 
proportionate  amounts  to  the  accounts  in  which  they  - 
belong.    When  the  taxes  are  paid  this  account  will  be 
charged. 

20.  Proprietor's  Drawing  Account. — Charge  this  ac- 
count with  all  withdrawals  of  cash  (not  salary).  At 
the  end  of  the  period  the  amount  of  this  account  is 
closed  into  proprietor's  capital  account. 

21.  Mortgages  Payable. — When  a  mortgage  is 
placed  upon  real  ,estate  (or  assumed  at  the  time  of 
purchase)  this  account  is  credited.  When  paid  it  is 
charged. 

22.  Proprietor's  Capital  Account. — This  account  re- 
presents the  proprietor's  net  capital.  At  the  end  of 
the  period  the  net  profit  is  credited  to  this  account. 
The  amount  of  his  drawing  account  is  then  closed  into 
this  account.  The  balance  of  the  account  is  his  net 
capital  at  time  of  closing. 

In  the  event  of  a  partnership  each  partner's  net  cap- 
ital would  be  shown  in  his  respective  account  and  the 
net  profit  (or  loss)  carried  to  the  credit  (or  debit)  of 
their  accounts  in  agreed  proportions.  In  the  event 
of  a  corporation  this  account  represents  the  amount  of 
the  issued  capital  stock  and  the  profit  or  loss  is  carried 
to  "Surplus"  account. 

Nominal  Accounts 

23.  Sales.-^Credit  this  account  with  the  total  sales 
of  all  merchandise,  the  charged  sales  being  taken  from 
the  total  of  the  charge  tickets  for  the  month  and  the 
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ASSETS. 


CURRENT  ASSEM. 


Cash  on  hand  and  in  bank  

Notes  Receivable — Trade  Customers  

Accounts  Receivable — Trade  Customers. 
Less  Reserve  for  Bad  Debts  . . . 


Inventory  of  merchandise  (at  cost). 
Prepaid  Insurance . 


Accrued  Interest  Receirable. 
Total  current  assets  


FIXED  ASSET.S. 


Store  Property  . . . 

Warehouse  Property . 


Less  Reserve  for  Depreciat  ion  on  Stoi  e  and  Warehouse. 


Store  Equipment  

Ofiirc  Equipment  

Delivery  Equipment. 


Total  fixed  assets  

Total  assets  !  

LUBILITIES  AND  CAPITAL. 

CURIIENT  LIABILITIES. 


Notes  Payable — Trade  Creditors  

Notes  Payable — Banks  

Accounts  Payable— Trade  Creditors. 

Accounts  Payable — Others  

Accrued  Interest  Payable  

Accrued  Salaries  and  Wages  

Accrued  Taxes  


Total  current  liabilities  

Mortgages  Payable  (warehouse). 


Total  liabilities  

Proprietor's  Capital  Account. 


Total  liabilities  and  capital. 


?3,518 
33 


4,500 
1,975 


6, 475 
26 


1,210 

900 
3,685 
485 
19 
S2 
7 


00 


SI,  611 
191 


3,485 
2, 909 
100 


6, 448 
272 
74 
396 


6,390 
1,250 


7, 640 
7, 8o0 


7,191 


15, 490 


15, 490 


67 


77 


44 


Form  C. 
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cash  sales  from  the  "Cash  Sales"  column  in  the  Cash 
Book.  Returns  should  be  charged  at  selling  price  for 
all  merchandise  returned  by  customers  whether  for 
cash  or  credit.  The  dirfercnce  in  this  account  will  be 
the  net  sales  which  is  transferred  to  the  credit  of 
"Trading  Account." 

24.  Sales  Allowances. — Charge  this  account  with 
any  allowance  given  a  customer  not  contemplated 
when  sale  was  made.  Allowances  should  not  be 
charged  to  "wSales,"  but  closed  at  the  end  of  the  ])eriod 
into  "Trading  Account." 

25.  Merchandise  Purchases. — Charge  this  account 
with  the  face  of  the  invoices  of  merchandise  before  de- 
ducting cash  discounts.  The  account  is  also  charged 
with  freight,  expressage,  and  drayage  on  merchandise 
purchased.  Credit  the  account  with  any  returns  of 
■merchandise  made  to  manufacturer  or  wholesaler  and 
with  any  allowances  for  defects  in  goods  received  from 
manufacturer  or  wholesaler.  The  balance  of  the  ac- 
count is  transferred  to  the  debit  of  Trading  Account. 

26.  Salaries  and  Wages  of  Buying  Force. — Charge 
this  account  with  ])art  of  salary  of  proprietor,  active 
partner,  and  manager  or  buyer  and  the  wages  of  office 
force  ])roportionatc  to  the  time  given  to  buying.  If, 
for  example,  the  proprietor  estimates  altogether  that 
he  gave  one-fourth  of  his  time  to  buying  and  three- 
fourths  to  selling,  then  one-fourth  should  be  charged 
to  this  account  and  three-fourths  to  "Salaries  and 
Wages  of  Sales  Force."  Similarly,  the  estimated  num- 
ber of  hours  a  week  given  by  any  member  or  members 
of  the  office  force  to  l)uying  should  be  charged  to  this 
account. 

27.  Miscellaneous  Buying  Expense. — Charge  this 
account  with  the  travelling  expense  of"  buying  trips 
and  other  expense  incurred  in  buying  (not  covered  by 
account  26). 

28.  Salaries  and  Wages  of  Sales  Force. — Charge 
this  account  with  wages  and  other  remunerations  of 
sales  persons,  order  takers,  and  all  others  engaged  in 
selling,  both  as  regular  and  extra  force ;  also  with  the 
part  of  the  salary  of  the  proprietor,  active  partners,  or 
manager,  and  of  the  wages  of  the  office  force  propor- 
tionate to  the  time  given  to  selling. 

29.  Advertising. — Charge  this  account  with  all  ex- 
penditures for  advertising  purposes,  such  as  space  in 
newspapers  and  periodicals,  space  on  street  cars  and 
billboards,  circulars  and  postage  thereon,  advertising- 
novelties,  trading  stamps,  charitable  donations,  win- 
dow display,  electric  signs,  etc. 

30.  Miscellaneous  Selling  Expense. — Charge  this 
account  with  the  cost  of  wrapping  paper,  cartons, 
twine,  salesmen's  order  books,  and  all  other  items  of 
direct  selling  expense  not  covered  by  "Salaries  and 
Wages  of  Sales  Force"  and  "Advertising." 

31.  Salaries  and  Wages  of  Delivery  Force. — Charge 
this  account  with  regular  and  part  time  of  employees 
engaged  in  delivering  and  with  the  part  of  the  wages  of 
other  employees,  whether  on  sales  force  or  office  force, 
proportionate  to  the  time  given  to  delivery  work. 

32.  Miscellaneous  Delivery  Expense. — Charge  this 
account  with  all  stable  and  garage  expense,  including 
all  repairs,  taxes,  licenses,  upkeep,  and  with  the  de- 
])reciation  charged  on  the  delivery  equipment ;  also 
charge  this  account  with  payments  for  express,  parcel 
post,  and  contract  delivery  service. 

33.  Management  and  Office  Salaries. — Charge  this 
account  with  the  salaries  of  the  manager,  bookkeepers, 
office  clerks,  stenographers,  and  of  other  general  office 
help  not  otherwise  charged. 

34.  Office  Supplies  and  Expense. — Charge  this  ac- 
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count  with  j)urchases  oi  statif)nery  of  all  sorts,  accf>unt 
books  and  forms  Cexcept  selling  and  stock  forms), 
ty])ewriter  supi)lies,  jjrinting  and  i)Ostage  (except  ad- 
vertising), and  depreciation  on  office  e(|uipment. 

35.  Insurance  on  Stock  and  Store  Equipment. — 
(  barge  this  account  with  all  expense  of  insurance,  fire, 
burglary,  fidelity,  plate  glass,  employers'  liability,  and 
other.  This  account  is  not  to  be  charged  with  insur- 
ance on  store  or  business  projjerty. 

36.  Taxes  on  Stock  and  Store  E(|uipment. — Charge 
this  accoimt  with  taxes  on  all  stock  and  store  equip- 
ment. As  taxes  are  not  payable  in  advance,  the  amount 
charged  this  account  must  be  credited  to  "Accrued 
Taxes." 

37.  Losses  from  Bad  Debts. — Charge  this  account 
with  the  amount  that  has  been  reserved  for  bad  debts 
(4). 

38.  Miscellaneous  General  Expense. — Charge  this 
account  with  heat,  light,  repairs,  depreciation  on  store 
equipment,  and  with  any  items  that  cannot  be  charged 
directly  to  any  of  the  above  particular  accounts. 

39.  Rent. — Charge  this  account  with  all  rents  paid. 
If  the  store  is  owned,  rent  should  be  charged  equiv- 
alent to  the  amount  it  could  be  rented  for  to  others, 
crediting  "Income  from  Other  Sources;"  in  the  latter 
event,  "Income  from  Other  Sources"  should  be  charged 
with  the  taxes,  insurance,  repairs,  and  depreciation  on 
the  store. 

40.  Trading  Account. — This  account  shows  the  in- 
ventory of  merchandise  at  opening  and  is  not  touched 
again  until  the  books  are  closed.  It  is  then  charged 
with  Merchandise  Purchases  (25),  and  Sales  Allow- 
ances (24),  and  credited  with  Sales  (23).  The  in- 
ventory at  closing  is  then  credited  and  the  balance  will 
show  the  gross  profit  on  trading.  The  gross  profit  is 
transferred  to  the  credit  of  the  "Profit  and  Loss  Ac- 
count." The  inventory  is  then  brought  down  as  a  new 
balance. 

41.  Profit  and  Loss  Account  (from  Trading  Oper- 
ations).— Charge  this  account  with  the  balances  of  all 
the  expense  accounts,  and  credit  it  with  the  gross  profit 
from  trading;  the  difference  will  be  the  net  profit  or 
loss,  which  is  closed  into  the  proprietor's  account ;  if 
a  partnership,  to  the  partners'  accounts,  according  to 
their  several  interests,  and.  if  a  corporation,  to  the  sur- 
plus account. 

42.  Interest. — Charge  this  account  with  all  interest 
paid  and  credit  it  with  all  interest  received  and  close 
into  "Profit  and  Loss  Account." 

43.  Cash  Discount  on  Merchandise  Purchases. — 
Credit  this  account  with  all  cash  discount  taken  on 
purchases  of  merchandise.  The  account  is  closed  into 
Profit  and  Loss. 

A  record  of  such  discounts  available  but  not  taken 
— cash  discounts  lost — will  be  found  of  use. 

44.  Rent  Income  (Net).— If  the  store  is  owned,  the 
rent  which  has  been  charged  to  account  39  should  be 
credited  to  this  account  and  it  should  be  charged  with 
insurance,  taxes,  depreciation,  and  repairs  on  store. 
The  account  is  closed  into  "Profit  and  Loss." 

45.  Miscellaneous  Outside  Income. — Credit  this 
account  with  incidental  receipts  such  as  toll  from  tele- 
phone pay  stations  in  store,  etc. 

Forms  of  monthly  summary  of  business,  profit  and 
Kiss  statement,  and  balance  sheet  are  shown  herewith. 


Salesmanship  does  not  consist  in  beating  down  aii- 
other  man's  will  through  sheer  force  of  personalitv, 
but  in  fitting  vour  merchandise  to  the  needs  of  yoiir 
custonier  and  then  making  him  see  the  value  of  it. 
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Can  This  Advertisement  Be  Improved  On? 


THE  advertisement  reproduced  herewith  in  Fig.  1 
was  sent  to  us  with  the  request  that  we  pass 
judgment  in  our  columns  as  to  how  it  com- 
jjares  with  other  advertisements  that  come  to 
our  'attention  and  how  it  can  be  improved  in  any  way, 
if  at  all.  The  advertisement  appeals  to  us  as  an  ex- 
cellent one  and  it  is  difficult  to  get  one's  mind  into  a 
critical  attitude  concerning  it.  However,  there  is  a 
suggestion  or  two  we  should  like  to  offer  and  which, 


Fig.  1  -A  reproduction— in  reduced  size— of  an  attractive  adv. 

if  they  were  followed  out,  would,  we  believe,  increase 
its  publicity  value. 

In  the  first  place  a  real  drawback  to  the  pulling 
])ower  of  this  copy  seems  to  us  to  be  due"  to  its  un- 
fortunate location  right  beside  another  and  larger  ad- 
vertisement which  overshadows  it  to  a  great  extent. 
This  can  be  seen  from  Fig.  2,  which  is  a  reproduction 
of  the  whole  page.  The  groupi;ig  of  the  three  adver- 
tisements in  the  right-hand  corner  naturally  will  at- 
tract attention,  but  the  advertisement  of  largest  type 
and  biggest  space  gets  the  attention.  For  this  reason 
the  baking  powder  advertisement  profits  at  the  expense 
of  the  other  two. 

We  are  not  losing  sight  of  the  fact  that  the  Haines 
advertisement  quite  likely  is  in  a  reserved  position 
and  that  the  baking  powder  ad.  also  possibly  called  for 
centre  page  at  the  top.  On  looking  over  the  whole 
paper,  indeed,  we  find  that  the  upper  right-hand  cor- 
ner of  each  page  is  taken,  which  tends  to  substantiate 
our  surmise.  This  being  the  case  it  might  have  been 
clearly  a  matter  of  necessity  with  the  compositor  to 
follow  this  layout.  If  so,  it  is  an  example,  surely,  of 
sticking  too  closely  to  the  letter  of  the  agreement,  as 
the  lower  right-hand  corner  would  have  been  more  at- 
tractive. 

Originality  in  Headings 

Another  feature  wherein  slight  improvement  might 
be  made,  we  think,  is  in  the  heading — "Newest!  in 
Footwear."  It's  a  little  too  much  like  everybody  else's 
advertisement  heading.    Our  idea  of  "somethino-  dif- 


ferent" is  the  heading  of  the  Haines  ad.,  which  we 
reproduced  on  page  39  of  our  October  issue  of  "Foot- 
wear." That  little  couplet  sort  of  touches  the  right 
spot.    It's  more  human. 

In  the  reading  matter  we  believe  improvement 
could  possibly  be  made  by  having  the  lines  set  closer 
together  and  by  narrowing  the  column  somewhat.  As 
it  stands  it  is  too  much  like  the  regular  reading  mat- 
ter, i.e.,  too  evenly  distributed.  We  must  have  con- 
trast to  attract  attention.  In  this  respect  also  the  ad- 
vertisement in  our  October  issue  is,  in  our  opinion,  a 
better  make-up  for  a  newspaper  ad. — we  like  the  italic 
type  better,  though. 

Watch  for  Mistakes 

Finally,  we  believe  every  advertiser  is  wise  to  be 
specially  critical  in  his  proof  reading.  In  this  case, 
for  example,  "Goodyear"  is  spelled  as  if  it  were  two 
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Fig.  2— Reproduction  of  the  entire  page,  showing  how  a  good  position 
may  be  spoiled. 

words  and  without  a  capital,  though  "heels"  has  the 
capital.  Carelessness  in  this  respect  does  not  neces- 
sarily mean  the  same  quality  in  fitting  shoes,  but  the 
reader  might  possibly  get  that  impression.  Anyway, 
one  can  never  tell  what  little  things,  quite  insignificant 
to  others,  will  afifect  some  people's  minds,  so  it  is  wise 
to  be  careful.  The  same  applies  to  the  press  work. 
Of  course,  no  one  expects  as  good  work  from  the  small 
local  presses  as  from  the  newest  and  largest  city  plants, 
hut  carelessness  often  excuses  itself  on  the  score  of 
poor  equipment.  Constantly  urge  your  printer  to  bet- 
ter press  work. 
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Your  Customers  are  of  Many  Different  Types 

Do  You  Recognize  them  at  Sight  ? — Knowledge  of  Human  Nature  Means  More  and 
Better  Business,  Quicker  Sales  and  Satisfied  Purchasers. 


SUCCESS  in  any  business  depends  larj^ely  upon 
the  ability  of  the  salesman  to  please  and  interest 
the  customer,  for  if  the  customer  leaves  a  store 
in  ill-humor  the  result  can  hai'dly  be  more  than 
of  transient  benefit  to  the  retailer.  In  order  to  accom- 
plish this,  then,  it  is  necessary  that  the  salesman  pos- 
sess the  knack  of  judt^in^-,  in  his  own  mind,  the  peculiar 
characteristics  of  each  tyi)c  of  customer  and  the 
iliethod  of  handlini^  best  adajited  to  each  type.  There 
are  many  characteristics  common  to  all  peojjlc  which 
are  readily  apparent  to  the  skillful  salesman.  To  these 
he  should  cater  with  all  his  ability,  and  in  so  doini^'  he 
will  attain  a  much  greater  dej^ree  of  success  than  his 
fellow-em])loye  who  follows  the  cjne-method-for-all 
path.  James  W.  Fisk,  in  his  recent  book,  "Retail  Sell- 
ing'," has  attempted  a  classification  of  a  few  of  these 
"types,"  and  we  are  reproducing-  herewith  some  ex- 
tracts from  its  pages : 

In  many  individuals  certain  characteristics  predom- 
inate, and  for  that  reason  we  may  classify  them  into 
fairly  well  defined  types.  While  we  judge,  in  many 
cases,  larg-ely  by  external  appearances,  liie  writer  is 
not  convinced  that  character  analysis  is  accurate  in  all 
of  its  deductions.  Often  a  person  thought  disagreeable 
at  first  glance  turns  out  to  be  a  most  congenial  indi- 
vidual. The  hig'h  forehead  does  not  always  betoken  a 
superior  degree  of  intelligence.  The  ])rotruding  under- 
jaw  is  not  always  indicative  of  pugnacity.  Some  of  the 
most  desperate  criminals  ha\'c  all  of  the  earmarks  of 
g:ood  breeding-. 

We  are  now,  however,  consciously  or  uncon- 
sciously, classifying  customers  as  they  come  to  us. 
How  nearly  right  we  may  be  will  depend  in  many 
cases  on  what  our  judgment  is  based.  This  basis  may- 
be previous  experience,  or  careful  noting  of  the  actions, 
words,  apparel,  and  other  indications,  each  an  expres- 
sion of  the  customer's  personality.  Some  of  the  more 
cemmon  types  of  customers,  and  suggested  methods  of 
handling"  them,  will  be  worthy  of  consideration,  even 
though  the  analysis  is  far  from  final.  h2ach  type  of  cus- 
tomer calls  for  si^ecial  treatment. 

The  Undecided  Customer. 

.Some  people  experience  difficulty  in  arriving  at  a 
decision,  and  it  will  be  necessary  to  help  people  of  this 
type.  Ordinarily,  delay  is  occasioned  by  fear  of  con- 
sequences. They  are  afraid  they  may  be  sorry  if  they 
buy.  Therefore,  before  the  sale  can  be  made  satisfac- 
torily they  must  believe  that  there  can  be  no  regrets 
later.  Fear  must  be  overcome  by  assurance  of  future 
satisfaction.  The  advantage  of  immediate  buying  must 
be  clearly  demonstrated.  There  shoud  be  a  reason  for 
prompt  consummation  of  each  transaction,  inasmuch 
as  sales  not  made  to-day  are  usually  not  made  at  all. 
The  undecided  customer  needs  the  assistance  of  the 
salesman,  and  the  degree  to  which  this  heli)fulness  is 
exercised  will  determine,  in  many  cases,  whether  the 
^oods  are  returned  or  stay  sold. 

The  Vacillitating  Customer. 

Closely  allied  to  the  type  mentioned  above  is  the 
customer  whose  mind  changes  rapidly.  The  minds  of 
some  people  vacillate  almost  continuously.  Thev 
are  never  quite  sure  of  anything.    They,  also,  need 


hell).  W'itli  such  a  customer  the  salesman  may  well 
assume  that  she  has  decided  to  buy.  and  any  one  of  a 
number  of  methods  which  will  convey  this  impression 
to  her  is  advisable. 

If  definite  statements  can  be  secured,  even  regard- 
ing unimportant  things,  these  statements  may  be  used 
eft'ectively  later  in  securing  decision.  Intelligent  per- 
sistence in  the  overcoming  of  objections  made  to  the 
I)urchase  will  aid  materially  in  securing  decision  from 
this  class  of  customer. 

Methods  sometimes  adopted  in  getting  such  cus- 
tomers to  make  up  their  minds  are: 

(a)  Placing  the  goocfs  aside,  as  if  decision  liad  been  made. 

(h)  Beginning  to  make  out  sales-slip. 

(c)  Asking  some  question  that  will  convey  assumption 
that  selection  is  made,  as  "Shall  we  send  it  or  will  you  take  it 
with  you?" 

(<1)  Beginning  to  wrap  them  uj). 

It  is  imderstood  that  methods  such  as  the  aliove  are 
recommended  onlv  for  this  ])articidar  type  of  cus- 


s-inch Knickerbocker  Foxed 
Lace  Battleship  Gray  Vamp 
-Dark  Gray  Suede  Top- 
Perforated  Vamp  and  Fox- 
ing— Leather  Louis  Heel— 
Westcott— Whitmore  Co. 
Syracuse,  N.Y. 


tomer,  and  that  great  tact  must  be  exercised  in  their 
use.  There  should  never  be  any  show  of  forcing  the 
customer  to  take  the  goods,  but,  instead,  merely  the 
assumption  that  the  customer  has  already  arrived  at  a 
decision. 

The  Distrustful  Customer. 

Some  people  are  still  laboring  under  the  impression 
that  the  retailer  is  dishonest.  Thev  come  to  the  store 
in  a  watchful,  distrustful  frame  of  mind,  and  are  con- 
stantly looking  for  attempts  to  cheat  them.  Such  a 
customer  must  be  inspired  with  confidence  in  the 
salesman.  Possibly  one  of  the  tnost  effective  ways  of 
doing  this  is  to  state  obvious  facts  in  the  description  of 
goods,  or  to  demonstrate  the  merits  of  the  merchandise 
in  such  a  way  that  the  customer  may  test  it  herself. 

To  make  a  statement  regarding  the  article  in  ques- 
tion carries  conviction,  to  a  certain  degree.  To  supple- 
ment this  statement  bv  actually  showing  what  the 
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^oods  are,  or  will  do,  removes  all  doubts  with  most 
people,  who  believe  more  thoroughly  what  they  see 
than  what  is  told  to  them.  To  show  the  customer  how 
to  test  the  goods  and  to  induce  her  to  test  them  in  such 
a  way  that  she  will  be  firmly  convinced  of  their  mei'its 
is  to  overcome  suspicions  that  might  retard  the  sale. 
Sometimes  admitting  that  the  goods  are  not  perfect  in 
every  detail,  as  vyith  "seconds,"  and  pointing  out  the 
imperfections,  will  inspire  confidence  and  a  thorough 
belief  in  the  honest}^  of  the  salesman. 

The  Sanguine  Customer. 

The  one  who,  in  her  own  estimation  at  least,  knows 
all  about  the  goods,  is  almost  the  exact  opposite  of  the 
foregoing  type.  She  needs  not  so  much  the  encourage- 
ment of  confidence  and  proof  of  value  in  the  goods  as 
subtle  flattery  through  agreement  with  what  she  has 
to  say.  In  fact,  she  should  be  encouraged  to  tell  the 
salesperson  all  about  the  merchandise  and  its  good 
(jualities.  She  should  be  induced  tactful!}'  to  sell  the 
article  to  herself. 

Asking  her  ad\  ice  will  minister  to  her  self-esteem. 
Permitting  her  to  talk  will  usually  bring  about  a  favor- 
able result.  There  should  be  no  semblance  of  argu- 
ment. One  should  never  directly  dispute  statements 
she  makes,  nor  talk  as  if  he  knew  more  about  the  goods 
than  she  does. 


The  Talkative  Customer. 

Closely  allied  with  the  preceding  type  is  the  talka- 
tive customer — the  one  who  talks  merely  to  be  saying" 
something  rather  than  with  a  definite  object  in  view. 

The  great  danger  with  this  type  is  that  they  may 
talk  themselves  out  of  the  sale,  or  change  the  subject 
of  conversation  entirely.  When  they  seem  to  be  drift- 
ing from  the  business  at  hand,  it  is  well  for  the  sales- 
man, by  bringing  up  new  or  unmentioned  qualifica- 
tions of  the  article,  to  direct  their  conversation  back  to 
the  proper  channels.  If  they  can  be  confined  to  the 
business  of  buying,  they  will  often. talk  themselves  into 
a  i)urchase. 

The  Indifferent  Customer. 

When  patrons  enthuse  over  or  criticize  the  goods 
shown  them,  selling  talks  may  be  applied  to  the  needs 
of  the  situation.  Their  actions  give  the  salesperson  a 
clue  as  to  what  may  or  may  not  please  them,  and  he 
can  direct  his  forces  accordingly.    But  when  the  cus- 


tomer is  indifferent  and  does  not  respond  to  initial 
efl:"orts  to  interest  her,  the  situation  becomes  more  com- 
plicated. 

In  this  case  reserve  must  be  broken  down  and  re- 
sistance overcome.  This  may  mean  approaching  the 
problem  from  various  angles,  concentrating  on  each  in 
turn  until  some  degree  of  interest  is  manifested.  When 
this  interest  is  apparent  it  should  be  a  signal  for  the 
salesman  to  centre  his  attack  on  this  point  of  least  re- 
sistance, whether  it  be  style,  durability,  price,  or  what 
not.  Indifiference  is  often  a  defensive  pose.  Such 
people  are  afraid  to  give  up  too  readily  to  the  sales- 
person, feeling  that  they  might  be  led  into  unwise  buy- 
ing. It  is  safe  to  assume  with  this  type,  as  with  others, 
that  they  came  to  the  store  and  to  the  department 
primarily  because  they  were  considering  buying. 

The  Silent  Customer. 

Such  a  customer  is  possibly  only  a  variation  of  the 
foregoing  type,  but  in  some  cases  she  is  merely  the 
reverse  of  the  talkative  customer,  in  that  while  she  has 
little  to  say,  her  facial  expression  and  actions  show  the 
interest  she  fails  to  voice. 

This  customer  should  be  induced  to  talk  by  asking 
her  questions  which  will  require  detailed  answers,  in- 
stead of  the  monosyllabic  "Yes"  or  "No."  If  it  seems 
impossible  to  induce  her  to  talk  about  things  imme- 
diately concerned  in  the  sale,  find  something  of  mutual 
interest,  as  the  weather,  civic  events  of  recent  occur- 
rence, etc.,  avoiding  politics,  religion,  the  war,  or  any 
subjects  which  might  bring  about  differences  and  un- 
pleasantness. 

In  any  event,  she  should  be  induced  to  talk.  Once 
the  conversation  is  started  it  can  usually  be  directed 
into  the  right  paths — the  roads  that  lead  to  sales. 

The  Put-It-Off  Customer. 

This  t3q)e  has  acquired  the  habit  of  jnitting  off  until 
to-morrow  what  might  be  done  to-day.  There  may  be, 
and  possibly  is,  no  reason  why  she  should  delay  pur- 
chasing except  for  her  natural  tendency  to  procrastin- 
ate. 

Such  a  customer  should  be  shown  the  great  advan- 
tage of  immediate  buying,  and,  further,  the  possible 
unpleasant  results  of  failing  to  buy  now.  The  mer- 
chandise in  question  may  be  short  in  supply,  with  the 
possibility  of  not  being  able  to  get  it  in  the  future.  It 
may  be  an  exclusive  novelty  which  will  not  be  dupli- 
cated. It  may  be  advancing  in  price  almost  daily. 
There  are  many  real  reasons  in  almost  any  case  which 
the  well-informed  salesperson  may  use  to  overcome 
this  hesitancy. 

The  Prejudiced  Customer. 

As  a  result  of  previous  disappointment  in  some 
store  or  for  other  reasons,  certain  customers  are  preju- 
diced against  the  store,  the  salespeople,  or  its  goods. 
This  mental  attitude  must  be  overcome  in  very  much 
the  same  way  as  with  the  distrustful  customer. 

The  customer  must  be  convinced  immediately  that 
her  prejudice  is  without  foundation,  but  consummate 
tact  must  be  exercise  so  that  she  may  be  altogether 
agreeable  in  her  admissions  of  being  wrong.  Time 
may  be  well  spent  in  the  beginning  of  a  sale  to  this 
type  of  customer  in  overcoming  all  existing  prejudices 
and  getting  a  greater  degree  of  mental  harmony  be- 
tween customer  and  store,  two  factors  whose  interests 
are  and  should  be  mutual. 

The  Nervous  Customer. 

The  nervous  customer  is  usually  in  a  hurry,  or  at 
least  imagines  she  is,  and  wants  prompt,  quick  service. 
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She  thinks  rapidly,  and  unless  information  can  be  given 
her  in  brief,  concise  form  her  mind  is  liable  to  run  on 
ahead.  She  may,  and  often  does,  jump  at  conclusions, 
and  these  are  not  always  condusve  to  the  success  of 
the  sale. 

She  will  like  best  the  sales])erson  who  thinks  and 
•  talks  as  rapidly  as  she  does,  hut  without  any  semblance 
of  hurry,  which  might  make  her  more  nervous.  Goods 
should  be  shown  immediately.  Questions  should  be 
answered  without  hesitancy  or  delay.  The  sale  should 
be  consummated  as  quickly  as  ])ossible.  This  is  the 
type  of  person  who  runs  across  the  street  in  front  of  a 
street  car,  stops,  turns  around,  and  watches  it  go  by. 

The  Deliberate  Customer. 

She  is  the  exact  opposite  of  tiie  nervous  type.  One 
who  does  not  wish  to  be  handled  hurriedly,  and,  as  a 
matter  of  fact,  will  resent  such  treatmenf.  Iler  mind 
does  not  work  quickly.  Ideas  must  be  advanced  slowly 
and  in  logical  order  if  they  are  to  be  fully  understood. 


Very  fashionable  this  year 
—  not  to  mention  sensible  - 
is  this  low-heeled,  strongly- 
built  boot  of  comfortable 
cut.  It  is  dark  mahosany 
—that  shade  is  very  smart 
this  year  -Minister— Myles 
Shoe  Co.,  Ltd..  Toronto. 


Explanation  must  be  detailed  and  the  purchase  dis- 
cussed from  various  angles. 

Conversation  on  general  sul^jects  aside  from  the 
purchase  may  sometimes  be  indulged  in  profitably. 
The  main  thing  to  rememl)er,  however,  is  not  to  hurry 
in  either  speech  or  action. 

The  Tired  Customer. 

In  spite  of  everything  done  to  make  sho])])ing  easy, 
it  is  still  a  tiresome  task.  In  common  with  elderly 
people  and  invalids,  this  customer  should  first  of  all  be 
made  comfortable.  Such  a  customer  should  be  seated 
whenever  possible,  so  that  she  may  be  relieved  from  all 
physical  strain,  and  the  mind  left  free  to  consider  the 
purchase  in  question.  Customers  in  this  class  should 
be  shown  the  consideration  mentioned  before  any  sug- 
gestion of  purchase  is  made. 

The  Looker. 

"No,  thank  you,"  replied  a  customer  to  a  salesper- 
son's enquiry  regarding  her  wants;  "I  am  just  looking 
around." 

A  real  salesman  would  have  assured  lu  r  that  he 
was  glad  to  have  her  look  around;  that  she  need  feel 
under  no  obligation  to  buy,  and,  following  these  state- 
ments, would  have  engaged  her  in  conversation  rela- 
tive to  some  line  on  display.  His  exhibit  of  and  argu- 
ments for  his  wares  would  be  ingeniously  indirect,  l)ut 
none  the  less  to  the  point. 

In  his  own  mind  he  woud  realize  that  "just  looking" 
is  a  protection  used  by  many  who  actually  come  to 


buy,  but  wish  to  avoid  the  over-insistent  methods  of 
"anxious-to-seir  salespeople.  All  people  who  enter  a 
retail  store  are  interested  to  some  degree  in  merchan- 
dise, but  like  to  feel  that  they  are  at  liberty  to  buy  r,r 
not  to  buy. 

The  safest  plan  is  to  show  scjmething  to  every 
"lo(jker"  who  lingers  long  eiKjugh  to  give  fMie.thc  op- 
portunity. With  those  wIkj  continue  to  strcdl  ab(Uii 
the  dei)artment  the  salesman  must  be  most  tactful.  It 
will  not  do  to  follow  them  or  to  watch  them  t!jo 
closely,  yet  they  should  be  kept  constantly  under  super- 
vision, so  that  immediately  they  show  marked  interest 
in  any  article  the  salesman  may  be  at  hand  with  well- 
chosen  reasons  why  they  should  buy. 

Someone  has  said,  "The  looker  of  to-day  is  often 
the  buyer  of  to-morrow."  Moreover,  the  looker  of  to- 
day will,  in  many  cases,  Ije  the  buyer  of  to-day,  if  han- 
dled properly. 

The  Dignified  Customer. 

T(j  be  able  to  reflect  her  personality  means  cer- 
tainty of  her  favor.  One  of  the  traits  common  to  all 
people  is  self-satisfaction.  As  you  view  yourself  in  the 
mirror,  or  indulge  in  introspecton,  and  are  pleased  with 
what  you  find,  you  may  be  able  to  detect  one  or  two 
minor  points  which  you  grudgingly  admit  might  be 
bettered,  but  in  the  main  the  ideal  of  the  individual  is 
his  own  present  personality. 

When  the  dignified  customer  finds  a  salesman  who 
avoids  flippancy,  is  reserved,  quiet,  and  conservative, 
she  is  pleased.  Inversely,  the  congenial  customer 
would  doubtless  be  reijelled  by  this  atmosphere,  and 
would  be  pleased  only  by  some  show  of  cordality. 

Cordiality,  in  this  case,  does  not  mean  familiarity, 
which  should,  of  course,  never  be  indulged  in.  It  may 
mean  laughing  at  the  humorous  sallies  of  the  customer, 
but  never  replyng  in  kind.  The  .salesman  can  usually 
tell  by  what  the  customer  is  and  does  what  she  likes 
best,  and  can  regulate  his  service  accordingly. 

Customers  Who  Speak  Broken  Englsh. 

Those  who  sjjeak  brokenly,  or  who  show  lack  of 
educational  advantages,  should  be  treated  with  a  great 
deal  of  patience.  Language  should  be  simplified  to 
meet  their  requirements.  Any  semblance  of  ridicule  or 
the  display  of  superior  knowledge  should  be  guarded 
against.  They  are  usually  sensitive  regarding  their 
lack  of  ability  to  express  themselves,  and  nothing 
should  cause  them  to  feel  that  the  salesman  is  anything 
but  pleased  with  the  opportunity  of  serving  them.  This 
should  also  be  true  of  those  customers  who  en([uire  for 
out-of-date  or  old-fashioned  articles.  Don't  remind 
customers  that  asked-for  goods  are  out  of  style.  Some- 
times the  customer  is  better  informed  than  the  sales- 
person. 

The  Waiting  Customer. 

The  waiting  customer  should  be  entertained  and 
kept  in  good  humor  by  showing  merchandise,  whether 
she  is  waiting  for  a  friend  or  for  a  parcel  to  be  wrap- 
ped, or  for  some  other  reason.  Every  spare  moment 
should  be  used  in  this  and  other  ways  to  build  future, 
if  not  immediate,  business. 

As  with  the  "looker,"  permission  to  show  the  goods 
should  not  be  asked.  Few  people  care  to  trouble  sales- 
people unless  they  intend  to  buy,  feeling  that  they  may 
be  expected  to  purchase. 

The  Economical  Customer. 

This  customer  should  be  shown  all  points  suggest- 
ing durability,  and  the  explanation  of  the  goods  should, 
whenever  possible,  show  how  the  customer  will  save 
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money  by  buying".  On  the  other  hand,  the  customer 
who  wants  what  she  wants,  regardless  of  price,  should 
be  impressed  with  the  desirability  of  the  article,  aside 
from  value  consideration. 

The  Woman  Shopping  for  Her  Child. 

The  woman  shoppino-  for  her  child  should  be  led 
tactfully  to  talk  about  the  child.  There  is  no  more 
certain  way  to  the  heart  of  the  mother  than  through 
the  child,  and,  besides,  all  salespeople  are,  or  should  be, 
interested  in  children. 

Children  Shopping. 

Children  should  be  shown  every  consideration,  even 
though  at  times  they  may  be  troublesome.  Their  wants 
should  be  filled  exactly.  They  should  not  be  made  to 
wait  any  longer  than  necessary.  Whatever  happens  in 
the  store  will  doubtless  be  reported  in  the  home,  and, 
besides,  the  children  of  to-day  are  the  future  customers 
of  the  store.  Salespeople  should,  in  all  cases,  be  espe- 
cially considerate  of  children  who  come  to  their 
counters. 

The  Customer  Who  Waits  for  Some  Other 
Salesperson. 

This  customer  should  receive  the  attention  of  the 
saleswoman  who  approaches  her,  provided  no  other 
customers  are  still  to  be  served. 

Mrs.  Jones  says:  "No,  thank  you;  I  believe  I'll 
wait  for  Miss  So-and-So."  The  efficient  saleswoman 
who  has  greeted  her  may  reply :  "Miss  So-and-So  will 
doubtless  be  at  liberty  in  just  a  moment,  and  I  will  tell 
her  you  are  waiting.  Could  I  get  something  for  you 
in  the  meantime?"  This  wpuld  be  preferable  to  the 
altogether  too  usual  "All  right,"  and  the  subsequent 
watching  the  customer  wait,  as  much  as  to  say  :  "I  am 
glad  you  are  obliged  to  wait  so  long." 

Other  Types  of  Customers. 

The  foregoing  is  not,  by  any  means,  a  complete  list 
of  types  of  customers.  Doubtless  the  reader  may,  from 
his  experience,  supply  many  others.  For  instance, 
that  most  desirable  of  all  types — the  customer  who 
knows  just  what  she  wants.  These  customers,  how- 
ever, do  not  present  a  serious  problem  to-  those  who 
understand  their  business.  With  them  serving  is 
largely  a  matter  of  promptness  and  pleasantness. 

Sometimes,  however,  complications  may  arise 
through  customers  coming"  in  together.  In  these  cases 
both  must  be  pleased,  but  especially  the  one  who  seems 
to  have  the  greatest  influence,  whether  she  is  the  one 
making  the  purchase  or  not.  If  closing  the  sale  seems 
impossible  because  of  the  interference  of  the  non-pur- 
chasing" customer,  it  is  often  advisable  in  some  way  to 
eliminate  her,  by  getting  her  interested  in  something" 
else. 

The  classification  of  customers  and  their  peculiari- 
ties is  worthy  the  attention  of  every  one  engaged  in 
selling.  It  is  the  first  step  in  the  intensive  service  that 
will  lend  an  unusual  character  to  the  salesmanship  of 
tlie  one  vvlin  aims  at  liigh  efficiency  in  selling. 


they  can  buy  for  15  cents  a  pair  less  than  similar  shoes 
in  the  States.  In  addition  the  quality  is  said  to  be 
higher. 

'  This  is  the  gist  of  an  article  in  a  recent  issue  of  the 
Shoe  Retailer  (Boston),  and  their  comment  upon  the 
situation  is  as  follows  : 

'Tt  is  remarkable  that  shoes,  even  in  small  quanti- 
ties, should  be  imported  from  Great  Britain,  in  view  of 
the  fact  that  most  of  the  shoe  factories  in  England 
have  been  pressed  into  the  service  of  the  government, 
and  are  only  able  to  use  a  portion  of  their  plants  for 
making  other  than  army  shoes.  Labor  conditions  are 
acute  in  England,  also,  because  of  the  war,  and  tremen- 
dous quantities  of  leather  are  imported  from  the 
United  States  to  augment  the  insufficient  supplies  from 
Briish  tanneries.  There  is  an  obvious  moral  here.  For 
the  first  time  in  the  history  of  our  industry  leather  and 
shoes  were  put  on  the  free  list  by  the  Underwood  tariff 
law,  now  in  efifect.  If  shoes  can  b^  imported  from 
Great  Britain,  Canada,  and  other  countries  under  the 
extreme  conditions  prevailing  during  the  war,  what 
may  we  expect  after  peace  is  restored  and  the  indus- 
tries of  Europe  return  to  normal  conditions?" 


British  and  Canadian  Shoes  for  United  States 

Between  eight  and  nine  thousand  pairs  of  shoes  a 
month  are  being  imported  into,  the  United  States  from 
Great  Britain  and  from  five  to  six  thousand  pairs  each 
month  from  Canada.  An  American  manufacturer  of 
McKay  sewed  white  canvas  pumps  is  complaining"  of 
competition  from  England.  Several  shoe  jobbing 
houses  are  showing  samples  of  P>ritish  make  wdiich 


Big  Demand  for  Gaiters 

Montreal  manufacturers  say  the  demand  for  gaiters 
is  phenomenal.  They  are  unable  to  supply  all  the 
orders  received,  and  have  been  compelled  to  refuse  a 
large  amount  of  business.  Fashion,  of  course,  is  the 
predominant  factor  in  the  extraordinary  demand,  gait- 
ers this  season  beings  worn  more  than  even  last  season. 
The  scarcity  of  labor  has  something-  to  do  with  the  de- 
cision of  manufacturers  to  turn  down  orders,  but  the 
chief  reason  is  the  lack  of  material.  Firms  which 
ordered  cloth  early  in  the  year  are  only  just  obtaining" 
deliveries.  Prices  ,too,  have  advanced,  and  will  proba- 
bly take  another  upward  turn.  Some  shoe  manufac- 
turers find  themselves  in  the  same  position  as  regards 
refusing  business.  Orders  have  come  in  to  such  an 
extent  and  the  market  situation  is  so  uncertain,  both 
as  to  the  price  of  raw  materials  and  delivery,  that  some 
firms  have  decided  that  they  will  not  accept  orders  for 
certain  lines  of  goods. 


Agents  for  New  Button  Attaching  Machine 

The  Canadian  Shoe  Findings  &  Novelty  Company, 
2  Trinity  Square,  Toronto,  have  recently  taken  over 
the  Canadian  selling  agency  for  the  Toledo  Button 
Machine  Company,  Toledo,  Ohio — a  new  button  ma- 
chine fastening  any  style  of  button  automatically.  The 
machine  is  sold  outright  to  dealers.  They  have  also 
added  to  their  line  a  new  shoe  dressing  for  renovating 
silver  or  gold  slippers ;  also  a  dull  glycerine  paste  for 
keeping  a  gun  metal  or  dull  kid  shoe  dull,  or  for  chang- 
ing vici  to  dull  kid.  Mr.  L.  H.  Fischel,  420  Prince 
■  Albert  Avenue,  Westmount,  P.Q.,  has  been  put  in 
charge  of  the  Montreal  territory. 


Weli-Known  Manufacturer  Passes 

Mr.  George  R.  Cummings,  Jr.,  general  manager  of 
the  New  England  Blacking  Company,  Boston,  Mass., 
died  recently  at  Nantasket  Beach,  Mass.  Though  a 
comparatively  young  man,  Mr.  Cummings  had  built  up 
and  firmly  established  two  very  large  businesses,  being 
also  general  manager  of  the  firm  of  George  R.  Cum- 
mings, Jr.,  Inc.,  St.  Louis,  and  his  death  came  as  a 
great  shock  and  surprise  to  his  many  friends  through- 
out the  leather  industry.  His  brother,  Mr.  William  T. 
Cummings,  is  well  known  as  the  Canadian  representa- 
tive of  these  two  firms. 
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Vancouver  Shoe  Repairers'  Association  is  Active 
Accept  New  Prices  as  Justified  by  the  Times 


IN  a  recent  issue  of  Footwear  in  Canada  mention 
was  made  of  the  organization  effected  a  couple  of 
months  ai£>o  among"  the  shoe  repairers  of  Van- 
couver, who  had  been  hard  hit  by  the  steadily  ad- 
vancing values  of  leather  and  findings.    The  situation 
became  so  serious  that  many  of  the  smaller  firms  in 
the  outlving  portions  of  the  city  were  finding  it  diffi- 


Mr.  Geo  H.  Morris,  President. 


cult  to  make  ends  meet,  and  when  George  H.  Morns, 
of  the  Coodyear  Repair  Company,  Pender  btreet 
West  and  several  other  "live  w/ires"  undertook  to  see 
what  they  could  do  to  remedy  matters  they  had  the 
hearty  co-operation  of  the  best  men  in  the  busmess,  all 
of  whom  had  been  hoping  that  something  would  hap- 
pen to  improve  the  situation  before  they  were  com- 
pelled to  close  their  shops. 

At  the  preliminary  meeting  an  energetic  committee 
was  named  to  call  upon  the  trade  and  discuss  organiza- 
tion affairs,  following  which  a  well-attended  meetnig 
was  held,  at  which  the  association  was  properly 
launched  by  the  appointment  of  the  following  officers 
for  the  year:  George  H.  Morris,  president;  Charles 
CuUey,  Sr.,  vice-president;  A.  C.  Cornell,  secretary- 
treasurer;  committee:  J.  Long,  D.  J.  McDonald,  T.  H. 
Uiglin,  |.  Mecrcdy,  and  T.  J.  Brown.  Addresses  were 
deUvered  by  many  of  those  present,  in  which  instances 
were  given  of  the  losses  being  sustained  under  the  rul- 
ing prices.  Nevertheless  many  of  the  repair  men,  while 
realizing  the  necessity,  were  reluctant  to  increase  then- 
rates  for  the  reason  that  the  higher  prices  would  be 
felt  severely  by  some  poor  families  whose  bread-win- 
ners are  at  the  front.  In  order  to  impress  the  public 
with  the  reasonableness  of  their  action  the  association 
decided  to  insert  advertisements  in  the  city  pa]>ers,  and 
undoubtedly  this  thoughtful  act  helped  materially  to 
win  over  the  opposition. 

Meetings  of  the  association  are  held  on  the  second 
and  fourth  Thursdays  in  each  month.  Secretary  Cor- 
nell, who  has  his  office  at  620  Sixteenth  Avenue,  re- 
port's that  new  members  are  joining  at  every  meeting. 


Over  .^0  i)cr  cent,  of  the  shops  have  adopted  the  lu 
schedule,  and  it  is  hoped  the  i)ercentage  will  reach 
])er  cent,  before  Christmas. 

Below  will  be  found  the  revised  price-list: 


Men's  full  soles  and  heels,  leather  or  rul)l)er    $2.7.) 

Men's  half  soles  and  heels,  sewn,  leather  or  ruliber  . .  1. 00 
Men's  half  soles  and  heels,  nailed,  leather  or  rubber. .  1.4.') 

Men's  half  soles  only,  sewn    1.1.) 

Men's  half  soles  only,  nailed    1.00 

Men's  heels,  leather  or  rubber  .10 

Men's  heels  and  steel  plates  r>.i 

Men's  hob  or  Hun^jarian  nails  from  .:i") 

Men's  toe  caps  7"> 

Men's  heel  linings  :;5 

Men's  toe  pieces   :;."> 

Men's  heels  and  rubber  tips  G.) 

Men's  new  heels    1.00 

Men's  double  rubber  heels  65 

Women's  soles  and  heels,  sewn    1.25 

Women's  soles  and  heels,  sewn,  rul)))er   1.40 

Women's  soles  and  heels,  nailed    1.10 

Women's  soles  only,  sewn    1.00 

Women's  soles  only,  nailed  8.) 

Women's  turned  soles  and  liecls    1..50 

Women's  turned  soles  only    1.2.") 

Women's  heels,  leather   30 

Women's  heels,  rul)ber   .^O 

Women's  new  heels,  Cul)an   75 

Women's  new  heels,  French    i.OO 

Women's  toe  pieces   from  .25 

Woinen's  toe  caps   50 

Boys'  soles  and  heels,  sewn,  :!  to  5    l.r!5 

Boys'  soles  and  heels,  nailed,  :!  to  5    1.25 

Boys'  soles  only,  sewn,  .'!  to  5    l.oo 
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l:{oys'  soles  only,  nailed,  .!  to  5  s." 

Youths'  soles  and  heels,  sewn.  11  to  2    1.00 

Youths'  soles  and  heels,  nailed.  1 1  to  2  <)0 

Youths'  soles  only,  sewn.  11  to  2  7.' 

Youtlis'  soles  only,  nailed,  1 1  to  2  6." 

Youths'  heels,  1 1  to  2 
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Children's  soles  and  heels.  Sewn,  6  to  10  85 

Children's  soles  and  heels,  nailed,  6  to  10  05 

Children's  toe  caps,  6  to  10  50 

Children's  heels,  6  to  10  ...  25 

Red  rubber  heels   60 

White  rubber  heels   ,   .65 

Elastic  sides  heels  . .  .  . :  •  per  set    1.00  up 

Patches,  sewn,  heels   15  up 

Cement  patches   35  up 

Rips  10  up 

Buttons  on  boots  25  up 

Buttons  on  oxfords   '  15  up 

Dyeing  low  shoes  25  up 

Dyeing  high  shoes   35  up 

Box  toes    1.00  up 

Fleel  stiffeners    1.00 

Calks  each  .01 

White  leather   -   extra 


Foot  Relief  Service 

The  Canadian-Arrowsmith  Manufacturing  Com- 
pany, Niao-ara  Falls,  Ont.,  are  distributing,  in  pocket 
size,  a  treatise,  covering  practically  every  phase  of  foot 
ailment  that  can  be  relieved  by  mechanical  means. 
This  booklet  gives  valuable  data  on  the  proper  fitting 
of- arch  supports,  bunion  shields,  and  so  on.  There  is 
also  contained  in  it  a  dictionary  of  medical  terms  and 


Mr.  R.  ].  Orr,  Ontario  representative  for 
Canadian  Arrowsmith  Co. 


definitions  which  is  designed  as  a  ready  reference  for 
specialists  and  orthopedists.  Important  suggestions 
are  oft'ered  for  both  retailer  and  salesman,  and  the 
booklet  also  contains  numerous  comprehensive  illus- 
trations and  diagrams.  The  Arrowsmith  Company  ad- 
vise that  this  text-book  will  be  mailed  without  charge 
to  any  retailer  or  salesman  interested. 


We  are  in  receipt  of  Catalog  No.  10  for  1917  show- 
ing the  "In-Stock"  styles  of  the  L.  B.  Evans'  Son  Com- 
pany, Wakefield,  Mass.  This  catalogue  is  very  com- 
plete with  illustrations,  descriptions  and  prices  of  the 
company's  lines  of  sandals,  slippers  and  oxfords.  The 
Boston  sales  office  is  at  110  Summer  Street.  Tl^iis  firm 
has  been  established  since  1855. 


Montreal  Repair  Men  Experience  Difficulty 

Some  of  the  Montreal  shoe  repairers  are  finding  it 
difficult  to  get  higher  prices  for  their  work.  Customers 
who  have  been  in  the  habit  of  paying  certain  prices  for 
repairs  do  not  take  kindly  to  the  extra  charges  which 
repairers  are  compelled  to  make  if  they  are  to  obtain  a 
living  profit.  Women,  said  one  retailer  who  does  shoe 
repairing,  are  the  most  difficult  to  deal  with.  Although 
they  are  paying  more  for  their  groceries  and  for 
woollen  goods,  they  cannot  see  that  there  is  justifica- 
tion for  putting  out  m&re  for  repairs.  "I  do  not  like  to 
do  so,"  stated  this  repairer,  "but  I  am  forced  to  boost 
prices.  All  my  raw  materials,  especially  sole  leather, 
liave  gone  up,  and  I  do  not  feel  like  working  for  noth- 
ing. A  lady  customer  to  whom  I  quoted  the  old  price, 
refused  to  leave  the  shoes,  alleging  that  the  price  was 
too  high.  I  explained  that  I  ought  to  charge  more,  to 
which  she  replied :  'But  I  bought  the  shoes  here !'  and 
urged  this  as  a  reason  why  I  should  repair  the  shoes 
for  a  lower  price.  I  told  her  that  this  made  no  dififer- 
ence  so  far  as  my  cost  of  materials  was  concerned,  but 
she  refused  to  be  convinced,  and  left  the  shop.  Of 
course,  we  can  put  inferior  leather  into  the  repairing ; 
this,  however,  does  not  pay  in  the  long  run.  If  people 
want  a  good  job  they  must  pay  for  it,  and  there  is  no 
reason  why  we  should  not  make  higher  charges  in  the 
same  way  that  other  traders  do  when  the  wholesale 
values  are  dearer." 


An  Unexpected  Climax 

H.  W.  Gilhooly,  the  well-known  Brockville  shoe 
merchant,  was  sadly  disappointed  in  what  would  have 
turned  out  to  be  a  very  satisfactory  window  display, 
although  perhaps  the  advertising  received  through  the 
outcome  was  more  productive  than  intended.  Mr.  Gil- 
hooly had  planned  a  Thanksgiving  Day  decoration, 
and  included  in  the  scheme  a  racoon  and  a  porcupine, 
each  in  a  little  stall  of  its  own.  Everything  went  along 
nicely  until  the  animals  broke  loose  and  the  coon  com- 
menced using  German  tactics  on  the  porcupine,  evi- 
dently knowing  very  little  of  modern  warfare  and  of 
concealed  armament.  The  porcupine  cut  loose  with  a 
heavy  broadside,  and  the  fun  got  under  way.  The 
window  decorations,  including  a  choice  line  of  the 
season's  latest  shoes,  ofifered  the  combatants  good  op- 
IDortunity  for  strategic  movements,  but  nevertheless 
the  porcupine,  as  a  result  of  her  superior  fighting 
equipment,  soon  had  the  coon  looking-  like  an  animated 
pin  cushion.  Mr.  Gilhooly  at  this  point  managed  to 
extract  the  coon  from  the  window  and  with  the  assist- 
ance of  a  number  of  friends  removed  the  quills  and 
rendered  "first  aid."  The  display  was  in  a  sorry  state, 
but  who  can  say  that  the  end  did  not  justify  the 
means? 


Shockproof  Shoes 

A  manufacturer  has  recently  placed  on  the  market 
a  line  of  shoes  for  electrical  workers  which  are  made  to 
withstand  potentials  up  to  20,000  volts  without  harm  to 
the  wearer.  The  shoes  contain  no  cement,  and  have  no 
seams,  but  are  vulcanized  into  a  solid  piece  under  high 
pressure  in  aluminum  moulds.  A  novel  feature  of  the 
shoe  is  that  the  soles  are  white,  and  under  the  white 
surface  is  a  layer  of  red  rubber.  When  the  sole  has 
worn  down  to  a  point  where  the  red  is  exposed  it  is  a 
sign  to  the  wearer  that  a  new  half-sole  should  be  imme- 
diately secured  in  place. 


A  hustler  is  a  man  who  needs  his  shoes  re-soled  Oftener 
than  he  does  his  trousers  re-seated. 
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Critical  Canadian  Shoe  Leather  Situation 

Timely  address  on  a  vital  subject  by  Mr.  W.  A.  Moore  before 
Toronto  Shoe  Retailers'  Association 


TNI'',  regular  monthly  meeting  of  the  'I'oronto 
Shoe  J<otailei's'  Association  was  held  on  Octo- 
l)LT  26th,  and  included  a  good  attendance  of 
members.  The  feature  of  the  meeting  was  an 
address  l)y  Mr.  W.  A.  Moore,  sales  manager  of  the 
lieardmore  Leather  Company,  on  the  leather  situation. 
As  this  is  a  subject  vitally  important  to  the  shoe  retail- 
er at  the  present  time,  Mr.  Mooref's  very  able  presenta- 
tion of  the  matter  was  followed  with  great  interest  and 
profit  ])y  those  present.  While  it  is  unfortunate  that  Mr. 
Moore  was  unable  to  see  anything  in  view  but  contin- 
ued high  prices,  the  facts  and  figures  laid  before  the 
meeting  served  well  to  acquaint  the  shoemen  with  the 
real  causes  underlying  the  condition.  Extracts  from 
Mr.  Moore's  address  follow: 

That  shoes  are  very  much  higher  in  price  to-day 
than  two  years  ago  is  due  to  the  fact  that  hides,  the 
raw  material  from  which  shoes  are  made,  have  ad- 
vanced in  price — in  the  case  of  sole  leather  hides,  35  to 
40  per  cent,  over  the  current  prices  in  July,  1914.  This 
advance  in  the  price  of  sole  leather  hides  is  not  nearly 
as  large  as  the  increases  in  the  cost  of  other  classes  of 
hides  and  skins,  such  as  goatskins,  which  are  used  for 
the  manufacture  of  glazed  kid  skins;  sheepskins,  which 
are  used  to  a  large  extent  for  linings  and  facings  on 
men's  and  women's  shoes. 

Large  Quantity  of  Skins  Spoiled. 

Last  year  there  was  a  \cry  bad  drought  in  Aus- 
tralia and  in  portions  of  New  Zealand,  and  twenty  nnl- 
lion  sheep  alone  died  as  the  result  of  this  drought.  In 
many  cases  the  abattoirs  and  places  where  they  cured 
hides  and  sheepskins  were  unable  to  work  owing  to  the 
scarcity  of  water,  and  many  thousands  of  skins  spoiled 
through  lack  of  proper  curing  facilities.  The  British 
and  Erench  armies  are  equipping  all  their  men  for  the 
winter's  campaign  with  sheepskin  coats. 

Calfskins,  which  have  been  probably  the  mi^st  popu- 
lar leather  of  all  those  used  in  the  manufacture  of 
shoes,  have  advanced  tremendously  in  price,  and  goat- 
skins are  costing  fully  100  per  cent.-  and  more  than  they 
were  when  the  war  opened. 

These  are  only  a  few  instances  to  show  you  why 
tanners,  and  in  turn  shoe  manufacturers,  are  obliged 
to  ask  more  money  for  their  products. 

Leather  is  a  munition  of  war,  and  in  Great  Britain 
and  in  Erance,  also  in  Italy,  the  tanneries  there,  under 
government  control,  are  being  worked  to  full  capacity, 
and  hides  must  be  obtained  to  keep  these  tanneries 
running,  so  as  to  supply  the  armies  with  boots,  sad- 
dlery, harness,  etc.,  and  to  obtain  the  hides  they  are 
willing  to  practically  give  any  price,  and  if  we  tanners 
on  the  continent  of  America  want  hides  we  have  to 
give  ecpially  as  good  prices  as  they  are  paying  for 
them  in  luirope. 

High  Cost  of  Chemicals. 

All  materials  and  chemical>  u^ed  in  1 
ishing,  dyestufifs,  oils,  etc.,  are  severa 
cent,  higher  in  cost  than  normal  prices, 
hemlock  bark  in  July,  B'U,  cost  us  $9  to  $9.50 per  cord, 
(lelivered  at  our  tanneries,  whereas  it  is  costing  us  at 
present  $13  to  $13.50  per  cord,  which  is  about  50  per 
cent,  advance.  Chestnut  oak  extract,  which  to  a  large 
extent  is  used  in  the  tanning  of  oak  sole  leather,  in 


and  lin- 
hundrcd  per 
For  instance. 


July  was  costing  us  4.07  cents  per  unit  of  tannin — 
there  was  no  duty  then — our  present  contract  is  .09c, 
and  this  price  is  f.o.h.  the  extract  factory  in  the  United 
States,  and  in  addiion  tlu  rc  is  .-i  diitv  or  war  tax  of 
per  cent,  to  pay. 

Solid  cpiebracho  in  July,  1914,  was  3  cents  per 
pound  landed  on  the  dock.  New  York.  (J)ur  present 
stock  on  hand  in  our  tanneries  cost  us  11  cents,  same 
terms,  plus  duty.  The  charges  from  Buenos  Ayres. 
say,  nearly  11^  cents  to  New  York,  this  price  being 
nearly  400  per  cent,  higher.  Heavy  insurance,  iiicliul- 
ing  war  risks,  have  added  1o  the  increasing  costs  of 
hides  and  materials. 

Shipping  Rates  Prohibitive. 

Ereight  on  hides  from  South  .\merica  in  July,  1914, 
was  70  cents  per  100  pounds,  and  we  have  got  as  low  as 
17  cents  per  100  jjounds  to  New  York  and  Boston,  the 
last  rate  we  paid  was  $2.50  per  100  i)ounds,  but  our 
representative  in  South  America  has  advised  us  that 
he  expects  an  advance.  This  is  nearly  400  per  cent, 
increase.  We  have  recently  paid  much  higher  rates  ; 
in  March  we  paid  $4  per  100  pounds. 

It  all  amounts  to  the  question  of  supi)ly  and  de- 
mand.   As  I  said  before,  leather  is  a  munition  of  war. 


Classy  model 
in  dull  calf- 
tan  suede  upper 

Minister 
Myles  Shoe  Co., 
Toronto. 


The  usual  trade  routes  have,  in  many  cases,  been 
either  closed  entirely  or  embargoes'bave  been  in  effect, 
w  hich  stopi^ed  the  usual  quantities  of  hides  and  skin-^ 
going  forward  to  the  various  markets  where  they  had, 
heretofore,  been  handled. 

Shortage  of  Cattle. 

In  addition,  there  has  been  a  decided  shortage  of 
])ecf  cattle  in  the  United  States  and  Canada,  due 
largely  to  the  fact  that  cattle  are  rapidly  disappearing 
from  the  great  ranches  in  the  West;  and.  while  our 
population  is  increasing,  our  cattle  are  decreasing  in 
number.  In  (jther  words,  the  increase  in  population  is 
greater  than  the  increase  in  the  cattle  supply,  and  this 
will  be  more  marked  in  the  future  as  cattle  are  being 
slaughtered  now  for  the  armies  in  the  field  and  they 
are  not  being  replenished.  I  look  for  a  more  marked 
shortage  of  suitable  hides  when  the  war  is  over  than  at 
present,  if  that  could  be  possible. 

All  hides  produced  in  British  crown  colonies  arc  re- 
tained for  Great  Britain  exclusively,  and  some  of  the 
self-governing  colonies  have  put  an  embargo  on  hides 
to  all  neutral  countries,  and  will  onlv  allow  export  to 
Cireat  Britain.     I  have  in  mind    particularly  South 
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Africa.  The  IJritish  Guxermnent  lia\e  commandeered 
all  leather,  and  not  a  pound  is  allowed  to  be  used  or 
sold  outside  without  permission  from  the  government. 
The  entire  supply  of  hides  on  hand  and  arriving-  is  also 
commandeered. 

Demand  Not  Alone  for  Boots. 

Nor  is  the  tremendous  demand  fen-  leather  for  war 
|)urposes,  together  with  the  diminished  supply  of  hides, 
the  onh^  factor  in  the  higher  prices  of  hides.  It  is  also 
caused  by  the  constantly  increasing  demand  for  new 
and  varied  uses.  Take  the  automobile — a  compara- 
tively new  invention — it  consumes  an  enormous 
amount  of  leather  annually.  The  multiplication  of 
machinery  calls  for  more  belting.  (Jur  belting  depart- 
ment, the  largest  in  Canada,  has  been  running  night 
and  day,  due  to  the  demands  for  leather  belting,  caused 
by  the  increased  wear  and  tear  on  all  that  is  used  in 
the  munition  and  other  factories  making  war  supplies.- 

Travelling  also  has  increased  enormousl)^  The 
leather  travelling  bag  is  a  necessity  to-day,  and  another 
factor  is  that  some  barbaric  countries  emerging  to  a 
more  civilized  condition  are  recpiiring-  leather  for  shoes 
and  other  articles.  Japan,  China,  and  the  Scandinavian 
countries,  for  instance,  are  constantl}^  using  leather  for 
shoes. 

Prices  Must  Advance. 

With  all  the  modern  inventions  and  improveiuents 
tanners  and  shoe  manufacturers  have  exhausted  their 
al)ility  to  make  leather  and  shoes  out  of  the  present 
high-priced  hides  at  the  old  ruling  prices.  Shoes,  to  be 
the  same  quality,  must  advance  in  price,  so  the  con- 
sumer must  either  expect  to  pay  higher  prices  for  the 
same  quality  shoes  or,  if  sold  at  the  old  price,  get  a 
poorer  shoe.  Boots  and  shoes  are  sold  on  so  close  a 
margin  that  it  is  impossible  to  absorb  any  extra  cost 
on  materials  without  advancing  the  j^rice. 

li:  ❖  * 

Toronto  retailers  are  urged  to  keep  the  date  of  this 
monthly  meeting  in  mind  and  plan  ahead  so  that  they 
may  be  able  to  attend.  Aside  from  the  valuable  infor- 
mation given  by  the  special  speakers,  there  are  inter- 
esting discussions  bearing  on  the  practical  side  of  the 
shoe  retailing  business,  which  no  member  can  well 
afford  to  miss.  Come  and  show  by  your  presence  that 
you  belie\  e  in  organization  and  that,  inasfar  as  it  lies 
in  your  ])o\ver,  you  are  ready  to  do  your  share  towards 
bettering-  retail  conditions  in  Toronto. 


Conditions,  in  British  Columbia  Improving 
Rapidly 

A\'e  are  in  receipt  of  an  encouraging  letter  from 
British  Columbia  regarding  business  conditions  in  that 
province.  General  trade  improvement  means  better 
times  for  the  shoe  retailer.  This  letter  is  from  the 
well-known  firm  of  the  ISritish  Columbia  Leather  and 
I'indings  Company,  Ltd.,  and  reads  as  follows: 

Editor  Footwear  in  Canada  :  Re  trade  condi- 
tions in  British  Columbia,  w^ould  advise  that  we  con- 
sider them  distinctly  better,  both  as  to  collections  and 
volume  of  business.  Pulp  mills,  lumber  and  shingle 
mills,  mining,  fishing,  and  agriculture  are  all  doing- 
well. 

There  are  three  or  four  new  pulp  mills  under  con- 
struction. These  companies  are  literally  begging  for 
men,  and  are  em])loying  every  man  they  can  get.  AYe 
have  a  letter  from  a  tra\-elling  salesman  stating  that 
the  mills  are  ])cing  rushed  to  completion,  and  that 
owing  to  the  nmubcr  of  men  employed  at  one  mill  he 
had  to  sleej)  on  tlie  llo,  ,r  ol  the  gener;il  store  for  two 
nights.    Tlu'  hinibcr  and  sliinglc  mills  are  ;ill  busA',  the 


l^rairie  demand  coming  in  in  good  volume.  The  lack 
of  ships  prevents  them  accepting  the  large  export  busi- 
ness they  are  being  offered.  The  logging  camps  are 
having  great  difficulty  in  getting  men.  Mining  is 
going  strong,  and  the  Boundary  country  is  more  pros- 
perous than  it  has  been  in  a  long  time.  The  salmon 
run  is  late,  but  now  running  full,  and  travellers  calling 
at  up-coast  ports  have  ben  warned  away  at  the  docks, 
there  being  no  place  for  them  to  sleep.  We  note  in 
the  daily  papers  large  shipments  of  potatoes  and  other 
produce  on  every  boat  leaving  for  Australia ;  also  a  big- 
demand  from  the  prairies.  The  Okanagan  Valley  is 
reporting  big  shipments  leaving  for  the  East. 

Business  is  brisk  in  Vancouver,  and  payments  are 
being  met  in  good  style.  Nearly  every  ^diolesale 
house  is  well  ahead  of  last  year  in  volume,  and,  while 
part  of  this  increase  is  due  to  higher  prices,  we  believe 
there  is  more  actual  buying  than  a  year  ago.  Clear- 
ings show  a  large  increase  over  1915,  and  in  some  cases 
are  equal  to  1914. 

.  Personally  we  are  ver}^  well  satisfied  with  the  in- 
crease in  our  business,  especially  in  view  of  the  fact 
that  some  33,000  men  have  joined  the  colors  and  the 
great  number  already  out  of  the  province.  Our  cus- 
tomers are  beginning  to  realize  the  actual  shortage' 
that  exists  in  the  stocks  of  sole  and  upper  leather  in 
Canada,  and  there  is  less  complaint  when  we  have  to 
advance  leather  five  cents  per  pound  than  there  used  to 
be  oil  a  cent  per  pound  advance.  We  consider  that 
the  Canadian  tanners  are  entitled  to  a  word  of  appre- 
ciation for  the  manner  in  which  they  have  taken  care 
of  the  home  consumption  rather  than  shipping  their 
leather  to  the  United  States  or  the  Old  Country. 

The  shoe  stores  report  business  as  very  good  with 
them,  and,  generally  speaking,  there  is  very  little  com- 
plaint of  any  kind,  except  possibly  from  a  lone  real 
estate  man  who  is  still  living  in  the'atmosphere  of  1910 
to  1912. 

_We  believe  Vancouver  and  British  Columbia  will 
enjoy  a  steady,  solid  growth  right  along,  as  the  weak 
firms  have  fallen  by  the  wayside,  and  those  of  us  who 
are  left  are  i)rofiting  by  the  general  betterment  of  con- 
ditions. Yours  very  truly, 

B.  C.  Leather  and' Findings  Co.,  Ltd., 

R.  B.  Francis,  Manager. 
Vancouver,  Oct.  24,  1916. 


New  Price  Schedule  for  Rubber 

At  a  meeting  of  the  Toronto  Shoe  Retailers'  Asso- 
ciation on  Tuesday,  October  31,  a  special  committee 
formed  to  draft  a  revised  schedule  of  rubber  footwear 
prices  recommended  the  following  scale. 

i»r     ,    ^     ,  Per  Pair 

Men  s  Zephyr  or  Light  Weight,  First  Ouality  .  .  .$1.25 
W omen's  Zephyr  or  Light  Weight,  First  Ouality  .90 

Men's  and  Women's  Footholds  7.  .85  and  .75 

Men's  Heavier  Rubbers,  First  Quality   1.15 

Women's  Heavier  Rubbers,  First  Qualitv  85 

Boys'  Heavier  Rubbers,  First  Ouality  .  .'  85 

Youths'  Heavier  Rubbers,  First  Quality  75 

Men's,  Second  Quality  T  I'oO 

Women's,  Second  Quality  .75 

Misses',  Secoad  Quality   ^50 

Children's,  Second  Quality   '  '  50 

These  prices  show  an  increase  over  those  obtained 
formerly,  but  it  is  felt  that  in  view  of  the  higher  cost 
of  doing  business,  scarcity  of  help,  and  so  on  the 
extra  margm  should  be  exacted  from  this  line.  A  num- 
ber of  retaders  contributed  to  the  discussion  and  the 
opmion  was  unanimous  tliat  this  is  a  move  in  the  rio'ht 
direction,  * 
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Fraudulent  Advertising  Makes  Trouble  for 
Calgary  Retailer 

Ax  interesting-  dc\cl()])nK'nt  in  C(  mnc-fl  i(  m  witli 
franduU-nt  and  misleadini;-  advertising^  recently 
(icnirred  at  Calt-ary,  Alta.,  when  J.  !'>.  IJon;:;- 
las.  a  slioe  retailer  of  that  city.  \vas  convicted 
and  lined  $30.  The  advertisement  in  (jnestion  occnpied 
a  whole  pat^e  in  the  Cal!.?ary  Daily  "HeralH"  of  August 
2,  1916,  and  was  (|uite  sensational  in  make-up  and 
wording'.  Tiie  charge  against  Douglas  was  brought 
by  a  local  jeweller,  wIto  was  a  member  of  the  Ad  Club 
of  that  city.  It  was  charged  that  "j.  15.  Douglas,  of  the 
said  city  of  Calgary,  merchant,  did,  at  the  said  city  (if 
C"algary,  on  or  about  the  2nd  day  of  August,  A.D.  1916, 
knowingly  cause  to  be  ])nl)lislie(l  in  'The  Calgary  Daily 
Herald,'  a  newspaper  ])ublished  in  the  said  city  of  Cal- 
gary, an  advertiseiuent  for  either  directly  or  indirectly 
promoting  the  sale  of  personal  property  containing 
false  statements  and  representations  of  a  character 
likely  to  or  intended  to  promote  the  >ale  or  dis])osal  of 
such  jiersonal  pro])erty.  contrary  Id  Section  406,\  of  tlie 
Criminal  Code,  ])eing  cha])ter  \4()  of  tiie  i\e\  ised  Stat- 
utes of  Canada,  1906,  as  amended." 

Memorandum  of  the  False  Statements. 

The  false  statements  and  representations  referred  to 
in  the  advertisement  were  named  bv  the  i^rosecution 
as  follows : 

Douglas  has  quit." 
"Close  out  sale." 

"Dominion  Sales  Company  ha\e  taken  over  the 
$50,000.00  stock.  W'c  got  it  on  a  low^  rate  on  the  dollar 
and  we  will  close  it  out." 

'•$10,000.00  cash— Our  prices  must  do  tiie  work. 
(  jood-bye  prices  on  the  Douglas  Shoe  Stock." 

"The  Dominion  Sales  Company  must  turn.  o\er 
$10,000.00  cash  to  Douglas  on  Aug".  12th  to  meet  the 
Final  ])ayment.    'Well,  we're  going  to  do  it."  " 

"We  are  making  prices  right  from  the  start  that 
will  guarantee  the  cash  for  mw  final  on  .\ug.  12th." 

"The  entire  stock  of  fixtures  nuist  be  out  and  awa\' 
before  the  sun  dawns  on  the  morning  of  .\ug.  l.Ttli. 
We  have  our  notice  to  vacate  at  that  time." 

"We  took  over  the  stock  at  a  low  jirice  and  nnt  tliey 
go,  every  pair." 

"Our  time  is  short — the  building  ha>  been  rented  to 
a  big  firm  in  Regina  for  a  dry  goods  store — they  want 
the  store  at  once,  and  we  are  only  able  to  secure  the 
store  until  .\ug.  15th.  That  calls  for  (|uick  action,  ter- 
rific price-cutting,  and  a  big  sacrifice.    lUit  we  got  the 


stock  cheap — Douglas  wanted  to  get  away;  his  option 
on  a  Detroit  business  was  near  the  expiration,  and  he 
was  willing  to  take  a  loss." 

"Douglas  has  tied  a  tin  can  to  troul>le.  He  ha- 
(|uit." 

"Dcjminion  Sales  Comi)any  get  the  stock  at  6"^ 
cents  on  the  dollar." 

"Store  rented  to  Regina  parties." 

"All  store  fixtures  for  sale.  Delivery  made  after 
.\ugust  15th." 

'Tvook  for  the  l)ig  signs  '("lose-out  Sale.'" 

Said  to  Be  the  Customary  Thing. 

Our  information  is  that  the  defendant  i)leaded 
guilt}-  to  the  charge  that  these  statements  were  false, 
but  that  his  counsel  stated  that  it  had  been  customarv 
in  Calgary  for  many  years  to  ])ull  off  fire  sales,  bank- 
rupt sales,  and  selling-cnit  sales  in  all  lines  of  business. 
Mis  client  had  merely  been  carrying  on  his  i)usiness  in 
accordance  with  the  custom  of  the  trade,  and  had  been 
unaware  of  any  offence,  taking  it  that  the  point  was  to 
deliver  to  the  public  the  goods  advertised  at  the  price 
advertised.  On  being  (|uestioned  by  the  magistrate  a  - 
to  whether  his  contention  was  that  the  public  were  so 
used  to  seeing  this  type  of  advertisement  that  they  did 
not  believe  the  statements  anyway,  he  rejilied  that  that 
was  the  attitude  he  believed  the  people  took. 

The  magistrate,  however,  in  imi)osing  a  $50  fine, 
remarked  that  it  was  a  wonder  to  liim  that  so  many 
advertisements  had  been  allowed  to  go  unchallenged. 
He  presumed  that  it  was  because  people  in  the  same 
line  of  business  were  not  disposed  to  take  action,  fear- 
ing that  they  would  be  charged  with  jealousy.  Ik- 
was  glad  the  Ad  Club  had  seen  fit  to  take  it  up,  and 
hoped  that  in  the  future  the  club  would  continue  tn 
exercise  supervision  over  all  advertisements. 


Take  Care  of  Your  Shoes 

A  prominent  Canadian  manufacturer  writes  u>  a- 
follows : 

"Permit  us  to  call  your  attentiiju  t(j  the  fact  that  \\  e 
ccjnsider  you  would  do  a  good  work  for  the  country  if 
you  would  advocate  that  the  peo])le  grease  their  men's, 
boys',  and  youths'  shoe  uppers  like  they  did  twenty-five 
to  forty  years  ago.  We  consider  the  up])ers  would  last 
30  to  40  per  cent,  longer  on  shoes  that  get  rough  wear. 
.\t  the  present  price  of  leather,  we  think  the  peo])]e 
would  be  likely  to  take  to  the  idea  if  merchants  would 
advocate  it  among  customers.  This,  we  consider, 
would  be  a  great  benefit  to  the  country  under  present 
leather  conditions." 


Westcott  Whitmore  Catalogue 

Tile  W  estcoll  \\  liitmore  Coinpaii}  .  Syracuse,  .\.^  .. 
are  distributing  their  catalogue  of  fall  and  winter  styles, 
which  is  \  ery  thoroughly  and  attractively  illustrated, 
fhis  coinpanv  manufacture  a  \  cry  complete  line  of 
women's  sj)ecialtv  boots,  evening  slippers.  ])umi)s,  and 
iHwellies,  and  supplement  pages  of  the  latest  styles  are 
mailed  from  time  to  time  to  dealers  having  a  co])y  oi 
the  original  catalogue. 


Do  you  handle  men's  garters  in  your  Ihuhngs  de- 
partment? Men  are  usually  careless  ai)out  this  ar- 
ticle of  their  apparel  and  allow  th.eni  to  reach  a  state 
of  alisolutc  uselessness.  Manv  a  customer  will  thank 
you  for  a  reminder  that  he  needs  a  pair  of  garters  and 
your  liiidings  receipts  will  show  up  considerably  bet- 
ter. 


NoveniluT.  IDIti 
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N.  J.  BORDEAU-40  College  St.,  Toronto— Covering  Western 
Ontario  for  Gait  Shoe  Manufacturing  Co-,  Gait,  Ont. 


Donnell,  Carman  and  Mudge,  Inc. 

Messrs.  W.  A.  Donnell,  E.  M.  Carman,  and  M.  H. 
P.  Miidse,  well  known  leather  men  in  the  shoe  and 
leather  trades,  have  purchased  outright  the  business 
interests  of  A.  F.  Clapp  &  Co.,  Inc.,  tanners  and  deal- 
ers in  sheepskins,  of  Boston,  for  fifty  years,  and  will 
continue  the  business  of  the  latter  corporation,  under 
the  name  of  Donnell,  Carman  &  Mudge,  Inc.,  with 
Ikiston  office  at  19  South  Street  and  tanneries  at  Salem 
and  Peabodv.  Mass.  For  ten  years  the  predecessors  of 
Donnell,  Carman  &  Mudge  have  been  doing  business 
in  Canada,  and  have  built  up  an  excellent  clientele 
among  many  of  the  prominent  shoe  manufacturers  in 
the  Dominion.  Mr.  Donnell  has  been  covering"  the 
territory  during  this  time,  and  has  a  host  of  friends 
who  have  bought  his  leathers  for  years,  and  extend 
their  best  wishes  for  the  new  firm's  success. 

This  compaii}''  conduct  a  fancy  leathers  and  skiver 
tannery  at  Peabody,  Mass.,  and  also  run  a  tannery  at 
Salem,  Mass.,  where  the  shoe  leathers  are  tanned.  It 
will  interest  Canadian  shoe  manufacturers  to  learn  that 
Donnell,  Carman  &  Mudge  have  begun  actual  manu- 
facturing operations  in  Canada,  and  will  soon  be  read;^ 
to  make  prompt  deliveries  an3avhere  in  Canada  direct 
from  their  Canadian  tannery.  The  interests  of  this 
firm  are  looked  after  in  Canada  by  Mr.  E..  R.  Lewis,  of 
21  Scott  Street,  Toronto.  Mr.  Lewis  also  represents 
the  Haverhill  Leather  Remnant  Compan\-,  manufac- 
turer of  shoe  si:)lits,  thrcjugh  the  Uostou  dftice  of  Don- 
nell, Carman  tK;  Mudge. 


Midland  Shoe  Company,  Kingston,  Ont. 

Tlic  Midland  .Shoe  Company,  Kingston.  Ont.. 
wholesale  jobbers,  have  been  carrying  on  a  \  ery  suc- 
cessful business  for  the  past  ten  years.  .Mr.  E.  (i. 
Lockett,  i)roprietor,  has  been  in  the  shoe  lousiness  for 
38  vears,  and  has  an  unlimited  store  of  know  ledge  al 
the  disposal  of  his  customei's.  His  son.  Mr.  G.  IE 
Lockett,  is  manager  of  the  business. 

Over  400  lines  are  carried  in  stock,  c(jmprising 
men's,  women's,  children's  shoes,  rubbers,  findings, 
etc.  The\-  ha\  e  just  recenll\-  i^laced  on  the  market  two 
branded  lines — the  ".Midland  Maid,"  for  ladies,  in  all 


leathers,  widths,  and  sizes,  and  "Midco,"  for  men. 
Business  has  developed  so  rapidly  that  they  have  re- 
cently been  obliged  to  get  larger  premises,  and  have 
just  moved  into  a  large  three-storey  building  on  King 
Street,  Kingston.  This  building-  is  135  feet  deep  and 
has  warehouse  and  storage  space  of  o\  er  10,000  square 
feet.  Every  modern  improvement  for  cjuick  serxice 
has  been  installed,  and  a  large  staff  of  expert  packers 
and  shippers  is  employed,  so  that  their  present  large 
business  is  being-  adequately  taken  care  of. 

The  offices  and  sample  room  are  on  the  ground 
floor,  and  a  novel  feature  for  a  wholesale  house  is  the 
two  larg-e  show  windows  in  their  building-,  which  are 
dressed  every  day  with  the  latest  lines  and  show  cards 
notifying-  the  public  that  the  goods  on  displav  can  be 
purchased  at  the  local  retail  stores.  Travellers  are 
now  out  with  a  full  rang'e  of  spring  samples. 

Independent  Button  Machine 

The  Independent  Button  Fastener  Machine  Com- 
pany, Inc.,  of  Boston,  Mass.,  have  opened  a  Canadian 
office  at  5  Wellington  Street  East,  Toronto,  from 
which  their  well-known  "Isbam"  foot  power  button 
machine  will  be  distributed.  A  feature  in  connection 
with  this  company  is  that  they  maintain  a  service  sta- 
tion and  all  machines  are  kept  in  repair  for  one  year, 


The 
Isbam 
Foot  Power 
Button 
Machine 


free  of  charge.  This  is  an  important  feature,  as,  in  the 
past,  the  long  delay  in  getting  machines  repaired  was 
a  big  drawback  to  the  shoe  merchant.  The  Inde- 
pendent button  machine,  it  is  claimed  by  the  makers, 
has  been  absolutely  perfected  and  resets  or  adjusts 
quickly  the  buttons  of  any  kind  of  shoe.  These  ma- 
chines will  be  distributed  throughout  Canada  by  the 
leading  findings  and  boot  and  shoe  jobbers. 


A  L\-nn,  Mass..  shoe  man  gives  it  as  his  opinion 
that  milliners  will  soon  be  selling  ■•millinerv'"  shoes. 
"It  is  a  lost  cause,"  he  savs,  "that' milliners  are  follow- 
ing when  they  stick  to  hats.  And  when  you  come  to 
think  of  it,  aren't  they  just  the  people  to  choose  the 
colors  and  stA-les  for  millinerv  shoes?" 
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Rice  &  Hutchins'  New  Ofifice 

The  new  offices  occupied  by  Kice  &  Hutchins,  Inc., 
Boston,  Mass.,  in  the  beautiful  new  Rice  lUiildini;, 
were  thrown  open  on  Wethiesday,  October  25,  for  in- 
spection by  the  shoe  trade.  Jinterins^'  a  wonderfully 
simple  but  beautiful  marl)le  hall  throuj^h  two  sets  of 
solid  bronze  and  t^lass  doors,  one  finds  a  battery  of 
four  ejevators,  each  of  which  opens  directly  into  tlie 
main  corridor  of  the  Rice  iK:  Hutchins'  home  offices,  on 
the  second  floor.  'Ilie  entire  floor  was  tastefully  de- 
corated with  potted  ])lants,  ])alms,  and  cut  flowers.  A 
bufifet  lunch  was  served  to  the  several  hundred  visitors 
present. 

The  early  eft'orts  of  Messrs.  W  illiani  II.  Kice  and 
Horatio  H.  Hutchins  were  confined  to  sellinj^,  but. 
finding-  the  source  of  su])ply  unsatisfactory,  they  went 
into  tile  manufacture  of  shoes,  and  from  the  first  little 
factorv,  located  in  Marlboro,  Mass.,  has  thrown  the 
mcjnumental  business  that  exists  to-day.  The  factories 
of  the  company  are  all  located  in  Massachusetts  and 
the  product  of  each  is  the  l)est  tlicir  capable  shoemak- 
ers know  how  to  make.  No  attempt  to  dexiate  from 
the  idea  of  "better  shoes"  lias  t  \  er  beer,  made,  and  to 
this  they  claim  that  their  success  is  larj^ely  attribut- 
able. The  Rice  &  Hutchins  system  of  distribution, 
or^^anized  by  the  late  Mr.  Rice,  has  done  much  toward 
aft'ordin^-  the  retailer  opportunity  for  better  business 
and  bi,<ii2;er  business  on  a  much  smaller  investment, 
and  has  <^iven  the  firm  a  foremost  ])lace  in  the  distri- 
butiuf^-  centres  of  the  country. 


Retailers  Can  Help  Out  with  Patent  Leather 

A  i^reat  uian\'  i)atent  leather  shoes  art  bein^;  sold  at 
the  present  time,  but  e\ery  retailer  who  knows  his 
Inisiness  will  ])e  sure  to  tell  the  customer  that  he  can- 
not warrant  the  shoes  from  ci  ackiii^-.  No  manufacturer 
will  .guarantee  a  patent  leather  shoe,  or,  at  lea^t.  tlu- 
vast  majority  will  not,  so  that  the  retailer  cannot  w  ar 
rant  them  on  his  own  account. 

A  patent  shoe,  if  handled  rightly,  and  taken  vavv  of 
in  wear,  will  iirobabh-  rontinui'  a  Ioul^  time  without 
ciackinj^.  There  are  some  i)reparatious  in  the  markel 
to-da\'  that  helj)  a  whole  lot  in  this  resjject,  and,  w  lnle 
they  cannot  be  warranted  iu  prevent  the  cracking;,  the\ 
ccrtainlv  help  the  shoe  a  whole  lot  if  used  on  the  \  amp. 

J^very  customer  l)uyin^  a  i)air  of  patent  leather 
shoes  should  also  l»u\  ;i  box  of  this  ])re])aration  iu  use 
*)n  the  vamps,  off  and  on,  while  they  are  in  wear,  and  a 
retailer  who  is  wise  to  the  needs  of  the  jjcople  will  not 
only  call  attention  to  this  preparation,  but  he  will  ])ut 
some  on  the  shoes  when  he  sells  them.  In  other  words, 
he  has  a  chance  to  demonstrate  the  article  rii^ht  to  the 
customer,  and  if  he  cannot  sell  the  ])reparation  then,  he 
may  be  able  to  later  on,  and  especially  if  the  shoes 
show  anv  strong;"  tendency  to  crack. — Shoe  Topics. 


Higher  Prices  for  Repairing 

Shoe  repairers  all  over  the  country  are  waking  to 
the  fact  that  at  present  prices  for  leather  and  supplies 
it  is  impossible  for  them  to  do  repairing  at  the  old 
prices,  and  are  consecpiently  raising-  their  rates.  This 
is  usually  best  accom])lishecl  l)y  intellij^ent  co-o])eration 
with  other  repairmen  and  many  associations  ha\  e  been 
formed  in  Canada  during-  the  ])ast  few  months. 


You  have  doubtless  heard  of  that  woman  who  was 
shot  between  the  kitchen  and  woodshed,  but  a  recent 
newspaper  despatch  stated  that  "a  woman's  bodv  was 
fouiKl  with  two  bullet  wounds  in  the  bathtub." 


Toledo  Button  Machine  a  Rapid  Seller 

I  hat  it  "pays  to  adx  ertise"  is  the  nnrpialified  ojnn- 
iou  of  the  Toledo  Button  Machine  Company,  a  com- 
l)any  which,  thouj.^h  it  has  been  in  operation  only  a 
short  time,  has  made  its  name  familiar  throughout  the 
conntrv  as  manufacturers  of  the  increasinj^ly  ])opular 
Toledo  ])Utton  attachins^  machine.  lUit  back  of  a  vij^^cjr- 
ous  and  systematic  advertisint^  campaij^n  the  company 
have  a  machine  which  was  brouj^ht  to  a  verv  h'li^h  de- 


Mr.  H.  A.  Stafford.  • 


iJ'ree  of  perfection  before  beint;' introduced  on  the  mar- 
ket. In  1907  Mr.  li.  A.  Stafford,  secretarv  and  i^eneral 
manager  of  the  Toledo  Company,  interested  himself  in 
a  small  machine  shop  in  Toledo,  Ohio,  and  it  was  in 
this  shop  that  the  Toledo  button  machine  was  de- 
veloped. Experiments  were  carried  on  in  the  shop 
rather  than  in  the  stores  of  possible  customers.  In 
other  words,  the  machine  was  ])erfected  and  orders- 
taken  for  several  thousands  of  them  before  the  cor- 
l)oration  known  as  the  Toledo  llutton  .Machine  (  oni- 
l)any  was  fonned  and  commenced  a  career  of  \  er\  suc- 
cessful business. 

The  Toledo  machine  i)ermits  the  u^e  of  all  si/.e> 
and  kinds  of  buttons,  making  possible  the  rai)id  change 
of  buttons  on  novelty  shoes,  so  often  desirable  to  save 
a  sale.  It  feeds  any  standard  wire,  is  noiseless,  and  is 
so  simple  that  a  child  can  run  it.  Work  is  in  sight  at 
all  times;  wire  automatically  stoi)s  feeding-  if  no  l)ut- 
ton  is  in  i)osition  to  fasten,  and  the  table  to])  is  roomy 
and  convenient.  This  button  mac'.iine  is  absoluteh' 
guaranteed,  and  the  makers  state  that  their  determina- 
tion is  to  have  every  customer  a  satisfied  customer. 


Handles  the  Latest  American  Novelties 

Mr.  Emanuel  11.  Sulkis,  a  popular  travelling  sales- 
man who  covers  the  Canadian  territorv  for  the  whole- 
sale shoe  house  of  Samuel  Cohen,  Boston,  Mass.,  is 
n-iaking  a  six  weeks'  business  trip  in  the  interests  of  his 
house,  and  Avill  call  on  the  trade  in  all  the  principal 
cities  in  Eastern  Canada.  He  carries  with  him  a  very 
extensive  line  of  the  latest  American  novelties  and 
l)opular  staple  footwear.  The  firm  of  Samuel  Cohen 
are  well  known  in  Canada,  where  thev  have  carried  on 
an  extensive  jobbing  trade  for  several  years.  The\  re- 
])ort  this  year  to  be  the  biggest  in  thdr  histor}-. 


November,  lOlij 
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FOOTWEAR  FINDINGS 

Happenings  in  the  Shoe  and  Leather  Trade 


Foundations  are  in  lor  the  new  $20,000  factory  for  the 
C  onsolidated  Felt  Company,  Kitchener,  Out.  This  linilding 
is  to  ])e  three  storeys,  approximately  105  feet  hy  <i:!  feet; 
brick  construction. 

Mr.  Carson  Bradley,  who  has  been  in  the  shoe  business 
in  Calgary  for  the  past  six  years  at  1312  Ninth  Avenue  East, 
has  moved  into  more  commodious  premises  at  805  First 
Street  West. 

Joseph  Harper,  for  some  years  foreman  of  the  sole 
leather  room  for  Geo.  A.  Slater  Limited,  Montreal,  has  taken 
a  similar  position  with  Dufresne  &  Locke. 

J.  D.  Lynn,  of  Truro,  N.S.,  has  been  appointed  repre- 
sentative for  the  Canadian  Arrowsmith  Manufacturing  Com- 
pany in  the  Maritime  Provinces.  Mr.  Lynn  has  had  several 
years  successful  experience  on  the  road. 

Geo.  A.  Slater,  Limited,  Montreal,  have  installed  the 
latest  U.S.M.  Co.  seven-pincer  pulling  over  machine,  the 
first  of  their  kind  to  be  installed  in  Canada. 

William  C.  Rising,  vice-president  of  the  firm  of  Water- 
bury  and  Rising,  St.  John,  N.B.,  is  back  at  work  after  a 
sickness  of  two  months. 

Ed.  Lynch,  representing  the  Minister-Myles  Shoe  Com- 
])any,  Toronto,  in  the  western  provinces,  is  now  on  the  road 
with   spring  samples. 

J.  H.  Moore,  covering  Maritime  Provinces  for  the  Min- 
ister-Myles Shoe  Company,  Toronto,  is  on  an  extended  trip 
with  full  range  of  samples. 

The  F.  &  B.  Shoe  Company,  Lasalle  Avenue,  Maison- 
neuve.  Que.,  will  erect  a  shoe  factory  in  that  town  45  x  60 
feet,  and  three  storeys  high.  It  is  stated  the  company  will 
employ  100  hands  and  will  turn  out  6,000  pairs  a  week.  In 
addition  to  turns  they  will  be  in  a  position  to  make  McKays, 
when  the  new  factory  is  completed. 

The  Weston  Shoe  Company,  of  Campbellford,  Out.,  re- 
cently purchased  many  of  the  lasts  and  patterns  of  the  Chat- 
ham Slioe  Company,  of  Chatham,  Ont.,  the  latter  firm  hav- 
ing gone  into  liquidation  some  weeks  ago. 

There  is  a  rumor  that  the  T.  Eaton  Company,  Toronto, 
are  considering  the  inauguration  of  a  tanning  factory. 

Hand-nailed  shoes  are  now  being  manufactured  by  the 
Dominion  Shoe  Company,  448  Spadina  Avenue,  Toronto,  Ont. 

W.  G.  Danier,  Western  Canada  representative  for  F.  J. 
Weston  &  ,Sons,  Toronto,  is  on  an  extended  trip  through 
the  Prairie  Provinces.  Mr.  Darner  has  been  covering  this 
ground  for  the  Weston  Companj^  for  the  past  twenty-eight 
years. 

The  Institute  for  the  Blind  at  Brantford,  Ont..  have  in- 
augurated a  shoemaking  department. 

The  Panther  Rubber  Company,  -Limited,  with  head- 
quarters in  Sherbrooke,  Que.,  has  been  incorporated  with  a 
capital  stock  of  $100,000.     Thi^  company  is  empowered  to 


The  surest  way  to  qualify  for  the  job  just 
ahead  is  to  work  a  little  harder  than  anyone  else 
on  the  job  you  are  holding  down.  Don't  be 
afraid  to  start  at  the  bottom.  Bare  hands  grip 
success  better  than  kid  gloves. 


acquire  and  take  over  as  a  going  concern  the  property  and 
assets  in  Canada  of  the  Panther  Rubber  Manufacturing  Com- 
pany, of  Stoughton,  Mass.  They  will  manufacture  and  deal 
in  rubber,  rubber  heels,  soles,  soling,  tires,  tubes,  mats,  etc. 

A.  Weiss,  a  second-hand  dealer  of  Vancouver,  was 
charged  by  the  Militia  authorities  with  offering  military 
boots  for  sale,  but  proved  that  this  type  of  boot  could  l)e 
purchased  elsewhere  in  the  city  and  was  allowed  to  go  free. 

George  Morris,  for  many  years  foreman  of  the  cutting 
department  of  the  Regal  Shoe  Company,  Toronto,  has  taken 
;i  similar  [position  with  the  Unique  Shoe  Company,  who  are 
moving  their  factory  from  Toronto  to  Simcoe,  Ont. 


The  Dominion  Rubber  System  have  instituted  an  Em- 
ployees' Thrift  Plan,  a  movement  to  encourage  money-saving 
among  its  employees.  It  is  felt  that  the  saving  of  money 
should  be  encouraged  to  the  fullest  extent  and  that  a  syste- 
matic ef¥ort  is  the  surest  way  to  accomplish  definite  results. 
The  method  is  to  retain,  at  the  employee's  request,  a  certain 
amount  of  his  weekly  salary  on  which  the  company  will 
pay  interest  at  the  rate  of  5  per  cent.  Provision  is  made  for 
investment  in  good  securities  when  deposits  reach  $100  or 
more. 

The  janitor  of  a  new  apartment  house  in  Lynn,  Mass., 
has  laid  down  a  rule  that  everybody  in  the  house  must  wear 
rubber  heels.  He  inspects  shoes  to  make  sure  that  the  rule 
is  observed.  As  some  of  the  tenants  work  in  leather  heel 
factories,  they  take  the  janitor's  rule  as  a  personal  matter, 
but  the  janitor  stands  firm,  and  either  the  leather  heels,  or 
the  tenants,  must  go! 

Kells  &  Company,  shoe,  retailers,  289  Bank  Street,  Otta- 
wa, Ont.,  announced  in  a  recent  advertisement  that  their  sales 
for  one  day  (Saturday)  amounted  to  1,576  pairs.  This  was 
on  the  occasion  of  a  removal  sale. 

The  A.  L.  Johnson  Shoe  Company  have  rented  a  ware- 
house at  19  St.  Helen  Street,  Montreal,  where  they  will  carry 
on  a  jobbing  business.  Mr.  Johnson,  who  spent  many  years 
in  Winnipeg  as  manager  of  the  western  business  of  Ames- 
Holden-McCready,  Limited,  and  latterly  in  Montreal  as  their 
general  sales  manager,  has  an  intimate  knowled.ge  of  Can- 
adian trade.  It  is  the  intention  of  the  new  house  to  place 
travellers  on  the  road  with  samples.  An  extensive  range  in 
many  lines  will  be  carried  at  the  Montreal  warehouse.  The 
aim  of  the  company  will  be  to  give  quick  and  efficient  service. 

New  York  retailers  state  that  the  price  of  shoes  has 
increased  116  per  cent,  since  the  beginning  of  the  war.  They 
do  not,  however,  admit  that  the  increases  are  entirely  justified, 
claiming  that  the  cost  of  shoe  buttons,  cloth  straps  and  other 
shoe  parts  has  been  advanced  wholly  in  s^mipathy  with  the 
leather  prices. 

Boston  tanners  predict  tiiat  leather  will  continue  to  rise 
until  Spring  unless  something  unusual  occurs  to  check  it. 

About  $50,000  damage  was  done  to  the  Acton  leather  and 
harness  tannery  at  Acton,  Ont.,  recently,  by  fire. 

It  is  understood  that  a  change  has  taken  place  in  the 
Perth  Shoe  Company,  Perth,  Ont.,  Mr.  J.  A.  Stewart,  having 
acquired  a  controlling  interest  in  the  stock,  and  that  there 
will  be  a  re-organization  and  change  in  the  direction  of  the 
company's-  affairs. 

H.  C.  Hatch,  superintendent  of  the  Scout  Shoe  Company, 
Montreal,  has  been  presented  by  the  ofince  and  factory  staff 
with  an  ivory-headed  cane,  on  the  occasion  of  the  second 
anniversary  of  his  appointment. 

Alfred  W.  Pocock,  of  the  Winnipeg  Shoe  Company, 
Winnipeg,  Man.,  was  recently  married  to  Miss  Marguerite 
I.  Powell. 

Plans  have  been  prepared  for  a  new  factory  for  the 
Smardon  Shoe  Company,  Limited,  Montreal.  The  new  fac- 
tory will  be  located  at  Maisonneuve,  where  a  plot  of  land 
was  acquired  a  long  time  ago. 

A  prominent  tanner  remarked  that  it  seemed  strange 
to  him  that  shoe  manufacturers  continue  to  push  the  high 
fancy  top  shoe  when  leather  prices  are  soaring.  Lower  shoes 
would  make  quite  a  difference  in  the  cost  of  production. 

Five  hundred  and  fift}f-three  members  of  the  Dominion 
Rubber  System  in  Montreal  are  contributing-  $1.00  per  month 
while  the  war  lasts,  to  the  Red  Cross  Society  Fund. 

Boots  and  shoes  in  Petrograd,  Russia,  became  so  ex- 
pensive that  the  Russian  Government  put  a  maximum  price  of 
$13.00  on  all  footwear. 

W.  A.  Lane,  who  for  the  past  three  years  has  been 
manager  of  the  Montreal  branch  of  J.  A.  Scott.  Quebec, 
leather  merchant,  has  arranged  to  take  over  that  branch. 
Mr.  Scott  is  going  overseas  as  major  in  the  171st  Regiment 
and  is  of  the  opinion  that  his  customers  will  be  better  looked 
affer  by  this  arrangement. 

Corporal  Edmund  Weston,  son  of  Fred  W.  Weston, 
president  of  the  Weston  Shoe  Company,  Campbellford,  Ont., 
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lias  been  killed  in  action,  l^orijoral  W  eston  vva>  ;.' I  years 
of  age  and  went  overseas  with  the  21st  Battalion.  He  had 
taken  a  prominent  jiart  in  the  business  of  his  father  an<l  liis 
death  came  as  a  shock  to  his  relatives  and  friends. 

Late  additions  to  the  kidskin  fraternity  are  "siioe  soap" 
kid  and  plum  color  <jlazed  kid. 

Major  (ieo.  H.  Wilkinson,  shoe  retailer,  Windsor,  Onl.. 
who  was  wounded  at  Ypres  and  invalided  home,  is  returniuL; 
to  France  again. 

W.  T.  Batstonc.  formerly  manager  for  deo.  Kinlay,  shoe 
retailer,  23  McNab  Street,  Hamilton,  has  ventured  into  the 
.i^ame  himself  and  has  opened  at  19  McNab  Street  with  an 
up-to-the-minute  stock. 

The  Bowmanville,  Ont..  "Review"  has  the  following  to 
say  of  Mr.  Fred  R.  Foley,  the  well-known  shoe  retailer 
"C3n  the  Sunny  Side":  "We  notice  that  Mr.  Fred  Foley,  shoe 
retailer,  is  still  delighting  audiences  with  his  'speaking  pieces." 
Last  week  he  was  at  Blackstock  and  Rosemeath,  where  he 
pleased  two  large  audiences.  This  week  he  is  billed  for 
("anipbellford,  where  we  know  he  will  delight  his  listeners, 
(jo  to  it,  Fred,  old  chap,  nothing  like  combining  business 
with  pleasure." 

Private  W.  S.  Larke,  who  was  on  the  staff  of  H.  &  ('. 
Blachford,  shoe  retailers,  Toronto,  has  been  wounded  in 
the  Somme  fighting  and  is  in  a  military  hospital  in  Fngland. 
He  is  a  memfier  of  the  8,3rd  Battalion. 

Getty  &  Scott,  Limited,  Gait,  Out.,  recently  installed 
an  Ideal  clicking  machine,  making  rive  in  all.  and  also  a 
Model  "B"  McKay  stitcher. 

Norman  C.  Hertfelder,  of  the  Lady  Belle  Shoe  Company, 
Kitchener,  Ont.,  was  married  recently  to  Miss  F.lla  Fleming, 
of  Waterloo,  Ont. 

The  W.  E.  Woelfle  Shoe  C  ompany,  Kitchener,  Ont..  are 
preparing  to  double  the  capacity  of  their  factory.  An  exten- 
sion. 100  feet  by  .50  feet  wide,  will  be  built  on  the  south  side, 
making  the  total  size  of  the  building  200  feet  by  50  feet. 
It  is  anticipated  that  at  least  1,000  pairs  a  day  will  be  turned 
out.  Mr.  Woelfle  is  exceedingly  optimistic  regarding  the 
future  outlook. 

The  Berlin  Ruiiber  Manufacturing  Company.  Limited, 
have  changed  their  style  to  the  Kitchener  Rtd)ber  Manufac- 
turing Company,  Limited. 

B.  W^  .S.  Martin,  representing  the  John  Ritchii'  C(>m|)any. 
Quebec,  is  on  the  road  with  spring  sam|)les. 

D.  I).  Hawthorne,  wholesale  shoe  dealer,  Toronto,  re- 
cently underwent  an  operation  in  Toronto,  but  is  reported 
to  be  out  of  danger  and  recovering  slowly. 

The  Great  West  Saddlery  Company,  Limited,  Winnipeg, 
have  been  appointed  selling  agents  in  Western  Canada  for 
Aero-l'eds.  tin-  new  cushion  ventilating  pads,  described  in 
our  issue  of  Septendier.  This  comiiany  also  have  branches 
in  Calgary  and  iulmonlon. 

Knechtel  &  Coniiiany.  \\  lio  have  been  condncliiig  a  shoe 
store  at  the  ci.iiiic  r  ..i  hninlas  and  Brock  streets,  Woodstock, 
()nt..  lia\  e  lak'i  II  laruri  ]ireuiises  at  469  Dundas  Street.  This 
store  lias  been  re  iin  idelled  and  the  firm  are  in  splendid  sha])e 
to  sat isf.utorily  handle  their  customers. 

Fred  B.  Perry,  who  for  the  past  two  years  has  been 
with  the  Regal  Shoe  Company,  Toronto,  has  joined  the  trav- 
elling staff  of  the  Goodyear  Tire  and  Rubber  Company,  and 
will  devote  much  of  his  attention  to  the  shoe  trade. 

Dominion  Tanneries,  Limited,  has  been  incorporated 
under  provincial  charter.  The  head  office  will  be  at  Wood- 
stock. .V.P..,  and  the  capital  stock  will  be  $200,000.  The  new 
iiinii).iny  i-  subsi<liar_v  to  Armours',  Limited,  the  big  Ameri- 
can packing  company  which  recently  acquired  the  Dickinson 
tannery  at  Woodstock.  It  is  understocxl  that  the  new  com- 
pany will  operate  on  a  large  scale.  Work  will  commence  at 
once  and  additions  will  be  made  to  the  plant  in  order  to 
handle  the  increased  business.  The  members  of  the  new 
company  are  Mr.  Thomas  Keogh,  of  Chicago,  Miss  A.  Flor- 
ence Coughland  and  Miss  Gladys  L.  Dod.ge,  of  St.  John. 

Among  the  photographs  of  prominent  shoe  supply  buyers 
in  the  special  buyers'  number  of  Shoe  Topics  (Boston),  the 
following  Canadians  are  noted:  James  F.  Clark.  Clark  Bros.. 
St.  Stephen,  N.B.;  W.  V.  Matthews,  Ames-Holden-McCready, 
Montreal,  and  A.  C.  Broulliard.  James  Muir  Co..  Montreal. 

Dufresne  &  (ialipeau.  Limited,  manufacturers  and  jcd)- 
hers,  are  now  making  the  Calf's  Head  brand  of  pegged  shoes 
in  a  factory  established  at  their  premises  on  St.  Paul  Street 
East.  Montreal.  The  factory  is  equipped  with  machiner> 
by  the  United  Shoe  Machinery  Company  of  Canada.  Mr. 


I).  Leniay,  formerly  of  the  Farmer's  Shoe  Company,  Acton 
\  ale.  the  superintendent.  Dufresne  &  Galipeau  report  that 
business  is  excellent,  the  orders  received  being  one  hundred 
l)er  cent,  larger  than  at  this  time  last  year. 

The  United  Shoe  Machinery  Company  of  Canada  is  mak- 
ing an^  addition  to  the  extensive  factories  at  Maisonneuve, 
I'.Q.  The  addition  is  to  the  nail  and  tack  portion  of  the 
factory,  and  will  be  on  a  lot  60  x  100,  the  building  being  one 
storey  high  and  constructed  of  brick  on  a  steel  frame. 

The  Juvenile  Shoe  Company,  Limited,  has  been  formed 
at  Sorel,  P.Q.,  for  the  purpose  ot  making  turns  and  tacked 
downs.  The  factory  will  be  equipped  with  machinery  by 
the  United  .Shoe  Machinery  Company  of  Canada.  Mr.  W.  H. 
Sharp,  formerly  of  fieo.  A.  .Slater  Limited.  Maisonneuve,  is 
the  superintendent. 

The  Montreal  Box  Toe  &  Heel  Company,  Aird  Avenue. 
Maisonneuve,  is  extending  its  accommodation  by  taking 
over  two  additional  flats,  so  that  the  entire  building  will  now 
be  occupied  by  the  company,  ft  is  intended  to  use  the  addi- 
tional rf)f)m  for  the  log  heeling  and  general  business  of  the 
company. 

C.  H.  McGee.  of  St.  John.  N.B.,  was  recently  in  North 
Sydney  and  vicinity,  representing  the  McFarlane  Shoe  Com- 
pany of  Montreal  and  the  Murray  .Shoe  Company,  of  Lon- 
don, Ont. 

Major  William  J.  Creelman,  who  prior  to  enlistment  for 
overseas  service  had  been  in  the  shoe  business  at  Brandon, 
Man.,  for  fifteen  years,  has  been  reported  wounded,  but  is 
recovering.  Major  Creelman  went  overseas  with  the  79th 
Battalion  but  was  transferred  to  a  Canadian  Scottish  Bat- 
talion of  the  1st  Division  o!i  July  4  last.  His  wife  and 
family  live  in  Brandon. 


AGENT  WANTED 

Large  firm  manufacturing  a  high  grade  line  of  ladies' 
shoes  desires  salesman  to  represent  them  in  Canada  on  a 
commission  basis.  Novelty  shoes  range  in  price  from  $4  to 
$6.  and  staples  from  .$.3  to  .$5.  Can  make  deliveries  in  28  days 
from  receipt  of  order.    Box  469.  Footwear  in  Canada.  Toronto. 

1  l-ll 


WANTED 

Shoe  salesman  wanted  to  sell  splendid  line  of  button 
fastening  machines  to  retail  shoe  stores.  Liberal  commission. 
Will  not  interfere  with  regular  lines.  Live  man  can  make 
.good  money.    Box  470.  Footwear  in  Canada,  Toronto.  10-lt) 
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SHOES  AND  CARTON 

GUS  V.WELLS,  531  I4th  St.,Des  Moines,  Iowa 


TWO  NEW  LINES 

HAUTHAWAY'S  —  famous  dressings,  blackings, 
waxes,  polishes,  and  cements- — and 

"DURITE"  and  "DURUNDUM"— abrasive  papers 
made  especially  and  exclusively  for  the  shoe 
trade. 

These  two  lines  will  in  the  future  be  distributed  in 
Canada  by 

L.  R.  Newbegin  Co.,  "  'USS'rSEkV  " 

Markem  Machine  Co.  .American  Stay  Co. 

I'uritan  Manufacturing  Co.  S.  M.  Supplies  Co. 
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The  United  States  Hotel, 

BOSTON,  MASS.,  U.  S.  A. 


Beach,  Kingston 
and   Lincoln  Streets 


Only  two  blocks  from  the  South  Terminal  Station  in  the  centre  of  the  Shoe  and  Leather 
District  and  within  easy  walking  di^ance  of  the  shopping  di^ridt,  theatres,  etc. 
Good,  comfortable  rooms,  unexcelled  cuisine,  and  reasonable  rates. 
American  and  European  plans.    Send  for  circulars. 


TILLY  HAYNES,  Proprietor 


JAS.  G.  mCKEY,  Manager 


MARK 


MARK 


Foot  Specialties 


ARROWSMITH  *Tirst-Aid"  Foot 
Specialties  are  sold  to  the  shoe 
trade  only.  They  are  not  handled 
by  the  Drug  Stores,  etc.  Arrow- 
smith  business  constitutes  a  year- 
round  steady  and  profitable  trade, 
one  that  will  add  greatly  to  your 
prestige  as  a  shoe  expert.  Our 


specialties  include  Arch  Prop, 
Featherweight,  Food  Pad,  Aero- 
plane, Foot  Arch,  Dr,  James  Thera- 
peutic, Surgeon's  First  Aid,  Heel 
Cushion,  Bunion  Shield,  Curopad, 
Toe  Strate,  Heel  Grip,  Foot  Powder, 
Cal-corn-o,  Curo-Foot  Balm,  Footo- 
print. 


MARK 


Canadian-Arrowsmith  Mfg.  Co. 

Limited 

Manufacturers  of  Foot  Specialties 

Niagara  Falls,  Ontario 

J.  W.  Arrowsmith,  Pres.  Elmer  Poyer,  Manager 


TRADE 
MABK 


Quebracho,  Hematine,    Fustic  and  Hypernic 


(Paate  or  Crystals  i 


Manufactured  by 

THE  STAMFORD  MFG.  CO.,  Stamford,  Conn. 


ANILINE  DYES-Leather  Colors  a  Specialty 


Manufactured  by 

JOHN  R.  GEIGY,    -    BASLE,  Switzerland 


T.  D.  WARDLAW 


23  Scott  Street,  TORONTO 
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THE  HIGH  QUALITY  OF  OUR  SHOE  IS 
THE  RESULT  OF  OVER  SIXTY  THREE 
YEARS  OF  CONSTANT  IMPROVEMENT 


EAST  WEYMOUTH,  MASS.,  U.  S.  A. 


AIRD  SHOES 

Several  new  ideas  capably  expressed,  and  backed  up 
with  the  workmanship  and  materials  that  have  made 
Aird  shoes  so  popular  with  the  great  buying  public. 

McKays    and    Turns  for  men,   boys,   youths  and 
women. 

JOBBERS!    WRITE  OR  CALL 

AIRD  &  SON     «  MONTREAL 


November,  I'JIG 
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I ENCRAVEROF  FINE  STEEL ST^MPS&DIES 

|23Q,c>-v>NES;jM0NTREALPWo>w-.  675 
ICRN^^C^^fP)   e  QUE,  f)   (yj^  /^AIN 

MY  STAMPS  ARE'UPTO  date"  IN  DESIGN 
&  ADD  AN  ARTISTIC  FINISHTO  VOUR  SHOES':^ 
•  WHICH  WILL  INCREASE  YOUR  SALES 


We  Can  Save  Money  for  You  on  Your 
Shipping  &  Packing 

H  &  D  Solid  Fibre  Board  Boxes 


1.  — They  protect  your  shipment 

against  loss  from  dampness 
and  water. 

2.  — They    are    extremely  light, 

which  means  low  freight 
charges. 

y. — They     cannot     be  opened 
without  breaking  the  seal. 


4.  — They  save  time  in  packing. 

5.  — They  save  storage  space. 

G. — They  have  strong  adver- 
tising value. 

7. — They  can  be  made  to  your 
specifications. " 

S. — Their  first  cost  is  lower 
than  wood. 

Our  booklet  "How  to  Pack 
It"    explains   all — write  for 


The  Hinde  &  Dauch  Paper  Co. 

of  Canada,  Limited 
TORONTO  ONTARIO 


TQE-KOMFORT 


D?VERMILYEAS 


CURES 
FOOT 
AILMENTS 

MADE    IN  CANADA-i 


SNAPPY 
ADS 
FOR  YOU 


DEALERS  who  are  showing  our  Toe-Komfort 
Foot  Ointment,  Arch  Supports,  etc.,  are  getting 
results  from  our  general  publicity. 

VERMILYEA  MFG.  CO. 


231  8th  Ave.  W. 


Calgary,  Alta. 


New  Fixtures 


Make  Your 

Store 
Attractive 


Sell  Shoes 
More 
Easily 


New  display  fix- 
tures at  small  ex- 
pense, will  give 
your  store  an  air 
of  freshness  and 
style  and  create  a 
pleasant  impres- 
sion in  the  minds 
of  your  customers. 


No.  355 
New  Shoe  Stand 


Good  advertisers 
know  the  value 
of  well  displayed 
stock.  We  are 
the  largest  manu- 
facturers of  fixtures 
in  Canada.  Send 
for  illustrated  cat- 
alogue and  prices 
to  the  trade. 


DELFOSSE  &  CO. 

Office  and  Sample  Room— 249  Craig  St.  W. 
Factory— 1m19  Hermine  St. 

MONTREAL 


New  Castle  Kid 

Glazed  and  Mat 

It  is  a  standard  article — "New  Castle 
Kid" — of  uniform  high  quality,  and  absolutely 
reliable. 

Samples  will  be  supplied  on  request  for 
glazed  or  mat,  black  or  colors. 

We  can  supply  you  promptly. 

Write  or  wire  for  samples. 

New  Castle  Leather  Co. 

NEW  YORK 

Canadian  Branch: — 335  Craig  St.  W.,  Montreal 
Factory: — Wilmington,  Del.,  U.S.A. 
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quality  shoe  laces 
for  every  requirement 

In  bulk  for  the  factory  trade. 

Single  paired  for  the  fine  job- 
bing trade. 

Finished  with  Nufashond 
Fabric  Tips  (patent  applied  for). 
Part  of  the  braid  itself.  Rustless, 
waterproof,  won't  pull  off. 

Samples  and  particulars  upon  request. 

Narrow  Fabric  Company 

Reading  Pa. 


NON  RIP  SANDALS 

Made  in  Canada 

To  insure  special  discount 
on  early  deliveries  you 
should  order  HumberStone 
Sandals  now. 
They  are  built  on  the  latent 
la^ls  and  are  non-rip. 
JOBBEK.S   VVRITK  I'S  FOR  SAMPLES 

Humberstone  Shoe  Co. 

HUMBERSTONE,  ONT. 


No.  2 


No.  3 


MADE    IN  CANADA 
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Black  or  Tan 

nriiP.l.V  as  supplied  to  the  Do- 
iiiiniMii  (iovernment  for  the  iiSe  of 
Mihliirs  at  the  front. 


For  glazed  kid  shoes 
Black.  Brown,  Midnight  Blue, 
Grey  Champagne  and  White. 


FROM  A  COMMERCIAL  STANDPOINT  as  luucli  as  from  a  moral 
No  8       point  of  view,  we  have  made 

RALSTON'S  POLISHES 

a  good  lioncst  line,  Polishes  that  are  simpl}-  perfection,  and  positively 
do  not  hnrt  the  finest  shoes. 


Made  in  all  colors.  Black 
Brown,  Tan,  Ox  Blood 


Robt.  Ralston  •&  Co..  Hamilton,  Can. 


Store  Management 

An  illustrated  book  of  212 
pages,  by  Frank  Farrington 

Price  50  cents. 


Footwear  in  Canada 


347  Adelaide  St,  W. 
TORONTO 


We  want  to  BUV  for  CASH  aW 
the  PIECED  HEEl  STOCK  yft# 

Bbocxton  Heei 
Company 

BSOCiCTDN,  MASS. 


K'nvemher,  lOKi 
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Land  is  Curved  Needle  and  Awl 
Shoe  Soling  Machines 


O 


3 

o 
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PRICE  AND  TERMS 
LANDIS  NO.  12  STITCHER 
Weight,  crated -About  750  lbs. 
Head  only,  crated— About  500  lbs. 

Price- Complete  with  Stand,  power  only,  $500.00,  F.  O.  B.  St.  Louis. 

Head  only,  $475.00,  F,  O.  B.  St.  Louis. 
Terms— 15?i  discount  for  cash. 

Time  Payments- $50.00  cash  and  $15.00  per  month. 
Deferred  payments  to  be  closed  by  notes  without  interest. 


PRICE  AND  TERMS 
LANDIS  NO.  10  STITCHER 
Weight,  crated— About  700  lbs. 
Head  only,  crated- About  300  lbs. 

Price— Complete,  with  Stand,  foot-power  or  power,  $400.00,  F.  O.B. 
St.  Louis. 

Complete,  with  Stand,  combination  foot-power  and  power 
$410.00.  F.  O.  B.  St.  Louis. 
Head  only-$375.00,  F.  O.  B.  St.  Louis. 
Terms- 15^<'  discount  for  cash. 

Time  Payments— $25.00  cash  and  $10.00  per  month. 
Deferred  Payments  to  be  closed'  by  notes  without  interest. 


Model  22  Landis  Shoe  Repair  Outfit,  Left  Hand 
Manufactured  by  LANDIS  MACHINE  CO.,  St.  Louis,  Mo. 

Landis  Machine  Company 

St.  Louis,  Missouri,  U.  S.  A. 

WE  ALSO  MAKE  THE  LANDIS  HARNESS  MACHINES.    ASK  YOUR  HARNESS  MAKER  ABOUT  US. 
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Shoe  Machinery 

For  very  Department  from  Lasting  to  Finishing 


TRADE 


MARK 


Goodyear 
Welt  and  Turn 
Systems 


Consolidated 
Hand  Method 
Lasting^  Machines 


Model-C 
Ideal  Clicking 
Machines 


Rapid  Standard 
Screw 
Machines 


Davey 
Horn  Pegging 
Machines 


Heel  Protector,  Driving,  Heel  Compressing,  Loading  and  Attaching 
Machines,  Heel  'Frimming,  Breasting,  Scouring  and  Finishing 
Machines  ;  Loose  Nailing  and  Slugging  Machines  ;  Cementing,  Buff- 
ing and  Skiving  Machines;  em  Insole  Machines;  Eyeletting 
Machines  ;  Eyelets,  Shanks,  Brushes,  Etc. 


United  Shoe  Machinery  Company  of  Canada,  Limited 


122  Adelaide  Street  West,  TORONTO 


MONTREAL,  QUE. 

KITCHENER 


492  St.  Valier  St..  QUEBEC. 


NovcnibL-r,  101  (i 
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A  line  of  money  makers  for 

JOBBERS 

You  can  sell  our  Women's  McKay  Sewn  Leather  Shoes  to 
every  dealer  on  your  list.  They  are  without  doubt  the  best 
popular  priced  sellers  on  the  market.  Not  a  shoe  model  in  our 
fall  line  that  will  not  prove  attractive  to  shoe  dealer  and  retail  cus- 
tomer alike.  Women's  solid  leather  shoes,  also  misses',  children's 
and  infants'  footwear  are  our  specialities.  We  would  like  to  place 
our  samples  before  you  so  their  good  points  can  be  appreciated. 

Write  us  today  for  further  details  of  the  new  styles. 

Gagnon,  Lachapelle  &  Hebert 

Shoe  Manufacturers 
55  Kent  Street,  Montreal 


Footwear  Supplies 

The  Best  the  Market  Affords 

Successful  business  has  built  the  Parker 
Irwin  Company  into  the  largest  supply 
house  in  Canada.  Good  products  at  reason- 
able prices,  coupled  with  careful,  intelligent 
service  to  our  customers,  has  brought  us  the 
business.  Look  over  our  products.  Write 
us  for  samples  and  prices,  or  send  an  order. 
\A^e  guarantee  satisfaction. 

IRWIN  (Limited) 

Largest  Shoe  Manufacturers'  Supply  House  in  Canada 

Montreal  -  -  -  Quebec 


WE  HANDLE 

High  Grade  Cements 
Shoe  Felts 
Blackings 

Dressings  and  Box  Gums 

Patent  Leather  Repairer 

Carbicon 

Polishing  Wax 

Sewing  Wax 

Fish  Glue 

Dry  Paste 

and  a  full  line  of 

Rubber  Cement  Shoe  Findings 


PARKER 
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^  There  are  just  two  things  we 
want  to  call  your  attention  to 
this  month. 

^  One  is  our  Fancy  Heel  and  Edge 
Stain,  made  in  all  colors  for  the 
heels,  edges  and  bottoms  of  fancy 
colored  shoes.  We  are  right  up 
to  the  minute  with  these  goods. 

^  The  other  is  our  Stain  Finish  which 
will  produce  on  hard  leather  a 
beautiful  finish  that  will  have 
the  appearance  of  a  Brush  Stain 
finish,  which  is  saying  consider- 
able as  leather  is  today. 

.iiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiy^ 

Boston  Blacking  Co. 

152  McGill  Street 

Montreal    -  Canada 
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Standard  Straight  Needle  and 
Awl  Shoe  Stitcher. 


The 

Best 
Mechanical 
Principles 


Combination  Harness  and 
Shoe  Stitcher. 


CHAMPION 

Shoe  Repair  Machinery 


If  you  have  not  as  yet  equipped  yourself  with 
Shoe  Repair  Machinery,  if  you  intend  to  do  so, 
here  are  some  facts. 

CHAMPION  Line  of  Shoe  Repair  Machinery  is 
the  Largest  and  Most  Complete  in  the  Market. — 
Over  15,000  in  use,  Consisting  of  Shoe  Stitchers, 
Combination  Harness  and  Shoe  Stitchers,  Repair 
Outfits  and  Nailing  Machines. 


Champion  Repair  Outfit. 


Write  us  for  Catalog,  Price  and  Terms 


Ideal  Curved  Needle  and  Awl 
Shoe  stitcher. 


Working 

Efficiency 

Ease  of 

Operating 


Distinguish  CHAMPION 

Ma- 

chines  over  all  others  in 

the 

market. 

CHAMPION  Machines 

are 

sold  Outright  for  Cash  or 

on 

Time  Payments. 

Clincher  Fastener  or 
String  Nailer. 


Champion   Shoe   Machinery  Company 


D 
O 


X 
H 

U 


CHAMPION  SHOE  MACHINERY  CO. 

ST.  LOUIS,  MO. 

(iive  particulars  on  


Name  

.\ddress  

1  DOTWE.AR  IN  CANADA 


3723-3741  Forest  Park  Boulevard 

St.  Louis      -      -  Missouri 

BRANCH  OFFICES: 

Boston,  Mass.— 65  High  Street 
San  Francisco,  Cal. — 65  McAllister  Street 
New  York,  N.  Y.— 209  Centre  Street 
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PEERLESS 
MACHINES 


Universal  Skiver 

Acknowledged  by  the  shoe  manufacturers  every- 
where as  the  most  rehable  Skiver  made.  Gives 
greater  production  at  minimum  cost. 


Peerless  Folder 

No  matter  what  the  shape  of  the  upper  this  machine 
will  fold  the  edge  over  perfectly.  Turns  over  seams 
and  back  stays.  For  rapid  clean  work  this  machine 
is  without  a  rival. 


Automatic  Perforator 

Spaces  evenly  on  any  curve  without  the  use  of  knee 
or  any  other  attachment.  30  to  50  per  cent,  more 
output  at  a  minimum  cost. 

The  Peerless  Machinery  Co. 

44  Binford  St.  BOSON,  Mass. 


ECLIPSE 

Footwear 

^^Puts  other  lines  in 
the  shade 

Just  as  its  name  would 
indicate  —  Eclipse  Foot- 
wear "Puts  other  lines  in 
the  shade." 

It  is  made  in  the  latest 
styles,  incorporating  the 
newest  ideas  for  boys, 
youths,  misses  and  child- 
ren. 

Eclipse  is  an  active  line 
—  never  found  m  the 
"dead"  stock  of  any  re- 
tailer. 

Ask  us  for  further  particulars 
and  prices 

Gait  Shoe  Mfg.  Co. 

Limited 

Gait       -  Ontario 
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Real  Shoes 

"Midland  Maid"  «nd  "Midco" 


For  Women 


For  Men 


We  offer  these  two  high-grade  shoe  brands 
in  the  best  leathers  and  up-to-date  styles. 
The  "Midland  Maid"  in  Kid,  Velour,  Gun 
Metal,  Patent  Colt,  Havana  Brown  and 
Velour  H.  C.  Sport  model.  Midco  for  men  in 
variety  of  lasts.  Gun  Metal,  Kidduck  Cush- 
ion, African  Brown  with  leather  or  Neolin 
soles. 

Talk  to  our  traveller— write  for 
samples.    You  ought  to  see  them. 

The  Midland  Shoe  Co 

KINGSTON,  ONT. 


New  Styles  Ready 


Our  line  of  shoes  for  Fall  showing  comprises  only 
those  newer  styles  that  we  positively  know  are  popu- 
lar. We  take  no  chances.  Dupont  &  Frere  shoes 
are  noted  for  their  sure  selling,  for  their  reliable 
wearing,  for  giving  good  values.  We  still  keep  to 
this  standard.  If  you  are  in  the  market  to  do  busi- 
ness along  these  lines  we  can  surely  interest  you. 
Drop  us  a  card  and  we  will  make  arrangements  to 
place  our  line  of  samples  before  you.  Quality  un- 
usually high — prices  unusually  low 


DUPONT  &  FRERE 

301  Aird  Avenue  MONTREAL 
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IF  IT  BEARS 
THIS  MARK 


YOU  CAN  RELY 
UPON  THE  QUALITY 


United  Shoe  Machinery  Company  of  Canada^  Limited 


122  Adelaide  Street  West,  Toronto 


Montreal,  Que. 

Kitchener 


492  St.  Valier  Street,  Quebec 


November.  I91(i 
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Serviceable 
Footwear 

1917  Styles 

now  being  shown 


"Everyday"  Shoes  are  made  to  give  the  maximum  in  wear,  comfort,  style — and  their  good 
reputation  has  been  gained  chiefly  in  these  excellent  qualities. 

— but  back  of  the  shoes  you  v^ill  find  an  organization  that  is  willing  and  anxious  to  please 
■  you  in  every  possible  way. 

Write  us  if  you  have  not  seen  the  new  styles. 

The  T.  Sisman  Shoe  Co.,  Limited,  Aurora,  Ont. 


WRITE  FOR 


YOU  know  that  fronts  that  pay 
cannot  be  bought  "by  the  foot."  They  must 
be  made  to  order  for  your  particular  needs. 

For  that  reason  we  maintain  offices  in  all  sections 
of  the  country  out  of  which  we  travel  our  own 
specially  trained  representatives,  so  as  to  enable  you  to 
take  advantage  of  the  experience  acquired  in  the  years 
we  have  been  manufacturing  custom-made  store  fronts 
for  the  merchant  who  knows  he  could  do  more  business  if 
more  people  came  into  his  store. 

Would  you  like  to  profit  by  the  experience  of  some  of  the 
53,000  whom  we  have  satisfied? 

Boosting  Business  has  been  compiled  to  give  you  an  idea  of 
how  the  other  fellow  increased  his  business  by  the  installation  of 

ycarwneer* 

■  ^  Store  frontS  * 

The  costliness  of  the  booklet  makes  it  necessary  for  us  to 
request  you  to  pin  coupon  to  your  letter  head. 

It  costs  you  nothing  ! 

KAWNEER  MFG.  COMPANY,  LIMITED 

GUELPH,  ONTARIO 


etterhead 


PLEASE  SEND 
COPY  OP  1916 
BOOSTING  BUSINESS 
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N'r.v.  inl,.  r.  V.iU; 
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With   Our   Additional  Tannages 

we  are  now  able 

To  Satisfy  the  Wants  of  all  Cutters  of 


SOLE  LEATHER 


with  either  of  our  Five  Lines: 


"TRENT  VALLEY'U  ^       "EAGLE"]  „  , 

"LION'J  "PENETANG'I 


"UNION  OAK" 
The  Breithaupt  Leather  Co.,  Limited 

KITCHENER,  ONT. 
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Your  Sorting  Orders 


Kant  -  Krack 
Dainty  Mode 
Royal 


and 


Bull  Dog 


Rubbers  for  Fall  Business 

Send  us  your  sorting  orders  for  the  present  season.  We 
are  in  an  exceptionally  strong  position  to  give  your  orders 
immediate  painstaking  attention.  Independent  rubbers 
will  meet  every  possible  need  in  your  district,  just  as  they 
are  now  doing  in  city,  town  and  country  from  coast  to  coast. 

Have  you  made  full  provision  for  1917  Tennis  Shoe  busi- 
ness.     If  not,  you 
will  do  well  to  look 
at  the   new  Speed 
King  samples. 


The  Amherst  Boot  &  Shoe  Co.,  LimitedAmherst,  N.S. 
The  Amherst  Central  Shoe  Co.,  Limited  Regina,  Sask. 
A.  W.  Ault  Co.,  Limited  -      -      -       Ottawa,  Ont. 

White    Shoe    Co.   Toronto,  Ont. 

Kilgour,  Rimer  Co.,  Limited  -  Winnipeg,  Man. 
The  J.  Leckie  Co.,  Limited      -      -       Vancouver,  B.C. 


The  London  Shoe  Co.,  Limited      -  London.  Ont. 

McLaren   &   Dallas       ...      -  Toronto,  Ont. 

James    Robinson  ....  Montreal,  Que. 

Brown,   Rochette,  Limited        -      -  Quebec,  Que. 

McFarland   Shoe   Co.   ....  Calgary,  Alta. 

T.   Long  &   Brother     ....  Collingwood,  Ont. 


The  Independent  Rubber  Co.,  Limited 

MERRITTON,  ONTARIO 


F  O  ()  T  W  1".  A  R    IN    ( ■  A  N  A  n  A 


ll.rt-  I'll' 


Practical  Shoes 

Reasonable  Prices 


Cote  McKay  shoes  give  the 
wearer  exceptionally  good  service 
You  can  sell  the  same  make  again 
and  again  to  a  customer.  We 
believe  you  prefer  that  kind  of 
business  and  we  make  our  shoes 
uniformly,  strong,  stylish  and 
wearable  to  hold  that  trade.  See 
our  new  styles.  They  are  gain- 
ing popularity  in  every  section 
of  the  country. 

Write  us  to-day  for  further  details. 

La  Compagnie 

J.  A.  &  M.  COTE 

St.  Hyacinthe       -  Quebec 

Montreal  Sample  Rooms 
Room  14  "La  Patrie  Building" 
Mr.  Henry  Martineau,  Representative. 


SHOE  FELTS  and  UPPER 
LEATHERS 

"MADE  IN  CANADA  " 

Patent,  Dongola,  Box  Sides,  Gun  Metal, 
Tongue  and  Wax  Splits,  both  Plain 
and  Ooze  in  Black  and  Tan. 

Shoe  Cottons  of  all  kinds 
Shoe  Cements 
Top  Facing 
Box  Toe  Goods 
Buckrams 

Write  for  samples  and  prices. 


137  McGill  Street 
MONTREAL 


Fortuna  Skiving  Machine 


For  Manufacturers  who  Skive  Leather,  Felt, 
Cork,  Rubber  or  Paper 

Used  extensively  by  Manufacturers  of 

Shoes,  Box  Toes,  Trijimings.  Insoles,  Ankle 
Supporters,  Welting,  Arch  Supporters 

Sole  Agent*  for  Canada 

Fortune   Machine  Co. 

127  Duane  Street       -       NEW  YORK 
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We  Can 
Supply  Anything 
From  a  Tack 
To  a  Full  Factory 
Equipment 

If  there  is  anything   | 

you  want,  write  us 

United  Shoe  Machinery  Company  of  Canada^  Limited 

MONTREAL,  QUE. 
Toronto  Kitchener  Quebec 


FOOTWEAR    IN  CANADA 


mrriN  YOUR  OWN  stpre 

TTiG  Toledo, 
The  perfect  Buiton  Machine^ 

$60 

f.  o.  b.  Toledo 

With  Toledo 
Rust  proof  White 
Wire  for  12,000 
operations 

Payments  if  desired 

Sent  on  1 5  days  trial 

Fastens  all  buttons 

Sold  outright 

Urgfent  orders  may 
be  telegraphed  at 
our  expense 

ORDER 
ONE 
TODAY 

Absolutely  guaranteed.    Parts  replaced  free  during  first  year.    Our  guarantee  provides  that  the 
Toledo  shall  ?ive  continuously  satisfactory  service  wherever  it  may  be. 

THE  TOI£DO  BUTTON  MACHINE  COMPANY 


'5^^Q  SUMMIT  AVE. 


TOLEDO.  OHIO 


Vol.  VI.    No.  12 


Toronto,  December,  1916 


WHERE  good  leather  is  ap- 
preciated— -there  should  be  a 
Regal  dealer.  His  market 
is  waiting  ready  for  him.  The 
Regal  Reputation  for  good  leather 
has  been  lived  up  to  in  every  pair  of 
shoes — for  over  a  quarter  of  a  century. 
And  people  everywhere  know  it. 

A  better  shoe  and  a  better  class 
of  customers — these  are  two  of  the 
big  things  that  Regal  stands  for. 

Regal  Shoe  Co.,  Limited 

102  Atlantic  Avenue,  Toronto 

Executive  Ofifice— Regal  Building, 
Boston,  Mass. 
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PANTHER 


Tested  Fibre  Soles  and  Heels 


Panther  soled  shoes  offer  the  greatest  selling"  opportunity 
in  the  footwear  field  today.  For  men,  women  and 
children  Panther  soles  and  heels  are  gfiving"  satisfaction 
in  every  way.  In  a  very  short  time  we  predict  the 
great  majority  of  Canadians  will  demand  shoes  having 
the  "sure  step"  tread. 

^^Sure  Step^^  Panther  Tread 


Our  fibre  solingf  is  made  in  all  colors  and  looks 
like  leather.  It  is  waterproof  and  much  easier  on 
the  feet  than  any  leather  sole.  It  can  he  worked 
and  stitched  easily,  and  does  not  allow  stitches  to 
pull  out.  And  most  important  of  all  Panther  soles 
and  heels  wear. 

Get  in  touch  with  our  modern  service 
It  will  pay  you  well 


Panther  Rubber  Co. 


Limited 

Sherbrooke,  Que. 
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Dominion  Rubber  System 

brands  of  Rubber  Footwear  are  distinctive  be- 
cause of  the  fact  that  quality  has  been  made 
the  essential  feature.  That  apphes  to  heavy 
grades  for  lumbermen  and  miners  as  much  as 
it  does  to  the  lighter  weights  for  women  and 
children.  It  is  as  true  of  long  boots  as  it  is  of 
sandals.  In  Rubbers,  Overshoes,  Gaiters, 
Combinations  or  Boots,  inside  and  outside,  sole 
as  well  as  upper,  we  msist  on  maintammg  our 
standards  of  excellence,  and  the  shoe  merchant, 
who  stocks  a  Dommion  Rubber  System  brand, 
has  full  benefit  of  our  qualities  and  our  un- 
equalled variety  of  styles. 

The  largest  rubber  manufacturing 
Company  in  Canada,  and  in  the 
British  Empire,  stands  back  of  the 
Dominion  Rubber  System  brands. 


Canadian  Consolidated  Rubber  Co.^  Limited 

Head  Office,  MONTREAL 

28  Branches  Throughout  Canada 
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Shoes  that  are 

SALE  MAKERS 

We  could  easily  sell  the  first  pair  of  shoes  to  a  retailer 
through  our  salesman  or  advertising  but  we  couldn't  keep 
it  up  for  over  25  years  as  we  have  done  without  allowing 
our  shoes  to  sell  themselves. 


iiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiii^ 


"Paris"  Brand 

Men  s  Welts  Qj^q  j^jg  reason  for  the  continued  pop-  • 

Women's  McKays  ularity  of  our  footwear  lies  in  our 

dependable   service    in   getting  our 
"Patricia"  Brand  shipments  out  on  time. 

Women's  High  Grade  just  now  we  can  offer  you  prompt, 

Welts  and  Turns  ^^^^  ^^^^^  shipments  owing  to  our 

^  —  leather  supply  being  sure,  from  our 

Metropolitan     Brand  own  tanneries. 
Men's  Welts 

Women's  McKays  iiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiliiiiiiiii 

Have  you  insipected  our  ten  styles  for  1917? 
Write  or  wire  if  interested, 

Daoust,  Lalonde  &  Co.,  Ltd. 

Montreal 


\ 

— Branch — 

The  Metropolitan  Shoe  Co. 

91  St.  Paul  St.,  East,  Montreal 
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We 
wish 
our  friends 

A 

Merry 
Christmas 


Cote  McKay  shoes  for  men,  youths, 
boys  and  little  gfents  are  noted  for  their 
intrinsic  good  quality.  This  isa  matter 
of  much  more  than  ordinary  interest  in 
all  our  shoe  making.  This  excellent 
value  has  brought  repeat  business  to 
our  many  customers  for  years,  and  we 
would  never  consider  for  a  minute  any 
deviation  from  our  present  high  stan- 
dard. If  you  are  interested  in  this  class 
of  footwear,  write  us  for  further  details. 


La  Compagnie 

J.  A.  &  M.  Cote 

St.  Hyacinthe  -         -  Quebec 

Montreal  Sample  Room— 14  "  La  Patrie  Bldg." 
Mr.  Henry  Martineau,  Representative. 
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HOLDEN 
McCREADY 
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SLATER 

Military  Shoes 

With  the  introduction  of  these  mihtary 
models  under  the  Slater  name,  you  secure  an 
irresistible  selling  range  of  the  most  popular 
shoes  for  men. 


They  are  selling  by  leaps  and  bounds  to 
soldier  and  civilian  and  give  the  greatest 
amount  of  wear  and  comfort.   Investigate  this. 

The  Slater   "In  Stock"  service  is  at 
your  disposal  with  thirty  and  over  of 
the  newest  styles  particularly  adapted 
to  the  Canadian  man's  likes  and  pre- 
ferences. 

Send  for  Style  Sheets 
Today 


Slater  Shoe  Co.,  Limited 

Montreal 

Established  1869 

MEN'S  AND  BOYS'  WELTS 
EXCLUSIVELY 
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The  Mark 


of  Quality 


Shoe  Manufacturers^ 
Protection 


The  Mark 


of  Quality 


MADE 
IN 

CANADA 


ABSOLUTELY 
SATISFACTORY 


We  handle 
Auto  Top  Scrap 


Used  largely  in 
Shoe  Making 


The  Mark  of  "^J^^  J§  Quality 

HighN(Grade 

Rubber  Cements 


Top  Facings 

Shoe  Canvas 

Canvas 

Insoling 


Manufadlurers  who  use  our  cement  know  that  like 
the  British  Bull  Dog,  it  "Holds." 

We  sell  continuously  many  of  the  largest  firms. 

Our  many  years'  experience  specializing  in  Cement 
is  a  protection  to  all  our  customers. 

Any  quantity  shipped  any  place. 
Let  us  send  you  a  trial  order. 


Box-Toe-Lac 

Fish  Glue 

Plumping 

Cloth 


Woodward's  Corking  Shoe  Filler — the  best  obtainable 

Made  in  Canada  by  Canadian  workmen 

Oldest  Backers  of  Cloth  in  the  Dominion. 


The  Mark 


of  Quality 


F.  E.  Wood  ward  &  Sons 

LACHINE,  QUE. 


The  Mark 


of  Quality 
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GREETINGS 
1916-1917 

To  our  many  customers  and 
all  our  friends  who  have  help- 
ed make  our  1916  sales  ex- 
ceed all  other  years,  we  extend 
the  season's  greetings. 

For  1917,  the  hope  is  cher- 
ished for  even  more  business 
for  us  all — greater  prosperity 
and  "  Victory. 

Yours  very  truly, 


The  Miner  Rubber  Co. 

Limited 

Granby^  Que. 


The  "DOCTOR"  and  "PROFESSOR"  made  on  either  above  lasts 

Rare  Selling  Appeal 

Tebbutt  Shoes  Mean  Profitable  Business 

We  specialize  in  eMJinfortable  shoes,  with  a  scieiitilic  reason  behind  that  com- 
fort.   Tliat  is  tlie  lirsl  distinctive  feature  of  "l^octor"  and  "Professor"  brands. 

The  ease  your  customers  will  enjoy  in  these  shoes  is  not  oljtained  at  any  sacri- 
fice of  style — their  style  is  smart,  but  sensible.  That  is  why  it  is  so  easy  to  secure 
new  customers  for  Tebbutt  Shoes. 

Our  1917  models  are  worthy  of  a  place  in  the  best  of  company.  They  are  real 
Shoes,  and  are  selling  particularly  well. 

Write  us  for  further  particulars  or  ask  your 
jobber  to  show  you  samples 

Tebbutt  Shoe  &  Leather  Co. 

Limited 
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There's  a  big  difference  between  just  making"  both  ends 
meet  and  in  really  making  it  pay. 

Make  it  pay  big.  Get  the  most  for  your  money.  Take 
a  look  at  our  1917  styles.  We  don't  claim  they're  the  "best 
on  earth"  but  maybe  you  will  when  you  see  them.  They  re- 
present an  appearance  of  stylish  manishness  that  is  decidedly 
out  of  the  ordinary. 

You'll  find  them  a  success.  The  evidence  is  in  the  bare 
shelves  of  our  many  dealers  at  the  end  of  the  season. 

Our  shoes  are  new — they're  snappy — they're  sellers  and 

they  are  pleasers.     If  you  sell  to  men,  buy  now.  Shoe  stock 

is  bullish — prices  are  going  up.  Don't  be  left  to  pay  higher 
prices — buy  now. 

iiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiii^ 


DUFRESNE  &  GALIPEAU 

LIMITEE 

MONTREAL 
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LEATHER 

—  is  King! 

BUT 

TETRAULT 

HAS  HIM 

CAPTURED 

—that  is,  TETRAULT  has  the  leather.  Not 
only  the  leather  to  make  good  shoes,  but 
TETRAULT  has  enough  leather  bought  for  the 
entire  season  to  make  2700  pairs  daily  of  Good- 
year Welts.  Therefore,  those  who  have  bought 
from  TETRAULT  can  "STAND  AT  EASE." 
Their  orders  will  be  filled,  and  on  time,  no 
matter  where  the  price  of  leather  goes. 

Tetrault  Shoe  Mfg.  Co. 

Largest  Manufacturers  of  Goodyear  Welts  in  Canada— Bar  None 

Montreal 
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$2,000,000. 

The  largest  shoe  business 
under  one  roof  in  Canada 


Our  aim  for  1916  was 

$2,000,000  Sales 

—  and  we  will 
— reach  it 


January  .  $114,773.83 

February   141,027.97 

March    151,555.59 

April    141,337.70 

May    147,663.49 

June   162,541.64 

July   149,079.51- 

August   190,086.00 

September  .'   179,143.39 

October  '   201,949.82' 

November   208,378.95 


Total  for  the  eleven  months  $1,787,637.89 


Here  are  a  few  honest  figures  that  tell  of  the 
growing  popularity  of  Tetrault  shoes. 

Their  own  good  qualities  are  responsible  for 
this  steady  advance. 

Carried  hy  leading  jobbers  , 

Tetrault  Shoe  Mfg.  Co. 

Largest  Manufacturers  of  Goodyear  Welts  in  Canada— Bar  None 

Montreal  « 
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A  service 

you  can  rely  on 


The  James  Robinson  business  has 
grown  to  such  a  size  that  we  have  been 
able  to  perfect  many  time-savmg  sys- 
tems for  ahiiost  every  operation  in  fill- 
ing your  orders.  There  is  never  any 
delay  or  confusion,  no  matter  how 
rushed  we  may  be.  Every  department 
is  tuned  up  to  a  very  efficient  pitch,  so 
that  from  first  to  last  your  orders  are 
handled  carefully,  intelligently  and 
speedily. 

Our  in-stock  service  in  connection  with 
Bostonian  shoes  will  be  very  useful  to 
our  many  customers  this  season.  The 
new  styles  are  better  than  ever.  Strict- 
ly up-to-date  as  to  style  and  finish  and 
very  serviceable  in  quality  and  work- 
manship. 


JAMES  ROBINSON 

MONTREAL 
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The  value 
of  good  will 


Good  will  is  the  great  indefinable  force  that 
makes  business  prosperous.  It  is  devel- 
oped through  your  relation  to  customers. 
When  you  sell  a  customer  a  pair  of  shoes 
which  are  satisfactory  from  start  to  finish, 
you  create  a  certain  amount  of  good  will 
that  is  hard  to  value  in  dollars  and  cents, 
yet  it  brings  you  more  business  than  any- 
thing else  you  could  do. 

Good  will  is  the  strong  point  in  my  rubber 
footwear  .  and  Tennis  shoes.  Every  pair 
of  Speed  King  Tennis  shoes  is  made  ac- 
cording to  a  very  high  standard  that  is  not 
regulated  particularly  by  price  limitation. 
Quality  comes  first.  This  holds  good  in 
the  complete  range  of  Kant  Krack,  Daint)/ 
Mode,  Royal  and  Bull  Dog  rubbers. 

Send  today  for  illustrated  catalogue 
and  further  particulars. 

JAMES  ROBINSON 

MONTREAL 
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"REECE  RAPID" 


Makes  a 
Perfect 
Barred 
Hole  in  One 
Operation 


Runs  Equally 
Well  with 
Silk,  Cotton 
or  Mercerized 
Thread 


12,800  Button  Holes  in  One  Day 

This  machine  will  do  more  work  than  any  other  in  existence 
and  do  it  better  and  in  less  time. 

The  only  machine  that  bars  the  button  hole  at  the  end.  This 
is  really  a  very  important  part  of  the  finished  hole  and  without 
it  the  button  hole  will  not  last.  The  Reece  button  hole  has  a 
continuous  solid  bar  and  does  not  sew  in  ends  of  threads 
therefore  not  a  thread  waster. 

Write  us  for  samples  of  work  and  terms. 


Thos.  C.  Doyle  (Regd,)  '"IX^SL"' 

71-73  St.  Alexander  St.,  MONTREAL  73-81  Adelaide  St.  W.,  TORONTO 


December,  1916  FOOTWEAR    IN     CANADA  17 

iiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiin^ 


50  years' 
experience 


FOR  fifty  years  we  have  been  serving 
the  trade. 

For  fifty  years  we  have  been  acquiring 
the  knowledge  that  is  of  direct  benefit  to 
you. 

Does  it  mean  any  thing  to  you  to  be 
able  to  take  advantage  of  this  ? 

Does  it  mean  any  thing  to  you  to  do  busi- 
ness with  a  manufacturer  whose  mer- 
chandising system  makes  your  burden 
light? 

Does  it  mean  any  thing  to  you  to  be  able  through  business 
relations  with  this  manufacturer  to  reduce  the  amount  of  your 
capital  and  your  merchandise  balance  ? 

Then  get  in  touch  with  one  of  our  nine  wholesale  Rice  &  Hutchins 
houses  and  learn  by  experience  that  our  statement  is  fact  and  not  theory. 


I  The  Rice  &  Hutchins  Chicago  Co.  | 

I  231  West  Monroe  Street  | 

I  CHICAGO         -         -         ILL.  I 

I  RICE  &  HUTCHINS,  INC.  | 

I  24  High  Street,    ::    Boston,  Mass.  | 

lliillllliiiiiilllillliiiiiillllllllliiiiilllllillllliiiili^^ 
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Our  own  factories  are  now  manu- 
facturing the  following  articles: 

Felt  Box  Toes 
Metal  Shoe  Hooks 
Shoe  Buttons 
Shoe  Bows 
Shoe  Ornaments 

We  also  handle  other  shoe  supplies 
which  we  can  deliver  very  promptly. 

Prices  quoted  on  demand 

O.  J.  Trudbau  (§  Ltd 

365-36T-37I,  Otitapio ^t>.  Montreal, Oue. 
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Our  Best  Wishes 

go  out  to  you,  our  friends  and 
patrons y  at  this  the  passing  of 
another  milestone  on  the  road- 
way of  life.  May  the  coming 
year  reward  your  efforts  with 
continued  Happiness,  Pros- 
perity and  Contentment. 

W.  E.  A  rmstrong  James  Flynn 
F,  L,  Witheridge  F,  M,  Downs 
J,  J,  Connor  W.  E.  Yates 

W,  G,  Berscht  G,  H.  McCrady 
M.  E.  Hunter  A,  1.  Hart 

J,  A,  McLaren 

McLaren  &  Dallas 

Toronto 
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7".  Sisman 

Aurora,  Ontario 

Manufacturer  of  the 

Best  Everyday  Shoe 

extends  the 

Compliments  of  the  Season 

to  the  Trade  throughout  Canada 


T.  Sisman  Shoe  Co.,  Limitea 


m\ir/      w  w    W  ■w^myrww/^ 
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The  management  of  the  Canadian 
Arrowsmith  Mfg,  Co,,  Limited,  of 
Niagara  Falls,  Ontario,  wish  to 
extend  to  their  many  friends 
sincere  thanks  for  the  co-operation 
and  indulgence  given  them  during 
the  present  year.  Accept  the 
season's  greetings,  so  aptly  ex- 
pressed in  the  old,  old  phrase 

A  Merry  Christmas 

and 

A  Happy  New  Year 
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E  ENEMY  IN  VAC! 


la    Serious ' 
Suzeu  I 


'AY 


What  Officers  Should  Buy 
Before  Going  to  England 

Also  IV hat  The))  Should  Not  Buy — Forty-Five  Revolvers  are 
Very  Scarce  in  England. 

A  Canadian  officer  in  England  on  the  eve  of  departure  for  France 
has  sent  home  for  the  benefit  of  officers  in  Canada,  who  have  not  yet 
ffone  overseas,  the  following  information  about  certain  equipment  they 
should  not  carry  with  them  from  here,  as  it  is  of  no  use:  some  other 
things  that  they  should  get  here  and  some  they  should  wait  until 
they  reach  England  before  purchasing: 

"The  officers  should  bear  in  mind  that  they  are  not  coining  to  any 
permanent  abode.  They  should  bring  only  essentials,  which  include 
a  pair  of  heavy  Canadian  shoe  packs,  soled,  and  knee-hig^ — nothing  to 


compare  with  them  here:  the  frog  of  the  Sam  Browne,  which  must  be 


President  of 
Munitions  Pl| 

Serious 

MORE  p6> 
QUITJ 

Supply 


worn  here  and  which  nearly  everyone  forgets  and  has  to  pay  $2.00  or 
tor.   Issue  boots,  if  they  can  get  them:   their  military  manuaj 
At  rnft  of  sweater?,  etc..  for  this  fact  must  goy 
le  can  only  take  oi 

The  Gruelling  Test  of  War 

The  author  of  the  above  has  based  his  advice  on  the 
suggestions  of  fellow  officers  now  in  the  heat  of  battle. 
No  more  supreme  test  could  be  applied  to  Palmer's  Moose 
Head  Brand  shoe  packs  than  service  in  the  trenches — the 
verdict  they  earn  is  "Nothing  to  compare  with  them  here." 

If  our  shoe  packs  can  "make  good"  on  the  firing  line  they 
can  "make  good"  anywhere. 

They  are  carried  in  stock  and  sold  by  the  leading  jobbers 
of  footwear  throughout  Canada  who  will  see  you  soon 
with  1917  prices.      Reserve  your  orders  for  them. 

John  Palmer  Co.,  Ltd. 

Canada* s  Oldest  and  Largest  Manufacturers 
of  Oil-Tanned  Waterproof  Footwear 

Fredericton,  N.  B. 


3>> 


DLCcnibcr,  I'JIO 


FOOTWEAR    IN  CANADA 


23 


This  is  an  Attractive  Model 

CLASSIC 
SHOES 

Your  Classic  Shoe  sales  are  not  limited  to  the 
better  class  of  customers  although  it  is  from 
these, Classic  Shoes  receive  their  greatest  praise. 

Write  for  latest  styles, 

Getty  &  Scott,  Limited 

Gait,  Ontario 
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Semi- Ready  Advance  Style  Service 

A  Christmas  Offering 

THE  BLACK  BEAUTY 

We  have  them  in  stock  at  Quebec  and  Boston  and— on  the  way,  as  illustrated. 


Same  style — make  and 
fitting  qualities 
as  the 

Lady 
White 


We 


do  not  break  cases. 

Packed  in  assortments 
— 36  pairs  to  case. 

2  to  5, 

3  to  5, 
to  6, 

3    to  7. 


THE  BLACK  BEAUTY 

All  Black  Kid  Lace  Boot 

We  have  this  exact  same  boot  in  White 
Kid  leather — also  similar  styles  in  Havana 
Brown  and  Battleship  Grey  leather. 


We  do  not  need  to  ad- 
vertise this  boot — 
the  demand  is 
greater  than 
the  supply. 


You 

will  have  to  speak  quick 
if  you  want  any 
for 

Xmas 
Trade 


Ask  your  Jobber  for  this  Black  Beauty. 


FOR  PARTICULARS  WRITE  TO 


Chas.  E.  Slater 


491  St.  Valier  St. 
QUEBEC 


or 


132  Lincoln  St. 
BOSTON 


December,  1916 


FOOTWEAR    IN  CANADA 


25 


Semi-Ready  Advance  Style  Service 

Two  American  Beauties  for  Spring 


See  that  your  jobber  carries  these  in 
stock  for  you  this  year.  We  predicted 
right  last  year  on  the  Lady  White  and 
believe  these  two  lines  will  give  her  a 
close  run  this  year. 

Don't  make  the  mistake  of  last  year — 
but  get  your  deliveries  early. 


We  won  out  with  Our  Lady  White  last 
season.  We  not  only  had  the  style  in 
all  its  little  details— but  we  had  the  fit 
as  well  and  not  a  single  complaint  frcm 
the  wearer.    Some  record— eh? 


REMEMBER 

that  if  you  don't  get  the  style  ot  the 
shoe  right— you  can't  give  it  away. 

Women  are  paying  for  the  style  of  the 
shoe  more  than  the  wear. 

Customers  of  last  year  have  bought 
from  3  to  5  times  as  many  of  the 
Lady  White  boot  this  year  and  these 
new  ones  promise  to  sell  equally 
as  well. 


36 


pairs  to  the  case. 
Assortments 


Lady  Black  and  White 

White  Canvas  —  with  black 
leather  trimmings  and  eyelets. 
Same  pattern  and  make  as  our 
Lady  White  of  last  year. 


1 

2 
3 

3 


to  4, 
to  5, 
to  5, 
to  6, 
to  7. 


We  do  not  break  cases. 


FOR  PARTICULARS  WRITE  TO 


Lady  Grey 
Made  of  Grey  Wyclo  with 
grey  leather  heel. 


Chas.  E.  Slater 


491  St.  Valier  St. 
QUEBEC 


132  Lincoln  St. 
BOSTON 
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TENAX 

The  Soling  of  the  Future 


Better  and  cheaper  than  Leather 
Practically  as  light  as  Leather 
Wears  longer  than  Leather  or  Rubber 

Non-squeaking 

Waterproof 

Flexible 

This  product,  which  is  a  highly  fibrous  compound  developed 
and  perfected  in  our  laboratories  after'  months  of  research 
and  practical  test,  as  a  substitute  for  Leather,  will  be  known 
to  the  Trade  under  the  copyrighted  name — 

TENAX 

In  view  of  the  scarcity  and  high  price  of  Leather  this  new 
Soling  will  be  a  boon  to  the  consuming  public. 

Supplied  in  sheets  of  suitable  thicknesses  for  all  Soling,  and 
in  Black  and  Tan. 

TENAX  is  a  money  saver. 

Gutta  Percha  &  Rubber,  Limited 

Toronto,  Canada 
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No.  309  Special 


Here's  the 

OVERSEAS 
TRENCH 
BOOT 


The  demand  is  tremendous 


Serious 
Mzeu 

)ING 
ILWAY 

Uar. 

ivasion  of 


What  Officers  Should  Buy 
Before  Going  to  England 

Also  What  Thev  Should  Noi  Buxi — Fortyi-Five  Revolvers  are 
Very)  Scarce  in  England. 

A  Canadian  officer  In  England  on  the  eve  of  ciepartu,fe  Zor  France 
has  sent  home  for  the  benefit  of  officers  in  Canada,  who  have  not  yet 
g-onc  overseas,  the  following  information  about  certain  equipment  they 
should  not  carry  with  them  from  here,  as  It  is  of  no  use;  .soiHe  other 
things  that  tliey  should  get  here  and.  gome  they  should  wait  until 
they  reach  England  before  purchasing: 

"The  officers  should  bear  in  mind  'that  they  are  not  coming  to  any 
permanent   abode.     They  should   bring   only   essentials,    which  include 
a  pair  of  heavy  CaJiadian  shoe  packs,  soled,  and  knee-high— nothing  to 
compare,  with  them  here;  the  irog  ol^T1T^'Saji7''^rowrierwhich 
worn  here  and  which  nearly  everyone  forgets  and  has  to  pay  $2.0Q  oi 


Preside! 
Munil 

MORE 

Supph 


NO  NAILS  — ALL  SEWN 

Comfort  and  reliability  are  the  chief  features  of  this  superb  boot.  It  has  a  16  inch  oil 
grain  leg  with  full  bellows  tongue,  oil  tanned  bottom,  drawstring  type  and  double  hemlock 
sole  with  full  heel,  both  hob-nailed.  It  is  made  with  our  patented  heel  and  cannot  run  over 
to  the  side.  No  artificial  stiffener.  No  added  counters  to  become  crumpled  up.  The 
shaped  foot  is  made  on  a  boot  last  and  the  shaped  leg  fits  snug.  The  stitches  that  attach 
the  slip-sole  to  the  bottom  of  the  pack  do  not  penetrate  the  inside  of  the  boot.  Hence 
water  cannot  get  to  the  inside  of  the  boot,  as  it  does  in  the  ordinary  machine  stitched  boot. 

Extra  Rawhide  laces.  Felt  and  Leather  combination  insoles  with  each  pair, 

THE  ONLY  TRENCH  BOOT  MADE  THAT  CAN  BE  USED  IN  STIRRUPS 

PRICE  $15.00  THE  PAIR 

52  Wellingion  Street  East, 
TORONTO,  CANADA 


BEAL  BROS.,  LIMITED, 


as  f-"  n  O  TWEAK    J  N    CANADA  December,  i  y  i  fi 


1916-1917 

Standing  on  the  threshold  of  a  new  year,  we 
pause  to  look  back  over  the  passing  year.  1916  has 
far  exceeded  our  expectations  for  volume  of  trade. 
We  fully  realize  that  your  co-operation  and  patronage 
have  done  much  to  make  this  success  possible.  It  is 
very  gratifying  to  know  that  our  efforts  to  serve  and 
please  the  shoe  trade,  have  been  so  generously  appreci- 
ciated  throughout  Canada. 

Past  successes  are  l)ut  stepping  stones  to  future 
achievements.  With  the  New  Year,  our  efforts  shall 
be  increased  to  make  the  DOMINION  RUBBER 
SYSTEM  of  still  orreater  service  and  benefit  to  Can- 
adians  and  to  the  retail  trade  of  Canada.  Our  con- 
stant purpose  at  all  times,  shall  be  to  make  this  the 
one  safe  and  satisfactory  place  to  supply  every  need  in 
Rubber  Footwear. 

To  one  and  all,  we  extend  the  Season's 
Greetings,  and  our  Rest  Wishes  for  a 
Happy  and  Prosperous  Year, 


Canadian  Consolidated  Rubber  Co.^  Limited 

Head  Office,  MONTREAL 


December,  1916 
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A  Journal  of  its  Findings,  Making  and  Sale. 
Published  Monthly  for  the  Good  of 
the  Trade  by 

HUGH  G.  MACLEAN,  LIMITED 

HUGH  C.  MacLEAN,  Winnipeg,  President. 
THOMAS  S.  YOUNG,  General  Manager. 
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Telephone  A.  2700 
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What  Shall  the 
Mark-Up  Be? 


The  writer  went  into  a  shoe  store 
the  other  day  to  ask  the  present 
price  of  a  shoe  he  had  purchased 
a  year  ago  for  $8.00.  The  salesman  informed  him  that 
the  price  was  now  $10.00,  and,  owing  to  the  fact  that 
the  leather  used  in  this  style  was  practically  "out  of 
sight,"  all  future  purchases  would  have  to  retail  at  $14. 

Now  the  question  which  naturally  arises  in  a  case 
of  this  kind  is,  if  further  orders  are  placed  at  prices 
necessitating  a  $4  increase  in  the  selling  price,  why  is 
the  retailer  not  selling  his  stock  in  hand  at  the  current 
figure?  It  may  be  argued  that  by  so  doing  the  retailer 
will  be  taking  undue  advantage  of  the  public  to  feather 
his  nest  under  cover  of  war-time  prices. 

All  very  well  for  that  side  of  the  question,  but 
here's  the  rub:  Supposing  this  retailer  finds  it  neces- 
sary to  place  another  order  at  the  higher  figure,  and 
there  comes  shortly  afterwards  a  termination  of  hos- 
tilities or  some  other  cause  for  a  drop  in  leather  prices, 
where  is  this  retailer  going  to  get  off  at  with  the  stock 
he  lias  purchased  at  abnormal  prices?  •  Is  it  not  his 
duty  to  foresee  the  possibility  of  such  an  occurrence 
and  determine  his  mark-up  on  present-day  quotations, 
rather  than  on  the  price  at  which  he  purchased  sev- 


eral months  ago?  Surely  it  can  be  no  more  than  pro- 
viding insurance  against  that  price  slump  which  is 
almost  sure  to  come  at  the  close  of  the  war.  Surely  it 
would  be  only  the  part  of  wisdom  to  add  that  extra 
profit  now  when  the  public  have  been  taught  to  ex- 
pect it,  rather  than  to  figure  mark-up  on  the  net  pur- 
chase price  of  six  months  ago,  and  drop  into  a  hole 
with  a  high-priced  stock  on  the  shelves  when  the  bot- 
tom starts  to  slide  out  of  the  leather  market.  True, 
many  merchants  may  adhere  rigidly  to  a  principle  of 
what  they  firmly  believe  is  "square  dealing"  with  the 
public,  but  will  the  public  thank  them  or  appreciate 
their  eflr'orts  when  at  some  future  date  they  attempt 
to  dispose  of  their  high-cost  stock  at  considerably 
above  the  market  price?  Unless  human  nature  changes 
suddenly  in  the  near  future  the}'  will  patronize  lIic 
merchant  who,  by  reason  of  his  charging  war-time 
prices  today,  is  profitably  able  to  reduce  his  mark-up 
when  times  become  normal. 

There  are  two  sides  to  this  question  and  no  shoe 
retailer  can  afford  to  ignore  either  of  them. '  Of  course, 
one  must  be  guided  to  some  extent  by  what  one's 
competitor  is  doing,  but  it  is  a  clear  case,  if  ever  there 
was  one,  where  the  retailers  ought  to  come  to  an 
understanding  among  themselves. 


Canadian  Shoes    -  ^^'"^^  noticeable  improvement  is 
Now  Equal  to      apparent  in  the  style  and  work- 
the  Best.  manship  of  Canadian-made  foot- 

wear since  tjie  outbreak  of  war.  It  is  the  opinion  of 
many  retailers  that  almost  proportionate  with  the  in- 
crease in  price  there  is  a  corresponding  improvement 
in  workmanship,  so  that  while  the  quality  of  leather 
used  may  be  no  better  than  previously  the  consumer 
is  really  getting  a  better  shoe.  One  frequently  heard 
the  opinion  expressed  in  the  earlier  days  that  the  Can- 
adian shoe  was  inferior  in  style  and  finish  to  the 
American  make,  but  within  the  last  two  years  a  very 
marked  change  has  taken  place,  and  Canadian  manu- 
facturers are  now  demonstrating  that  they  are  de- 
cidedly in  the  front  rank  in  the  art  of  shoemaking. 


How  about  that  New  Year  sale? 
Get  Ready  for     jj^^^g  "coming"?  Do 

the  Clean-Up.     ^^^^    ^^^^^    exactly   where  you 

stand?  Have  you  got  those  "stickers"  spotted  so  tliat 
they  can  be  thrown  into  the  selling  with  the  least 
possible  delay? 

January  1  is  the  time  when  most  of  us  turn  over 
the  new  leaves,  make  our  good  resolutions  and  start 
out  with  a  clean  slate.  And  it  is  the  logical  time  to 
clean  up  those  odds  and  ends  if  you  are  going  to  do 
so  at  all.  It  is  time  to  wipe  out  the  past  year's  accumu- 
lation of  "dead  ones,"  then  forget  all  about  it  and 
dig  in  for  the  new  year. 

Moreover,  at  this  particular  season  there  is  a  cer- 
tain percentage  of  people  who  are  on  the  lookout  for 
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";iftcr  C'liristmas"  ljai-j>;iins.  aiul  they  "bite"  even  mure 
readily  than  at  any  other  time.  Many  peoi)le  dehber- 
ately  ])ut  off  bnyin<j  in  the  hope  that  the  post-hoHday 
season  will  enable  them  to  buy  much  more  cheaply 
and  advantageously. 

It  is  not  at  all  necessary  for  retailers  to  inaugurate 
sensational  "slaughter"  and  "pcople-wonder-how-we- 
do-it"  sales,  but  strictly  genuine  and  bona  fide  sales 
for  the  purpose  of  weeding  out  reticent  movers  are 
to  ])e  recommended  at  this  time. 


Wear  IWore 
Rubber. 


Rn])l)er  interests  have  been 
conducting  an  active  campaign 
throughout  Canada  during  the 
past  few  months,  advocating  the  more  general  use 
of  rubber  for  footwear,  as  well  as  for  protecting  lea- 
ther shoes.  In  view  of  the  stated  scarcity  of  leather 
this  would  seem  to  be  particularly  timely.-  bnim  all 
reports  rubber  is  plentiful  ;  there  is  no  indication  of 
an  increase  in  price  ;  it  is  a  substance  that  will  sell 
for  the  same  price  tomorrow  as  it  does  today,  while 
after  the  war  it  is  predicted  rubber  will  be  vastly 
cheaper  than  ever.  Whether  or  not  this  condition 
will  materialize,  it  would  seem  to  be  onlv  the  part  of 
wisdom  for  every  retailer  to  talk  "rubber"  at  the  pre- 
sent time  as  much  as  he  reasonably  can.  There  is 
a  good  argument  for  the  sale  of  rubbers  in  the  pro- 
tection they  afford  leather  footwear  in  wet  weather. 
A  growing  tendency  is  ajjpreciable  to  use  rubber 
soles,  rubber  heels  and  rubber  footwear-  in  summer. 
The  rubber  companies  are  doing  their  share  to  fur- 
ther the  sale  of  rubber  in  all  forms,  and  as  we  must 
of  necessity  look  to  some  such,  material  for  relief  if 
the  leather  situation  gets  more  serious  than  appears 
at  present,  the  retailer  cannot  go  far  astray  in  ac- 
(|uainting  his  customers  with  its  advantages. 


Newspapers  and 
Misleading 
Advertising. 


In  our  last  issue  we  printed  the 
decision  rendered  in  a  Canadian 
court  in  the  matter  of  fraudulent 
advertising.  It  will  be  remembered  that  a  most  sur- 
prising statement  by  the  counsel  for  defence  in  this 
case  was  that  "The  public  are  so  used  to  seeing  that 
class  of  stufT  that  they  didn't  believe  the  statements 
anyway  and  look  upon  them  as  quite  a  matter  of 
course."  We  don't  believe  this  is  anywhere  near  the 
truth.  We  have  not  reached  the  stage  when  we  must 
admit  that  We  expect  our  advertising  to  contain,  as 
a  regular  thing,  statements  and  representations  that 
are  symbolic  only  of  duplicity,  deception  and  fraud. 
Yet  that  is  the  defence  offered  in  this  particular  case 
in  justification  of  the  dishonest  practice. 

It  is  very  much  to  be  regretted  that  newsj)apers 
are  unwilling,  or  unable,  to  display  more  backbone  in 
the  matter  of  refusing  to  pass  these  sensational  false- 
hoods on  to  the  public.  These  same  papers  would  not 
tolerate  deliberate  misstatement  in  editorial  matter. 


And  just  in  prop(jrtion  as  the  public  respect  the  edi- 
torial statements,  so  they  place  confidence  in  the  ad- 
vertisements. 

There  are,  of  course  many  newspapers  whose 
])olicy  it  is  to  refuse  advertisements.  For  example, 
the  New  York  "Tribune"  refuses  all  advertising  of  any 
kind  whatever  that  they  cannot  guarantee  to  be  abso- 
lutely legitimate.  As  a  matter  of  fact  that  paper  offers 
to  refund  the  purchase  price  of  any  article  advertised 
in  their  paper  if  the  customer  is  not  satisfied  and  the 
advertiser  refuses  to  make  good.  Recently  they  de- 
nounced the  advertising  of  one  of  the  largest  New 
York  department  stores  as  misleading  and  fraudulent. 
This  store  had  been  warned  that  their  advertising 
would  be  turned  down  if  copy  was  not  improved.  This 
failing  to  produce  results,  the  Tribune  refused  to  ac- 
cept further  copy  and  devoted  an  entire  page  in  the 
next  issue  to  describing  the  firm's  advertising  methods. 

It  will  be  remembered  that  the  New  York  Tribune 
played  a  prominent  part  in  exposing  the  workings 
of  the  so-called  "Sample"  shoe  stores.  If  their  example 
in  investigating  the  truth  of  all  advertisements  sub- 
mitted them  for  insertion  were  to  be  foUowed-by  more 
of  our  daily  newspapers  the  resultant  benefit  would  be 
evident  to  all  parties  concerned.  Truth  in  advertising 
is  just  as  necessary  as  is  "punch,"  "pep"  and  "pull," 
but  the  latter  ({ualities  do  not  justify  the  absence  of 
the  former. 


Watch  Those 
Names. 


A  common  cause  of  annoyance 
to  many  people  is  the  frequency 
with  which  they  receive  com- 
munications bearing  their  name  wrongly  spelled. 
Thomson  will  find  his  name  spelled  "Thompsorr"  just 
as  often  as  it  is  spelled  correctly;  Browne  will  find  his 
name  minus  the  "e"  on  many  occasions ;  Kelley  be- 
comes "Kelly,"  and  MacDonald  may  suffer  two  or 
three  departures  from  the  original.  One  could  go  on 
almost  indefinitely  citing  these  common  cases  of  mis- 
spelling, usually  the  result  of  sheer  carelessness  on  the 
part  of  the  writer.  However,  the  wrongful  spelling  of 
those  names  which  have  dift'erent  spellings,  though 
[)rc)nounced  in  the  same  manner,  is  not  to  be  so 
severely  censured  as  is  that  of  the  more  uncommon 
names  which  are  equally  as  unfortunate  in  their  han- 
dling. It  should  be  the  aim  of  the  retailer,  whether 
sending  out  circulars,  monthly  accounts,  j)ersonal  let- 
tors,  or  any  other  form  of  communication,  to  see  to  it 
that  all  names  are  spelled  correctly.  This  is  a  very 
difficult  task,  surely,  but  worth  the  extra  trouble. 

A  well-known  Toronto  lawyer  was  often  heard  to 
remark  that  it  should  be  made  a  criminal  oft'ence  to 
wrongly  spell  a  correspondent's  name.  His  attitude 
was,  maybe,  a  trifle  exaggerated,  but  nevertheless  it 
often  does  constitute  an  offence  against  one's  personal 
feelings  to  receive  communications  badly  addressed. 
1 1  is  quite  worth  the  eft'ort  to  make  sure  beforehand  if 
\'ou  wish  to  maintain  a  favorable  impression  with  the 
addressee. 
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Probabilities  Say  "Cloth  for  Tops"  Again 

The  scarcity  of  leather  leads  many  manufacturers  to  predict  a  return  to  cloth  tops  for 
next  year— Paris  already  setting  the  example— Some  individual  opinions 


NOT  a  few  mamifacturers  are  turning  their  at- 
tention to  cloth  for  toppings  at  the  present 
time  with  a  view  to  finding  relief  from  their 
difficulties  in  securing  leathers  for  fancy  shoes. 
On  the  whole  their  task  does  not  appear  to  be  an  easy 
one,  since  the  high  topped  kid  boot  has  taken  such 
a  firm  hold  among  fashionably  dressed  women.  It 
has  provided  them  with  footwear  of  such  trim,  snug- 
fitting  qualities  and  attractive  appearance  that  they  are 
loath  to  revert  to  the  cloth  top,  which,  in  earlier  days 
at  least,  tended  to  lose  shape  after  a  short  period  of 
wear. 

The  whole  question  seems  to  resolve  itself  largely 
into  a  matter  of  price.  It  seems  almost  certain  that  if 
women  are  willing  to  pay  the  prices  necessary  for  fancy 
leather  footwear  it  will  be  supplied  them  for  some  time 
to  come.  There  is,  however,  a  large  percentage  of 
people  who  feel  that  they  have  reached  the  limit  of  their 
expenditure  for  stylish  footwear  and  to  whom  any  fur- 
ther increases  will  be  a  serious  consideration.  It  is 
for  this  class  of  trade  that  the  cloth  top  will  have  spe- 
cial appeal,  since  they  will  be  enabled  to  secure  fash- 
ionable footwear  without  the  consequent  high  prices 
made  necessary  by  the  all-leather  shoe.  As  one  manu- 
facturer recently  remarked,  "It  may  not  be  what  the 
people  want,  but  if  they  are  to  have  stylish  footwear 
and  cannot  be  supplied  with  leather  toppings  at  rea- 
son,able  prices,  then  they  will  have  to  take  what  we 
have  to  ofifer." 

Will  Consumer  Accept  Cloth  Tops? 

The  opinion  of  most  manufacturers  appears  to  be 
that  a  more  extended  use  of  cloth  for  toppings  would 
undoubtedly  relieve  the  leather  situation  if  the  public 
taste  could  be  veered  around  to  accept  them,  though 
many  believe  there  is  no  sign  of  this  as  yet.  Cloth, 
according  to  an  importer  of  shoe  fabrics,  is  fifty  per 
cent,  cheaper  than  leather,  not  having  advanced  at 
anything  like  the  same  rate  for  a  period  of,  say,  the  last 
eighteen  months.  This  man  gave  it  as  his  opinion  that 
cloth  toppings  would  go  far  toward  solving  the  leather 
difficulty. 

Style  reports  being  received  in  this  country  from 
Paris  indicate  that  black  and  colored  cloth  has  been 
taken  up  very  extensively  by  fashionably  dressed  wo- 
men, and  since  Parisian  styles  ultimately  have  no 
little  influence  in  shaping  the  style  trend  in  America, 
this  tendency  is  more  than  of  passing  interest  to  shoe- 
men  in  this  country. 

From  the  style  centers  in  the  United  States  we 
also  hear  a  noticeable  unanimity  of  opinion  that  black 
and  colored  cloth  tops  should  be  pushed  from  now 
until  the  close  of  the  spring  and  summer  selling  sea- 
son, if  manufacturers  are  to  continue  doing  a  normal 
volume  of  business  at  prices  that  will  be  within  the 
purse  limits  of  the  largest  number  of  consumers.  The 
larger  volume  of  business  is  unquestionably  in  shoes 
made  to  retail  from  $6  to  $8  a'  pair,  and  it  is  to  retain 
this  volume  that  the  more  general  use  of  cloth  is 
urged. 

Among  Canadian  manufacturers  there  is  a  certain 


diversity  of  opinion  as  to  whether  the  cloth  top  can  be 
successfully  reinstated  in  public  favor.  In  reply  to 
our  representative's  question,  the  sales  manager  of 
one  of  the  largest  manufacturers  in  Montreal,  making 
medium  grade  women's  shoes,  stated,  "There  is  no 
demand  for  cloth  tops.  We  endeavored  to  push  them 
lately,  but  without  success."  On  the  other  hand,  a 
maker  of  high  grade  women's  shoes  said  there  was  -a 
fair  demand,  but  it  was  in  the  most  expensive  lines. 

Arguments  have  been  advanced  both  for  and  against 
cloth  toppings.  For  instance,  the  representative  of  a 
large  leather  firm  stated  that  in  his  opinion  cloth 
could  not  take  the  place  of  leather.  Materials  enter- 
ing into  the  manufacture  of  shoe  fabrics  had  advanced 


Patent  leather  high  boots  with  tops  of  a  handsome  shade 
of  gray  cloth.   Shoes  made  of  these  materials  are 
now  worn  by  society  women  in  Paris. 


already,  and  if  a  very  big. demand  was  experienced  it 
would  force  values  up  to  such  an  extent  that  it  would 
be  just  as  cheap  to  use  leather  as  cloth.  Another  ob- 
jection, he  stated,  was  that  while  cloth  is  at  the  pre- 
sent time  cheaper,  it  does  not  last  as  long  as  leather ; 
neither  does  it  keep  its  appearance  as  long ;  it  can- 
not be  cleaned  as  nicely,  the  process  only  having  a 
deteriorating  effect,  while  to  polish  leather  is  to  im- 
prove its  durability.  He  deplored  the  fact  also  that 
fabrics  after  a  short  period  of  wear  depreciate  in  ap- 
pearance and  neatness,  to  the  dismay  of  the  women 
who  pride  themselves  on  the  dainty  appearance  of 
their  feet.  Imitation  leather  would  not  serve  the  pin-- 
pose  either,  since  the  samples  so  far  shown  have  not 
the  wearing  qualities,  are  subject  to  cracking  and  are 
susceptible  to  any  rough  wear. 

The  opinion  of  another  large  shoe  manufacturer 
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was  that  designers  are  to  blame  for  a  great  deal  of  the 
leather  shortage,  in  that  they  had  deliberately  de- 
signed shoes  which  took  very  large  amounts  of  leather. 
Shoes  they  were  rccjuired  to  make  with  9  in.  tops  and 
full  quarters  could  not  possibly  allow  of  economical 
use  of  raw  materials.  'I'here  could  be  no  reason  for 
these  designs,  he  said,  other  than  the  desire  for  some- 
thing dififerent,  but  while  manufacturers  might  not 
like  it  and  would  prefer  to  use  fabrics  more  extensively 
they  could  hardly  o])pose  the  prevailing  demand. 

Some  manufacturers  arc  taking  the  initative  and 
doing  their  utmost  to  bring  about  a  cloth  top  tendency. 
Daoust,  Lalonde  and  Com])any,  Limited,  Montreal, 
large  manufacturers  and  tanners,  write  us  as  follows: 

We  earnestly  believe  that  the  use  of  cloth  tops 
Avould  be  a  good  thing  and  should  have  the  effect  of 
bringing  down  the  leather  to  a  normal  level.  Manufac- 
turers have  to  resort  to  cloth  as  otherwise  we  think 
that  there  is  not  enough  hides  to  keep  up  with  the 
demand  and  there  will  surely  be  a  famine  in  leather 
before  long.  Though  tanners  ourselves,  we  will  favor 
the  use  of  cloth  in  our  shoe  factory. 

Possibility  of  Inferior  Substitutes 

The  Weston  Shoe  Company,  Limited,  Cam])bclL 
ford.  Out.,  are  of  the  opinion  that  many  cloth  tops  will 


The  far-sighted  shoe  retailer  will  avail 
himself  of  the  spirit  of  Christmas  giving  by 
pointing  out  to  his  customers  at  every  oppor- 
tunity the  suitability  of  footwear  for  gift 
purposes. 


be  sold,  but  venture  to  j)rcdict  the  substitution  of  in- 
ferior fabrics  and  consecjuent  disappointment  to  con- 
simiers.    They  say : 

"We  may  say  that  wc  have  sold  a  considcral)lc  jirM 
portion  of  shoes  for  the  coming  scasnii  with  cloth  to])S. 
We  do  not  think,  however,  that  the  cloth  top  shoe  will, 
be  a  permanent  success  on  account  of  the  case  with 
which  an  inferior  article  at  a  much  lower  price  can  be 
l)ut  into  the  shoes  ;  this  results  in  disappointment  to 
the  customer  and  finally  in  discredit  of  even  the  better 
lines.  For  the  ])resent,  however,  there  will  certainly 
be  quite  a  number  of  cloth  shoes  sold  for  the  simple 
reason  that  many  people  will  not  be  able  tu  afford  to 
'buy  leather  ones." 

Demand  Anticipated  for  Spring 

The  following  is  the  im])ression  of  La  Parisienne 
Shoe  Company,  manufacturers  of  high  class  ladies' 
shoes,  Maisonneuve,  Que. : 

"Relative  to  the  use  of  cloth  tops  for  women's  high 
cut  shoes,  would  say  that  it  is  our  opinion  that  the  de- 
mand will  be  greater  in  the  spring  for  black  and  col- 
ored top  boots.  As  a  matter  of  fact,  we  are  workmg 
actually  on  cloth  tops  for  immediate  and  s])ring  de- 
livery. It  is  our  firm  belief  that  the  demand  for  cloth 
tops  Avill  increase,  especially  in  the  high  class  trade, 
where  pure  wool  cloth  is  wanted." 

A  Substitute  Will  Be  Necessary 

Messrs.  Getty  and  Scott,  Limited,  Gait,  Out.,  jirr 
diet  large  leather  adxanccs  in  March.     TTcre  is  tlii-iv 
o])inion  : 

"Regarding  the  rcvixal  (if  cloth  tops  for  women's 
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high  cut  boots.  We  believe  that  on  the  other  side  they 
are  trying  to  revive  this  material  owing  to  the  fact 
that  colored  kid  is  getting  beyond  the  reach  of  the 
masses.  However,  we  feel  that  for  a  high  class  colored 
shoe  they  will  demand  the  kid,  but  we  feel  the  masses 
will  take  on  cloth.  We  find  in  order  to  produce  a 
standard  priced  shoe  that  will  meet  the  demand  of  the 
l)id)lic  in  general  that  it  will  become  absolutely  neces- 
sary to  use  cloth  to  as  great  an  extent  as  possible  and 
to  eliminate  leather  in  every  portion  of  the  shoe  that 
it  would  be  practicable  to  use  it  in.  The  i)rices  that 
leather  is  advancing  to  at  the  present  time  we  think  is 
only  in  its  infancy  and  by  March  ,1st  leather  will  take 
at  least  25  per  cent,  to  40  per  cent,  jump,  and  if  these 
predictions  are  right  you  can  readily  understand  that 
a  substitute  will  have  to  be  used  in  order  to  produce 
a  shoe  at  a  price  the  pidjlic  can  buy." 

Just  a^  Dainty  and  Attractive 

Finally,  we  have  the  opinion  of  the  Perth  Shoe 
(Company,  Perth,  Ont.,  who  manufacture  some  very 
re])resentative  and  high-class  lines  in  women's.  They 
write  us  as  follows  : 

"The  very  heavy  increases  in  the  cost  of  all  lea- 
thers would  make  it  appear  prudent  and  almost  neces- 
sary that  cloth  topping  for  women's  shoes  be  featured 
in  next  season's  lines,  and  as  very  attractive  combina- 
tions can  be  brought  about  by  the  use  of  cloth  topping, 
there  is  no  reason  in  our  minds  why  Milady  cannot  be 
offered  as  dainty  and  attractive  footwear  carrying  cloth 
tops  as  shoes  carrying  leather  tops.  We  think  the  re- 
tail merchant  could  be  of  considerable  help  to  the 
manufacturers  if  they,  too,  would  push  along  the  cloth 
top  idea." 

*      *  * 

Ft  would  appear,  then,  from  the  combined  view- 
points, that  we  may  experience  another  run  of  cloth 
tops,  for  a  time  at  least,  if  the  consuming  public  take 
kindly  to  the  notion,  or  if  they  are  forced  to  do  so  by 
considerably  higher  prices  for  all-leather  footwear, 
in  these  times  it  behooves  retailers  to  keep  very  close- 
1}  in  touch  with  manufacturers  and  style  trend  so 
that  a  development  of  this  kind,  which  is  manifestly 
not  improbable  in  the  near  future,  mav  be  inter])reted 
sufficiently  far  ahead  that  they  may  shape  their  course 
in  buying  to  meet  the  situation. 


What  Do  You  Tell  Them 

When  you  have  a  customer  who  is  troubled  with 
perspiring  feet,  bunyons,  or  some  other  foot  trouble 
do  you  tell  them  you  have  a  remedy?  Or  do  vou  sim- 
ply keep  silent  and  let  slip  the  chance  for  a' findings 
department  sale? 

A  Great  Recipe 

"Do  you  ever  worrv,  old  man?" 
"Never." 

"How  do  you  work  it?" 

"In  the  daytime  I'm  too  busy,  and  at  night  I'm  too 
sleepy." 


"Alan,  the  inimps !"  his  wife  commanded,  and  ex- 
]>osed  to  \  iew  her  partially  dressed  extremities.  Be- 
ing an  obedient  husband  he  fetched  the  desired  foot- 
wear. 

Instead  of  letting  bad  weather  spoil  the  business  for 
the  day,  see  how  you  can  make  the  w^eather  work  for 
you  by  holding  rainy-day  sales,  etc. 
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Is  Public  Being  "Scared"  Away  from  Shoe  Stores? 

Sensational  Prophesies  in  the  Newspapers  are  Doing  Shoe  Business  Much  Harm. 
One  Retailer  says  Business  Falls  Off  After  Every  Such  Report. 


EARLIER  in  the  year  we,  from  time  to  time, 
mentioned  the  advisabiUty  of  shoe  retailers 
taking-  a  Httle  more  care  in  making  it  perfectly 
clear  to  the  buying-  public  just  -why  it  is  neces- 
sar3'  to  charge  higher  prices,  pointing  out  to  them  the 
difficulties  experienced  in  the  leather  market  and  so  on. 
We  have  even  sug-gested  that  the  shoeman  contribute 
information  of  this  character  to  the  local  newspapers, 
all  with  a  view  to  making-  the. task  more  easy  for  him- 
self. In  many  cases  this  has  been  accomplished  very 
satisfactorily ;  various  newspapers  have  made  up  spe- 
cial pages  devoted  to  shoe  advertising-  and  bearing  at 
the  top  a  sensible  and  coherent  statement  dealing  with 
the  leather  sitution. 

Latterly,  however,  there  has  been  a  growing  ten- 
dency on  the  part  of  the  daily  press  to  print  articles  of 
more  sensational  nature,  intimating  that  in  the  not 
very  distant  future  the  public  will  be  forced  to  pay  $25 
and  $30  for  their  shoes,  if  it  is  possible  to  secure  theVn 
at  all.  Not  alone  are  the  newspapers  responsible  for 
these  "scarehead"  articles,  but  at  different  meetings  of 
shoe  and  leather  manufacturers  unguarded  statements 
along-  this  line  have  been  made  and  pounced  upon  by 
the  press  as  good  copy.  These  statements  in  many 
cases  were  not  intended  for  publication.  The  result  is 
apparent  in  an  attitude  of  apprehension  on  the  part  of 
the  consumer  as  to  just  whether  or  not  he  dare  venture 
near  a  shoe  store  for  fear  the  prices  will  be  beyond  his 
means.  Doubtless  in  a  few  isolated  cases  these  reports 
have  been  the  means  of  spurring-  the  public  on  to  pur- 
chasing- a  supply  of  several  pairs  ahead  of  their  needs, 
all  of  which  is  good  business  for  the  retailer,  but  on  the 
other  hand  there  are  numbers  of  people  (we  speak 
from  a  knowledge  of  many  expressed  opinions)  who 
are  taking:  the  matter  to  heart  in  a  vv^ay  that  promises 
to  work  out  to  the  detriment  of  the  shoe  merchant. 

More  Business  for  the  Repair  Man. 

Instead  of  having-  that  extra  pair  or  two  for  wear  on 
different  occasions,  people  are  going  to  make  such  shoes 
as  they  now  possess  serve  the  purpose,  and  they  are 
going  to  wear  those  shoes  to  the  last  ditch.  Further- 
more, they  are  going  to  patronize  the  repairn-ian  to  a 


far  greater  extent  than  ever  before.  People  who  have 
never  been  in  the  habit  of  having  their  shoes  half-soled 
and  heeled  are  going  to  accustom  themselves  to  it 
from  now  on.  They  are  being  frightened,  to  some  ex- 
tent needlessly,  we  believe,  and  are  acting  much  after 
the  manner  of  a  child  who  keeps  away  from  a  dark 
room  if  he  is  told  it  contains  a  "bogie  man."  The  con- 
siuiier,  continually  reading  these  sensational  reports  of 
liigh  footwear  prices,  unconsciously  develops  a  grow- 
ing fear  of  the  occasion  when  it  will  be  necessary  for 
liim  to  have  new  equipment.  He's  going  to  postpone 
that  occasion  until  the  last  minute. 

The  printing  of  so  many  of  these  reports  by  the 
daily  press  is  not,  we  feel,  entirely  justified  by  circum- 
stances. There  is  no  denying  the  fact  that  for  the  cer- 
tain class  of  people  who  keep  the  fashion  designers 
Avorking  overtime  there  might  be  shoes  selling  in 'the 
neighborhood  of  $30,  and  even  more  if  they  -wish  it, 
Init  in  speaking  of  "footwear"  the  accepted  definition 
is  that  it  means  boots  suitable  for  the  average  indi- 
vidual with  an  average  income,  and  it  is  upon  this  indi- 
vidual the  average  shoe  retailer  must  depend  for  his 
ti-ade. 

No  Prohibitive  Advance  as  Yet. 

Upon  investigation  of  the  whole  situation  as  it 
stands  at  the  present  time,  it  is  not  apparent  tliat 
leather  boots  and  shoes  for  the  masses  are  prohibit- 
ively higher  in  price  than  in  previous  years.  True,  the 
a\'erage  advance  may  amount  in  many  lines  to  any- 
thing up  to  a  dollar,  or  even  two  dollars,  but  this  is 
hardly  sufficient  basis  for  comments  in  the  daily  press 
that  the  prices  will  be. forced  up  to  the  figures  they 
mention.  Perhaps  it  is  that  they  have  been  misguided 
by  the  fact  that  the  millinery  shoe  occupies  a  con- 
spicuous position  in  the  foreground,  entirely  overlook- 
ing the  fact  that  the  greater  volume  of  business  is  in 
the  "bread-and-butter"  staples,  on  which  advances, 
though  considerable,,  can  scarcel)-  be  called  alarming 
so  far. 

Average  Cost  $2.44  Per  Pair. 

The  Weekly  Bulletin  (Boston)  recently  consulted 
;i  number  of  representative  shoemaking  concerns  man- 


The  Modern  Interpretation  of  "The  Cow  Jumped  Over  the  Moon. 


(Courtesy  Boot  and  Shoe  Recorder.) 
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ufacluriiifT  f^oocl  staple  lines  and  asked  for  the  average 
wholesale  price  of  their  present  shipments.  The  aver- 
age wholesale  price  of  this  list  of  manufacturers,  thir- 
teen in  all,  making  shoes  good  enough,  it  is  stated,  for 
any  reasonable  person,  shows  an  approximate  cost  of 
$2.44  per  pair.  If  to  these  wholesale  prices  is  added 
the  profit  which  any  reader  is  accustomed  to  figure,  a 
fair  idea  may  be  obtained  as  to  whether  or  not  this  $30 
talk  is  likely  to  be  realized  in  his  case.  The  Weekly 
Bulletin  expresses  the  opinion  that  shoes  for  the  aver- 
age individual  are  being  manufactured  at  a  very  mod- 
erate figure,  and  that  if  any  class  of  persons  feel  that 
they  are  being  robbed  during  this  remarkable  leather 
market  it  is  the  fault  of  retail  distribution  and  not  of 
manufacture.  The  factories  in  question,  the  item 
states,  have  a  total  producing  capacity  of  316,000  pairs 
daily,  or  94,800,000  pairs  per  annum. 

Retailers  Inclined  to  Scoff  the  Idea. 

With  a  view  to  finding  out  just  liow  this  matter  is 
looked  upon  by  retailers,  we  recently  took  the  matter 
up  with  a  few  rei)rest'ntative  Toronto  merchants,  and 


A  wide  scope  is  offered  to  the  shoeman 
for  new  ideas  in  Christmas  window  trims. 
It  is  a  time  when  the  usual  conventionalities 
do  not  enter  and  the  spirit  of  holiday  free- 
dom can  be  turned  to  good  account. 


their  composite  opinion  is  that  such  talk  is  premature, 
to  say  the  least.  It  must  not  be  overlooked,  as  the 
daily  press  have  evidently  done,  that  the  public  cannot 
and  will  not  pay  such  prices  for  their  footwear,  quite 
aside  from  the  fact  that  there  is  no  immediate  indica- 
tion that  tihey  will  be  asked  to.  A  well-known  retailer 
in  the  eastern  section  of  Toronto  emphatically  scouts 
the  idea  of  there  being  any  likelihood  of  $20  to  $30 
figures.  The  fabric  shoe  would  step  in,  he  ])elieves, 
long  before  this  could  ever  happen. 

Mr.  Warren  T.  Fegan,  proprietor  of  the  Big  88 
Shoe  Store,  Toronto,  characterizes  all  talk  of  $25  and 
$30  shoes  "ridiculous."  News])a])ers,  wdth  their  usual 
love  of  the  sensational,  are  making  far  more  of  the 
matter  than  is  necessary.  He  has  experienced  no  dif- 
ficulty whatever  in  securing  stock  sufficient  to  carry 
him  through  till  spring,  and  at  prices  averaging  only 
thirty  cents  to  one  dollar  advance.  Sooner  than  submit 
to  the  prices  predicted,  and  given  publicity  in  the  dailv 
press,  the  public  would  demand  and  wear  shoes  of 
fabric,  which  can  be  and  are  being  made  in  very  attrac- 
tive styles.  Mr.  Fegan  does  not  lose  sight  of  the  fact 
that  fabrics  themselves  are  in  many  cases  as  expensive 
as  leather,  but  a  more  general  use  of  some  such  sub- 
stances'in  footwear  will  tend  to  keep  the  present  prices 
steady  and  prevent  further  increases.  "As  for  the  kid- 
skin  situation,"  he  continued,  "I  believe  that  there  is  a 
certain  combine  controlling  these  prices.  A  large 
manufacturer  was  recently  relating  to  me  his  exi)eri.- 
cuces  during  a  buying  trip  to  Philadelphia,  the  leading 
kidskin  market  in  the  States,  and  his  opinion  coincides 
wilh  mine,  that  the  whole  thing  is  more  or  less  a  hold- 
up. In  the  selling  of  these  shoes,  too,  I  believe  some 
retailers  are  taking  an  undue  advantage  of  the  oppor- 
tunity. I  realize  that  the  novelty  shoe  must  bear  a 
considerably  larger  mark-up  than  the  staple  to  provide 
insurance  in  case  of  falling  demand,  l)ut  at  the  same 
time  this  profit  should  be  no  more  than  is  justified.  In 
the  spring  and  summer  I  anticipate  a  large  demand  for 


white  canvas  shoes,  which  can  be  made  to  sell  at  very 
reasonable  prices,  and  will  tend  to  relieve  the  leather 
shoe  demand.  Beyond  that  time  it  is  very  difficult  to 
say  just  what  will  happen  to  prices,  but  I  believe  that 
any  merchant  with  foresight  sufficient  to  follow  the 
trend  of  style  and  demand  in  advance  for  the  present 
season  could  have  purchased  in  (juantities  and  at  prices 
sufficient  to  warrant  freedom  from  immediate  worry, 
it  was  necessary,  of  course,  to  accept  some  deliveries 
in  advance  of  actual  need,  this  necessitating  consider- 
ably more  capital  expense,  and  those  merchants  who 
were  not  in  a  position  to  do  this  will  suffer  for  a-ny 
advances  that  are  made  up  to  the  time  of  their  require- 
ments." Mr.  Fegan,  however,  does  not  consider  these 
advances  will  be  in  any  degree  as  formidable  as  the 
newspapers  are  leading  people  to  believe. 

Advances  Only  From  $2  to  $3. 

A  large  Yonge  Street  retailer,  Toronto,  states  that 
since  the  outbreak  of  war  his  advance  on  good,  stvlish. 
every-day  shoes  has  been  from  $2  to  $3,  the  h'igher 
advance  being  on  tans.  In  other  words,  a  shoe  which 
he  previously  sold  for  $4  now  sells  for  $6,  or  in  some 
cases  a  trifle  more.  He  is  of  the  opinion,  however,  that 
workmanship  is,  in  many  cases,  superior  to  the  previ- 
ous article,  though  materials  are  not  any  better.  He 
dei)recates  the  attitude  of  the  daily  pre.ss  in  printing 
"scarehead"  articles,  and  states  that  a  noticeable  fall- 
ing off  of  business  is  apparent  after  every  such  agita- 
tion. He  does  not  consider  there  is  any  justification 
for  the  prediction  that  footwear  will  ever  reach  the 
high  figures  quoted;  people  would  refuse  to  counten- 
ance such  a  procedure.  He  believes  that  relief  would 
be  found  in  shoes  of  fabric  uppers,  with  fibre-rubber 
soles  and  rubber  heels.  A  good  shoe  of  this  kind  could 
be  made  to  sell  at  a  reasonable  figure. 

Advertisements  Contradictory  to  Rumors. 

A  perusal  of  a  number  of  advertisements  bv  differ- 
ent retailers  throughout  the  Dominion  also  substan- 
tiates the  expressed  opinions  of  these  retailers,  that 
the  average  individual  has,  so  far,  suffered  no  serious 
financial  difficulties  in  the  i)urchase  of  his  footwear 
needs,  nor  is  there  sufficient  foundation  in  any  of  these 
advertisements  for  the  belief  that  he  will  in  the  imme- 
diate future. 

No  person  of  ordinary  inclinations  need  burden 
himself  with  the  expense  of  keeping  up  a  wardrobe  of 
high-priced  novelty  shoes,  and  it  is  to  be  assumed  that 
those  who  do  are  quite  well  able  to  afford  it.  If  a  cer- 
tain few  who  cannot  afford  it  choose  to  purchase  $10. 
$12.  and  $15  boots,  and  if.  as  predicted,  these  boots  are 
advanced  to  $20  or  $30  figures,  it  is  surelv  unreason- 
able to  take  advantage  of  this  fact  to  needlesslv  alarm 
the  greater  percentage  of  the  consuming  public  who 
can  still  purchase,  and  will  be  able  to 'purchase  for 


The  "Pall  Mall,"  Tuxedo  Sport  Pattern  ;  Stnart  Wing  Tip,  pinked  and 
perforated;  Wine  Colored.  Cordo  Calf-Regal  Shoe  Co.,  Ltd..  Toronto. 
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some  time  to  come,  good,  sensible  staple  styles  at 
prices  bearing'  advances  only  proportionate  with  every 
other  commodity.  The  people  expect  and  are  prepared 
to  pay  any  necessary  advance;  they  know  their  sugar, 
bread,  butter,  and  eggs  have  suffered  increases;  they 
have  had  to  pay  more  for  their  woollen  goods ;  they 
are  now  experiencing-  a  coal  scarcity ;  they  are  paying 
additional  war  taxes,  and  so  on.  A  similar  advance  in 
shoes  is  neither  unexpected  nor  resented  by  any  think- 
ing person  under  our  present  conditions.  Sensational 
price  predictions,  however,  are  injurious  to  the  retailer, 
and  should  be  refuted  on  every  possible  occasion.  It 
might  well  be  the  basis  of  some  good  advertising  copy 
that  the  exact  situation  be  explained,  with  a  view  to 
lifting  the  existing-  timidit}'  and  apprehension  with 
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which  many  purchasers  have  come  to  look  upon  the 
footwear  problem. 


The  annual  report  of  the  Bank  of  Montreal,  just 
out,  emphasizes,  in  the  marked  increase  in  de- 
posits, the  prosperity  of  the  general  saving  popu- 
lation of  Canada.  Deposits  not  bearing  interest 
have  increased  from  $75,745,730  to  $88,767,018, 
while  savings  deposits  have  gained  over  30  per 
cent.— from  $160,277,084  to  $210,439,031. 


Your  Windows  are  the  Magnets  of  Trade 

Do  Not  Neglect  Them —Statistics  Show  Tremendous  Drawing  Power — 
Value  of  Good  Lighting  Often  Under-estimated. 


THE  manager,  of  a  large  store  wanted  to  test  the 
attractive  power  of  well  lighted  windows,  so 
he  placed  men  behind  screens  to  count  the  num- 
ber of  people  who  stopped  to  look  at  the  win- 
dows with  different  lighting  systems  installed. 

First  the  windows  were  lighted  with  exposed  bare 
lamps  in  plain  view  and  without  reflectors.  By  actual 
count  extending  over  four  nights,  this  window  at- 
tracted only  12  per  cent,  of  the  passersby. 

Modern  Lighting 

The  lighting  equipment  was  changed.  The  lamps 
furnishing  the  light  were  placed  above  the  display  in 
a  concealed  position  such  as  is  used  in  more  modern 
practice.  All  the  light  was  thrown  upon  the  display. 
None  was  reflected  on  the  sidewalk  or  into  the  eyes 
of  the  spectators. 


Bright,  Well  Trimmed  Windows  Act  Like  a  Magnet. 


By  actual  count  the  window  attracted  72  per  cent, 
of  the  passersby.  An  increase  of  500  per  cent,  due  to 
increased  attractive  power  of  the  lighting  method. 

Here  is  proof  that  correctly  lighted  windows  will 
attract  attention  even  on  bright  streets.  Window  dis- 
plays that  are  properly  lighted  and  attractively  dressed 
arouse  public  attention  and  people  learn  to  Avatch  for 
the  latest  display.    They  are  the  magnets  of  trade. 


Window  displays  are  such  valuable  business-get- 
ters that  you  cannot  ali'ord  to  have  them  passed  by 
imnoticed  merely  for  the  lack  of  attention-compelling 
illumination.  With  proper  lighting  every  shoe  stands 
out  prominently — and  shows  off  to  the  best  advantage. 
The  public  gets  the  idea  of  values,  which  you  wish  to 
impress  upon  them.  Their  desire  for  possession  is 
aroused— they  buy. 

You  know  just  how  it  is  yourselves — you  buy  your 
clothes  at  the  store  that  can  attract  you  more  power- 
fully than  all  others. 

Everybody  a  Prospect 

The  every-day  business  man  usually  has  little  time 
for  "sight-seeing"  in  the  daytime,  but  at  night  thous- 
ands of  prospects  stroll  the  streets  and  find  no  little 
interest  in  the  well-dressed  and  lighted  windows  of 
merchandise. 

The  importance  of  good  lighting  applies  even  more 
forcibly  to  the  feminine  trade,  for  the  fastidious  wo- 
man instinctively  avoids  any  store  of  dismal  appear- 
once  or,  contrarily,  of  flashy  glitter. 

This  question  of  window  lighting  is  one  that  might 
well  be  given  immediate  and  earnest  consideration, 
having  in  mind  that  every  day's  delay  in  getting  a  bet- 
ter illuminated  window  than  your  competitor  costs  you 
dollars  in  sales. 


Doing  Double  Duty 

The  frequent  recurrence  of  "lag"  day  recalls  the 
story  of  Sandy  MacTavish,  of  unquestionable  Scotch 
descent  and  instincts,  who  on  a  recent  Rose  Day  was 
discovered  in  his  offfce  by  a  friend  impatiently  pacing 
the  floor  a  good  half-hour  after  his  usual  lunch  time. 
Mis  friend  expressed  surprise,  and  suggested  that  they 
go  out  together.  Sandy,  however,  excused  himself  on 
the  score  that  he  must  wait  for  his  partner's  return. 
"Why,"  said  the  friend,  "business  is  quiet  as  death  ! 
Come  on!"  "Oh  !"  replied  Sandy ;  "it's  no' that.  You 
see  feemes  has  the  rose." 


"Many  turnovers,  no  left-overs!  Overstocks  or  dead 
stocks  mean  idle  capital,  w^hich  in  turn  mean  lost  interest 
returns,  unproductive  rental,  abnormal  insurance  charges — in 
brief,  top-heavy  overhead  expenses — which  interest,  rent  and 
insurance  charges  accumulate." 
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A  Well  Planned  Hartt  Store  in  Montreal 

Illustrates  the  Modern  Idea  of  "Service"— Good  Taste  and  Several  Little 
Conveniences  Add  to  the  Patrons'  Comfort 


THE  first  retail  store  of  the  Hartt  Boot  and  Shoe 
Company,  Ltd.,  Fredericton,  N.B.,  was  opened 
on  October  23  at  467  St.  Catherine  Street  West, 
Montreal.  The  store  has  been  entirely  re- 
modelled from  plans  by  Nobbs  &  Hyde,  architects, 
Montreal,  and  is  an  example  of  simple  and  refined  store 
architectnrc.  The  decorations,  fittins^s,  and  furniture 
are  in  walnut,  sivin^  an  impression  of  quiet  and  rest- 
ful surroundings.  The  store  has  a  frontage  of  26  feet 
and  a  depth  of  103  feet.  There  are  two  windows,  with 
entrance  between.  The  exterior  has  a  marble  base,  and 
above  the  windows  is  a  marble  slab  with  the  words 
"Hartt  Shoe  Store"  in  letters  of  bronze.  The  exterior 
woodwork  is  of  teak,  while  the  interior  woodwork  of 
the  windows  is  of  walnut;  the  floors  are  made  up  of 
8-inch  oak  blocks,  black  borders  running  round  the 
setting.  Panels  of  walnut  at  the  back  of  the  windows 
are  surmounted  by  heavy  glass,  covered  with  curtains, 
shutting  ofif  the  view  from  the  street.  Lighting  is  l)y 
130  watt  lights,  six  in  each  window,  enclosed  in  helmet 
reflectors  and  placed  close  to  the  top  of  the  windows, 
the  lights  being  thus  directed  on  to  the  goods  dis- 
played. 

The  interior  of  the  store  is  furnished  in  good  taste. 
There  are  no  glaring  colors,  and  the  plate  glass  used  is 
required  for  utilitarian  purposes  only.  The  fixtures 
containing  the  cartons  are  placed  at  the  sides  and  at 
the  end.  The  hardwood  floor  is  carpeted  on  each  side, 
at  the  entrance,  and  at  the  rear.  Twelve  chairs  of  wal- 
nut, with  leather  seats,  all  specially  manufactured,  with 
foot  rests,  are  set  down  the  centre,  while' at  either  end 
are  standard  lamps  with  silk  shades.  At  one  side  of 
the  entrance  close  to  the  door  is  a  wide  rest  chair,  on 
the  opposite  side  is  a  writing  table  and  material,  and 
telephone,  together  with  a  smokers'  table,  finished  with 
a  brass  top.  Similar  tables  are  also  placed  in  the  centre 
among  the  chairs,  which  consist  of  three  sets  of  four 
each. 

The  carton  fixtures  are  divided  at  intervals  by  in- 
serted cabinets,  for  show  purposes ;  there  are  three  of 


these  on  either  side  and  two  at  the  end,  where  the  re- 
serve stock  room  is  cut  ofif  from  the  store  by  a  screen 
of  walnut.  This  screen  is  made  up  of  fixtures  on  one 
side  and  solid  panels  at  the  other,  the  top  portion  being 
ornamented  with  spandrils.  To  the  right  of  the  screen 
is  a  semi-circidar  counter,  with  cash  register;  the  space 
behind  is  utilized  as  an  ofifice.  A  large  plate  glass  mir- 
ror is  inserted  in  the  wall  at  either  side.  The  interior 
lighting  is  by  ten  electric  lights,  suspended  from  the 
ceiling,  and  eight  small  lights  in  bronze  fixtures,  with 
Helmet  reflectors,  above  the  inserted  showcases. 

Stock  Keeping  System. 

The  shelving  containing  the  cartons  is,  for  business 
j)urposes,  divided  into  two  sections — those  on  the  right 
contain  the  tan  shoes  and  those  on  the  left  the  black 
shoes — all  men's.  The  cartons  are  specially  made  of 
linen  paper,  and  are  marked  with  the  word  "Hartt"  in 
black  and  gold  letters ;  besides  this,  the  stock  numbers, 
size  and  last  are  printed  on  the  cartons. 

The  company  have  their  own  system  of  keeping 
track  of  stock.  For  this  purpose  every  style  is  entered 
in  a  loose  leaf  stock  book,  a  duplicate  of  which  is  kept 
at  the  factory.  Each  width  is  entered  on  a  separate 
sheet  of  the  book  (Fig.  2),  with  a  number,  known  as 
the  store  sample  number,  which  is  also. marked  on  the 
corresponding  carton.  This  sheet  also  has  a  descrip- 
tion of  the  shoe,  last,  pattern,  tip,  sole,  edge,  heel,  and 
width.  One  side  (see  Fig.  2)  contains  an  inventory  of 
the  various  sizes  in  stock,  with  spaces  for  the  date, 
factory  case  number,  additions  to  stock,  and  sales.  On 
the  other  side  are  spaces  for  goods  ordered  and  received 
from  the  factory  and  dates  ordered  and  received. 

Each  carton  contains  duplicate  slips  like  Fig.  3, 
containing  particulars  of  the  stock  number,  size,  width, 
last,  and  price.  When  a  sale  is  made  one  slip  is  de- 
posited in  the  cash  register  with  the  cash.  At  the  end 
of  each  day  the  slips  are  checked  with  the  stock  book, 
the  sales  being  marked  off  by  entering  them  in  the  line 
below  and  subtracting  from  the  quantities  stated  to  be 
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Fig.  1  — Plan  of  Hartt  Boot  &  Shoe  Company's  new  store,  Montreal. 
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DESCRIPTION 
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Fig.  2— Showing  simple  syitem  of  stock-keeping  used  intnew  Hartt  store. 


in  stock.  For  example,  if  three  pairs  of  a  given  width 
were  sold  on  Nov.  8,  these  would  be  entered,  as  shown, 
subtracted  from  the  stock  at  the  commencement  of  the 


STORE  SAMPLE  NO  SIZE  WIDTH  


DESCRIPTION 


  MEN'S 

THE  HARTT  BOOT  AND  SHOE  CO.,  LTD. 

Fig.  3— Each  carton  contains  2  of  these  slips. 


day,  and  the  entries  made  on  the  "balaiice"  line  below. 
In  the  same  way  new  goods  received  are  added  to  the 


goods  in  stock  and  the  total  entered  in  the  "balance" 
line. 

The  other  slip  found  in  the  carton  is  filled  in  and 
sent  to  the  factory  each  day,  in  order  that  the  stock 
book  there  may  be  checked  up  in  a  similar  way. 

As  a  further  check  a  sale  slip  in  triplicate,  contain- 
ing particulars  of  size,  width,  stock  number,  and  price, 
is  made  out;  one  is  g'iven  to  the  customer,  one  retained 
by  the  store,  and  a  third  sent  to  the  factory. 

In  order  to  facilitate  the  work  of  the  clerks,  all 
lines  of  a  similar  character  are  numbered  consecu- 
tively, and  are  kept  together  on  the  shelves  as  far  as 
possible.  Thus  the  Gold  Model  brand,  the  highest 
gTade,  is  stored  in  one  section,  followed  by  gunmetal 
bals  and  bluchers,  then  fancy  lines,  vici  kids  and  kan- 
garoos, and  cushion  soles,  and  the  Nature  Art  shoe. 

Mr.  E.  J-  Hanlon  is  the  manager  of  this  new  store. 


To-day's  Problem  is  "Keeping  Down  Expenses 


A TORONTO  retailer  had  for  many  years  em- 
ployed a  handy-man  around  his  store  to  do 
such  work  as  sweeping,  cleaning  windows, 
polishing  the  signs,  and  so  on.  This  employee 
usually  had  the  appearance  of  being  busy  at  something 
or  another,  but  in  reality  accomplished  very  little — 
possibly  because  the  length  of  time  taken  for  each  task 
was  proportioned  to  the  total  time  of  his  working  day. 
A  short  time  ago  this  man  approached  the  retailer  for 
a  raise  in  salary,  complaining  that  as  everything  had 
increased  so  materially  in  price  he  was  finding  diifi- 
culty  in  making  both  ends  meet.  The  retailer  was 
already  paying  the  employee  more  than  he  was  worth, 
and  explained  the  matter  to  him  in  so  many  words. 
The  result  was  that  the  employee  Imnled  around  for  a 
more  lucrative  position,  and,  having  located  one,  "gave 
notice  to  the  boss."  This  was,  without  doubt,  a  good 
move  on  his  part,  since  he  was  running  along  in  a  fairly 
deep  rut  of  his  own  making. 

However,  the  question  "confronted  the  retailer 
whether  he  would  look  around  for  another  '"handy 
man"  or  endeavor  to  get  along  without  one  until  busi- 
ness conditions  were  more  favorable.  ITc  finally  de- 
cided on  the  latter  course. 


A  procedure  of  this  kind,  in  a  large  store,  necessar- 
ily throws  a  considerable  amount  of  work  on  the  shoul- 
ders of  the  sales  force.  The  biggest  item  of ,  labor  in 
the  store  in  question  was  the  window  cleaning,  but 
this  difficulty  was  solved  by  having  it  attended  to  at 
regular  intervals  b}^  a  window  cleaning  company. 

The  degree  of  willingness  and  success  with  which 
the  balance  of  the  work  is  disposed  of  rests  largely 
upon  whether  the  salesmen  are  working  with  the  re- 
tailer or  just  for  him.  Naturall}^  there  is  the  type  that 
is  "not  paid  to  do  that  sort  of  thing,"  and  who  con- 
siders the  work  menial  and  beneath  his  dignit3^  How- 
ever in  this  store  there  were  numbers  of  times  when 
dfferent  members  of  the  sales  force  were  noticed  idl- 
ing, particularly  at  closing  hours,  when  trade  fell  off 
considerably,  during  which  time  the  "handy-man"  had 
been  accustomed  to  sweep  out  the  day's  accumulation 
of  dirt.  Supposing,  then,  the  retailer  reasoned,  each 
man  were  to  be  assigned  the  task  of  keeping  his  own 
department  cleanly  swept,  minor  repairs  and  fixings 
kept  up,  and  so  on,  wouldn't  it  give  these  men  some- 
thing to  occupy  their  idle  moments,  instead  of  having 
to  pay  an  extra  man  to  do  it  for  them  ? 

It  would  and  it  did.    Each  salesman  was  alloted  a 
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certain  task  to  perform  daily.  The  exif^encies  of  the 
Avar-time  conditions  were  carefully  explained  to  him. 
Tlie  plan  is  working  out  very  satisfactorily,  and  tlie 
men  arc  well  i)leased,  knowing'  that  every,  dollar  saved 
for  the  firm  Avill  revert  to  their  own  Ijenefit. 

Generous  With  Spiffs. 

This  retailer  hclievcs  in  giving  his  salesman  some 
inducement  to  sell  higher  priced  goods  and  "back  num- 
bers" where  possible.  A  scale  of  "spiffs"  is  arranged 
according  to  the  ])rice  of  shoes  sold.  Thus  if  the  sale 
amounts  to  $7  a  certain  "spiff"  accompanies  it;  if  it  is 
an  $(S  sale  it  carries  a  still  larger  spiff,  and  so  on.  The 
spiff  on  reduced  price  and  "dead  stock"  is  plainly 
marked  so  that  it  can  be  pushed  by  the  salesman  when 
opportunity  offers. 

Frequent  Half-Holidays. 

During  the  months  of  June,  July,  August,  and  Sep- 
tember each  employee  is  given  a  half-day  every  week, 
in  addition  to  his  regular  holidays.  Also  each  man 
alternates  in  Saturday  evenings  off  throughout  the  en- 
tire year.  Treatment  of  this  kind  tends  to  create  a 
"pull  together"  movement  between  the  employer  and 
salesmen,  so  that  when  at  any  time  it  l)ecomes  neces- 
sary to  call  upon  the  staff  to  perform  extra  duties  these 
duties  are  despatched  with  perfect  understanding  and 


absence  of  thai  feeling  that  prompted  a  certain  .steno- 
grapher to  resign  her  position  I)ecause  she  was  request- 
ed to  affix  stam])s  to  letters  during  llu  alxsence  of  the 
office  boy. 

This  incident  is  merely  one  of  many  that  could  be 
cited  wherein  economies  have  been  effected  in  store 
management.  It  applies,  of  course,  to  the  larger  store, 
where  there  is  a  considerable  amount  of  cleaning  work 
to  be  done,  and  perhaps  not  at  all  to  the  smaller  store, 
where  these  duties  are  recognized  as  j^art  of  the  sales- 
man's duties.  It  is  true,  too,  that  in  the  smaller  store 
it  may  be  argued  that  the  salesman  has  much  more 
time  on  his  hands  to  devote  to  other  than  selling  ])ur- 
poses  than  has  the  salesman  in  tiie  large  down-town 
store.  However  that  may  this  (Jiie  merchant  at 
least  has  proved  to  his  own  satisfaction  that  it  can  l)e 
done  with  diplomatic  handling  of  the  sales  staff.  Some 
wise  men  and  great  have  boasted  of  their  menial  labors 
when  starting  their  business  careers,  and  have  ex- 
pressed their  condemnation  of  the  fellow  w  ho  "balks" 
at  it,  but  unfortimatcly  the  sayings  of  wise  men  have 
little  influence  on  human  nature,  which,  more  often 
than  not,  rebels  when  called  upon  to  "step  down"  to 
lowly  tasks.  Therefore,  it  is  a  matter  for  careful  con- 
sideration by  the  retailer,  lia\  ing  in  \  icw  "few  er  hands, 
less  pay-roll,  more-work." 


Handling  the  Difficult  Customer 


N(  )  matter  what  kind  or  size  a  man's  business 
may  be,  he  will  doubtless  have  his  quota  of 
dissatisfied  customers.  The  best  he  can  iioi)e 
for  is  to  hold  it  down  to  a  minimum.  Only  a 
business  that  has  solved  the  problem  of  getting  new 
customers  more  rapidly  than  it  loses  old  ones  can  afford 
to  have  any  at  all.  With  different  kinds  of  people  there 
are  different  methods  of  making  them  satisfied,  and  in 
this  connection  "System,"  in  a  recent  issue,  devotes  a 
few  pages  to  the  subject,  from  which  the  following 
items  are  taken : 

One  day  a  member  of  a  college  faculty  dropped  in 
to  purchase  a  pair  of  shoes.  The  retailer  motioned  the 
clerk  to  stand  back  ;  he  knew  his  man  and  wanted  a 
clear  field.  He  talked  with  the  customer  for  several 
minutes  before  he  even  went  to  the  shoe  cases.  Then 
he  brought  out  just  one  ])air  of  heavy  tan  street  shoes. 
'J"he  i)rofessor  sli])ped  his  feet  into  them,  then  fidgeted 
about  nervously. 

"Better  show  me  ancjther  pair,"  he  suggested. 
"You  don't  want  to  buy  but  one  pair,  do  you.  Pro- 
fessor Graham?"  It  wasn't  really  a  question,  but 
rather  a  statement  of  fact  in  a  studied,  soothing  drawl. 
"1  can't  show  you  a  more  stylish,  serviceable  shoe  for 
this  sloppy  weather.   And  see  how  well  it  fits  you." 

After  the  nervous  professor  had  departed  with  the 
purchase,  I  asked  Bill  if  he  made  a  practice  of  taking 
things  into  his  own  hands  that  way.  "Oh,  my  no!" 
1  le  spoke  emphatically.  "But  I  know  that  man,  and  he 
invariably  gets  every  shoe  in  the  house  that  could  pos- 
sibly fit  him  piled  up  around  him  for  inspection.  Then 
he  gets  fidgety  and  nervous,  and  this  attitude  is  uncon- 
sciously reflected  by  the  salesman.  The  merits  of  the 
\'arious  lasts  and  leathers  add  to  the  professor's  con- 
fusion, and  he  finally  goes  out  undecided,  and  perhaps 
just  a  little  bit  dissatisfied,  without  really  knowing 
why.  I  stave  off  the  possibility  of  a  complaint  by 
handling  him  myself  with  just  a  little  extra  tact." 

Just  as  an  example  of  Bill's  ability  to  forestall  com- 
])laints  with  tact  I'll  cite  another  instance  that  came 
under  my  observation.  A  rather  fastidiously  dressed 
3Mjung  man  came  in  hastily  and  asked  for  a  particular 
collar  which  had  just  been  placed  on  the  market. 

"I'm  sorry,"  said  Bill;  "I  haven't  a  Potomac  in 
stock  in  your  size  to-day,  Mr.  Hill,  but  I'll  have  plenty 
here  by  Thursday.  That's  only  day  after  to-morrow. 
Let  me  deliver  a  dozen  bright  and  earlv  Thursday 
morning." 

The  customer  was  scarcely  outside  the  store  before 
15111  had  a  large  retailer  in  a  nearby  city  on  long  dis- 
tance, and  placed  an  order  for  some  of  those  collars  b}^ 
return  post.  He  had  tactfully  allowed  the  customer  to 
think  that  he  ordinarily  stocked  the  Potomacs,  but  to 
me  it  looked  like  a  losing  game  in  dollars  and  cents. 

"I  want  that  fellow's  business,"  said  he,  by  way  of 
explanation.  "He  usually  trades  with  Jones  Brothers. 
Did  you  notice  how  pleased  he  was  when  he  found  I 
knew  the  style,  and  felt  I  did,  or  would,  stock  them? 
As  a  matter  of  fact,"  he  continued,  "I  have  a  collar  in 
stock  that  is  essentially  the  twin  of  the  Potomac." 

"Then  why  didn't  you  sell  it  to  him  ?" 

"Because  Jones  Brothers  stock  it  also,  and  it's  a 
safe  bet  that  it  was  because  they  tried  to  substitute 
that  he  came  in  here.  So  I  probably  forestalled  a  coni- 
plamt  on  the  ground  of  endeavoring  to  substitute  by 
using  a  little  tact.  Anyway,  I  can  aifford  to  charge  the 
li  i fling  loss  on  this  order  to  advertising." 


For  that  Christmas  advertising  come  out 
with  a  bright,  cheery  announcement,  writ- 
ten in  harmony  with  the  season.  Speak  of 
the  conveniences  you  offer  for  Christmas 
buying,  the  appropriateness  of  footwear  for 
gift-giving.  Don't  crowd  the  ad.  unduly — 
leave  lots  of  white  space  so  that  the  matter 
does  not  become  a  mere  jumble  of  words 
to  the  reader.    Use  color  if  you  can. 
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Shoe  Retailers  Suffering  from  Labor  Shortage 

This  must  be  offset  by  educating  your  staff  to  be  more  tactful  and 
energetic— Show  consideration  for  the  "  waiting  "  customer 


THE  war  in  which  we  are  engaged,  and  the  conse- 
quent shortage  of  hd^or  which  it  has  entailed, 
has  done  much,  in  a  great  many  cases,  to  im- 
prove efficiency  and  lower  overhead  expense.  It 
is  the  common  complaint  of  shoe  retailers  that  they 
find  it  difficult  to  secure  salesmen,  and  that  salaries  de- 
manded are  out  of  proportion  to  services  rendered. 
Employees  have  assumed  the  "take  it  or  leave  it"  atti- 
tude, knowing^  that  work  of  one  kind  or  another  is 
available  in  the  event  of  their  being-  discharged.  It  is 
stated  by  sonie  retailers  that  their  salesmen  are  taking- 
increasing-  liberties,  such  as  being  late  in  the  mornings 
and  extending  their  hour  for  luncheon  beyond  the 
rightful  limits.  These  same  retailers  say  they  are  pow- 
erless to  act  if  they  wish  to  retain  any  sales  force  at  all. 
This  may  be  the  exception  and  not  the  rule,  but  it  is 
quite  obvious  that  it  is  a  condition  tending  to  stimulate 
the  retailer  to  make  every  move  count  with  the  fewer 
means  at  his  disposal.  One  retailer  told  us  a  short 
time  ag-Q  that  he  was  doing  considerably  more  business 
than  the  same  period  a  year  ago  with  just  half  the 
number  of  salesmen.  They  had  left,  one  by  one,  to 
enlist,  and  he  found  that,  except  on  specially  busy  occa- 
sions, such  as  Saturday,  when  he  was  able  to  secure  an 
extra  man  or  two,  he  managed  quite  as  well  as  with 
the  larger  staff.  This  meant  a  considerable  saving-  in 
salaries,  and,  assuming  that  the  retailer  has  raised  his 
own  prices  commensurate  with  the  increased  wholesale 
cost,  represents  that  much  money  in  pocket. 

Waiting  Customer  Still  Ignored. 

Tact  in  handling  the  waiting"  customer  is  the  all- 
important  factor  in  managing-  successfully  with  the 
smaller  staff.  The  importance  of  this  little  item  of 
store  service  has  been  dinned  into  the  retailer  for  a 
good  man}'  3^ears,  but  one  finds,  on  a  shopping  tour,  the 
fault  is  as  rampant  as  ever.  It  has  been  suggested  that 
in  place  of  ignoring  the  customer  entirely,  he  should  be 
spoken  to  and  made  to  feel  that  his  presence  there  is 
desirable ;  he  should  be  told,  courteously,  that  he  will 
be  attended  to  in  a  moment.  In  conjunction  with  this, 
some  kind  of  a  display — possibly  of  a  range  of  findings 
and  a  few  of  the  latest  styles  in  footwear — would  prove 
very  beneficial,  and  might,  in  addition  to  keeping  the 
customer  interested  for  a  short  time,  result  in  an  addi- 
tional sale.  There  are  numbers  of  people  (we  know  of 
a  good  many  personally)  who  will  not  wait  in  a  store 
sixty  seconds  if  no  recog-nition  is  made  of  their  pres-' 
ence.  It  is  the  same  in  a  restaurant,  if  Ave  may  be  per- 
mitted the  comparison.  When  you  enter  and  sit  down 
at  the  table  you  like  to  have  immediate  attention,  even 
if  it  is  only  to  hear  that  you  will  be  waited  on  "in  a 
moment."  To  sit  there  and  mould  yourself  into  a  part 
of  the  dining--room  equipment,  so  far  as  any  notice  of 
you  is  taken,  is  liable  to  make  you  "peevish,"  to  say  the 
least.   The  chances  are  that  you'll  get  up  and  walk  out. 

Trade  Flow  Irregular. 

It  is  an  unfortunate  fact;  as  every  retailer  knows 
many  times  to  his  own  loss,  that  trade  comes  in 
"bunches."  W'e  have  suggested  in  previous  issues  that 
this  situation  could  be  relieved  to  some  extent  by  the 
holding-  of  special  early-morning-  sales  and  the  use  of 


the  "shop  early"  slogan  the  year  'round,  instead  of  just 
during-  holiday  seasons.  It  is  still  open  for  some  enter- 
prising- shoe  retailer  to  be  the  initiator  of  a  permanent 
"shop  early"  campaign,  and  the  results  ought  to  be 
worth  the  effort. 

This,  of  course,  would  all  go  toward  relieving  the 
scarcity  of  help  dilemma,  just  as  at  Christmas  time  the 
desired  result  is  to  even  up  the  trade  flow  and  provide 
a  g^iven  number  of  sales  people  with  customers  suffi- 
cient to  keep  them  busy  continuously,  rather  than  have 
them  slack  in  the  mornings  and  rushed  in  the  after- 
noons, also  avoiding-  thq  necessity  of  taking  on  help 
that  is  only  needed  for  short  periods  in  the  day. 

Educate  the  Sales  Staff. 

The  necessity  seems  to  be  quite  apparent  that  the 
retailer  must  improve  his  methods  and  more  ade- 
quately systematize  his  business  if  the  shortage  of 
labor  problem  is  to  be  successfully  combated.  Many 
retailers  find  they  can  get  along  very  nicely  without 
the  usual  number  of  salespeople,  as  instanced  above.  A 


Small  folders,  or  blotters,  printed  specially 
for  the  Christmas  season,  are  not  expensive 
and  when  judicially  distributed  are  very  ef- 
fective in  calling  attention  to  your  store, 
your  merchandise,  and  gifts  suitable  for  each 
member  of  the  family. 


little  time  spent  in  sales  iilstructiou  each  day  could  be 
profitably  employed.  Show  your  sales  people  the 
quickest  and  best  method  of  clinching  the  deal.  If  cus- 
tomers are  waiting  it  is  pure  folly  to  waste  more  time 
than  is  necessary  with  one  particular  customer.  Many 
clerks  take  an  unreasonabl}'  long  time  in  wrapping- 
parcels  and  making-  change — a  truly  exasperating  fault 
])oth  to  the  customer  to  whom  the  sale  is  made  and  to 
the  waiting-  customer.  Clerks  should  be  shown  how  to 
wrap  parcels  both  quickly  and  neatly.  There  is  a  store 
in  Toronto  whose  salesmen  are  past  masters  in  the  art 
of  parcel  Avrapping — that  is,  in  thoroughness  and  artis- 
tic appearance.  The  job  is  perfect ;  the  paper  is  care- 
fully measured — if  he  parcel  is  particularly  bulky  a 
second  paper  is  added.  The  string  is  adjusted  with  a 
nicety  of  precision  that  provokes  admiration  ;  the  knots 
are  carefully  and  rigidly  tied,  and  to  top  the  effort  a 
neat  little  loop  is  provided  for  carrying.  Now,  this  pro- 
cess, while  being-  a  credit  to  the  store,  is  sometimes 
painful  in  extreme  to  the  customer,  because  it  takes 
often  more  time  than  is  consumed  in  making  the  sale. 
Despite  the  fact  that  there  may  be  many  waiting  cus- 
tomers, these  salesmen  do  not  deviate  from  usual  pro- 
cedure. 

People  Avoid  "Slow"  Stores. 

There  are  many  stores  known  to  every  shopper  as 
being  "slow,"  and  are  avoided  on  everj^  occasion  pos- 
sible. Other  establishments  have  that  faculty  of 
"speeding  up"  "without  even  the  slightest  appearance 
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of  hurryiiii^.  Jt  is  a  dcliglit  tu  ]Kitrouizc  the  store  tlial 
can  hand  you  your  purchase  neatly  wrapped  almost  as 
quickly  as  you  can  produce  the  money  from  your 
l)ocket.  'J'his  is  just  an  instance  of  the  improvement 
that  could,  in  many  cases,  be  made  in  the  efficiency  of 
small  sales  foi'ces.    Five  minutes  wasted  on  every  cus- 


tomer durinj^  the  day  mij^ht  well  mean  two  or  three 
exra  sales  in  the  busier  hours. 

Instead  of  bemoaning  the  attendant  hardships  of 
labor  scarcity,  therefore,  it  would  be  well  for  each 
dealer  to  open  his  weather-eye  to  the  possibilities  at 
lii-^  immcdiafc  disposal  for  ^ettim,'-  around  the  diffirnltv. 


Metatarsalda — How  to  Relieve  It 


■By  Elmer  Poyer- 


To  properly  appreciate  the  true  greatness  of  the 
human  foot  one  must  study  it  from  many  angles.  In 
the  relationship  to  the  other  parts  of  the  body  it 
occupies  a  most  significant  position.  It  is  the  founda- 
tion on  which  is  built  the  most  wonderful  of  God's 
works — the  human  body. 

More  than  two-thirds  of  the  weight  of  the  body 
is  above  the  hips.  When  one  bends  forward  it  is  the 
toes  which  keep  him  from  falling.  The  movements  of 
the  toes  are  controlled  largely  by  the  muscles  of  the 
legs,  to  which  they  are  joined  by  strong,  non-elastic 
ligaments.  When  you  get  cramps  in  your  feet  it  is 
usually  these  ligaments  which  are  affected.  They  pass 
from  the  leg  to  the  tdes  underneath  the  longitudinal 
arch  of  the  foot,  and  through  the  channel  known  as  the 
transverse  arch.  The  transverse  arch  is  formed  by 
the  five  metatarsal  bones.  The  first  and  fifth  meta- 
tarsals are  the  foundation  on  which  the  arch  rests. 
The  second  and  fourth  rest  upon  the  first  and  fifth 
respectively;  and  the  third  metatarsal  is  the  key- 
stone of  this  skeletal  arch.  Through  the  channel 
bridged  by  the  second,  third  and  fourth  metatarsal 
bones  pass  the  nerves,  blood  vessels  and  ligaments 
leading  to  the  toes.    When  one,  or  all,  of  these  three 


bones  are  forced  out  of  position  as  a  result  of  excessive 
weight,  sudden  strain,  tight  laces,  or  other  causes,  they 
drop,  and  the  weight  of  the  body  is  thrown  upon  the 
vessels  and  ligaments  passing  beneath  them.  Cramps, 
sharp,  shooting  pains  in  the  foot,  calf  of  the  leg,  hips, 
back  and  back  of  the  neck  are  experienced,  causing 
the  sufferer  physical  and  mental  agony  which  he  often- 
times wTongly  attributes  to  gout  or  rheumatism.  The 
adequate  remedy  for  such  a  condition  is  a  pair  of  pro- 
perly fitted  anterior  metatarsal  arch  props,  which  will 
raise  the  heads  of  the  fallen  metatarsal  bones  to  their 
proper  positions.  If  the  bones  are  not  raised,  the  liga- 
ments affected  will  slowly  contract,  drawing  the  toes 
downward  and  inward,  until  finally  the  sufferer  is 
walking  with  part  of  his  weight  not  on  the  bottom  of 
his  toes,  as  intended,  but  on  the  head,  or  front  end, 
of  his  toes.  This  is  hammer  toe,  and  is  usually  ac- 
companied by  painful  hard  corns  on  the  toe  joints, 
bunions,  and  callouses  on  the  bottom  of  the  feet.  In 
some  advanced  cases  of  hammer  toe  it  is  necessary  to 
operate  in  order  to  get  relief.  This  is  one  of  the 
most  painful  of  foot  ailments,  but  one  of  the  easiest 
to  relieve  if  properly  treated  before  it  is  too  far 
advanced. 


Little  Things  Every  Retailer  Should  Know 

What  is  an  Electrical  Fuse  and  How  Does  it  Work? — A  Simple 
Explanation  for  the  Retail  Shoe  Merchant 


WE  are  often  told  that  "where  ignorance  is  bliss 
'twere  folly  to  be  wise,"  but  this  doesn't  ap- 
I)ly  to  the  pedestrian  who  falls  in  an  open 
manhole  and  breaks  a  leg;  neither  does  it 
apply  to  the  man  who  takes  a  chance  with  his  electric 
wiring  arrangements.  It  is  perhaps  as  well  that  the 
layman  should  not  be  over-familiar  with  his  electric 
wiring  system,  so  much  so  that  he  undertakes  to  carry 
out  little  odd  jobs  himself.  Instead  he  had  better 
form  the  habit  of  calling  in  a  qualified  electrician  and 
having  the  work  done  in  a  safe  and  businesslike  man- 
ner. A  little  elementary  knowledge  is  a  mighty  good 
thing  sometimes,  however,  and  every  man  ought  to 
know  how  to  attend  to  his  own  fuses,  for  pre-sup- 
posing  that  all  wiring  has  been  installed  by  experienced 
workmen  and  is  in  first-class  condition,  the  only 
trouble  likely  to  occur  is  at  the  fuse  box.  This  can  be 
easily  remedied,  providing  you  have  a  spare  fuse  on 
hand. 

The  blowing  of  a  fuse  is  not  a  catastrophe,  nor 
a  penalty  for  any  dismeanor  on  your  ])art,  but  merely 
a  friendly  warning  that  }ou  were  trying  to  use  more 
electricity  than  was  good  for  your  wires.  Perhaps  in 
an  excess  of  good  lighting  enthusiasm  you  attempt 


to  use  too  many  extensions  on  a  wire  designed  to 
carry  less  than  the  load  you  wish  to  use.  Or  if  it 
is  the  home,  you  have  perhaps  sometimes  proposed 
an  all-electric  breakfast,  taking  the  current  for  your 
percolator,  toaster  and  egg  cooker  all  from  the  one 
fixture,  in  addition  to  having  the  lights  going.  If  you 
were  anywhere  near  the  fuse  box  you  perhaps  heard 
a  funny  little  sound — something  like  the  sneeze  of  a 
locked-out  house-cat.  That  means  a  "blown"  fuse,  to 
use  an  electrician's  term. 

An  Ounce  of  Trouble  Prevention — 

The  friendly  fuse,  you  see,  blows  only  Avhen  there 
might  be  trouble — and  when  it  has  blown  there  can 
be  no  trouble.  So  the  blowing  of  a  fuse  is  simply  the 
operation  of  a  safety  valve.  As  long  as  the  fuse  is 
there  waiting,  trouble  hasn't  a  chance  in  the  Avorld. 

The  fuse  itself  is  a  little  wire  that  melts  at  low 


The  clerk  who  generally  gets  the  credit  for 
being  an  entertaining  talker  is  the  one  who  has 
only  listened  attentively. 
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temperature,  across  which  the  current  is  made  to  flow- 
on  its  way  from  the  supply  wires  to  your  lamps  and 
sockets.  If  you  load  the  wires  too  heavily  the  fuse 
heats  up,  like  any  other  wire,  but  much  easier  and 
quicker.  Since  it  has  this  low  melting  point,  like 
soft  lead-solder,  for  example,  it  will  melt  and  open  the 
circuit — and  so  off  go  your  lights. 

The  fuse  protects  the  wires  from  possible  abuse 
through  overloading  them  with  too  many  lamps  or 
appliances.  Try  to  turn  on  too  much  load  and,  zip, 
the  supply  of  electricity  is,  by  the  automatic  blowing 
of  the  fuse,  disconnected — to  remain  so  until  the 
burned-out  fuse  is  renewed. 

Short-circuit  Will  Blow  the  Fuse 

Then  again,  should  two  Avires  leading  to  any  of 
your  sockets  come  in  contact  with  each  other,  the 
result  would  be  what  is  called  a  "short  circuit"  and 
the  watchful  fuse  would  "blow"  just  the  same  and 
render  the  "short  circuit"  harmless.  The  fuse  is  the 
watch-dog  of  the  wires — ever  ready  to  protect  your 
premises  against  yourself  and  accident. 


Tell  the  truth  in  your  advertising — and  noth- 
ing but  the  truth.    Then  live  up  to  it. 


Fuses,  of  course,  come  in  dififerent  sizes  to  suit 
different  sized  wires  and  circuits.  They  are  rated  in 
amperes,  just  as  pipes  are  rated  in  inches  diameter. 
Your  electric  system,  if  properly  installed,  is  provided 
with  fuses  small  enough  to  "blow"  before  the  copper 
wires  in  your  walls  can  become  heated  through  over- 
loading, and  large  enough  to  let  you  use  as  many 
lamps  or  appliances  at  one  time  as  may  be  prudent. 

Keep  Some  Extra  Fuses  in  the  House  or  Store 

Perhaps  you  are  thinking  of  installing  a  vacuum 
cleaner  or  other  electrical  devices ;  make  sure  your 
copper  wiring  will  "carry"  the  extra  burden  and  then 
have  your  fuses  changed  accordingly.  Make  sure  that 
your  fuses  are  large  enough  to  avoid  the  nuisance  of 
their  blowing  when  a  reasonable  load  is  carried,  and 
then  take  care  to  have  a  few  extra  ones  handy,  near 
the  fuse  box,  so  that  a  burned-out  fuse  can  be  quickly 
replaced  by  another  of  the  proper  size.  Be  sure  not 
to  put  anything  but  the  proper  size  fuse  in  your  block 
and  remember  always  that  the  time  to  buy  fuses  is 
before  you  need  them.  If  this  is  done  trie  shoe  re- 
tailer can  often  save  himself  a  considerable  degree  of 
annoyance  and  inconvenience. 

But — ^never  forget  that  fuses  are  safety  valves,  and 
insurance  against  fire.  So  in  your  desire  to  have  them 
heavy  enough  to  prevent  unnecessary  trouble,  don't 
overdo  it  and  install  them  so  large  that  they  are  no 
protection  at  all.  The  writer  knows  of  cases  where 
copper  or  iron  wires  have  been  tised  instead  of  a  proper 
fuse.  This  amount  literally  to  cancelling  your  insur- 
ance, and  then  setting  fire  to  your  property.  Don't 
take  any  chance  Avith  improper  fuses.  The  right  ones 
cost  only  a  few  cents.    Besides,  it's  against  the  law. 


Chewing-gum  is  a  delectable  product  no  doubt,  btit 
the  operation  of  gum  chewing  in  a  store,  while  per- 
haps a  most  innocent  and  healthy  pastime,  is  rarely 
pleasing  to  the  customer.  If  you  want  to  chew  gum 
do  it  where  nobody  can  take  oft'ense  at  it. 


Public  Purchasing  More  Carefully 

"While  some  people  will  buy  shoes  without  much 
regard  to  price,  I  find  an  increasing  desire  to  purchase 
more  closely,"  said  a  Montreal  retailer  who  does  a 
family  trade  for  the  most  part.  "My  experience  lately 
is  that  many  people  who  want  shoes  will  not  purchase 
ofi'hand ;  they  apparently  look  at  goods  in  various 
stores  and  price  them  before  making  a  choice.  This 
applies  largely  to  those  who  are  buying  for  families. 
On  the  other  hand,  there  are  those  who  do  not  con- 
sider prices  when  they  see  the  shoes  they  desire,  and 
in  this  class  the  younger  people  predominate.  With 
values  going  up,  it  is  difficult  for  the  retailer  to  know 
exactly  what  lines  to  stock.  There  is  always  an  ele- 
ment of  risk  in  choosing  stock,  but  increasing  cost 
makes  it  imperative  to  be  more  than  ordinarily  careful. 
We  have  to  invest  more  capital  for  the  same  amount  of 
POods,  and,  although  the  public  must  have  shoes,  the 
higher  prices  must  tend  to  restrict  trade.  I  confess  I 
do  not  see  any  way  out  of  the  difficulty,  although  it  is 
evident  that  manufacturers  are  doing  their  utmost  to 
substitute  other  and  cheaper  raw  materials  for  those  to 
which  we  have  become  accustomed.  The  high  values 
and  scarcity  handicaps  both  retailers  and  manttfac- 
turers." 


Left  and  Right  Feet  Different  Sizes 

People  who  complain  of  never  getting  a  proper  fit 
are  numerous,  though,  often  as  not,  they  have  no  idea 
of  the  reason  for  it.  A  shoe  retailer  recently  expressed 
his  opinion  that  the  difficulty  lay  in  the  fact  that  shoes 
were  generally  only  fitted  to  the  right  feet.  That 
being  the  case  no  provision  was  made  for  the  left  foot 
which  might  be  either  longer,  or  shorter,  wider  or 
narrower.  On  one  occasion,  he  said,  a  customer  came 
in,  and  after  being  fitted  satisfactorily  to  the  right 
foot,  complained  that  he  suff'ered  constantly  with  an 
ingrown  toe-nail  on  the  left  foot,  so  in  this  case  he 
decided  to  fit  both  feet.  The  result  was  that  the  left 
foot  required  a  larger  boot  than  the  right  and  an  in- 
sole was  fitted  in  the  right  shoe  to  make  it  fit.  The 
customer  wore  the  shoes  for  several  days  and  then 
came  back  to  say  it  was  the  first  time  he  ever  got 
a  comfortable  pair  of  shoes. 


Not  Good  Business,  However 

A  certain  shoeman,  who  was  known  to  run  his 
store  on  Bible  principles,  was  out  of  his  place  of  busi- 
ness one  day  and  during  his  absence  a  lady  stepped  in 
to  purchase  a  pair  of  walking  boots. 

The  clerk  took  her  size  and  brought  a  pair  selling 
at  $5.00.  The  lady  looked  them  over  and  remarked  "I 
should  like  to  see  soinething  a  little  better,  if  you 
please." 

The  clerk  put  the  shoes  back  and  brought  out  an- 
other style  at  the  same  $5.00  price,  but  told  the  woman 
they  were  $8.00.  The  fit  was  o.k.  and  the  woman  was 
satisfied,  paid  the  amount  and  took  them  with  her. 

After  the  proprietor  came  in,  the  clerk  related  the 
incident  to  him  and  he  said  to  the  clerk :  "Why  John, 
didn't  you  know  I  always  run  my  business  on  Bible 
principles  ?" 

John  replied :  Yes  sir,  I  did,  she  was  a  stranger  and 
I  took  her  in." 


As  a  man  thinketh,  so  is  he. 
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Toronto  Shoe  Retailers  Nominate  Officers  for  1917 

November  Meeting  Hears  Interesting  Address  on  the  "  Leather  Situation." 
Mr.  H.  C.  Biachford  re-elected  President 


AT  the  November  meeting  of  the  Toronto  Shoe 
Retailers'  Association  nomination  of  officers  for 
the  coming  year  occupied  a  prominent  part  in 
the  proceedings.  Mr.  Howard  C.  Biachford 
continues  as  president,  Mr.  A.  Levy  will  be  vice-presi- 
dent, Mr.  C.  C.  Allen  was  nominated  for  treasurer,  and 
Mr.'  J.  H.  Shinnick  as  secretary.  The  following 
retailers  ,  have  been  nominated  for  the  Executive : 
Messrs.  Warren  T.  Fegan,  S.  C.  Parks,  H.  W.  Russell, 
R.'S.  Ritchie,  Walter  Burnill,  AV.  R.  Parvin  and  G.  W. 


Mr.  H.  C.  Biachford,  President-elect. 

Warriner.  The  election  of  these  officers  will  take  place 
at  the  next  meeting.  IVIr.  Ed.  Cook  will  go  on  the 
executive  by  virtue  of  retirement  from  his  previous 
f)ffice. 

An  interesting  and  timely  discussion  of  present 
market  conditions  was  presented  by  Mr.  George  A. 
Biachford,  president  of  the  Biachford  Shoe  Manufac- 
turing Company,  Toronto,  who  stated  that  the  way 
leather  prices  were  ascending  was  amazing,  and  the 
shortage  in  supplies  and  raw  skins  was  literally  stag- 
gering to  one  who  got  up  against  these  conditions 
as  the  shoe  manufacturers  have  to  at  the  present  time. 
'•Last  June,"  he  pointed  out,  "oak  and  union  sole  lea- 
ther were  selling  at  about  60  cents.  To-day  they  are 
85  cents  per  pound,  with  the  forecast  of  reaching  $1 
per  pound  before  January.  In  days  gone  by  it  was 
with  a  feeling  of  pride  that  a  shoe  traveller  referred  to 
a  fine  kid  boot  when  making  a  statement  that  it  was 
cut  .  from  30-cent  kid,  then  the  top-notch  price,  l)ut 
to-day  the  better  grades  of  kid  cost  from  55  cents  to 
65  cents  per  foot.  Manufacturers  who  formerly  paid 
14  cents  to  16  cents  for  kid  which  went  into  the  cheaper 
grades  of  shoes  are  now  paying  36  cents  and  38  cents, 
with  the  leather  inferior  to  that  selling  at  the  old  price. 

Shortage  of  Labor 

At  this  moment  practically  all  (juotations  in  the 
leather  markets  have  been  withdrawn,  kid  selling  from 


day  to  day  at  that  particular  day's  price.  The  supply 
of  raw  stock  ahead  of  the  large  kid  industries  is  un- 
certain, tanners  claiming  that  they  do  not  know  where 
they  are  going  to  get  their  supply  of  skins  during  the 
year  of  1917.  Philadelphia  and  the  vicinity  is  not  only 
the  great  kid  centre  of  the  world,  but  to-day  is  the 
centre  of  tremendous  industries  making  war  materials, 
with  the  result  that  labor  in  the  kid  industries  has  ad- 
vanced from  75  to  100  per  cent.,  contributing  a  serious 
advance  to  the  cost  of  production.  The  large  munition 
plants  have  taken  large  numbers  of  experienced  kid 
workers,  with  the  result  that  the  tanners  have  had  to 
break  in  green  and  inferior  help,  resulting  in  further 
cost  of  production  and  inferior  quality  results.  If  it 
were  possible  in  the  tanning  of  leather  to-day  to  work 
every  skin  to  the  utmost  it  would  probably  result  in 
ten  per  cent,  saving  in  leather  at  the  shoe  factories. 

"During  the  past  year  patent  leather  has  been  the 
most  staple  leather  on  the  market,  but  recently  ad- 
vances have  been  forced  on  the  tanners,  and  the  manu- 
facturers in  the  past  few  weeks  have  been  asked  from 
four  to  six  cents  advances,  with  future  supplies  and 
prices  extremely  uncertain. 

"In  the  matter  of  sheep  skins,  prices  are  now  be-, 
ing  paid  for  this  material  that  at  normal  times  we  paid 
for  kid.    A  few  months  ago  the  British  Government 
placed  an  embargo  on  all  sheep  skins,  purchasing  the 


Mr.  A.  Levy,  1st  Vice-President. 

supply  as  far  as  possible  in  outside  markets  and  re- 
quiring all  the  skins  in  the  markets  she  controlled  to 
be  shipped  to  London,  and  we  might  say  that  the 
British  Government  controls  practically  to-day's  en- 
tire sheep  skin  supply,  New  Zealand  being  probably 
the  greatest  contributor.  These  hides  are  re-sorted  in 
London,  the  British  Government  retaining  what  it  re- 
quires for  the  use  of  its  own  and  allied  armies,  the  bal- 
ance, including  the  poorer  and  lighter  weights,  being 
allowed  to  be  sold  for  neutral  consumption. 

"The  condition  in  the  calfskin  market  has  become 
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probably  more  serious  still,  and  it  was  only  recently 
that  a  large  American  tanner  claimed  that  after  he 
had  sold  some  1,000  dozen  on  hand  he  would  have  no 
more  calfskin  suitable  for  women's  work  at  any  price 
until  next  spring.  When  I  reached  Boston  a  short 
time  ago  calfskins  suitable  for  women's  work  were  sell- 
ing at  60  cents  per  foot.  Four  days  later,  on  returning 
from  New  York,  the  price  had  advanced  to  72  cents. 

"Colored  kid  is  to-day  selling  at  from  90  cents  to 
$1.20  per  foot,  having  advanced  since  last  September 


Mr.  Ed.  Cook,  retiring  secretary,  who  becomes  member  of  executive*. 

30  to  40  cents  per  foot,  with  the  leather  manufacturers 
absolutely  independent,  and  it  is  a  case  of  pay  the  price 
or  leave  it,  and  even  at  this  extremely  high  price  this 
leather  is  being  taken  by, the  shoe  manufacturers  just 
as  quickly  as  it  can  be  turned  out. 

"It  was  reported  that  a  few  weeks  ago  Japanese 
traders  practically "  cleaned  up  the  market  for  what  is 
known  as  India  kid.  This  was  done  with  the  approval 
of  the  British  Government  in  order  that  the  leather 
may  be  used  for  supplies  for  the  Russian  army,  with 
the  result  that  black  India  kid  which  in  normal  times 
sold  around  14  cents  is  now  being  sold  as  high  as_40 
to  50  cents,  and,  when  tanned  in  colors,  selling  as  high 
as  70  cents  per  foot. 

"In  connection  with  leather  suitable  for  sole  leather, 
the  British  Government  was  in  the  world's  markets 
recently  for  several  million  cow  hides.  The  amount  is 
almost'  incomprehensible.  This  has  resulted  in  the 
price  going  up  day  by  day,  with  no  relief  in  sight. 

"In  reference  to  cotton  which  affects  shoe  linings, 
we  understand  that  next  season's  cotton  crop  has  al- 
ready been  largely  bought  up  at  prices  which  will  of 
necessity  result  in  higher  prices  for  cotton  linings  next 
summer  than  we  have  yet  paid. 

Must  Use  Substitutes 

"One  result  of  the  present  conditions  will  be  to 
force  shoe  manufacturers  to  replace  leather  as  far  as 
possible  in  shoes.  Substitutes  for  sole  leather  are  well 
known  and  found  to  be  equally  as  good  as  leather  in 
the  matter  of  general  excellence.  Undoubtedly  inateri- 
als  along  this  line  will  be  more  and  more  used  in  the 
near  future.  On  the  other  hand,  there  is  no  real  rea- 
son why  leather  should  be  used  in  top  facings,'  eyelet 
facings,  or  button  fly  linings.  Fabrics  are  now  on  the 
market  for  this  purpose,  which  are  proving  entirely 


satisfactory,  and  the  use  of  these  will  help,  if  only  to 
a  small  extent,  in  holding  down  the  prices  in  staple 
and  medium-priced  lines  of  shoes ;  and  I  feel  satisfied 
that  in  a  short  time  these  and  other  materials  substitut- 
ing leather  will  be  standard  items  in  shoes.  The  use 
of  cloth  in  the  tops  of  shoes  would  materially  help  the 
situation  to-day.  While  cloth-top  shoes  will  not  come 
in  with  a  rush,  undoubtedly  a  strong  movement  for 
its  return  is  on  the  way.  Makers  of  high-grade  wo- 
men's shoes  are  now  showing  high-priced  fabrics  in 
their  lines.  If  these  become  popular  we  can  hopefully 
look  forward  to  the  return  of  black  cloth  to  style  in 
probably  a  year's  time,  although  further  advances  in 
the  price  of  shoes  may  accelerate  the  movement.  Keep 
in  mind  that  cloth  tops  will  not  come  back  until  the 
consumer  considers  them  stylish  or  absolutely  neces- 
sary. Only  the  other  day  I  received  samples  of  colored 
fabrics  which  would  cost  55  cents  per  foot,  very  much 
less  than  colored  leather,  but  about  the  price  of  colored 
kid  two  years  ago. 

"Substitutes  for  leather  are  being  used  very  ex- 
tensively to-day.  Leather  box  toes  are  becoming  a 
thing  of  the  past.  Leather  counters  are  going  only 
into  the  highest  grade  of  shoes,  and  it  is  questionable 
if  these  leather  counters  are  giving  as  generally  good 
satisfaction  as  fibre  counters,  which  are  now  in  general 
use.  A  fibre  insole  is  on  the  market  which  is  not  only 
suitable,  but  will  give  every  result  desired  in  lower- 
priced  and  medium-priced  welt  shoes." 

^  ^  ^ 

The  date  of  the  next  monthly  meeting  of  the  asso- 
ciation has  not  yet  been  decided,  but  it  will  be  after 
the  holiday  season,  possibly  around  January  15. 


Why  Shoes  Wear  Out 

THE  following  suggestions  for  the  better  care  of 
shoes  has  been  issued  by  the  National  Shoe 
Wholesalers'  Association  : 

We  do  not  recall  ever  seeing  a  shoe  returned 
to  us  on  account  of  poor  wear  that  had  been  kept  clean 
and  dressed. 

It  is  recognized  that  wooden  houses  and  iron 
bridges  must  be  kept  painted  to  be  preserved.  How 
much  more  care  should  be  given  to  a  material  that 
grows  on  the  backs  of  living  animals. 

Through  the  life  of  an  animal,  leather  (the  skin)  is 
kept  constantly  nourished  and  oiled  b)^  the  natural  pro- 
cesses. The  tanning  of  leather  does  nothing  but  arrest 
the  progress  of  decay.  If  the  leather  is  to  continue  to 
be  pliable,  strong,  and  serviceable,  it  has  to  be  nour- 
ished and  oiled,  the  same  as  it  was  in  the  life  of  the 
animal. 

Leather  Is  Nature's  Product. 

The  substance  of  leather  is  made  up  of  a  multitude 
of  minute  fibres,  matted  and  twisted  together,  that 
bend  one  upon  another  like  little  hinges,  which  must 
be  kept  lubricated  or  they  will  become  "rusty"  and 
break  instead  of  bend.  Anything  that  removes  grease 
from  leathers,  therefore,  makes  it  hard  and  brittle — 
destroys  it. 

Nothing  will  do  this  more  quickly  than  "barnyard 
liquors,"  sweaty  feet,  mud,  or  fire.  The  action  of  each 
of  these  agents  is  exactly  the  same,  and  whenever  you 
see  a  shoe  that  has  become  hard  in  any  spot  and 
cracked,  you  may  be  sure  that  it  was  no  fault  of  the 
leather. 

When  it  goes  into  the  shoe,  leather  must,  of  neces- 
sity, be  soft,  ]:)liable,  and  strong,  else  it  would  not  with- 
stand the  pull  of  modern  shoe  machinery. 

When  a  shoe  becomes  brittle  and  hard  it  is  positive 
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evidence  lhal  it  has  been  abused.  'The  fault  is  obvi- 
ously with  the  wearer,  and  the  shoe  should  not  be  re- 
turned to  the  dealer. 

Remember  that  leather  is  porous.  That  is  why  it  is 
desirable  for  footwear.  Feet  to  be  healthy  must 
breathe,  therefore ;  do  not  expect  leather  to  l)e  water- 
proof. No  leather  can  be  waterproof  unless  through 
the  use  of  oil  or  lacquer,  completely  closing  its  pores. 
Shoe  salesmen  should  omit  the  word  "waterproof" 
from  their  vocabulary. 

As  long  as  a  shoe  is  kept  clean  and  soaked  with  tal- 
low, lard,  neatsfoot,  viscol,  or  any  other  good  oil,  it 
will  keep  the  water  out.  Just  as  soon  as  the  oil  is  gone, 
water  will  enter. 

The  maker  is  resi>onsiblc  if  the  uppers  rip  in  an  un- 
usually short  time,  or  if  the  soles  pull  off.  or  if  the  in- 
sole breaks;  return  the  shoes  to  the  maker  for  full 
credit.    Don't  repair  them.    Repairs  are  not  allowable. 

The  maker  is  not  to  blame  if  the  uppers  are  allowed 
to  get  hard  and  crack;  if  worn  on  "sweaty"  feet,  caus- 
ing rotten  spots  in  uppers;  if  soles  are  burnt  and 
break ;  if  upi:)ers  are  scuffed  out  by  rocks  or  other  hard 
substances ;  if  shoes  are  too  small  and  run  over  on  that 
account;  if  uppers  are  cut  and  badly  scratched;  if  soles 
are  subi'ected  to  unusual  treatment  and  conseqiientlv 
wear  out  quickly. 

The  wearer  is  to  blame  when  these  troubles  hap- 
ncn,  and  he  has  no  just  claim  against  3'ou  or  the  manu- 
factiu'cr. 


HOC!!!LA-??-FzO:AZM$P&KO!!?R 

This  is  tlie  heading'  on  an  advertisement  by  the  Fit 
Fzi  Shoe  .Store,  882  Granville  Street.  Vancouver,  and 
while  they  acknowledge  tlieir  inability  to  place  it 
anifing  any  of  the  nuuierons  languages  which  a  Van- 
couver shoe  merchant  inusl  have  at  his  command, 
they  tell,  in  this  advertisement,  what  they  think  it 
means,  and  what  "serxice"  means  to  their  store.  An 
rirlvertisement  of  this  kind  has.  at  least,  the  advantage 
of  beino-  "dififereut."    Here's  the  way  it  reads: 

Maybe  vou  can  get  something  out  of  the  above. 
We  can't.  The  storekeepers  and  clerks  of  Vancouver 
need  to  speak  and  understand  about  twentv  different 
languages. 

A  customer  blew  into  our  store  last  week  and  the 
above  caligraphy  is  what  bur-t  from  him.  If  shrapnel 
or  gas  is  any  worse  we  don't  want  any.  However, 
Harry  tackled  it  first  and  it  keut  him  going  real  hard; 
it  was  like  the  "Third  DL-'Tce."  and  Harry  was  being 
"sweated."  Every  now  and  aeain  Harry  had  to  make 
for  the  water  tap  to  get  a  drink  ;  and,  say,  his  collar 
was  just  soaked  like  a  wet  rag.  After  about  ninety 
minutes  T  suggested  to  Harry  to  quit.  Not  he,  so  I 
came  on  then  to  help  him  out,  and  together  we  turned 
the  store  upside  down  trying  to  give  that  "SERVICE" 
the  "other  fellows"  talk  so  much  about.  At  last,  in 
despair,  we  left  him  and  he  picked  up  a  small  order 
catalogue  that  was  lying  on  the  benches.  He  went 
through  the  pictures  therein.  After  a  while  he  let  out 
one  big  scream  or  yell,  illuminated  with  more  starts 
and  fireworks,  and  patted  me  to  show  what  he  wanted. 
Well,  it  was  overalls — then  Harry  fainted. 

I  guess  you  wonder  why  we  tell  you  all  this.  Well, 
it's  just  to  let  you  know  that  \yQ  give  SERVICE  UN- 
DER ANY  CONDITIONS,  and  what  is  more  we  don't 
"force  sales."  If  we  have  the  least  inkling  our  clients 
are  not  quite  satisfied  we  prefer  to  let  them  go  else- 
where, as  a  DISSATISFIED  CUSTOMER  SELDOM 
RETURNS  OR  FORGETS. 


Is  Demand  for  Cushion  Sole  Declining? 

A1"'EW  years  ago  many  factories  were  making 
cushion-soled  shoes,  and  especially  in  men's 
lines.  To-day,  however,  there  are  fewer  of 
these  shoes  being  made,  and  it  appears  that 
some  of  the  shops  have  given  them  up  altogether. 

There  arc  several  different  ways  of  putting  the 
cushion  in  the  shoe  or  of  making  a  cushion  sole,  and 
it  is  likely  that  one  way  is  just  as  good  as  another. 
Some  of  the  cushions  were  made  of  sheepskin  fjr  other 
soft  leather  cut  to  fit  inside  the  insole,  put  in  a  pocket 
and  then  the  whole  sewn  right  in  with  the  welt.  This 
was  one  way  to  make  the  cushion  sole,  but  the  cushion 
shoe  made  that  way  is  not  in  great  demand  to-day  as 
at  least  two  factories  making  it  have  discontinued  its 
production. 

When  a  new  shoe  is  first  put  on  the  foot,  it  is  a 
very  hard  shoe  because  it  is  new,  but  if  the  shoe  has 
a  cushion  sole  it  will  feel  much  more  comfortable  when 
first  put  on  and  because  of  this  the  wonder  is  that 
more  cushion  soles  are  not  made  and  sold.  Many  people 
who  have  tried  these  shoes  declared  that  they  were 
the  easiest  shoe  ever  put  on  and  that  they  were  very 
comfortable  from  the  first. 

A  cushion  can  be  put  in  any  kind  of  shoe,  no  mat- 
ter what  the  style  may  be,  and  it  ought  to  help  a 
tender  foot  every  time.    If  one  has  a  callous  on  the 


For  the  Christmas  window,  seasonable 
flowers,  such  as  holly,  mistletoe,  poinsettia 
and  evergreen  made  into  a  variety  of  de- 
signs, change  the  aspect  of  a  store  wonder- 
fully and  put  it  more  in  tune  with  the  Yule- 
tide  season. 


bottom  of  his  foot  he  might  get  a  certain  amount  of 
comfort  by  wearing  a  cushion  shoe  and  if  he  has  a 
bunion  on  his  foot  he  ought  to  get  the  same  kind  of 
omfort  by  wearing  a  shoe  made  over  the  so-called 
bunion  last.  In  either  case,  the  surface  will  give  more 
or  less  when  pressure  comes  against  it,  and  that  is 
the  main  thing  to  make  an  easy  shoe  on  the  foot.  The 
insole  must  provide  a  place  for  the  callous,  while  the 
upper  must  stretch  enough  so  that  it  will  provide  a 
[)lace  for  the  bunion. 

All  these  cushion-soled  shoes  retail  at  a  higher 
price  than  the  common  grade,  and  they  should  retail 
for  more  because  of  the  extra  work  in  providing  the 
cushion  and  putting  it  in.  They  are  shoes  designed 
primarily  for  people  who  have  sore  feet  and  who  never 
were  fortunate  enough  to  have  shoes  to  fit  them  pro- 
perly. They  wear  ill-fitting  shoes  until  their  feet  get 
sore,  and  then  they  have  to  get  a  pair  of  cushion-soled 
shoes,  which  will  feel  all  right  the  very  first  time  the 
shoes  are  put  on. 

When  a  cushion  is  put  in  it  should  be  put  in  so 
that  it  will  stay  right  there,  and  it  may  be  felt  or 
sheepskin  or  of  both,  but  it  should  be  of  good  quality 
and  well  made.  It  may  be  in  a  pocket  or  placed  in  the 
shoe  without  a  pocket,  but  it  would  be  much  better  to 
have  it  sewed  right  in  with  the  welt  so  that  it  will 
stay  where  it  belongs  and  remain  a  cushion  as  long- 
as  the  shoe  is  in  wear. — Shoe  Topics. 


December,  1916 


FOOTWEAR    IN  CANADA 


45 


No  Likely  Decrease  in  the  Price  of  Leather 
Until  After  the  War  is  Over 


AT  a  re.i^Lilar  meeting'  of  the  Boston  Boot  and 
Shoe  C\uh,  on  November  15,  different  mem- 
bers of  the  tanning-,  manufacturing,  and  retail- 
ing trades  met  and  discussed  trade  conditions 
as  they  exist  at  the  present  time.  It  was  prophesied 
by  many  that  there  could  be  no  hope  of  lower  prices 
until  the  war  ends,  and,  if  anything,  there  will  be  still 
further  increases. 

Mr.  Elisha  W.  Cobb,  a  Boston  tanner  and  leather 
dealer,  gave  his  opinion  as  follows : 

"Cow  hides,  which  Ave  use  most  largely  in  our  busi- 
ness (Mr.  Cobb's  firm  are  tanners  of  side  leather),  are 
55  per  cent,  higher  than  they  were  Sept.  1.  We  may 
be  on  a  gambling  basis,  but  everything  looks  pretty 
strong"  to  me.  The  packers  have  taken  off  more  hides 
in  the  last  year  than  in  any  former  year,  but  they  want 
them  in  every  country  in  Europe.  Hides  cannot  be 
grown  in  one,  two,  or  three  years,  and  they  cannot  be 
dug  out  of  the  ground,  and  I  see  nothing  in  sight  which 
means  more  hides  or  leather.  A'Vho  can  say  what  the 
price  of  leather  or  shoes  will  be  a  year  from  now  if  the 
war  continues?" 

He  said  that  England  was  keeping  her  hides  and 
was  in  all  the  markets  of  the  world  for  raw  material. 
Germany  wants  hides  and  leather,  and  if  the  stock 
cannot  be  got  into  that  country,  it  will  be  stored  in 
warehouses  in  the  United  States  until  the  end  of  the 
war. 

Mr.  Cobb  said  the  shoe  fashions  of  the' day  called 
for  high  boots  for  women  to  wear  with  their  short 
skirts,  a  condition  which  manufacturers  wanted  to  con- 
tinue, but,  he  said,  "the  leather  man  can't  stand  for 
what  you  shoe  manufacturers  like  in  skirts." 

Reaction  Certain. 

In  place  of  calfskin  for  uppers,  Mr.  Cobb  urged  the 
shoe  manufacturers  to  use  chrome  tanned  side  leather 
in  the  popular  finishes  demanded  by  the  trade.  He 
said  that  the  art  of  tanning  side  leather  to  imitate 
genuine  calfskin  had  made  so  great  progress  that  it 
would  be  difficult  for  the  most  skilled  shoeman  to  dis- 
tinguish between  them  when  the  stock  has  been  put 
into  shoes.  He  also  suggested  that  combination  bark 
and  chrome  tanned  side  leather  be  used,  as  it  has  a  clear 
surface  and  cuts  well.  He  said  that  this  leather  is  the 
l)est  "buy"  in  the  market  to-day. 

Mr.  Cobb  said  it  was  certain  that  a  reaction  would 
follow  the  present  period  of  prosperity,  but  that  no  one 
knew  when  it  would  materialize.  He  said  that  it  was 
good  business  now  for  the  trade  to  anticipate  the  reac- 
tion and  be  prepared  for  it. 

Prosperity  of  Canada. 

Mr.  A.  W.  Donovan,  of  the  E.  T.  Wright  Company, 
Inc.,  who  have  a  factory  in  St.  Thomas,  Ont.,  was 
asked  to  tell  the  members. of  conditions  in  this  countr3\ 
He  said  that  on  a  recent  visit  to  the  Dominion  he  found 
the  shoe  and  leather  situation  there  about  the  same  as 
it  is  in  the  United  States.  Hides  and  leather  are  sold 
on  a  parity  with  prices  asked  for  the  same  grades  in 
the  United  States,  and  the  available  supply  is  no 
greater. 

On  a  trip  of  3,000  miles  through  Canada  Ik,'  was 
particular  to  observe  the  agricultural  and  industrial 


conditions,  and  from  his  observations  in  the  man}^  shoe 
stores  which  he  visited,  Mr.  Donovan  said  he  found 
imexampled  prosperity,  despite  the  unfavorable  influ- 
ence of  the  war  and  the  absence  of  tens  of  thousands  of 
Canadians  who  had  gone  overseas  to  help  England  in 
her  war  with  Germany.  "They  can't  go  broke  and  they 
can't  go  hungry,  l^ecause  the  wheat  crop,  which  is  the 
basis  of  Canada's  wealth,  is  more  than  double  the  yield, 
l)er  acre,  than  that  of  the  United  States. 

Leather  Situation  in  the  States. 

After  summing  up  the  business  conditions  in  Can- 
ada, Mr.  Donovan  turned  his  attention  to  the  leather 
situation  in  the  United  States.  He  said  that  the  tan- 
ners are  responsible  for  a  great  waste  of  high-priced 
leather  when  it  was  cut  up  into  vamps  because  they 
did  not  finish  the  skirts  of  chrome  tanned  upper  stock 
to  compare  with  the  finish  given  the  centre  of  the  skin. 

He  said  that  it  was  a  crime  that  the  trimmings  of 
ii(>per  stock  costing  from  50  cents  per  foot  upward 
should  be  used  for  tongues,  facings,  and  stays,  when 


London  stream-line  last ; 
fashionable  two-tone  effect; 
black  calf,  grey  nubuck  top; 
Russia  calf,  fawn  buck  top 
—Regal  Shoe  Co.,  Limited, 
Toronto. 


every  inch  of  it  should  be  finished  so  that  it  would  l)e 
suitable  for  vamps  or  tops.  This  poor  and  inefiticient 
method  of  finishing  the  skins,  said  Mr.  Donovan,  re- 
presented an  additional  cost  of  at  least  12^  cents  in 
making"  a  pair  of  men's  shoes,  which  could  be  saved  the 
manufacturer,  retailer,  and  consumer.  In  a  men's  fac- 
tory making  3,000  pairs  per  day,  and  allowing  the 
waste  from  the  trimmings  of  these  poorl}'  finished 
skins  to  average  10  cents  per  pair,  the  economic  loss 
would  total  $300  per  working  day,  which,  in  these  un- 
precedented times,  should  and  could  be  saved  if  tan- 
ners would  give  as  good  finish  to  the  skirts  of  the  skins 
as  they  do  to  the  centre  of  them. 

Urges  Use  of  Fibre  Soles. 

Mr.  Donovan  came  out  strongly  in  favor  of  the 
combination  or  fibre  sole,  stating  that  now  it  was 
known  that  most  of  these  soles  were  better  than  sole 
leather,  that  they  wore  longer,  and  gave  better  service. 
The  g-reater  use  of  fibre  soles  at  this  time  would  result 
in  a  big"  saving  and  at  the  same  time  give  the  consumer 
shoes  with  outsoles  which  in  every  way  were  better 
than  sole  leather.  Tie  also  urged  the  greater  use  of 
cloth,  in  black  and  combinations  of  color,  as  a  means 
of  keeping  down  the  higher  cost  of  men's  shoes. 

In  the  retail  trade  Mr.  Donovan  said  that  altogether 
loo  many  retailers  were  not  selling  their  shoes  on  the 
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basis  of  what  it  would  cost  them  to  replace  their  pres- 
ent stocks,  which,  he  said,  was  the  only  sane,  safe,  and 
sure  way  of  retailers  meeting  the  present  situation.  He 
said  that  retailers,  as  a  rule,  were  afraid  to  ask  the 
prices  they  should  on  a  basis  of  replacement,  yet  it  was 
his  experience,  and  that  of  others  in  the  trade,  that  the 
l)cople  were  willing-  to  pay  the  price. 

He  told  of  visiting  a  retailer's  store  in  P.ulYalo,  N.Y., 
recently,  and  asking  for  a  pair  of  men's  opera  boots. 
The  retailer,  with  a  smile,  brought  forward  a  pair  size 
10  D,  which  fitted  Mr.  Donovan,  and,  in  an  apologetic 
way,  said  the  price  was  $5.  Mr.  Donovan  asked  him 
how  many  pairs  he  had,  and  the  dealer  said  about  100. 
"Box  them  up  and  send  them  to  me  and  I  will  pay  you 
$5  for  every  pair,  then  when  you  want  some  more  they 
will  cost  you  $8.65,  for  these  boots  were  made  in  my 
-factory." 


He  said  the  same  store  had  a  stock  of  35,000  pairs 
of  men's,  women's,  and  children's  shoes  which  the 
dealer  could  not  duplicate  under  $18,000  additional  to 
their  former  cost.  These  shoes,  he  said,  should  be  ad- 
vanced in  price  to  include  the  $18,000  which  it  would 
cost  to  replace  them.  He  urged  all  retailers  to  re- 
price their  present  stocks  on  the  basis  of  the  cost  of 
replacing  ihem. 

Predicts  the  Passing  of  Calfskin. 

Twenty-five  or  thirty  years  ago,  said  Mr.  Donovan, 
the  men's  factories  were  filled  with  zebra  leather,  por- 
poise and  seal,  but  to-day  these  leathers  are  not  known 
in  the  trade  and  have  not  been  a  marketable  product  in 
shoes  for  years.  He  predicted  that  calfskins  would  go 
out  as  these  leathers  did,  and  that  well  tanned  and 
finished  chrome  split  leather  would  take  its  place. 


Can  Bad  Copy  Be  Good?   The  Strict  Grammarian 
is  Not  Generally  an  Expert  Salesman 


IT  is  always  a  (|uestiou  in  writing  advertising  copy 
just  how  far  one  may  venture  beyond  the  con- 
fines of  strictly  accurate  English,  having  in  mind 
that  phraseology  of  a  slangy  nature  will  appeal 
to  a  certain  percentage  of  people,  while  at  the  same 
time  it  may  be  distasteful  to  others.  In  answer  to  the 
.[uestion  "Can  bad  copy  be  good?"  meaning,  of  course, 
in  departure  from  the  rules  laid  down  by  grammarians 
and  rhetoricians,  Charles  A.  Bates,  in  a  recent  issue  of 
Printers'  Ink,  replies  : 

Yes,  sir,  please,  sir,  it  can.  That  is,  if  by  "bad"  you 
mean  co])y  that  doesn't  square  with  the  rules  of  gram- 
mar and  rhetoric. 

I've  seen  some  corking  copy  that  was  written  rot- 
ten. And  I've  seen  much  more  that  was  grammatically 
manicured  and  rhetorically  marcelled  that  didn't  have 
as  much  selling  punch  as  a  plate  of  blanc-mange — than 
which,  when  it  comes  to  insipidity,  nothing  can  be 
whicher.  Good  copy  is  the  copy  that  sells  goods.  It 
is  "for  that  sole  purpose,  armed  and  engined  for  the 
same." 

Rules  That  Add  Force 

I'^ar  be  it  from  me  to  say  that  ]junchful  copy  can- 
not be  made  with  strict  adluTcnce  to  the  rules,  for 
every  once  in  a  while  I  write  sonu-  that  way.  The  theory 
is  that  the  rules  were  made  to  aid  in  clarity  of  expres- 
sion— some  of  them  also  to  add  force.  But,  in  my 
opirn'on,  what  advertising  copy  needs  is  rugged 
strength,  rather  than  smooth  correctness. 

For  instance,  "written  rotten"  is  wholly  incorrect 
-  -it  is  slangy  and  would  surely  be  barred  out  of  our 
very  best  magazines.  But  for  the  purpose  of  discus- 
sion, it  is  useful.  It  is  a  short-arm  jab  that  insured 
attention  and  produced  an  inward  smile  in  nine  out 
of  ten  of  you. 

Back  a  few  lines  I  used  the  word  "force"  when 
"forcefulness"  is  a  better  literary  word. 

"Quick — sure  and  easy"  lias  more  snap — greater 
im])act — than  "Quickly,  surely  and  easily." 

I  believe  a  certain  swing,  rhythm  and  beat  are  de- 
sirable in  advertising  copy.  They  help  to  start  re- 
sponsive vibrations  in  the  reader's  mind  and  to  get 
them  I  would,  if  necessary,  do  things  that  would  make 
I-indley  Murray  turn  flip-flops  in  his  sarcophagus. 

I  do  not  mean  to  advocate  universal  slaughter  of 
the  King's  English,  but  only  an  occasional  justifiable 


lioniicide.  When  the  small  boy  avers:  "There  ain't 
goin'  to  be  no  core,"  he  doesn't  mean  what  he  says, 
l)ut  it  is  not  difficult  to  unmistakably  get  his  drift. 

Dictionaries  and  grammars  are  dead  things  and 
language  and  ex{)ression  are  alive.  Usage  eventually 
makes  right.  We  "first  abhor,  then  pity,  then  em- 
1)race." 

And  then,  pretty  soon,  there  must  be  issued  a  new 
and  revised  book.  The  boy  has  outgrown  his  diapers 
and  you  gotta  put  him  in  pants — Oh,  very  well,  make 
it  trousers,  if  you  are  fussy  about  it. 

Room  for  Improvement 

Some  of  the  foregoing  you  may  take  with  as  many 
grains  of  salt  as  seem  desirable.  Surely  there  is  much 
slovenly  copy  afloat.  Surely  it  should  be  improved. 
Sentences  are  badly  built.  Words  are  awkwardly 
used.  And  I  don't  like  "these  kind  of  thing."  Also, 
the  frequent  misuse  of  the  word  "transpire"  fills  me 
with  utter  and  incommunicable  woe. 

But  this  is  not  the  worst  that  is  the  matter  with 
copy.  The  author  of  the  question  which  started  this 
flux  of  words  emphasizes  the  fact  that  it  is  selling 
force  which  makes  copy  pay.  If  a  copy-writer  is  not 
a  salesman,  he  is  surely  one  of  the  four  most  useless 
things  in  the  world.  Literary  quality  in  copy  is  de- 
sirable, but  not  essential.  Selling  force  is  the  vital 
element.  That  element  can  come  only  from  a  thor- 
ough knowledge  of  the  goods  for  sale — of  their  use- 
fulness, to  whom,  where,  when  and  how — of  the  dis- 
triljution  methods — of  competition — of  raw  materials 
and  manufacturing  methods. 

If  the  copy-writer  has  this  knowledge  and  breathes 
it  into  his  product,  he  may  misuse  words,  twist  his 
sentences  and  make  kindling  wood  of  his  infinitives 
and  yet  produce  good  copy.  Because  good  copy  is 
the  coi)y  tliat  brings  home  the  Beech-Nut. 


Instead  of  cutting  and  slashing  prices  to  unheard- 
of  i)ioportions  why  not  try  advertising  a  free  pair  of 
hose  with  each  purchase  and  make  your  sale  at  regular 
prices. 


A  man  may  wear  a  pair  of  B-9's.  but  they're  not 
submarines.  Convince  him  of  the  necessity  of  wear- 
ing rubbers  in  sloppy  weather  and  make  a  double  sale. 
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A  Size  Chart  For  Children's  Trade 

IT  often  happens  that,  because  of  inclement  weather, 
sickness  or,  perhaps,  residing  too  far  from  a  shoe 
store,  that  parents  keep  putting  oft'  from  day  to 
day  purchasing  shoes  for  their  children.  Naturally, 
the  mother  does  not  wish  to  subject  her  child  to  the 
rigors  of  stormy  weather,  and  in  attempting  to  pur- 
chase boots  by  guessing  at  the  size  or  by  taking  down 
an  old  one  for  comparison,  many  mistakes  are  made. 
To  get  around  this  difficulty  one  merchant  has  printed 
a  chart,  not  unlike  the  Footograph  idea  in  our  October 
issue,  but  simpler  in  its  application.  This  is  described 
in  a  current  issue  of  the  Shoe  Economist,  from  which 
the  following  is  taken.  The  chart,  and  a  circular  let- 
ter, was  mailed  to  the  store's  entire  list,  and  immedi- 
ate response  met  with,  for  people  commenced  bringing 
in  the  charts,  marked  with  the  length  .of  their  chil- 
dren's feet,  right  from  the  start. 

Charts  Came  all  Summer 

It  was  primarily  intended  that  this  be  an  idea 
simply  for  a  Spring  sale,  but  that  was  not  the  last 
that  was  seen  of  the  size  charts.  Many  parents  who 
did  not  use  the  chart  during  the  special  sale  of  play 
shoes,  which  were  featured,  had  the  foresight  to  take 
it  along  with  them  when  they  moved  to  their  summer 
homes.  Charts  kept  coming  back  to  the  store  all  sum- 
mer long  with  mail-orders  for  children's  play  shoes, 
and,  occasionally,  for  high  shoes. 

The  shoe  man  saw  that  the  idea  was  a  convenience 
to  customers  and  could  be  made  a  direct  aid  in  the 
development  of  the  children's  shoe  business.  They 
should  be  issued  every  summer,  he  believed,  and  sev- 
eral copies  should  be  sent  to  the  mailing  list,  in  addi- 
tion to  those  distributed  in  the  store's  packages. 
It  will  occur  to  many  shoe  men  that  this  same  chart 
olds  far  greater  possibilities  than  the  selling  of  play 
shoes.  Why  should  it  not  be  a  business  getter  for  the 
children's  shoe  department  the  year  'round?  As  a 
means  of  selling  shoes  for  children  under  five  years 
of  age  it  should  have  its  greatest  use  in  the  cold  and 
stormy  days  of  winter. 

The  chart,  on  the  other  hand,  is  not  something  that 
Avould  be  used  as  a  last  resort.  On  the  contrary,  it  is 
a  standing  inducement  to  buy  the  child  a  pair  of 
shoes,  and,  hence,  should  be  the  means  of  increasing 
the  sale  of  children's  shoes  by  hundreds  of  pairs  a 
year  in  an  average  department. 

It  will  be  noted  that  the  chart  is  made  in  a  good 
size  for  an  envelope  stuft'er,  with  one  fold.  Oil  the 
reverse  side  there  is  ample  space  for  the  name  of  the 
store,  and  an  advertisement  of  children's  footwear, 
with  a  few  small  cuts. 

As  the  chart  is  set  up  in  type  and  rule  that  are  in 
the  equipment  of  any  printing  office,  there  will  be  no 
expense  for  engraving.  It  will  be  wise,  however,  not 
to  use  too  light  a  quality  of  paper.  A  weight  and 
quality  should  be  used  that  will  hold  its  shape  fairly 
well  and  not  break  in  the  crease. 


i 


It  is  only  the  man  who  never  does  anything, 
who  never  does  anything  wrong.  The  best  man 
makes  mistakes,  but  there  are  a  few — a  very  few 
— who  never  make  the  same  mistake  twice.  It  is 
the  men  who  profit  by  their  mistakes  and  learn 
how  best  to  avoid  a  repetition  of  them  who  get 
along  in  this  life. 


Place  Back  of  Heel 


Place  back 

this'sMeol    at  Back  of  Book 

black  line.  V|  


n 
aq-2 


o)  p 
"T)  ^  I? 


3  ^  ^  a 


B  B 

%  o 


Wi  (T> 
Qu  O 


1^  ro  " 


8 

■  On 


3  g 


9l  ^ 
n' 


O  hH 


o  m 

o 


3*^ 

n>  (K! 


O  ro  3^ 
cr  3 

?r  3 

n> 


3-  3^ 

n  CD 


3  O 


3 
n 


n  o 

'a  ^ 

Cl.  3 

O 

3  n 


3^ 


ifullv 

n 
in 

3* 

0 

close 

ised  b 

respo 

0 

n 

cr 

Cl- 

0 

in 

eft 

0^ 

n 

0 

3 

0 

y. 

his 

en 
3- 

rt) 

be 

Drrec 

stor 

0 

r-t- 

'fi 

w 

a> 

am 

3 

w 

r-h 

n 

d 

fit 

DJ 

3 

v> 

tin 

•< 
i-i-> 

(T) 

n 

tji 
0 

rt) 

0^ 

r+ 

3^ 

Cu 

r+ 
P 

0 
0- 

be 

by 

air 

1 

1 

Size 

-  3x 


4x 


5x 


5/2X 


6x 


85^ 


  10 


10^ 


11' 


13' 


11 


12 


13 


IH 


2V. 


354 


4:% 


FOOTWt^AK    IN  CANADA 


Put  the  Telephone  on  Your  Sales  Staf¥ 

Its  use  is  not  limited  to  routine  business— Mai<:e  it  work  for  you  in  the  idle  hours — 
Start  a  system  of  telephone  circularizing    Many  merchants  find 

it  a  paying  proposition. 


The  effectiveness  of  the- telephone  as  an  assistant 
in  the  conduct  of  business  is  thoroughly  recognized 
in  many  lines.  Realization  of  the  telephone's  value 
as  a  business-getting  medium  did  not  come  quickly 
but  it  came  surely,  and  now,  in  most  businesses,  is 
firmly  established. 

We  are  too  prone  to  recognize  in  the  lelci)lione 
itS'  usefulness  only  under  certain  limitations.  l'"or 
instance,  it  is  very  convenient  for  the  retailer  to  call 
up  his  jobber  or  manufacturer,  call  up  his  home  and 
say  when  he  will  be  home  for  lunch  or  to  have  people 
call  him  uj)  to  ask  questions  about  certain  styles  and 
prices,  which  may  or  may  not  result  in  real  business. 

But  the  average  retailer  does  not  conceive  in  the 
telephone  a  means  of  stimulating  sales  from  his  own 
end  of  the  line. 

Courtesy  the  Main  Factor 

Tele])houe  campaigns  arc  necessarily  very  nuich 
different  from  store  salesmanship,  since  in  the  former 
the  retailer  approaches  the  prospective  customer,  whiW 
^n  the  latter  the  customer  is  already  in  a  partly  re- 
ceptive mood.  The  principal  fundamental  in  a  tele- 
phone conversation  of  any  kind  whatever  is  to  be 
specially  courteous,  for  courtesy  creates  good  feeling 
in  every  instance — a  basis  on  which  you  can  success- 
fully state  your  case.  The  use  of  the  telephone  also 
demands  quick  action  ;  for  instance,  if  we  give  an  order 
by  telephone  we  insist  that  our  wants  shall  be  filled 
(juickly  and  properly. 

However,  the  benefit  of  the  telephone  to  the  re- 
tailer would  not  be  so  much  in  soliciting  orders  over 
the  wire  as  in  attracting  trade  to  the  store  by  the 
})ower  of  suggestion.  You  know  that  John  Smith  on 
Blank  Street  bought  a  certain  kind  of  shoe  from  you 
so  long  ago.  Start  a  card  index  and  put  Mr.  Smith 
down  to  be  telephoned  about  the  time  he  should  be 
looking  for  another  pair.  It  is  the  personal  element 
of  the  afifair  that  will  attract  this  man  Smith — the 
thought  that  you  are  very  much  interested  in  him 
and  his  footwear  needs  ;  sufficiently  so  to  spend  a  few 
minutes  to  call  him  up  and  make  a  suggestion. 

Develop  a  Complete  Index 

It  is  not  a  difficult  matter  to  secure  a  fairly  com- 
plete list  of  customers'  names,  their  addresses  and 
their  telephone  numbers — pre-supposing  they  have 
telephones.  This  information  can  be  put  on  the  sales 
check  at  the  time  of  making  the  sale.  Simply  state 
that  it  is  a  part  of  your  "customer  service"  to  keep 
a  record  of  the  particular  size  sold  and  an  aid  to 
future  buying.  Notes  can  be  made  of  the  customer's 
preference  in  leather,  style  and  so  on,  as  indicated  by 
previous  purchases.  Using  this  record  as  a  guide 
each  salesman  can  regularly  make  a  telephone  can- 
vass of  his  customers,  having  first  evolved  a  short 
sales  talk  filled  with  brief  arguments,  tactfully  pre- 
sented. The  good  points  of  the  shoe,  or  shoes,  to  be 
introduced  must  be  brought  out  as  clearly  and  con- 
vincingly as  possible.  Much  of  the  success  will  de- 
pend upon  the  introduction  of  the  subject  when  the 


prospect  responds  to  the  telephone  call.  Interest  must 
be  aroused  sufficiently  to  induce  the  prospect  to  "be 
curious." 

Personality  Important 

In  perhaps  no  line  of  salesmanship  is  the  ])ersonal 
element  so  necessary  as  in  dealing  with  customers 
by  telephone.  The  salesman  represents  the  firm,  in 
fact  is  the  firm,  while  at  the  telephone.  It  nnist  be 
his  duty  to  show  the  i)rospect  that  his  call  is  made 
because  the  firm  has  a  real  interest  in  that  prospect, 
and  he  must  use  personality,  and  guard  the  tone  and 
inflection  of  his  voice  and  general  manner  of  speak- 
ing, to  gain  the  desired  result,  for  the  methods  that 
are  good  when  dealing  fact-to-face  with  a  customer 
are  only  good  in  the  salesman's  ability  to  transmit 
them  over  the  wire  through  his  choice  of  words  and 
expression. 

Different  Methods  and  Purposes 

There  are  scores  of  stores  of  all  kinds  using  tele- 
phones to  profitable  advantage.  I  have  in  mind  par- 
ticularly the  family  butcher  who  telephones  whenever 
he  has  received  a  consignment  of  something  "real 
choice,"  and  he  rarely  fails  to  make  a  sale  which, 
otherwise,  would  have  been  lost.  Of  course,  it  is  a 
long  jump  from  the  butcher  business  to  shoe  retailing, 
but  the  parallel  is  there,  just  the  same.  The  butcher 
has  his  list  of  customers  and  keeps  in  touch  wMth  them 
regularly.  In  a  like  manner  the  shoe  retailer  can  have 
a  list  and  inform  his  clientele  from  time  to  time  of 
some  special  sale  he  is  going  to  "pull  ofif,"  suggesting 
that  they  will  do  well  to  be  in  at  the  opening. 

Good  for  Repair  Department 

Especially  valuable  is  the  telephone  also  if  you  do 
re])airing,  for  in  very  few  lines  of  trade  is  the  power 

iiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiii^^ 

1  It's  Not  Always  Easy —  1 

—  To  apologize.  % 
M  To  save  money.  % 
=  To  begin  over.  g 
m  To  take  advice.  M 
M  To  be  unselfish.  J 
■  To  admit  error.  g 
M  To  face  a  sneer.  | 
J  To  be  charitable.  M 
S  To  be  considerate.  S 
H  To  avoid  mistakes.  M 
il  To  endure  success.  J 
B  To  keep  on  trying.  J 
M  To  forgive  and  forget.  m 

-  ■  To  profit  by  mistakes.  ? 
'                    To  think  and  then  act.  m 

M  To  keep  out  of  the  rut.  m 

S  To  make  the  best  of  little.  J 

=  To  shoulder  deserved  blame.  S 

m  To  subdue  an  unruly  temper.  g 

I  To  maintain  a  high  standard.  B 

_  To  recognize  tlie  silver  lining.  E 

1  But  It  Always  Pays.  1 
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of  suggestion  used  so  little.  Rarely  is  any  encoui-age- 
ment  given  to  the  consumer  to  have  his  shoes  half- 
soled  or  his  heels  straightened  up  and  unless  he  visits 
the  shoe  repairer  by  habit  he  is  more  likely  to  buy  a 
new  pair.  The  advantage  of  getting  this  added  repair 
business  by  telephone  would  be  in  stimulating  the 
sale  of  new  shoes,  in  the  way  of  an  increased  number 
of  customers,  and  also  in  the  added  profit  in  the 
repair  department. 


Fire  Waste  in  Canadian  Cities  and  Towns 

The  Commission  of  Conservation,  Ottawa,  Ont.,  in 
their  bulletin  for  the  months  July,  August,  and  Sep- 
tember, 1916,  give  comparative  figures  on  the  loss  per 
capita  caused  by  fire  in  Canada.  It  is  estimated  that 
the  annual  loss  and  expense  is  $49,688,125,  and  that  the 
investment  in  construction  and  equipment  of  fire  pre- 
vention appliances  is  $46,975,000.  Rates  for  insurance 
have  averaged  during  the  last  three  years  $1.18  per 
$100  insured.  The  average  rate  in  Sweden,  in  which 
there  is  a  great  deal  of  building  construction  in  wood. 


Competent  people  are  those  who  can  co-- 
operate  with  other  people. 


is  40  cents,  in  Austria  30  cents,  in  England  23  cents,  in 
Germany  22  cents,  in  France  21  cents  (est.),  and  m 
Spain  and  Italy  19  cents.  The  average  loss  per  capita 
in  large  cities  in  Canada  in  1914  varied  from  $2.20  in 
Edmonton  to  $12.07  in  Saskatoon,  as  against  a  mini- 
mum of  ^p0.04  in  Lancaster  and  a  maximum  of  $0.93  in 
a  group  of  English  cities. 

Is  is  estimated  by  an  insurance  expert  that  the 
people  of  Canada  pay  $25,000,000  per  annum  for  fire 
prevention  in  excess  of  a  similar  population  in  older 
countries.  This  great  tax,  amounting  to  about  $3  per 
head  of  the  population,  is  paid  out  of  the  proceeds  of 
our  enterprises,  and  is  a  handicap  to  Canada  in  its  in- 
dustrial competition  with  other  countries.  How  enor- 
mous it  is  in  each  city  can  be  estimated  by  multiplying 
the  population  by  three.  This  is  one  of  the  items  we 
are  paying  for  our  so-called  practical  policy  of  allowing 
towns  to  grow  up  without  proper  control  of  their  lay- 
out, and  without  proper  regard  to  fire  risk  in  connec- 
tion with  the  erection  of  buildings.  A  comparatively 
small  sum  expended  in  the  direction  of  prevention 
would  secure  a  great  reduction  in  this  loss,  for  it  is  a 
well-known  fact  that  a  great  part  of  it  can  be  avoided 
if  only  we  would  apply  more  foresight  in  developing 
land  and  demand  higher  standards  of  building  con- 
struction. 


Retailer  Guarantees  Shoes 

"Shoe  insurance"  is  the  way  one  dealer  styles  his 
guarantee.  Every  pair  of  shoes  he  sells — except  patent 
leather.s — is  insured  not  to  break  through  in  the  uppers 
in  less  than  three  months,  or  before  the  first  sole  wears 
out.  If  a  pair  should  fail  to  wear  as  well  as  he  pre- 
dicts, he  promises  to  make  good  on  the  following 
basis:  If  the  unsatisfactory -shoes  have  been  worn  a 
month  or  less,  the  customer  turns  them  in  with  a  dol- 
lar and  gets  a  new  pair ;  if  he  has  worn  them  more  than 
a  month,  but  less  than  two  months,  he  pays  two  dol- 
lars;  for  three  months'  wear,  three  dollars,  and  so  on. 


New  Styles  Instead  of  Mark-downs 

A  well-known  Canadian  retailer  contributes  much 
of  his  success  to  the  abolishment  of  mark-down  sales. 
He  says  when  a  shoe  shows  the  least  sign  of  being  a 
"dead  one"  he  puts  a  p.m.  on  it  at  once  and  takes  a 
dollar  or  two  off  the  price.  This  cut  in  price  is  not 
advertised,  nor  are  the  salesmen  permitted  to  tell  cus- 
tomers that  the  shoe  is  reduced.  In  other  words,  no 
comparative  price  talk  is  allowed.  If  the  shoe  sticks 
after  the  first  reduction  it  is  marked  down  again.  The 
secret  of  this  system,  he  went  on,  is  to  watch  the  stock 
very  closely  and  put  on  a  p.m.  at  the  first  indication 
of  a  style  going  out.  He  believes  in  having  new  styles 
every  month  and  places  his  orders  accordingly.  When 
the  mark-down  season  arrives  and  other  dealers  abovtt 
him  are  slaughtering  prices,  he  makes  a  big  display  of 
new  styles. 


Holes  in  Heel  Linings 

Tanners  have  been  trying  for  some  time  to  make 
a  leather  for  heel  linings  that  will  not  chafe  through 
and  expose  the  counter.  But,  no  matter  how  tough 
they  make  their  leather,  it  seems  to  wear  away.  Some- 
times it  is  said  that  the  moisture  of  the  feet  rots  the 
lining.  Now  comes  a  designer  of  shoes  to  declare 
that  the  holes  in  heel  linings  are  not  due  to  any  weak- 
ness in  leather,  nor  to  any  rotting  of  leather,  but  to 
faulty  designs  of  the  shoes.  The  shoes,  as  they  are 
made  today,  bind  too  much  at  the  heel.  This  is  par- 
ticularly true  of  low-cut  shoes.  There  is  unusual  fric- 
tion between  the  heel  of  the  shoe  and  the  heel  of  the 
foot.  This  wears  out  the  heel  lining  and  the  stock- 
ing, too.  The  designer  proposes  to  change  the  shape 
of  the  shoe  slightly,  to  get  rid  of  the  friction — Hide  & 
Leather. 


Keep  the  White  Stock  Clean 

How  do  you  protect  your  stock  of  white  footwear? 
Flave  you  tried  the  cotton  bag  idea  ?  Cut  out  a  pat- 
tern in  cloth  of  a  side  of  a  shoe,  making  it  about 
two  inches  larger  than  the  shoe.  Cut  two  thicknesses 
and  rough  stitch  them  on  a  sewing  machine.  This 
makes  a  fairly  well-formed  bag  into  which  each  shoe 
can  be  slipped,  insuring  perfect  cleanliness,  providing 
the  clerk  has  clean  hands  and  holds  the  shoe  pro- 
perly. Keep  them  clean — a  few  cents  per  pair  changed 
to  careful  handling  may  save  a  dollar  or  more  when  it 
comes  time  for  sales-making. 


A  Study  in  Thrift 

He  was  Scotch  all  right,  was  Sandy  MacGregor, 
and  had  mislaid  his  wallet  containing  $500  at  the  rail- 
way station.  lie  telegraphed  his  loss  to  the  station 
agent,  and  the  wallet  was  kept  until  his  return  a  month 
later.  The  finder,  a  young  clerk,  handed  MacGregor 
the  missing  wallet  and  stood  in  an  attitude  of  eager 
expectation.  The  Scot  unheedingly  counted  his  money 
and  then  looked  long  and  suspiciously  at  the  young- 
clerk.  "Isn't  it  right?"  stammered  the  latter  in  1)ewil- 
derment.  "Right!  Right!  It's  right  enough,"  said 
MacGregor,  "but  whur's  the  month's  interest  ?" 


If  you  have  any  difficulty  with  clerks  taking  wrong- 
addresses  for  delivery  parcels,  make  it  a  rule  that  they 
must  show  the  address  to  the  customer  after  it  is 
written.  This  will  reduce  the  chance  of  error  to  a 
minimum. 
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It  Doesn't  Pay 

.  Don't  be  pessimistic,  for  nothing  scares  trade  away 
quicker  than  pessimism.  You  are  httle  inclined  lo 
spend  your  money  at  a  store  where  the  proprietor 
wears  a  lon^  face  and  tells  you  the  country  is  going 
to  the  bow-wows. 

Don't  try  to  fool  the  public  in  the  shoes  you  have 
to  sell.  Sell  goods  for  just  what  they  are  and  don't 
mislead  your  customers  into  thinking  they  are  get- 
ting more  than  their  money's  worth. 

JDon't  lose  your  temper.  The  man  in  business  who 
loses  his  temper  loses  trade.  It  docs  not  pay  to  "fly 
off  the  handle" — not  when  customers  are  within  hear- 
ing, anyway. 

Don't  fail  to  keep  an  accurate  set  of  books.  Eli- 
minate guess-work  and  know  whether  you  arc  making 
a  profit  or  losing  money. 

Don't  resort  to  falsehood  to  make  a  sale.  The  cu.s- 
tomer  will  learn  the  truth  some  time  and  will  not  have 
a  friendly  feeling  towards  your  store. 

Don't  let  customers  come  into  your  store  without 
noticing  them,  b'ven  if  you  are  ])usy  take  the  time  to 
spare  a  brief  moment  and  make  them  feel  welcome. 
Nothing  gets  the  average  person  so  much  out  of  sorts 
as  to  go  into  a  place  and  be  ignored. 

Don't  say  you  haven't  got  time  to  read  your  trade 
journal.  It  is'  published  for  your  benefit,  it  will  i)ay 
you  to  find  the  time. 


Lady  Black  and  White- White  canvas,  leather  trimmings  and 
eyelets  -  Chas.  E.  Slater,  Montreal. 


New  Fitting  Stool 

A  new  fitting  stool  has  Ijeen  designed  which  is  cal- 
culated to  do  away  with  the  necessity  of  the  customer 
rising  and  going*  to  a  mirror  to  see  the  fit  of  a  shoe. 
It  is  an  arrangement  of  three  plate  mirrors,  so  placed 
that  the  shoe  may  be  seen  on  each  side  and  in  front. 


How  Do  You  Size  Yourself  Up? 

The  man  who  underrates  himself,  even  though  it  be 
only  to  himself,  makes  a  very  grave  mistake.  His 


habit  is  almost  akin  to  laziness;  the  man  is  not  willing 
to  go  to  the  trouble  of  living  up  to  a  high  rating  and 
therefore  he  underrates  himself.  In  the  same  connec- 
tion, there  is  nothing  so  true  as  that  the  world  is  apt 
to  accept  a  man's  apparent  estimate  of  himself  as  the 
real  one.  Therefore,  why  should  a  man  lower  his 
standard  in  the  eyes  of  the  world  ? 


Foot  Relief  Service 

It  is  jiossible  to  capitalize  the  interest  of  children 
to  secure  the  trade  of  older  people  in  many  ways.  A 
merchant  announced  that  he  would  give  a  pair  of  shoes 
free  to  the  ten  school  children  who  wrote  the  best  let- 
ter tellling  why  heir  parents  should  trade  at  his  store. 

Instruction  blanks  and  paper  on  which  to  write  the 
letters  were  furnished,  one  sheet  going  into  every 
package  that  left  the  store.  The  judges  in  th,e  contest 
were  the  principals  of  the  three  local  schools. 

Much  interest  was  roused,  and  the  contest  received 
wide  discussion.  There  was  a  noticeable  increase  in 
the  merchant's  ljusincss.  The  publicity  obtained  for 
his  store  proved  very  valuable. 


Systems  of  Accounts  for  Shoe  Wholesalers 

The  l>ureau  of  Business  Research  of  Harvard  Uni- 
versity, Cambridge,  Mass.,  have  just  compiled  and 
issued  in  pamphlet  forin  the  "Harvard  System  of  Ac- 
counts fori  Shoe  Wholesalers."  The  bureau  will  use 
this  uniform  accounting  system  in  its  country-wide 
study  of  the  operating  costs  in  the  wholesale  shoe  busi- 
ness in  a  similar  manner  to  their  recent  study  of  shoe 
retailing  conditions.  A  copy  of  the  system  will  be  sent 
without  charge  to  any  shoe  wholesaler  who  requests  it 
and  who  will  co-operate  with  the  bureau.  As  soon  as 
enough  statements  have  been  received  to  warrant  rpak- 
ing  comparis^ons  a  summary  of  the  figures  will  be 
issued. 


Good  Advice 

Arthur  F.  Burt,  president  of  the  Washington  (D.C.) 
Shoe  Retailers'  Association,  says : 

"The  tanners  and  the  manufacturers  are  playing  a 
safe  game.  The  retailer  is  the  only  one  taking  a 
chance,  and  while  no  one  believes  there  will  be  any 
diminution  in  the  buying  capacity  of  the  American 
people,  it  certainly  behooves  a  sensible  man  to  sell 
his  stock  at  full  prices  while  the  market  is  good." 


Give  the  Clerks  a  Chance 

I  went  into  a  shoe  store  not  long  ago  to  see  the 
proprietor.  He  happened  to  be  out  and  in  conversa- 
tion with  his  clerk  I  learned  that  he  (the  clerk)  never 
read  a  trade  journal.  Isn't  that  bad  business  on  the 
part  of  the  proprietor?  Why  not  encourage  clerks  to 
read  articles  about  their  business. 


Neighborliness 

I  like  democrac}'  and  easy-going  ways  as  well  as 
anybody,  but  I  got  a  little  too  much  of  it  in  one  of 
those  one-armed  dairy  lunch  rooms.  In  the  next  chair 
sat  a  young  man  who  was  friendly,  like  some  of  those 
awkward,  half-grown  St.  Bernard  pups  are  friendly.  I 
spoke  pleasantly  to  him,  but  he  didn't  interest  me 
much.  I  was  glancing  at  the  morning  paper  when  I 
noticed  that  he  was  putting  his  hand  in  the  direction 
of  my  coffee  cup.  Then  I  looked  up.  "Excuse  me," 
he  said,  with  a  winning  smile,  "but  would  you  mind  if 
I  dip  my  toast  in  your  coffee?   Mine's  all  gone." 
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Quebec  Tanners  Want  Embargo  on  Hides 

The  shoe  manufacturers  and  tanners  of  the  pro- 
vince of  Quebec  have  petitioned  the  Federal  Govern- 
ment, for  the  second  time,  to  place  an  embargo  on  the 
export,  of  hides..  The  object  of  the  petition  is  to  ask 
the  Government  to  take  action  which  will  keep  the 
hides  within  our  own  borders.  This  scarcity  handi- 
caps both  Canadian  tanners  and  shoe  manufacturers, 
the  price  of  hides  having  been  forced  up  by  the  heavy 
demand  for  war  piu-poses,  and  also  by  the  competi- 
tion of  United  States  buyers.  This  rise  in  price  in- 
volves a  corresponding  advance  in  leather,  for  which 
the  public  ultimatel}^  pay.  The  export  of  hides  also 
means,  it  is  pointed  out,  a  shortage  for  Canadian  tan- 
ners, at  the  same  time  supplying  United  States  com- 
petitors Avith  raw  materials  for  tanning  and  also  lea- 
ther for  United  States  shoe  manufacturers.  Thus, 
while  we  are  sending  hides  to  the  other  side,  we  have 
to  import,  ciuantities  of  leather  Avhich  might  be  made 
in  this  country.  As  an  indication  of  the  enormous 
value  of  hides  ex])orted  from  Canada  to  the  United 
States  the  following  figures  for  the  eight  months  end- 
ing February,  1916,  mav  be  given  : 

Calf,  $699,700;  cow',  $4,400,000;  sheep,  $275,000. 
The  prices  on  which  the  values  are  based  are:  21c  per 
pound  for  calf;  19c  for  cow.  The  latter  price  is  now 
about  32c,  and  that  for  calf  at  least  double  the  quota- 
tion given  above.  It  is  estimated  that  the  calf  hides 
exported  for  the  eight  months  would  make  1,125,000 
pairs  of  shoes,  and  cow  hides  7,200,000  pairs  of  shoes. 


Reports  Good  Leather  Business 

Mr.  R.  E.  Bennet,  representing  Ed.  R.  Lewis,  21 
Scott  Street,  Toronto,  has  just  returned  from  his  first 
business  trip  to  Montreal,  where  he  reports  business 
exceptionally  good.  Mr.  Bennet  expresses  the  opinion 
that  every  indication  points  to  further  advances  in  the 
price  of  kathers.  Mr.  LcAvis  carries  a  large  stock  of 
every  kind  of  leather  and  shoe  fabrics  at  Toronto,  re- 
presenting-, as  he  does,  for  Canada,  Donnell,  Carmen 
and  Mudge,  Inc.,  (successors  to  A.  F.  Clapp  &  Co., 
Inc.,  Boston,  Mass.);  the  Helburn  Leather  Co.,  Salem, 
Mass.;  Henry  Gitterman  &  Co.,  New  York;  also  for 
Ontario,  Paul  Galibert,  Montreal,  and  Duclos  and  Pay- 
an,  St.  Hyacinthe. 


Raw  Material  Scarce 

The  shoe  manufacturers  of  Montreal  and  Maison- 
neuve  are  very  busy,  the  difficulty  being  to  secure 
supplies  of  raAV  material.  Leather  in  particular  is  hard 
to  obtain,  and  some  leather  merchants  have  very  little 
to  sell ;  in  fact  it  is  cleared  out  as  soon  as  it  comes 
into  the  warehouses.  Prices,  too,  are  advancing",  and 
shoe  manufacturers  have  been  forced  to  decline  many 
orders  owing  to  the  uncertainty  of  obtaining  leather 
and  also  owing  to  the  risk  of  taking  orders  unless 
covered  with  their  leather  requirements.  If  an  order 
be  taken  today  without  the  necessary  raw  material, 
prices  of  the  latter  may  advance  before  the  shoes  are 
manufactured,  leaving  a  loss  instead  of  a  profit  on  the 
business.  Hence  the  greatest  caution  has  to  be  taken. 
Some  manufacturers  believe  that  we  shall  see  shoes 
now  selling  retail  at  $6  up  to  $8  or  $9. 


White  shows  every  indication  of  another  success- 
ful season  next  summer.  Many  merchants  predict 
sales  of  white  shoes  will  be  greater  tlian  during  the 
past  summer. 


Splendid  photograph  of  Mr.  T.  Sisman,  Aurora,  Ont  — widely- 
known  shoe  manufacturer. 


Current  Sole  Leather  Prices 

The  following  are  prices  of  sole  leather,  revised  to 
December  4,  offered  by  P.  B.  Wallace  &  Son,  jobbers,- 
Toronto : 

10  Sides  or 
More  One  Less  than 
Shipment    10  Sides 


Spanish  Sides  No.  1  or  Best   63  64 

Spanish  Sides  No.  2  or  Good   61  63 

Spanish  Sides  No.  3    59  60 

Trimmed  Backs  33  1/3  per  cent.  Trimmed 

No.  1  or  Best   83  84 

Trimmed  Backs  33  1/3  per  cent.  Trimined 

No.  2  or  Good   80  81 

Trimmed  Backs  33  1/3  per  cent.  Trimmed 

No.  3    77  78 

Trimmed  Bends  50  per  cent.  Trimmed 

No.  1  or  Best   93  94 

Trimmed  Bends  50  per  cent.  Trimmed 

No.  2  or  Good   .  89  90 

Trimmed  Bends  50  per  cent.  Trimmed 

No.  3   85  86 

Oak  Sides  (Canadian)  No.  1  or  Best  ...  65  66 

Oak  Sides  (Canadian)  No.  3  or  Good  ...  63  64 

Oak  Backs,  No.  1  or  Best   88  89 

Oak  Backs,  No.  3  or  Good   85  86 

Oak  Bends,  No.  1  or  Best   96  97 

Oak  Bends,  No.  2  or  Good   92  93 

Hemlock  Roundings   38 

Hemlock  Shoulders   47 

Hemlock  Heads   30 

Oak  Roundings   40 

Oak  Shoulders   50 


It  is  SO  easy  to  persuade  ourselves  that  what  we 
desire  is  right,  that  we  are  often  confused  in  our  an- 
alyses of  right  and  wrong. 
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New  home  of  the  Regal  Shoe  Co.,  Limited,  Toronto,  and  three  of  their  attractive  lines— (1)  The  Barrister— Comfortable,  yet  stylish ;  conservative  round 
toe;  low  broad  heel ;  black  calf.  (2)  The  Ritz -Modish  English  model  ;  red  fibre  sole  and  heel,  more  durable  than 
rubber;  mahogany  Russia.  (3)  The  Briton— sloping  British  toe,  black  calf,  mahogany. 


Tenax — the  New  Soling 

Gutta  Percha  and  Rubber,  Limited,  are  placint^'  on 
the  market  their  new  fibre-rubber  soling',  whicii  has 
been  g:iven  the  name  "Tenax."  It  is  claimed  for  this 
material  that  it  is  better  and  cheaper  than  leather,  prac- 
tically the  same  weight  as  leather,  wears  longer  than 
leather  or  rubber,  is  non-squeaking,  waterproof,  and 
very  flexible.  It  has  been  the  aim  of  the  company  to 
])ro(!uce  a  soling-  of  the  highest  quality  and  to  meet 
competition  on  that  basis  rather  than  on  a  price  basis. 
It  is  not  claimed  that  this  substance  is  cheaper  than 
cheap  leather,  but  that  it  is  less  expensive  than  first- 
class  leather  for  shoe  soling. 

At  the  present  time  "Tenax"  is  manufactured  in 
sheets  of  36  x  36  inches,  or  48  x  36  inches  in  black  and 
tan,  but  later  on  it  is  anticipated  that  sheets  of  any 
length  up  to  24  feet  will  be  available.  Two  thicknesses 
are  manufactured,  namely,  j4  inch  and  3/16  inch.  The 
14  inch  is  intended  for  men's,  boys',  and  youths'  shoes, 
and  the  3/16  is  intended  for  women's,  misses',  and 
children's  shoes.  The  14  inch  weighs  about  16  pounds 
])er  square  yard,  and  the  3/16  about  12  pounds. 

It  is  also  the  intention  of  Gutta  Percha  and  Rut)ber, 
Limited,  to  start  as  soon  as  possible  offering  soles  in 
men's  sizes — 5,  6,  7,  8,  9,  10,  and  11.  The  moulds  for 
this  purpose  are  being  made  in  the  company's  own 
shops,  and  have  been  delayed  somewhat  owing  to  scar- 
city of  machine  shop  labor. 

It  is  recommended  t!iat  "Tenax"  be  applied  to  shoes 
with  the  fibre  running  crosswise  of  the  sole,  so  that  the 


greater  flexibility  will  be  lengthwise  and  the 'greater 
stiffness  across  the  sole.  It  is  the  intention  to  manu- 
facture moulded  "Tenax"  soles  in  this  manner,  though 
many  manufacturers  have  pursued  the  opposite  course, 
liaving  the  flexibility  across  the  sole  and  the  stiffness 
lengthwise.  This  company  are  of  the  opinion  that  this 
procedure  is  largely  responsible  for  the  trouble  some 
have  experienced  with  their  soles  cracking. 

While  "Tenax"  is  a  newcomer  to  the  field  of  fibre- 
rubber  soles  it  is  the  result  of  careful  and  exhaustive 
tests  in  the  company's  laboratories,  and  it  is  felt  that 
they  have  arrived  at  the  satisfactory  conclusion  of  their 
endeavor  to  perfect  a  material  which,  in  these  days  of 
scarcity  and  high-priced  leather,  will  prove  a  boon  to 
the  consuming  public. 


Attractive  Issue  of  "Shoe  Facts" 

The  November  issue  of  "Shoe  Facts,"  the  monthly 
journal  issued  for  Canadian  shoe  retailers  by  Ames- 
Holden-McCready,  Limited,  Montreal,  in  addition  to 
containing  much  "meaty"  matter  of  interest  to  the 
shoeman,  has  a  cover  design  of  unusual  merit.  This 
consists  of  a  page  length  portrait  reproduction  of  a 
beautiful  girl  and  two  illustrations  of  the  company's 
newest  pumps.  The  combination  is  entitled  "Canadian 
Beauties." 


Some  people  are  inclined  to  use  the  claim  to  "horse 
sense"  when  it  is  nothing  but  a  slim  excuse  for  ignor- 
ance or  stupidity. 
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Mr.  Austin  A.  Briggs  Returns  from  Alaska 

Mr.  Austin  A.  Briggs,  the  advertising  manager  of 
the  Dunlop  Tire  &  Rubber  Godds  Company,  Toronto, 
has  returned  from  a  very  delightful  business  trip 
through  Canada,  including  a  visit  to  Alaska.  Speak- 
ing of  his  trip  to  a  representative  of  Footwear,  Mr. 
Briggs  said  that  next  to  the  kindness  of  the  Western 
Canadians,  the  most  outstanding  impression  upon  his 
mind  was  the  antiquated  immigration  regulations  kept 
in  force  by  the  United  States,  and  applied  to  that  ter- 
ritory. The  same  regulations  that  existed  at  the  time 
of  the  gold  rush  of  1898,  seemed  to  prevail  still.  The 
majority  of  the  people  going  to  Alaska,  Mr.  Briggs 
said,  are  Americans  and  Western  Canadians,  most  of 
them  tourists.  Canadians  from  the  East  did  not  seem 
to  have  the  time,  even  when  they  were  West,  to  go 
to  Alaska,  though  it  was  well  worth  while.  The  best 
time  for  a  tourist  to  go  to  Alaska  was  in  the  month 
of  June. 

Mr.'  Briggs  paid  a  tribute  to  the  services  of  the 
C.  P.  R.  and  the  G.  T.  R.,  who  operate  modern  boats 
and  obtain  the  largest  part  of  the  traffic.  As  a  Can- 
adian passing  through  the  country,  Mr.  Briggs  had 
a  feeling  of  regret  that  the  coast  line  should  be  United 
States  territory,  and  no  longer  Canadian.  Along  the 
coast  line,  valuable  fishing  industries  were  being  oper- 
ated, the  majority  of  the  fishermen  being  Japanese. 
There  did  not  appear  to  be  much  trade  possibilities 
outside  of  fishing  and  mining.  The  copper  mines  in 
Alaska  were  fast  being  developed.  The  scenery  was 
magnificent,  though  in  some  places  wild  and  monot- 
onous. 

Mr.  Briggs  visited  the  western  branches  of  his 
company  at  Victoria,  Vancouver,  Calgary,  Edmonton, 
Saskatoon,  Regina,  and  Winnipeg,  and  toured  the 
country  in  the  vicinity  of  the  branches  to  get  a  grasp 
of  the  opportunities  for  business  in  their  particular 
lines.  As  a  result  of  his  visit  he  was  quite  enthusiastic 
about  their  Western  Canada  organization  and  the 
prospects  for  still  bigger  business. 


Moving  to  Tliree  Rivers 

The  Eureka  Shoe  Company,  of  Papineau  Avenue, 
Montreal,  have  made  arrangements  to  remove  to 
Three  Rivers,  P.Q.,  at  the  beginning  of  the  new  year. 
A  new  incorporated  company  is  being  formed  with  a 
capital  of  $100,000,  of  Avhich  $15,000  will  be  issued  at 
once.  A  portion  of  a  new  municipal  factory  in  Three 
Rivers  will  be  rented,  giving  sufficient  room  to  allow 
four  times  the  capacity  of  the  company.  It  is  pro- 
posed to  continue  the  manufacture  of  the  present  lines 
of  women's  goods,  and  to  instal  a  large  quantity  of  new 
machinery.  The  company  have  obtained  exemption 
from  taxes  and  the  guarantee  by  the  city  of  the  first 
issue  of  bonds. 


Big  Increase  in  Output 

In  common  with  other  shoe  manufacturers,  Ames- 
Holden-McCready,  Limited,  Montreal,  are  increasing 
their  production.  This  year  will  rank  from  that  point 
as  the  best  in  the  history  of  the  industry.  A  statement 
by  Mr.  D.  Lome  McGibbon,  the  president  of  the 
company,  says  that  the  "oiitput  of  boots  and  slioes 
increased  from  1,166,000  pairs  in  1914  to  1,673,000  in 
1915-16.  The  gross  sales  now  approximate  $6,000,000 
per  annum.  Domestic  sales  during  the  first  five  months 
of  this  year  increased  36  per  cent,  over  the  first  five 
months  of  a  year  ago,  and  the  balance  of  the  fiscal 


year  will  show  a  higher  percentage  of  increase.  The 
company  has  on  hand  large  stocks  of  leather  and  raw 
material  purchased  at  former  low  prices,  besides  favor- 
able contracts  for  requirements  for  some  time  to  come. 
Net  earnings  for  the  present  fiscal  year,  after  allow- 
ing for  depreciation  and  overhead  charges,  are  esti- 
mated at  $400,000." 


Death  of  Mr.  Arthur  W.  Ault 

Mr.  Arthur  W.  Ault,  president  of  the  A.  W.  Ault 
Company,  Limited,  shoe  wholesalers,  Ottawa,  died  on 
November  18,  after  an  extended  illness.  Mr.  Ault  was 
a  prominent  figure  in  shoe  circles,  having  been  in  the 
business  since  1889.  He  was  also  an  active  worker 
in  religious  and  association  work,  having  taken  a 
prominent  part  in  Y.  M.  C.  A.  matters,  as  well  as  in 
civic  administration.  He  was  alderman  for  Ottawa 
city  during  the  years  1912  and  1913.  Previous  to  his 
business  duties  becoming  too  onerous,  Mr.  Ault  was 
captain  in  the  59th  Stormont  and  Glengarry  regiment, 


The  late  Arthur  W.  Ault. 


and  latterly  on  the  reserve  of  officers  for  that  unit. 
Fie  was  a  prominent  member  of  the  Masonic  order. 
In  business  life  he  conducted  with  great  success  the 
wholesale  boot  and  shoe  establishment  bearing  his 
name,  and  his  friends  and  customers  are  numbered 
throughout  the  eastern  section  of  Canada.  He  leaves, 
besides  his  widow  at  present  living  in  Aultsville,  Ont., 
three  sons,  Lloyd,  Arthur  Donald  and  Gerald.  Mr. 
Lloyd  Ault  has  taken  his  father's  place  in  the  busi- 
ness, which  will  continue  under  the  joint  managership 
of  himself  and  Mr.  L.  C.  Wilson. 


The  Star  Heel  Plate  Company,  Newark,  N.J.,  have 
just  issued  their  latest  catalogue.  No.  14.  This  cata- 
logue describes  and  illustrates  the  company's  very  com- 
plete line  of  heel  plates,  general  supplies  for  boot  and 
shoe  repairing  and  repair  outfits. 


Just  because  the  other  fellow  appears  to  be  "put- 
ting one  over"  by  stretching  the  truth  in  his  advertis- 
ing, is  a  very  poor  excuse  for  you  to  follow  his  exam- 
ple. The  biggest  bargains  are  given  by  the  fellows 
who  are  already  on  the  toboggan  for  failure. 
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FOOTWEAR  FINDINGS 


Happenings  in  the  Shoe  and  Leather  Trade 


The  Sniardon  Slioe  (_'(.iri|i;itiy,  53.''.  Visitaticjii  Street, 
Montreal,  are  erecting  a  new  t'Kidni)  factory  in  Maisonneuve 
on  Ernest  Street  between  I-'mu  ili  .md  Fifth  Avenues.  It  will 
be  a  three-storey  structure,  200  x  45  feet,  with  concrete  found- 
ation and  of  concrete  block  and  brick  construction. 

A  charter  has  been  granted  to  the  Van  dcr  Linde  Kul)bcr 
Company,  Ltd.,  Toronto.  Capital  stock  is  $350,000,  and  the 
company  will  carry  on  the  business  of  manufacturing  and 
dealing  in  rubber  goods  of  all  kinds. 

John  McCullough,  shoe  retailer,  806  College  Street,  To- 
ronto, is  opening  a  branch  store  at  li.'.o  lUoor  Street  West, 
which  will  be  in  charge  of  Mr.  W.  Shi]),  who  lor  several  years 
has  been  connected  with  Mr.  McCullough. 

The  Cluf¥  Shoe  Store  Company,  Vancouver,  has  pur- 
chased the  business  of  the  Banner  Slmc  Sturc.  Limited,  649 
Hastings  Street  West.  Mr.  Fred  CluH.  wlm  lia^  l.tcn  mana- 
ger of  the  Banner  Shoe  Store  since  its  incorporation,  will 
manage  the  new  business. 

The  shoe  business  of  H.  B.  Samels,  Osbawa,  Ont.,  has 
been  taken  over  by  Fred  Davidson,  who  has  moved  the  stock 
into  new  premises  on  Simcoe  Street. 

A  large  manufacturer  of  fibre-rubber  soles  anticipates 
turning  out  25,000,000  during  the  year  J91T. 

The  many  friends  of  W.  F.  Martin,  sales  manager  of  the 
Kingsbury  Footwear  Company.  A'ancouvcr.  will  hear  with 
satisiaction  of  his  return  to  ilut\  afirr  untkrgoing  an  opera- 
tion in  the  Montreal  General  ilosiiital,  where  he  was  a  patient 
for  about  a  month. 

T.  G.  Bowernian,  who  has  been  in  charge  of  the  Ijoot  and 
shoe  department  of  the  Fair,  Picton.  Ont.,  for  a  few  months, 
has  gone  to  Stoufifville,  where  he  is  conducting  a  store  in 
The  Fair  syndicate  system.  The  Fair  syndicate  now  com- 
prises seven  stores — Picton,  Napanee,  Gan.anoque.  Trenton, 
Wellington,  Brighton,  and  Stouffville.  Nearly  all  of  ilic^r  are 
in  charge  of  men  who  have  graduated  from  the  Picton  store. 

Mitchell  Harris,  of  the  Nursery  Shoe  Company.  St. 
Tiiomas,  Ont.,  died  recently. 

F.  W.  Woodward  &  Son.  Lacliine  and  Montreal,  cement 
manufacturers,  have  recently  enlar,L;(i1  their  jdant.  New 
machinery  of  their  own  design  for  d'mliliiiL;  clolh  has  been 
installed. 

The  next  convention  of  the  National  Shoe  Retailers'  As- 
s(jciation  is  to  be  held  on  January  8-10,  at  Cincinnati.  Ohio. 
J.  P.  Orr,  of  the  Potter  Shoe  Company,  Cincinnati,  will  be 
chief  host  f(M"  the  Ohio  associations. 

Kichardson's  Limited,  shoe  retailers,  are  closing  their 
]£dmonton  branch. 

It  is  stated  that  the  firm  of  George  Stockand,  Limited, 
wholesale  boots  and  shoes,  have  gone  into  voluntary  liquida- 
tion. 

The  North  British  Rubber  Company,  I^td..  are  warning 
the  trade  against  a  party  by  the  name  of  Mr.  Me  l\(  ii/ic.  w  ho 
is  representing  himscll  as  in  the  rm])l(i\'  ni  \]\\^  .  .iiii.,uiy. 
The  company  claim  they  have  no  reprcsenlati\ (  l.\  ili.n  n  imc. 
and  state  that  any  information  that  will  .is.sist  in  Im-.iting 
him  will  be  greatly  appreciated.  Their  Canadian  hrancli  utlice 
IS  43  Colborne  Street,  Toronto. 

The  Shoe  Manufacturers'  National  Association  conven- 
tion will  be  held  in  New  York  on  January  12. 

The  H.  E.  Woelfle  Shoe  Company,  Ltd..  127  Wilmot 
-Street,  Kitchener,  Ont.,  are  adding  a  $15,000  addition  to  their 
factory.  This  will  be  two  «toreys  and  basement  of  concrete, 
stone,  and  brick  construction.  • 

Five  hundred  members  of  the  National  Association  of 
■J'anners,  in  annual  convention  at  Chicago,  November  16, 
slated  that  there  would  be  no  advance  in  the  price  of  shoe- 
leather  unless  the  nations  at  war  make  too  big  a  demand  on 
the  surplus  stock  now  in  the  hands  of  tanners  and  shoe  manu- 
facturers. 

George  Yeo,  shoe  retailer  of  Teeswater,  Ont.,  has 
changed  the  name  of  his  store  from  "The  Cash  Shoe  Store" 


to  ••'liic  (da.-,sic  Shoe  Store," 
steadily  growing  trade. 


Al  1 


It   e.\|)(:riencing  a 


.\.  ]•-.  Carpenter,  foreman  of  ihc  stitching  room  at  the 
ll.irtt  Loot  and  Shoe  Company's  factory,  Fredericton,  N.B 
b.is  resigned  to  go  to  Mexico.    He  was  presented  with  a 
liandsome  club  bag  by  his  workers. 

The  Model  Shoe  Repair  Shop,  Simcoe  Street,  Peterboro 
liave  jn.stalled  an  electric-driven  finishing  set.  They  state 
that  business  has  grown  wonderfully  in  the  past  few  months. 

Improvements  to  store  fronts  in  Stratford  are  further 
apparent  m  the  alteration  being  made  in  the  store  of  Fletcher 
Johnston,  Ltd.,  on  Downie  Street.  The  former  entrance  is 
being  replaced  by  a  front  having  show  windows  on  either 
side,  with  the  entrance  door  between  them.  The  new  front 
will  be  very  attractive  in  itself,  and  will  permit  of  the  display 
nt  merchandise  to  much  better  advantage.  The  orthopedic 
department  has  recently  been  remodelled,  and  a  new  hard- 
wood floor  IS  being  put  down  throughout  the  store. 

E,irl  L.  Stewart,  boot  and  shoe  retailer,  Owen  Sound 
Ont.,  is  retiring  from  business. 

1-  Z'.^,-  {^.^"'"li'  manager  Quebec  division  Canadian  Con- 
solidated Rubber  Company,  Ltd.,  has  been  elected  a  director 
on  the  board  of  management  of  the  Dominion  Commercial 
iravellers  Association,  to  hold  office  for  the  years  1917-18. 

Hennesey  &  Wilson  have  opened  a  shoe  and  men's  wear 
store  in  North  Lethbridge,  Alta.  They  previously  had  a  store 
m  Calgary. 

W.  A  Moore,  sales  manager  for  Beardmore  &  Co  To- 
ronto, who  delivered  a  very  interesting  address  before  ihe 
J  oronto  Shoe  Retailers'  Association  recently,  was  operated 
-ress ^         days  a.^"  and  is  making  good  pro- 

G.  J  Scott,  representing  P.  Jacobi,  Toronto,  has  returned 
fron,  a  Inp  to  the  West  and  is  now  calling  on  the  trade  in 
tlic  Maritime  Provinces. 

Fire  recently  did  considerable  damage  to  D.  P.  MacDon- 
ald  s  shoe  store  at  Sydney,  C.B. 

M.  H.  Shibley,  of  Toronto,  representing  the  Brown  Shoe 
Company,  of  _S  .  Louis,  Mo  with  sample  rooms  in  the  Yongc 
Sheet  Arcade,  has  returned  from  the  West.  Business  is  good^ 

W.  G.  Simpson  has  been  appointed  manager  of  the  Mont- 
real branch  o  the  Miner  Rubber  Company^^  He  has  been 
associated  with  the  company  in  Toronto  and  Montreal  and 
has-been  m  the  office  of  the  latter  branch  for  the  last  two' 

in  Bostirn^"""'  °^  ^  lavage,  Montreal,  was  recently 

I  td  ^  M^n^'n^rP."!-  manager  Cariadian  Footwear  Companv. 

^""^'^^^i'-  ^as  a  recent  visitor  to  Toronto,  when  he 
seemed  some  large  orders.  vm.cu  hi. 


A  LINE  OF  SHOES  WANTED 

_  Experienced  salesman  with  good  connection  wishes  line 
of  shoes  to  sell  on  commission  in  British  Columbia  or  British 
Columbia  and  Alberta.  Box  484,  Footwear  in  Canada  Toron- 
to,  Ont. 
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WELLS  A 

VISIBLE 

MATE  MARKS 

FOR. 

SHOES  AND  CARTON 


GVS  V.WELLS,  531  14th  St.,nes  Moines,  Iowa 


December,  1916 


FOOTWEAR  IN  CANADA 


55 


TWO  NEW  LINES 

HAUTHAWAY'S  —  famous  dressings,  blackings, 
waxes,  polishes,  and  cements — and 

"DURITE"  and  "DURUNDUM"— abrasive  papers 
made  especially  and  exclusively  for  the  shoe 
trade. 

These  two  lines  will  in  the  future  be  distributed  in 
Canada  by 

L.  R.  Newbegin  Co.,  "  MONTREAL 


Markem  Machine  Co. 
Puritan  Manufacturing  Co. 


American  Stay  Co. 
S.  M.  Supplies  Co 


Shoe  Store  Settee 


This  attractive  hexagonal  settee  is  one  of 
our  best  selling  pieces  of  shoe  store  furniture. 

It  allows  of  many  original  effects  in  a  store 
and  is  a  mOst  useful  furnishing. 

Have  you  our  catalogue  ? 


Valley  City  Seating  Co., 

Limited 


Dundas,  Ont. 


ENGRAVEROF  FINE  STEELSTAMPS  &DIES 


230,  c,A>NES^MONTREAL.PHo/v 

CR^^^Cl^^'fP)  QUE 


MYSTAMPS  ARE  UPTOQATE  IN  DESIGN 
&  ADO  AN  ARTISTIC  FINISHTO  VOUR  SHOES 

•  WHICH  WILL  INCREASE  YOUR  SALES  • 
Oi>.,...^.  nlSIONS   3UBMITTE.O 


To  Users  of 
Bottom  Polish 

For  years  we  have  put  on  the  market  a 
Bottom  Polish  called  Cock  of  the  Walk. 
We  are  no  longer  putting  out  this  polish, 
but  in  its  place  have  a  bottom  polish 
which  we  are  calling 

Hauthaway's 

Bull  Dog 
Bottom  Polish 


We  guarantee  this  polish  to  be  better 
than  even  our  old  polish.  If  it  should 
crack  or  dry  up  or  not  do  the  work  as  you 
think  it  should  be  done,  we  will  take  it 
back,  make  no  charge  for  what  you  have 
used,  and  pay  postal  or  express  charges 
both  ways. 

Could  anything  be  fairer? 

Could  we  express  our  confidence  in  it  any 
stronger? 


56 


FOOTWEAR   IN  CANADA 


December,  1916 


Fall  and  Winter 
RUBBERS 


Kant  Krack 


Dainty  Mode 


Our  many  dealers  are  doing  a  thriving  business  with 
Independent  Rubbers  right  now.  Canadian  people 
realize  it  is  not  only  economy  to  buy  good  rubbers, 
but  more  healthful  as  well.  Your  customers  need  the 
best.  Get  in  touch  with  the  nearest  Jobber  listed  below. 


Royal 


Bull  Dog 


The  Independent  Rubber  Co.,  Limited 


MERRITTON,  ONTARIO 


The  Amherst  Boot  &  Shoe  Co.,  Limited  Amherst,  N.S. 
The  Amherst  Central  Shoe  Co.,  Limited  Regina.  Sask. 
A.  W.  Ault  Co.,  Limited  -      -      -       Ottawa,  Ont. 

White    Shoe    Co.  Toronto,  Ont. 

Kilgour,   Rimer  Co.,   Limited         -       Winnipeg,  Man. 
Th6  J.  Leckie  Co.,  Limited      -      -       Vancouver,  B.C. 
The  London  Shoe  Co.,  Limited      -       London,  Ont. 
McLaren   &   Dallas      ....       Toronto,  Ont. 
James    Robinson  ....       Montreal,  Que. 

Brown,  Rochette.  Limited  .  -  Quebec,  Que. 
McFarland  Shoe  Co.  -  -  -  -  Calgary,  Alta. 
T.   Long  &   Brother     ....       Collingwood,  Ont 
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The  United  States  Hotel, 

BOSTON,  MASS.,  U.  S.  A. 


Beach,  Kingston 
and   Lincoln  Streets 


Only  two  blocks  from  the  South  Terminal  Station  in  the  centre  of  the  Shoe  and  Leather 
District  and  within  easy  walking  di^ance  of  the  shopping  di^ri(fl,  theatres,  etc. 
Good,  comfortable  rooms,  unexcelled  cuisine,  and  reasonable  rates. 
American  and  European  plans.    Send  for  circulars. 

TILLY  HAYNES,  Proprietor  JAS.  G.  PilGKEY,  Manager 


PARKER'S 
Felt  Box  Toes 

We  can  make  immediate  shipments  of  our  high  grade  Felt  Box  Toes,  This  product  is 
giving  satisfaction  wherever  used — in  fact,  is  proving  better  than  leather  toes  and  the 
cost  is  much  less.    Send  for  samples  and  prices. 

WE  HANDLE 

We  are  sole  selling  agents  ^^^-^r  ^jj     ^.^^^  ^^^^^  Cements 

for  the  Perth  Felt  Company,  c   u     c  a-  n         Shoe  Felts 

manufacturing  lines  of  shoe  findings.    Our  gi^^ki^gs 

business  has  grov^^n   to  be      Dressings  and  Box  Gums 

oil       i-«  1.  i       '    •    n      A         „      Patent  Leather  Repairer 

Shoe  Felts  the  largest  in  Canada  pure-  Carbicon 

ly  on  a  satisfaction  or  money      Polishing  Wax 

^  .  LIU-       \\r       11  u     ^  A      Sewing  Wax 

for  the  best  trade.    This  is     back  basis.    We  will  be  glad      ^.^^  ^j^^ 

^ne  of  our  big  selling  lines.     ^o   send    you    samples   and      Dry  Paste 

,         ,.       ,     J,  J      and  a  full  line  of 
Write  us  for  complete  details.     prices  of  any  lines  handled.      Rubber  Cement  Shoe  Findings 

PARKER  IRWIN  (Limited) 

Largest  Shoe  Manufacturers'  Supply  House  in  Canada 

Montreal  -  -  ■  Quebec 


Quebracho,  Hematine,    Fustic  and  Hypernic 


(Paste  or  Crystal*) 

Manufactured  by 


THE  STAMFORD  MFG.  CO.,  Stamford,  Conn. 

ANILINE  DYES-Leather  Colors  a  Specialty 


Manufactured  by 

JOHN  R.  GEIGY,    -    BASLE,  Switzerland 


T.  D.  WARDLAW        -        23  Scott  Street,  TORONTO 
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ALPHABETICAL  LIST  OF  ADVERTISERS 


Adams.  J.  A  

Aircl  &  Son   73 

Anics-Hoklcn-McCrcady   <> 

Armstrong,  W.  D   5.") 

Boston  Blacking  Company    03 

Breithaupt  Leather  Company   58 

Brockton  Heel  Company   (■)4 

Canadian  Arrowsmitli  Mfg.  Co.  ...  21 
Canadian  Consolidated  Rubber  Co.  3-38 

Champion  Shoe  Machinery  Co   03 

Commercial  

Cote,  J.  A.  &  M   5 

Daoust-Lalonde  &  Company   4 

Doyle,  Thos.  C.  (Regd:)   to 

Dufresne  &  Galipeau  '   11 

Dunlop  Tire  &  Rubber  Goods  Co.  ..  07 

Dupont  &  Frcre  ■  ...  59 

Fnrtnna  Machine  Company    70 

(lagnon,  Lachapelle  &  Hebert    09 

(kilt  Shoe  Mfg.  Company   00 


Getty  &  Scott   23 

Guay,  Eugene    71 

(Mitta  Pcrcha  &  Rubber  IJmitcd  ...  20 

Hinde  &  Dauch  Paper  Co   70 

Humberstone  Shoe  Company   04 

Independent  Button  Machine  Co... 

Independent  Rubber  Company   .j6 

Kawncer  Mfg.  Company   5l» 

Kieffer  Bros   71 

Landis  Machine  Company   00 

McLaren  &  Dallas   19 

McMartin,  E.  W   71 

Midland  Shoe  Company   70 

Minister  Myles  Shoe  Co  

Muir,  James   75 

Narrow  Fabric  Company   64 

Newbegin  Company,  L.  R   55 

New  Castle  Leather  Company   ....  71 

Nugget  Polish  Company  ...   65 

Odell,  L.  S   70 


Palmer  Company,  John   22 

Panther  Rubber  Company  Cover 

Parker,  Irwin,  Limited    57 

Peerless  Machinery  Company   00 

Ralston,  Robt   64 

Regal  Shoe  Company   1 

Rice  &  Hutchins   17 

Robinson,  Jas  1  t-15 

Robin  Bros     61 

Sisman  Shoe  Company    20 

Slater,  Chas.  E  24-25 

Slater  Shoe  Company   7 

Tebbutt  Shoe  &  Leather  Co   10 

Tetrault  Shoe  Company  12-13 

Toledo  Button  Machine  Co   76 

Trudeau  Company,  G.  T   18 

United  Shoe  Machinery  Co.,  Ltd. 

  OS-72-74 

United  States  Hotel,  Boston   57 

Valley  City  Seating  Co   55 

Vermilyea  Mfg.  Company   71 

Wardlaw,  T.  D   57 

Wells,  Gus  V   54 

Woodward  &  Sons,  F.  E   8 


With   Our   Additional  Tannages 

we  are  now  able 

To  Satisfy  the  Wants  of  all  Cutters  of 


SOLE  LEATHER 


with  either  of  our  Five  Lines: 


EAGLE  I 
^""^  "PENETANG"  "^'"'"^'^ 


"TRENT  VALLEY" 

"LION 

"UNION  OAK" 
The  Breithaupt  Leather  Co.,  Limited 

KITCHENER,  ONT. 
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New  Styles  Ready 


Our  line  of  shoes  for  Fall  showing  comprises  only 
those  newer  styles  that  we  positively  know  are  popu- 
lar. We  take  no  chances.  Dupont  &  Frere  shoes 
are  noted  for  their  sure  selling,  for  their  reliable 
wearing,  for  giving  good  values.  We  still  keep  to 
this  standard.  If  you  are  in  the  market  to  do  busi- 
ness along  these  lines  we  can  surely  interest  you. 
Drop  us  a  card  and  we  will  make  arrangements  to 
place  our  line  of  samples  before  you.  Quality  un- 
usually high — prices  unusually  low 


DUPONT  &  FRERE 

301  Aird  Avenue  MONTREAL 


SEND  FORimS 


YOU  could  make  more 
money  if  more  people  came 
into  your  store.  Then  why 
not  bring  them  in? 

Q  53,000  successful  installations 
have  gained  for  Kawneer  Store 
Fronts  the  reputation  of  bringing 
them  in. 

Q" Boosting  Business"  will  tell 
you  how.  We  shall  be  glad  to 
send  you  a  copy  free  if,  when 
you  write  for  same,  you  use 
your  letterhead. 

(][  Your  head  salesman 

may  leave  you,  but  a  "paying 
front"  is  yours  for  all  time. 

Kawneer  Mfg.  Co.,  Ltd., 

Guelph,  Ontario. 


lin  this 
to  ybur 
leitcr 
hcad» 


^  "boosting  BUSIBIESS' 
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PEERLESS 
MACHINES 


Universal  Skiver 

Acknowledged  by  the  shoe  manufacturers  every- 
where as  the  most  reUable  Skiver  made.  Gives 
greater  production  at  minimum  cost.  ' 


Peerless  Folder 

No  matter  what  the  shape  of  the  upper  this  machine 
will  fold  the  edge  over  perfectly.  Turns  over  seams 
and  back  stays.  For  rapid  clean  work  this  machine 
is  without  a  rival. 


Automatic  Perforator 

Spaces  evenly  on  any  curve  without  the  use  of  knee 
or  any  other  attachment.  30  to  50  per  cent,  more 
output  at  a  minimum  cost. 

The  Peerless  Machinery  Co. 

44  Binford  St.  BOSTON,  Mass. 


^ ^Fitter  than  ever^^ 

The  New  Lines  of 

ECLIPSE 

FOOTWEAR 

For  Spring,  1917 

"Eclipse"  should  be  your  line  for  1917. 
Nothing  better  made  in 

Turns  and  McKays  for 

Boys,  Youths,  Misses 
and  Children 

Big  shoe  buyers — men  who  know  value — 
will  feature  this  line  for  the  coming 
year.    Why  not  do  likewise  ? 

Eclipse  footwear  means  a  clean  stock, 
quick  turnovers,  and  the  opportunity  to 
be  the  style  leader  among  your  compet- 
itors. 

Gait  Shoe  Mfg.  Co. 

Limited 

Gait       -  Ontario 
''The  Quality  Line'' 
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LASTS 

This  last  month  of  the  Year 
brings  to  a  close  one  of  the 
most  successful  years  we  have 
had 

THANK  YOU! 

We  extend  to  our  Friends  all 
the  Compliments  of  this  Holi- 
day Season,  and  Good  Wishes 
for  their  continued  Success. 

ROBIN  BROS. 


Carriere  and  Gilford  Streets 

MONTREAL     -:-  CANADA 
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If  there  was  ever  a  time  when 
shoe  manufacturers  need  good, 
honest,  pure  Cements  that  time  is 

NOW! 

WIe  know  your  needs  in  this 

direction. 

We  are  making  Cements  according 
to  these  needs  and  if  you  would 
insure  yourself  against  Cement 
troubles  we  would  suggest  that  you 
allow  us  to  furnish  you  with  Cements 

Quality  and  Service  is  what  we 
have  to  offer  t/ou. 


Boston  Blacking  Co. 

152  McGill  Street 

Montreal    -  Canada 


1 
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standard  Straight  Needle  and 
Awl  Shoe  Stitcher. 


The 
Best 
Mechanical 
Principles 


CHAMPION 

Shoe  Repair  Machinery 


If  you  have  not  as  yet  equipped  yourself  with 
Shoe  Repair  Machinery,  if  you  intend  to  do  so, 
here  are  some  facts. 

CHAMPION  Line  of  Shoe  Repair  Machinery  is 
the  Largest  and  Most  Complete  in  the  Market. — 
Over  15,000  in  use,  Consisting  of  Shoe  Stitchers, 
Combination  Harness  and  Shoe  Stitchers,  Repair 
Outfits  and  Nailing  Machines. 


Ideal  Curved  Needle  and  Awl 
Shoe  Stitcher. 


Working 

Efficiency 

Ease  of 

Operating 


Champion  Repair  Outfit. 


Distinguish  CHAMPION 

Ma- 

chines  over  all  others  in 

the 

market. 

CHAMPION  Machines 

are 

sold  Outright  for  Cash  or 

on 

Time  Payments. 

Combination  Harness  and 
Shoe  stitcher. 


Clincher  Fastener  or 
String  Nailer. 


Write  us  for  Catalog,  Price  and  Terms 

Champion   Shoe   Machinery  Company 


CHAMPION  SHOE  MACHINERY  CO. 

s  r.  LOUIS.  MO. 

Give  particulars  on  


Name. . . 
Address. 


3723-3741  Forest  Park  Boulevard 

St.  Louis      -      -  Missouri 

BRANCH  OFFICES: 

Boston,  Mass. — 65  High  Street 
San  Francisco,  Gal. — 65  McAllister  Street 
New  York,  N.  Y.— 209  Centre  Street 
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quality  shoe  laces 
for  every  requirement 

In  bulk  for  the  factory  trade. 

Single  paired  for  the  fine  job- 
bing trade. 

Finished  with  Nufashond 
Fabric  Tips  (patent  appHed  for). 
Part  of  the  braid  itself.  Rustless, 
waterproof,  won't  pull  off. 

Samples  and  particulars  upon  request. 

Narrow  Fabric  Company 

Reading  Pa. 


NON  RIP  SANDALS 

Made  in  Canada 

To  insure  special  discount 
on  early  deliveries  you 
should  order  Humber^lone 
Sandals  now. 
They  are  built  on  the  latent 
lafls  and  are  non-rip. 
JOBBERS  WRITE  US  FOR  SAMPLES 

Humberstone  Shoe  Co. 

HUMBERSTONE,  ONT. 


No.  2 


Safe  From  Frost 

Wc  can  make  shipments  of  all  these  excellent  shoe  dressinj^s  in 
the  coldest  weather.  They  will  not  freeze.  Ralston's  Paste  Polish  is 
sold  in  convenient  containers  of  several  sizes  to  suit  your  require- 
ments. There  is  a  Ralston  shoe  dressing-  for  every  shoe.  Write  for 
details. 

Robt.  Ralston  &  Co.,  Hamilton 


No.  3 


For  glazed  kid  shoes 

Black,  Brown,  Midnight  Blue, 
Grey  Clj^mpagne  and  White. 


Black  or  Tan 

DUBBIN  as  supplied  to  the  Do- 
minion Gover  nment  for  the  use  of 
soldiers  at  the  front. 


Made  in  all  colors.  Black 
Brown,  Tan,  Ox  Blood 


Store  Management 

An  illustrated  book  of  212 
pages,  by  Frank  Farrington 

Price  50  cents. 

Footwear  in  Canada  "'t^o'JS™*  * 


We  want  to  BUr  for  CASH  afl 
thi  PIECED  HEEl  STOCK 

Bro&kton  Heei 
Company 

BROCKTON,  MASS. 
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Wishing 

You 

All 

You 

Wish 
Yourself 


THE  NUGGET  POLISH 

COMPANY  LIMITED 

9,  1 1  and  13  Davenport  Road 
TORONTO  -  -  -  ONTARIO 
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Land  is  Curved  Needle  and  Awl 
Shoe  Soling  Machines 


o 

o 

2: 


•M 

3 

o 

o 

CO 


PRICE  AND  TERMS 
LANDIS  NO.  12  STITCHER 
Weight,  crated-About  750  lbs. 
Head  only,  crated— About  500  lbs. 

Price- Complete  with  Stand,  power  only,  $.500.00,  F.  O.  B.  St.  Louis. 

Head  only,  $475.00,  F  O.  B.  St.  Louis. 
Terms— 15;»  discount  for  cash. 

Time  Payments— $50.00  cash  and  $15.00  per  month. 
Deferred  payments  to  be  closed  by  notes  without  interest. 


PRICE  AND  TERMS 
LANDIS  NO.  10  STITCHER 
Weight,  crated-About  700  lbs. 
Head  only,  crated-About  .300  lbs. 

Price— Complete,  with  Stand,  foot-power  or  power,  $400.00,  F.  O.B. 
St.  Louis. 

Complete,  with  Stand,  combination  foot-power  and  power, 
$410.00.  F.  O.  B.  St.  Louis. 
Head  only-$375.00,  F.  O.  B.  St.  Louis. 
Terms— 15r^  discount  for  cash. 

Time  Payments— $25.00  cash  and  $10.00  per  month. 
Deferred  Payments  to  be  closed  by  notes  without  interest. 


Model  22  Landis  Shoe  Repair  Outfit,  Left  Hand 
Manufactured  by  LANDIS  MACHINE  CO.,  St.  Louis,  Mo. 

Landis  Machine  Company 

St.  Louis,  Missouri,  U.  S.  A. 

WE  ALSO  MAKE  THE  LANDIS  HARNESS  MACHINES.   ASK  YOUR  HARNESS  MAKER  ABOUT  US. 
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The  Master  Line 

"Live  Rubber" — an  expression  now  widely  used  by  other 
makers  of  rubber  heels — originated  with  "  Dunlop." 

And  that's  not  the  only  thing  which  "Dunlop"  originated 
and  other  manufacturers  have  copied. 

But  it  is  one  thing  to  appropriate  a  manufacturer's  slogan 
and  quite  a  different  thing  to  have  what  that  slogan  stands  for. 

Dunlop  Rubber  Heels  have  a  superiority  all  their  own — 
a  wear-longer,  walk-easier  quality  that  twenty-two  years'  know- 
ledge of  rubber-made  goods  has  made  possible  to  impart  to 
products  branded  "  Dunlop." 

Topmost  merit  in  the  heel  itself,  one-and-one-half  cent 
rebate  on  each  empty  heel  box,  continuous  and  far-reaching 
advertising,  make  Dunlop  "Peerless"  Heels  conspicuous  as 
representing  an  extraordinary  selling  opportunity  to  dealers. 

Three  colors — Grey,  Black,  Tan — and  all  sizes. 

Dunlop  Soles  Sell  Readily 

Know  more  about  Dunlop  Rubber  Soles  and  the 
sales  of  same  you  are  missing  if  the  Dunlop  Line  is  not 
now  represented  in  your  store. 

Any  jobber  will  give  you  all  the  details ;  show  you 
why  Dunlop  Rubber  Soles  have  the  necessary  resiliency, 
and  why  they  are  famous  for  good,  long  wear  without  the 
semblance  of  a  crack. 

We  back  you  up  with  ample  selling  assistance  and 
offer  first-hand  inducements  to  enable  you  to  do  a  good, 
profitable  trade  in  Dunlop  Soles. 

All  sizes  and  colors  Grey,  Black,  White  and  Tan. 

A  full  line  of  Cements  for  all  purposes. 

Dunlop  Tire  &  Rubber  Goods  Co.,  Limited 

F.  5  H.  79 
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We  Can 
Supply  Anything 
From  a  Tack 
To  a  Full  Factory 
Equipment 


If  there  is  anything 
you  want,  write  us 


United  Shoe  Machinery  Company  of  Canada,  Limited 


122  Adelaide  St.  W. 
Toronto 


MONTREAL,  QUE. 

179  King  St.  W. 
Kitchener 


492  St.  Valier  St. 
Quebec 


I 
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We  wish  our  many  customers  and 
friends  a  Merry  Christmas  and  a 
Prosperous  and  Happy  New  Year. 


FOR  JOBBERS 

Footwear  for  women,  misses,  children  and  infants  in 
the  ever  popular  solid  leather  styles.  G.  L.  &  H, 
establish  a  live  point  of  contact  between  Jobber,  Re- 
tailer and  Customer  that  will  have  business  flowing 
flowing  steadily  in  the  right  direction.  All  the  1917 
styles  allow  an  excellent  mark  up.  Write  us  for  inter- 
esting facts  on  these  sure  winners. 

Gagnon,  Lachapelle  &  Hebert 

Shoe  Manufacturers 
55  Kent  Street  -  -  MONTREAL 
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Sure  Sales 


Our  traveller 
will  be  glad  to 
show  you  the  new 
Midland  shoe 
styles  in  all  the 
best  leathers,  and 
latest  designs. 
You  will  agree 
with  us  that  they 
are  fast  selling 
shoes,  when  you 
have  seen  them. 


Midland  Maid"  ,  "Midco 

and 

for  Women  for  Men 

The  "Midland  Maid,"  manufactured  in  Kid.  Velour, 
Gun  Metal,  Patent  Colt,  Havana  Brown,  and  Velour 
H.  C.  Sport  Model.  "Midco,"  for  men.  made  in  a  variety 
of  lasts.  Gun  Metal,  Kidduck  Cushion,  African  Brown, 
vvitli  leather  or  N'eolin  soles. 

Write  for  samples  and  particulars  to-day. 

The  Midland  Shoe  Co.,  Kingston,  Ont. 


We  Can  Save  Money  for  You  on  Your 
Shipping  &  Packing 

H  &  D  Solid  Fibre  Board  Boxes 


1. — Tlicy  protect  your  sliipmcnt 

against  loss  from  dampness 

and  water. 
'J. — They    are    extremely  light, 

wliic-Ii    means    low  freight 

charges. 

."J. — Tliey     cannot     be  opened 
williont  breaking  the  seal. 


4.  -They  save  time  in  packing, 
.'j. — Tlicy  save  storage  space. 

0. — They  liave  strong  adver- 
tising value. 

7. — They  can  be  made  to  your 
s[)c(  ilicaticjns. 

5.  — Their    first    cost    is  lower 

tlian  wood. 

Our  booklet  "How  to  Pack 
It"    explains   all — write  for 

it. 


The  Hinde  &  Dauch  Paper  Co. 

of  Canada,  Limited 
TORONTO  ONTARIO 


SHOE  FELTS  and  UPPER 
LEATHERS 

''MADE  IN  CANADA 

Patent,  Dongola,  Box  Sides,  Gun  Metal, 
Tongue  and  Wax  Splits,  both  Plain 
and  Ooze  in  Black  and  Tan. 

Shoe  Cottons  of  all  kinds 
Shoe  Cements 
Top  Facing 
Box  Toe  Goods 
Buckrams 

Write  for  samples  and  prices. 


137  McGill  Street 
MONTREAL 


Fortuna  Skiving  Machine 


For  Manufacturers  who  Skive  Leather,  Felt, 
Cork,  Rubber  or  Paper 

U.sed  extensively  by  Manufacturers  of 
Shoes,  Box  Toes,  Trimmings.  Insoles,  Ankle 
Supporters,  Welting,  Arch  Sctporters 

Sole  Agent*  for  Canada 

Fortune   Machine  Co. 

127  Duane  Street       -       NEW  YORK 
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Guay  Counters 


All  Leather  Fail  StiUhi 


Outwear  the  Shoe 

That's  our  claim  for  Guay  All- 
Leather  Counters.  We  will 
pay  cash  for  every  pair  of  shoes  in 
which  our  counters  are  used,  and 
which  they  fail  to  outwear. 
ALL  LEATHER  INSOLING 
a  large  stock  of  all  kinds  always 
on  hand. 

Prices  and  Samples  on  Application 

EUGENE  GUAY,^^"  ^'mo'n'tTeal 

We  also  make  Union,  Standard  and  Leather  Board  Counters 


"UNION" 
EDGE  SETTING  MACHINE 


For  making  a  hot 
kit  burnished  edge 
this  machine  is  un- 
excelled. It  makes 
an  edge  equal  to  hand 
work. 

Driving  pulley  5  x 
3.  Should  run  375 
revolutions  to  the 
mmute.  Weight  1  75 
lbs. 

Illlllllllllllllllllllllllllllllllllllll 

Kieffer  Bros. 

Rgd. 

Established  1869 
96  Prince  Street 

Montreal    -  Que. 


When  You  Want 
BOOT  and  SHOE  LACES 

McMartin  is  Your  Man 

I  have  a  complete  stock   of   the  lines  you  nefed, 
whether  for  Factory  mse  or  Findings  trade. 

I  have  good  or  cheap  qualities,  both  tubular  and  flat. 

Round  Laces  both  cheap  and  mercerised 
Leather  Laces  in  Round  and  Square  Cut 
Porpoise  Leather  Black  and  Tan 


E.  W.  McMARTIN, 


45  St.  Alexander  St. 
MONTREAL 


For  your  soldier  trade  42"  Tan  Porpoise 
Also  Khaki  Breeches  Laces 


New  Castle  Kid 

Glazed  and  Mat 

It  is  a  staadard  article — "New  Castle 
Kid" — of  uniform  high  quality,  and  absolutely 
reliable. 

Samples  will  be  supplied  on  request  for 
glazed  or  mat,  black  or  colors. 

We  can  supply  you  promptly. 

Write  or  wire  for  samples. 

New  Castle  Leather  Co. 

NEW  YORK 

Canadian  Branch: — 335  Craig  St.  W.,  Montreal 
Factory: — Wilmington,  Del.,  U.S.A. 


TOE-KDMFQRT 


D?VERMILYEAS 


CURES 
FOOT 
AILMENTS 

MADE    IN  CANADA.' 


SNAPPY 
ADS 
FOR  YOU 


DEALERS  who  are  showing  our  Toe-Komfort 
Foot  Ointment,  Arch  Supports,  etc.,  are  getting 
results  from  our  general  publicity. 

VERMILYEA  MFG.  CO. 

231  8th  Ave.  W.  -       -  Calgarjr,  Alta. 
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Shoe  Machinery 

For  Every  Department  from  Lasting  to  Finishing 


TRADE 


MARK 


Goodyear 
Welt  and  Turn 
Systems 


Consolidated 
Hand  Method 
Lasting  Machines 


Model-C 
Ideal  Clicking 
Machines 


Rapid  Standard 
Screw 
Machines 


Davey 
Horn  Pegging 
Machines 


Heel  Protector,  Driving,  Heel  Compressing,  Loading  and  Attaching 
Machines,  Heel  Trimming,  Breasting,  Scouring  and  Finishing 
Machines  ;  Loose  Nailing  and  Slugging  Machines  ;  Cementing,  Buff- 
ing and  Skiving  Machines;  em  Insole  Machines;  Eyeletting 
Machines  ;  Eyelets,  Shanks,  Brushes,  Etc. 


United  Shoe  Machinery  Company  of  Canada,  Limited 


122  Adelaide  Street  West,  TORONTO 


MONTREAL,  QUE. 

179  King  St.  W.,  KITCHENER 


492  St.  Valier  St.,  QUEBEC. 


FOOTWEAR    IN  CANADA 
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A  Merry  Christmas 

To  Our  Many  Good  Friends 


Our  1917  range  of 
shoes  will  be  up  to  our 
usual  high  standard. 


AIRD  AND  SON 

(Registered) 

MONTREAL 
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Means 

Preparedness 

Means 


December,  1916 
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The  Test  of  a  Shoe 
Business 

To  have  your  customers  so  well  pleased  they  tell  their 
friends  about  your  service.  To  have  them  come  to  you 
time  after  time  for  their  footwear.     That's  the   acid  test. 

MUIR  MADE  SHOES 


The  kind  of  shoes  that  make  a  man 
proud  of  his  feet.  Try  a  pair  on  your 
next  customer  and  watch  the  pleased 
expression  when  he  sees  the  effect. 

It  is  the  result  of  artistic  effort  in 
the  designing  and  making  of  all  our 


footwear  that  places  it  in  this  superior 
cl  ass. 

Get  in  touch  with  our  Montreal  house. 
We  have  something  good  to  offer 
and  it  means  no  obligation  on  your 
part  to  ask  for  more  information. 


The 

James  Muir 

Company 


MONTREAL 
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TRY  IT  IN  YOUR  OWN  STORE 
THE  TOLEDO  BUTTON  MACHINE 

^60 

WITH  TOLEDO  RUST 
PROOF  WHITE  WIRE 
FOR  12000  OPERATIONS 


PAYMENTS  IF  DESIRED 

FASTENS  ALL  BUTTONS 
SOLD  OUTRIGHT 
FULLY  GUARANTEED 
15  DAYS  TRIAL 
ORDER  ONE 


THE  TOLE DgfBUifVfOiyi ACH I N 

SUMMIT  AVB^ 


COMPANY 

~  OHIO. 
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